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THE  FIRST  BIG  SELLER  FOR  1920 


THE  GREAT  IMPERSONATION 

By  E.  PHILLIPS  OPPENHEIM 

Startlingly  prophetic  as  his  previous  stories  have  been,  in  this  new  novel  Oppenheim  has  surpassed 
himself.  It  is  a  happy  blending  of  love,  mystery  and  international  intrigue  so  splendidly  done 
that    its    publishers     are    convinced    that    it    is    the    best    story     Oppenheim    has    ever    written. 
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AND  WHiCH  WAS  THE  BARON  VON  RAGASTEIN  ? 

THEIR  REMARKABLE  RESEMBLANCE 
IS THE  BASIS  Of 
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PvC  A  1    CDC  ^PPenne'm  always  sells  and  continues  to  sell  bigger  than  ever.  THE  GREAT 
DLALLKo  IMPERSONATION,  a  book  of  the  one  hundred  thousand  class,  starts  on  its 
journey  of  success  on  January  2nd,  1920. 


GET  BEHIND  THIS  BOOK   FOR  A  BIG,  LONG  DRIVE 

Published  by  McClelland  &  stewart,  limited 

215-219  VICTORIA  STREET,  TORONTO 


BOOKSELLER  AND  STATIONER,  December  29.  1919.  Volume  XXXVI.  Published  every  month.  Yearly  subscription  price.  SI  00  Entered  as  second 
class  matter.  July  1st.  1912,  at  the  Post  Office  at  Buffalo,  under  the  Act  of  March  3rd,  1879.  Entered  as  second-class  matter  at  the  Post  Office  De 
pai-tment.    Ottawa.  ».  won    vime   *^c 
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— he  holds  big 
business    for 

every  dealer  who 

sells  BICYCLE  * 
and  CONGRESS 

Playing  Cards! 


It's  that  old  sparkle  in  the  eye — that 
"got-you-guessing"  expression  that  de- 
notes a  real  card  player — a  playing  card 
buyer! 

Thousands  of  people  are  playing  cards — 
thousands  more  are  learning  to  play — ■ 
all  fascinated  by  thejoyofthegame.  They 
are  reading  the  national  advertisements 
of  BICYCLE  and  CONGRESS  Playing 
Cards. 

Our  big  national  advertising  campaign 
is  making  more  card  players  this  winter 
than  ever  before.  Really  attractive 
messages  in  every  advertisement — real 
business  bui'.ding  for  you! 


The  January 
Advertisement 

The  advertisement  shown  herewith 
appears  in  the  leading  national  magazines 
for  January.  It  is  one  of  the  best  of  the 
whole  series — one  that  will  make  hundreds 
of  folks  right  in  your  community  want  to 
start  playing  cards  right  hew! 

Are  you  ready  to  take  advantage  of 
this  opportunity?  Have  you  BICYCLE 
and  CONGRESS  Playing  Cardsinstock? 
If  not  you  should  have — that  is,  if  you 
wish  to  make  ALL  the  profits  possible 
for  you  to  make. 

Ask  us  for  Window  Display  Material. 
Of  course,  you'll  want  to  orderU.S.  Cards 
if  you  do  not  have  them. 

THE  U.  S.  PLAYING  CARD  CO. 

Dept.  4,     Cincinnati,  0.,  and   Windsor,  Can. 
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U1RRF.  are  2,sq8.qoo  different  combina- 
tionsof  fiiecarris  possible  in  a  standard 
deik  of  52  cards      He  might  have  any 
one  of  them!     A  kno^lcdgeof  what  these  combina- 
tions are.  and  of   the  relative  chances  of  puling 
eath   of    thim.   will  help  >ou  greatly  in  determining 
what  your  opponent  is  holding  and  what  >ouro»n  hand 
is  worth  in  an>  game. 

You  v  ill  find  thisinformation  in  the  latent  edition  of  "The  Official 
Rule- of  C  .ird  Games"  This  250  page  card  placing  enr\clopedia 
also  explains  the  relative  chances  of  bci  icnng  any  given  hand,  it  tells 
exactly  what  each  hand  is  worth,  and  it  gi^es  innumerable  valuable 

hintsand  su^e-nons  on  good  points  of  play  that  immediately  dis- 
tinguish the  expert  f<"urT1  the  novice  Send  for  this  book  toda>  It 
contains  the  complete  rules  lor  over  300  tatd  games. 

BICYCLE  S° 

have  every  desirable  quality  playing  cards  should  have  The  air- 
cushion  finish  prevents  gumming  and  Stickmg— and  m  ikes  shuffling 
easy  and  misdealing  almu-t  impossible.  The  large,  dear  indexes  are 
easily  read  And  the  high-grade  materials  of  which  they  are  r.iade 
enable  them  to  outlast  several  ordinary  decks. 

Congress  Playing  Cards— the  gold  edge  playing  cards,  v.  ith  full 
color  art  barks,  that  are  socially  correct  for  all  formal  occasions 
Also  ideal  for  gifts  and  prizes. 

Tell  Your  Friends'  Fortunes 

You  can  have  countless  evenings  of  delightful  entertainment — 
real  fun — telling  the  fonunes  of  jour  friends  with  Re'  elation  Fortune 
Telling  Cards.  They  will  make  your  parties  and  gatherings-  more  en- 
joyable—  ihey  will  astonish  and  delight  your  gucMsrrihey  Kill  make 
the  long  winter  evenings  seem  only  too  short  C«  1  a  patHcfrorij  your 
dealer — or  from  us.  One  color  back,  50  cents p<_r  deck  .colored  back, 
gold  edges,  70  cents. 

Send  for  "The  Official  Rule  Book"  today.   Only 
20  cents  postpaid. 

THE  U.  S.  PLAYINGCARD  COMPANY 

Dtpl 

Cincinnati,  U.  S.  A.  or  Windsor,  Can. 
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Reduced  reproduction  of  advertisement  appear- 
ing in  January  issue  of  seven  leading 
na  tional  publica  tions. 
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Looking  Backward 

The  most  profitable  lesson  to  be  learned  in  the  last  .year's 
trading  is — that  a  dealer  must  buy  early  if  he  desires  to 
get  his  goods  in  time  for  each  season's  trade — and  at  the 
right  price. 

Our  lines  of  the  following  are  now  ready; 

[Christmas  Cards,  Calendars, 
Birthday  Cards,  Valentine  Novelties,  Easter  Cards, 

Post  Cards, 

Toy  Balloons,  Advertising  Balloons, 

Permolin  Toy  Products  and  Easter  Rabbits, 

Toy  Books,      Printing  Books,       Painting  Outfits, 

Dean's  Rag  Books  and  Waterwings. 

Crepe  Tissue,  Tissue  Napkins. 

M.S.  &  O.'s  Seccotine,    Glacier,     Block  Calendars, 

Blotting    Paper  (Staple  and  Fancy  lines),      Blotting, 

Sealing  Wax,  Pencils,  Erasers,  Lyon's  Ink,  Glucine, 

Modellit    (Modelling  Clay  in  pound  Bricks  and  Fancy  Boxed  Sets) 

Eyelet  Pliers,  Ajax  Eyelet  Machines,  Eyelets, 

Thumb  Tacks. 

Enquire  for  Samples  and  Prices  Now,  Please. 

Menzies   &  Company,  Limited 

439  King  Street  West,  Toronto 

Manufacturers  Manufacturers'  Agents  Importers 

Exporters 


BOO  K  s  E  I.  I.  I'.  K      A  N  I)      ST  A  TIO  N  K  I! 


An  up-to-date  National  Cash  Register  gives 
a  merchant  control  of  his  business 


[T  forces  each  clerk,  or  the  merchant 
A  himself,  to  make  a  record  of  every 
sale  he  handles.  The  record  must  be 
complete  before  change  can  be  made 
or  the  transaction  finished. 

The  record  of  each  transaction  is 
brought  to  the  attention  of  the  cus- 
tomer in  two  ways:  by  the  electric- 
ally lighted  figures  at  the  top  of  the 
register  and  by  the  printed  receipt 
which  she  receives. 

The  record  is  also  printed  and  added 
automatically  at  the  time  the  trans- 
action takes  place.  These  accurate 
records  are  the  foundation  of  good 
storekeeping. 


A  merchant  must  have  such  records  to  control  his  business  and 
to  make  up  his  income  tax  report.  An  up-to-date  National  Cash 
Register  gives  them  to  him  cheaply,  accurately,  and  quickly. 

The  National  Cash  Register  Company  of  Canada,  Limited 

BRANCH    OFFICES: 


Calgary 714  Second  Street  W. 

Edmonton 5    McLeod    Bldg. 

Halifax.. 63  Granville  St. 

Hamilton 14  Main  Street  E. 

London 350    Dundas    Street 

Montreal 122  St.  Catherine  Street,  W. 

Ottawa 306  Bank  Street 


Quebec 133  St.  Paul  Street 

Regina 1820  Cornwall  Street 

Saskatoon 265  Third  Avenue,  S. 

St.  John 50  St.  Germain  Street 

Toronto 40  Adelaide  Street 

Vancouver 524   Pender  Street,  W. 

Winnipeg 213  McDermot  Avenue 


FACTORY:  TORONTO,  ONTARIO 


IM)  O  K  S  E  I,  I.  E  I!      AND      ST  A  Tin  X  E  I; 


ROLLAND'S  STANDARD 
WRITING  TABLETS 


These  four  standard  tablets  are  made  with  well  known   High  Grade 

watermarked  paper. 

MADE  IN  CANADA 

They  are  well  bound  with  these  attractive  covers— and  are  the  basis 
for  steady  tablet  sales  with  the  right  class  of  customers. 


Every  stationer  knows  that  Rolland's  Superfine  Linen  Record  is  the 
best  known  and  most  widely  used  paper  in  Canada.  But  many  do 
not  know  that  it  is  put  up  in  tablets,  note  and  letter  size,  and  is  the 
ideal  tablet  for  the  better  class  of  trade.  The  EarnsclifTe,  Empire 
and  Crown  (laid)  papers  are  also  well  known  Canadian  papers  and 
supply  a  range  in  price. 

Ask  your  wholesaler  for  quotations.  We  will  gladly  supply  samples 
on  request. 

THE  ROLLAND  PAPER  CO.,  Limited 

HIGH  GRADE  PAPER  MAKERS 

MONTREAL,  P.Q. 

Mills  St.  Jerome,   P.Q.   and   Mont  Rolland,   P.Q. 


BOOK  S  E  L  L  E  R      A  X  I)     S  T  A  T  I  0  NER 


SLUCKETTS     ^% 
TERLINQ 
LINE WJI 

Made  in  Canada 

COLUMNAR  BOOKS 

From  2  Columns  to  1000  or  more. 


DON'T  OVERLOOK 

this  new  and  extremely  important  item  at  this  time  of  the 
year. 

Hundreds  of  accountants  and  business  houses  are  starting 
their  financial  year  and  will  be  looking  for  : 

CASH  BOOKS 

JOURNALS 

SALES  DISTRIBUTION 

EXPENSE  DISTRIBUTION 

PURCHASE  DISTRIBUTION 

DEPARTMENT  DISTRIBUTION 

CASH  JOURNAL  (Synoptic) 

TRIAL  BALANCE 

BANK  JOURNAL 

Also  for  all  General  Accounting,  Recapitulation,  Statistical  and  any  other  pur- 
pose, where  Columnar  Sheets  are  used. 

LOOSE  LEAF— OF  COURSE 

If  you  haven*  t  these  in  stock  write  us  TO-DAY. 

Luckett  Loose  Leaf,  Limited 

TORONTO 
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Special  Announcement  to  Book- 
sellers and  Stationers  Marketing 

Phonograph  Supplies 

I  am  distributing  or  jobbing  the  following  lines 
of  first-class  Phonograph  Accessories  and  Sup- 
plies:— 

Bemister*s   Semi-Permanent   Stylus. 

Brilliantone  Steel   Needles. 

Record  Albums. 

"All-in-One"    "Speed    Indicator." 

"All-in-One"   Columbia   Attachment. 

Record   Cleaners. 

Steel   Needles. 

Sapphires  for  Edison  and  Pathe. 

Kent    Master    Adapter   for   Edison. 

Tone-Clear  Record  Polish. 

Ferro  Automatic  Stop. 

Bemister's  Pathe   Needle. 

Brilliantone   Combination  Needle. 

Disc-Lites. 

"All-in-One"   Victor   Attachment. 

"A.R.L."   Victor   Attachment. 

Violaphone  "gold   point"  needles. 

Petnvecky  Multi-tone  Self-sharpening   Needles. 

Diamond   Points   for   Edison 

Kent   Attachment   for   Edison. 

Jones-Motrola. 

My  latest  catalogue  and  price  list  is  now  in  the 
press.  Write  for  a  copy.  My  lines  will  make 
"DOLLARS"    for    "DEALERS." 

Yours  faithfully, 

H.  A.  BEMISTER 

10   VICTORIA   ST.,    MONTREAL,    QUE. 
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Esierbrook^joc 

Oval Poin*#*°° 


Most  Large  Industrial 
Establishments,  Banks, 
Schools,  Etc.,  Buy  Pens 
in  Quantity 

Ester  brook  Pens 

are  more   used   than 
any  other  writing  unit 

Your  opportunity  for  Quick  Turn- 
over and  good  profits  in  the  sale  of 
pens  leads  to  t lie  cultivation  of  this 
large  trade. 

You  can  guarantee  prompt  delivery 
of  any  style  of  Esterbrook  Pens  and 
can  offer  a  thoroughly  comprehen- 
sive assortment  —  a  pen  for  every 
purpose  —  a  pen  for  every  hand. 

Write  today  for  catalog  and  full  information 

THE  ESTERBROOK    PEN   MFG.   CO. 
18-70   COOPER   ST.. 
CAMDEN,    N.J. 
Canadian  Agents  :     Brown  Bros.,  Ltd.,  Toronto,  Canada 


T^etlS  "Easiest  to  sell 
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This  is  "Dawson"  Year  for  Blank  Books 

1 00  %  Quality 

Stocks  are  very  complete  -  Workmanship  never  better 

Prices  Right 

ORDER  EARLY 


*fi$.  DiM^tvLimfl^. 


MONTREAL 
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B  &  P  Progress 

and 

Universal  Loose  Leaf 
Ledgers 


Now  is  the  time  to  have  a  good  supply  of  popular-priced  Loose  Leaf  Ledgers  on  hand. 

Business  conditions  are  such  that  every  organization   doing  business  to-day  must  know 

exactly  where  it  stands. 

This  means  that,  beginning  the  New  Year,  there  are  bound  to  be  many  changes  and 

readjustments  in  accounting  methods.     And  B  &  P  popular-priced  Loose  Leaf  Ledgers 

meet  all  requirements. 

Universal  Ledgers  bound  in  Black  Fabri  Hide  back  and  corners.     Progress  Ledgers  in 

two  durable  bindings,  Red  Fabri  Hide  back  and  corners,  corduroy  sides  and  full  canvas 

and  corners,  both  styles  in  various  capacities  with  liberal  expansion.    Complete  Ledgers 

ready  for  use  are  carried  in  stock  and  we  will  be 

glad  to  co-operate  with  dealers  who  contemplate 

carrying  a  representative  stock  of  these  profitable 

lines. 

Write  for  our  special   introductory  offer 

BOORUM    &    PEASE    COMPANY 


109  Leonard  St. 


NEW  YORK  CITY 


Makers  of  "Standard"  Blank  Books  and  Loose  Leaf  Devices 

Home    Offices:     Front    St.    and    Hudson    Ave.,    Brooklyn,    New    York 
Factories:  Brooklyn,  N.Y.;     St.  Louis,  Mo. 
Sales    Rooms:     109-111   Leonard  St.,  New  York:  Old  South  Bldg.,  Boston,  Mass. 
Republic  Bldg.,  Chicago,   111.:  4000  Lacelede  Ave.,  St.  Louis,  Mo. 


Every   Dealer   Should   Sell 


THE  SANITARY  "O.K."  ERASER 

DISPLAY  FURNISHED  WITHOUT  CHARGE 

This  display  case  holds  one  carton  Typewriter 
and  one  carton  Pencil  Erasers,  one  doz.  to  each 
carton;  tw*o  boxes  Typewriter  and  two  boxes 
Pencil  Fillers,  one  doz.  to  each  box.  The  case 
being  adapted  to  receive  the  two  cartons  and  four 
boxes,  i-t  can  be  readily  and  easily  refilled  from 
stock  as   required. 

This   case   is   finished    in   five   colors   having   a 

strong  metal  frame  and  is  exceedingly  attractive. 

We  prefer  to  send  this  case  out  filled,  charging 

•  only  for  the   Erasers  and  Fillers  at  the  regular 

trade    price. 

This  silent  salesman  tells,  in  a  nice  way,  a 
story  that  is  convincing.  Sent  through  your  job- 
ber  or  direct. 

The  O.K.  Manufacturing  Co.,  Syracuse,  N.Y.,  U.S.A 


All  Your  Customers  Need 

WORK -ORGANIZERS 

CTRONG  appeal;   sell  easily;  repeat  great;  liberal 
^  margin. 

Just   Keep    Them    in    Sight 

Dealers  who  keep  WORK- 
ORGANIZERS  out  where  cus- 
tomers can  see  them  find  they 
sell  out  in  no  time;  business 
men  instantly  see  their  value. 

Make  Good  With  Customers 
because     they     make 
desk      organization 
easy.     Inexpensive; 
lie  flat  on  desk  or  in 
drawer;  organize  the 
day's  work;   keep  all 
papers     relating 
to     one     subject 
t  o  g  e  ther  — 
in  stantly 
findable. 
Neither  your 
•stock       nor 
your     profits 
are   complete 
without 
them. 

Just  a  Few  of  the 
Thousands  of  Big  Users 

Art    Metal    Construction 

Ass'n  of  National  Advertisers 

Ford    Motor  Co. 

Standard    Sanitary    Mfg.    Co. 

U.S.    Government 

Welch    Grape   Juice    Co. 


No.  332,  10 
pkts.,  $5.25  ; 
No.  330,  6 
pkts.,  $3.75. 
Letter  -ize 
black  seal 
grain,  Fabrikoid  cover.  All  flat, 
open  in  front,  your  own  subject 
labels. 

In  Drawer  No.  734,  handsome 
paper,  15  pkts.,  $2.25 :  No.  732. 
10  pkts.,  $1.90;  No.  730,  6 
pkts.,  $1.50.  Letter  size.  Ten 
other  styles. 


Work-Organizer  Specialties  Co. 

87  JEFFERSON  AVE.,  DETROIT,   MICH. 
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Y(  H     lake    ii"  chances  w  hen  j  i  >u 
carry  a    full   lint-   of   VENl  S 
Pencils  because  the)  alread) 
are  the  largest  selling  quality  pen- 
cils in  the  h  orld. 

Their   immense  popularity   i< 
due  to  jusl  i  ine  i  hing     I  hey 
repn  iem    PENCIL    PER- 
FECTION for  an)  Purpose 

and  the  public  knows  ;t . 

17  BlackDegrees 
and  3  Copying 


American 

Lead  Pencil  Co. 

220  Fifth  Avenue,  N.  Y 
and  London,  En°. 


You  Can  Help  ! 

Through  the  years  since 
Gold  Medal  Crayons  were 
first  launched,  your  inter- 
est and  support  have  heen 
essential  to  the  success  of 
the  line. 

No  one  appreciates  more 
than  we,  the  good  will  you 
have  shown,  and  no  one  has 
put  forth  greater  effort  to 
really  justify  this  confi- 
dence. During  the  past  few 
months,  however,  unusual 
conditions  in  both  labor 
and  material  markets  have 
made  it  difficult  to  give  the 
usual  prompt  sen  ice. 

This  does  not  mean  that  we  have 
relaxed  our  efforts  to  serve  you, 
but  simply  that  we  shall  have  .to 
ask  our  friends  to  help  us  by 
anticipating  their  future  needs  a 
little  further  in  advance. 

This  will  mean  better  service  to 
you. 

Binney  &  Smith  Co. 


81-83  Fulton  St., 


New  York 


BO.OKSELliEK     AND     STATIONEE 


MODERN  BUSINESS  ESSENTIALS 

EFFICIENT  and  ECONOMICAL 


Wilson-Jones  Loose  Leaf  Company 

Largest  Manufacturers  of  Loose  Leaf  Products  in  the  World 

Chicago  -  New  York 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

ESTD.   1842.    MONTREAL. 


Have  You  a  Typewriter  Agency  ? 

After  the  interruption  to  business,  due 
to  our  supplying  the  British,  French  and 
Canadian  Governments  with  Empire 
Typewriters ; 

We  are  now  reorganizing  our  Agen- 
cies and  are  open  to  appoint  Agencies  in 
live  towns  where  not  now  represented. 

This  offers  a  first-class  proposition  for 
Office  Specialty  Distributors. 

For  full  particulars  apply 

THE  EMPIRE  TYPEWRITER 

126  St.  Peter  St.,  MONTREAL 


PLAYTHINGS 

The'American  Toy  Journal 

18th  year  of  publication  and  the 
largest    Toy    Magazine 


in 


the 
World. 

The  .editorial  pages  give  all  the  news  of 
the  Industry  and  there  are  300  to  500 
Business  Announcements  in   every  issue 


Subtcription  - 

.      Send 


$2.00     per    year.     (Foreign    $3.00) 

subscription     NOW 

18  E.  28th  Street 
NEW  YORK 


your 


Playthings  ! 


XF  YOU  WANT  SOME- 
THING AND  DON'T 
KNOW  WHERE  TO  GET 
IT— WRITE  US— WE'LL 
TELL  YOU. 

BOOKSELLER  AND   STATIONER 

Special  Service    Department 


BOOKSELLER     AND     STATIONER 
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PENCIL 
PERFECTION 

j|  As  the  days  go  by  your 
customer  will  develop  a  cer- 
tain attachment  for  his 
Dixon's  Eldorado. 

fl  Unconsciously  at  first,  and 
then  consciously,  he  will 
select  it  from  other  pencils 
that  happen  to  lie  on  his 
desk. 

fl  With  the  first  touch  of 
pencil  to  paper  he  realizes 
that  Eldorado  fits  his  hand 
and  his  work  better  than 
any  other  pencil  he  has  ever 
used. 

fl  Stock  it  for  him  and  assist 
him  do  his  best  work,  at  the 
same  time  earning  his  good- 
will and  confidence  in  your 
judgment  of  pencil  values. 

Tv*  DIXON'S 

'i/ie  master  drawing  pencil" 

Made  in    17    leads — 

one  for  aery  need 

of  preference 


a 
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A.  R.  MacDougall  &  Co.,  Ltd. 

Representatives  for  Canada  »nd  Newfoundland 

468  King  St.  West         -         -         Toronto 
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VUL-COT 


GUARANTEED 


VW  ?%  Cfi3 


There  are  six  sales-making 
features  that  will  make  profit  for 
you  if  you  will  only  investigate 
them  and  then  tell  your  cus- 
tomers about  them. 
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VUL-COT  features 

that  mean  profit  to  you 

STRONG 

LIGHT 

SANITARY 

SMOOTH 

ATTRACTIVE 

GUARANTEED 


It  hardly  seems  possible  that 
one  basket  can  have  so  many 
really  good  features — but  that's 
just  what  makes  Vul-Cot  the 
best  basket  offered  to-day. 

Let  us  send  you  a  supply  of 
imprinted  circulars  for  enclo- 
sure to  your  customers. 

A.  R.  MacDougall  &  Co.,  Ltd. 

'  Representatives  for  Canada  and  Newfoundland 

468  King  Street  W. 
Toronto 
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«£g^ 


A  New  Department 


The  steady  growth  of  our  business  has  made  necessary  an 
important  development.  Our  salesmen  who  represented  us 
last  year  will  now  carry  Stationers'  Sundries  only  and  another 
set  of  salesmen  will  associate  themselves  with  our  new 
Stationery  and  Fancy  Goods  Department. 

The  Stationery  and  Fancy  Goods  Department  is  founded  on 
the  lines  of  certain  manufacturers  we  have  represented  for 
some  time,  with  recent  additions.  Mr.  A.  Roy  MacDougall,  our 
President,  has  just  returned  from  England,  and  has  completed 
arrangements  to  represent  in  Canada  and  Newfoundland 
several  leading  firms  whose  names  appear  in  the  list  of  lines 
comprising  this  department.  Particularly  interesting  and 
important  is  the  announcement  that  we  have  re-established  our 
connection  with  Birn  Brothers  Ltd.,  and  have  samples  of  alto- 
gether new  designs  to  show  you. 


Stationery  and  Fancy  Goods  Department 

Birn  Brothers,  Ltd.,  London,  England. 

After  a  suspension  of  over  five  years  on  account  of  working  every  machine  on  mili- 
tary work,  Birn  Brothers,  Ltd.,  are  again  in  a  position  to  supply  a  complete  range 
of  cards,  characteristically  bright,  well  finished,  original,  at  varying  prices,  and  sale- 
able. Included  is  an  entirely  new  Dominion  Series  which  will  be  very  popular  with 
our  returned  soldiers  and  their  friends.  Dealers  are  giving  careful  attention  to  the 
favorable  attitude  towards  English  merchandise,  and  also  to  the  low  rate  of  English 
exchange. 

Ross  &  Hodder,  Ltd.,  London,  England. 

Post   Card   Albums,   Scrap   Albums,    Snap  Shot  Albums. 

Marris's,/  Limited,   Birmingham,   England. 

Picnic  Baskets  and  Art  Metal  Goods. 

George   Hatton  &  Co.,   Birmingham,   England. 

Metal    Photo   Frames   and   Fancy   Metal  Goods. 

Jewell  Pen  Co.,  London,  Engjand. 

Fountain  Pens   (See  advertisement  elsewhere  in  this  issue). 
Several    manufacturers   of   High   Class   Fancy   Leather  Goods. 

A.  J.   Holman   Company,   Philadelphia,  Pa. 

Bibles,  Testaments,  Family  and  Pulpit  Bibles;  Photo  and  Snap  Shot  Albums,  etc. 
Holman  Bibles  besides  embodying  many  special  and  exclusive  features  are  available 
for  prompt  delivery  which  is  important  under  present  conditions.  Bibles  are  not 
subject  to  duty. 

White  &  Wyckoff,  Holyoke,  Mass. 

High  Class  Papeteries  and  Writing  Papers. 


A.  R.  MacDougall  &  Co.,  Limited 


Representatives  for  Canada  and  Newfoundland 


468  King  St.  West 


Toronto 
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ARO-AVAC 


SELLING  DIRECT  FROM  FACTORIES" 


SUNDRIES  ) 


WMMMH 


SUNDRIES 


TORONTO 


Sundries  Department 

While  in  England,  as  referred  to  on  the  opposite  page, 
Mr.  MacDougall  made  arrangements  to  represent  in 
Canada  and  Newfoundland  several  important  manu- 
facturers of  stationers'  sundries.  These  new  lines,  with 
those  we  have  already  established,  comprise  a  complete 
range  and  we  are  now  in  a  better  position  than  ever 
before  to  serve  you.  As  is  our  policy,  we  will  stock  cer- 
tain items  for  quick  delivery  and  also  sell  for  import. 

Sundries  Department 

Joseph   Dixon  Crucible  Co.,  Jersey   City,  N.J. 

Lead  Pencils,  Erasers,  Lumber  Crayons,  Penholders. 

Setten  &   Durward,   Birmingham,   England. 

Manufacturers  of  Stationers'  Sundries  already  well  and  favorably  known  in  Canada. 

Jas.    MacNeil   &    Sloan,   Glasgow,    Scotland. 
Sealing  Wax. 

John  Mitchell.  Birmingham,  England. 

World's   oldest   manufacturer   of    Steel  Pens. 

T.  Webster  &  Co.,  Liverpool,  England. 

Ink  Powders  and  Ink   Tablets. 

Kolok  Mfg.  Co.,   London,  England. 

Carbon  Papers,  and  Typewriter  Ribbons. 

Polar  Mfg.  Co.,  Philadelphia,  Pa. 

Practical  Office  Articles,  including  Non  shine  Pads. 
American  Vulcanized  Fibre  Co.,  Wilmington,   Del. 

Vul-Cot  Waste   Paper   Baskets. 
Automatic   Pencil   Sharpener  Co.,  Chicago,  111. 

Pencil   Sharpeners,  Paper  Fasteners,  Clips,  etc. 
Easthampton    Rubber    Thread    Co.,    Easthampton,   Mass. 

Rubber  Bands. 
Erie  Art  Metal  Co.,  Erie,  Pa. 

Waste  Baskets,  Letter  Trays,  Strong    Boxes,  etc. 
Sengbusch   Self-Closing   Inkstand  Co.,   Milwaukee,  Wis. 

Serf-Closing  Inkstands,  Ideal  Sanitary  Moisteners,   Mucilage   Appliers,  etc. 
Standard  Crayon   Mfg.   Co.,   Danvers,   Mass. 

Wax  Crayons  for  all  purposes,  School  Chalk. 
Trussell  Mfg.  Co.,  Poughkeepsie,  N.Y. 

Loose  Leaf  Memos  and  Price  Books. 
Aromac  Fountain  Pens. 

School   Goods,   Scribblers,   Exercise   Books,   Stenographers'    Note    Books,    Writing    Tablets, 
Statement   Pads,   etc. 

Sundries,   Drawing  Pins,   Superior  Paper  Fas  eners,    Stamp    Pads,    Desk    Pads,    Eyeletting 
Machines,  etc. 


A.  R.  MacDougall  &  Co.,  Limited 

Representatives  for  Canada  and  Newfoundland 


468  King  St.  West 


Toronto 
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BOOKS  E  ].  L  E  R     AND     S  T  A  TI 0  N  E  R 


THE  MARK 

OF 

MASTER  MAKERS 

Announcing  the  New 

White  &  JVyckoff  Trade  Mark 

WE  show  here  our  new  mark — the  new  seal  of  worth, 
attesting  that  stationery  which  bears  it  is  a  White 
&  VVyckoff  product. 

As  rapidly  as  conditions  permit  it  will  appear  on  all 
our  lines  of  distinctive  social  stationery,  replacing  the 
present  W&W  mark,  comprising  wreath  and  ribbon 
encircling  the  W&W  name. 

This  new  emblem — "The  Mark  of  Master  Makers" 
— on  any  box  of  writing  paper,  will  stand,  as  always, 
first  and  last  for  quality,  for  service,  for  price,  with 
handsome  profits  to  the  dealer.  |P 

!     |  White  &  WyckoffOMfg.  Co. 

Master  Makers  of  Distinctive  Stationery 

HOLYOKE,     MASSACHUSETTS,      U.S.A. 

[Distributors  for  Canada 
Exclusive  of  the  Maritime  Provinces  and  Newfoundland 

A.  R.  MacDOUGALL  &  CO.,  Limited1 

468  King  St.  West 

TORONTO 
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IJ  0  O  K  SKI.I,  K  It      AND     STATI  0  N  K  R 


Standard  Wax  Crayons 
and  Chalks 

A  complete  line  of  School  Crayons  and 
Chalk  of  every  description;  Marking  Cray- 
ons for  every  purpose  and  all  colors; 
Checking  Crayons  in  all  colors;  Markers 
for  glass,  tin  and  all  smooth  surfaces; 
Chalk  for  mills,  carpenters,  railroads,  etc. 


No.  4  Crayel 

Eight  colors,  being  six 
standard  with  black 
and  brown  crayons 
wrapped;  blue  package 
with  white  lettering. 
Colors  are  most  bril- 
liant and  of  exception- 
ally fine  blending  quali- 
ties. Package  is  very 
attractive. 


Crestlight 
Crayons 

mark  freely,  are  bril- 
liant and  do  not  smear. 
Being  hydraulic  pres- 
sed, they  are  very  dur- 
able and  the  usual  rub 
and  blur  of  wax  cray- 
ons is  absent.  No.  19 
Crestlight  should  be  in 
every  dealer's  hands  as 
the  best  crayon  for 
schools. 


Standard  School  Chalks  have  been  adopted 
by  many  schools.  Get  our  prices  and 
samples  on  Standard  Brand  White,  Stand- 
ard Brand  Enamelled,  Standard  No.  3  col- 
ored, and  colored  chalk  in  packages. 
Omega  Dustless  Chalk  Crayons,  white  and 
colored,  are  economical  from  every  stand- 
point. They  outwear  common  chalk  three 
or  four  times  and  cost  less  to  handle ;  easy 
marking,  easy  to  erase,  no  grit,  minimum 
dust. 


Why  do  they  Standardize 
on  Sengbusch? 

Many  of  the  largest  organizations  and  thousands 
of  small  offices  have  standardized  on  "Sengbusch* 
appliances  because  these  are  the  recognized  stan- 
dards in  their  respective  fields.  Each  has  earned 
its  place  and  reputation  by  years  of  successful  per- 
formance. 

You  stand  to  lose  the  business  of  these  people  un- 
less you  keep  up  your  stock  of  "Sengbusch"  complete. 


QENGBUSCH 

J^    Self-  Closing    J* 

MucilaceApplieR 


SENGBUSCH 

InkstanD 

It'a  more  than  an  ink 
receptacle.  It  saves  ink, 
time,  trouble  and  tem- 
per. Cuts  ink  bills  75%, 
and  assures  clean, 
fresh  ink  at  all  times. 


The  sensible  way  to  use 
mucilage.  Clean,  con- 
venient, easy  to  fill. 
Neat  and  attractive. 

rhelDE/IL 

\M    Sanitary     »* 

MoisteneR 

Puts  the  right  amount 
of  moisture  just  where 
it's  needed.  For  fin- 
gers, stamps,  labels, 
envelope  flaps,  etc.,  etc. 
Durable  and  useful. 


A  good  line  of  "Sengbusch"  office  appliances  is  the 
earmark  of  a  live  stationer.  There's  a  good  mar- 
gin in  them,  too. 


A.  R.  MacDougall  &  Co.,  Limited 

Representatives  for  Canada  and  Newfoundland 

468  King  St.  W.  -         TORONTO 
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PROTECTS  \OUR  FINGER. 


#1 


"ARGUS"  Paper  Fasteners 

New  patent — finger  guard  absolutely 
prevents  point  pricking.  Made  of  steel 
and  always  stays  in  place.  Cost  no 
more  than  others  and  sell  readily. 
Write  for  FREE  sample. 

You  Can't  Lose  Pen  or  Pencil 

This  wonderful  UP-TO-DATE 
a,  combination  clasp  and  yearly 
g!  calendar  will  more  than  pay  for 
_  itself  by  saying  pencils  and 
,2  time.    At  all  good  stationers  or 

from  us  15c.  stamps  or  coins. 


State  for  Pen  or  Pendl 


ARGUS  MFG.  CO. 


Dept   10 


402-406  N.  Paulina  St.,  CHICAGO,  ILL. 


J 


NICHOLAS  L.  BROWN 

Publisher 

Of  New  York  City 

announces  the  opening  of  his  Canadian 
office  in  Montreal,  Que. 
The  Book  Trade  of  Canada  is  respect- 
fully urged  to  apply  for  lists  of  publica- 
tions and  announcements,  as  well  as 
trade  discounts  to 

NICHOLAS    L,  BROWN 

90  ST.  JAMES  STREET 
Suite  702  Montreal,  Que. 


The  McKinley  Edition  of  Ten  Cent  Music 


will     always     hold     first     place     as     an     Edition,    of 

Standard,     Classic  and     Teaching     Music. 
as     an     established     demand    for    this     line     of     Music    exists    through- 
out the   United   States   and   Canada. 

It    meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has   proved   itself  to  thousands   of   dealers   to  be  the  best  foundation 
for    a    sheet    music    department. 


Every  copy  of  The  McKinley  Edition  sold  means  a  profit  of  over  150 
per   cent,   to   the   dealer. 

The  McKinley  Edition  (Revised  for  Canadian  Trade)  conforms  in  every 
detail    with    Canadian    copyright    laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer"  is  the  cata- 
logues bearing  the  dealer's  imprint  which  are  supplied  with  this 
Edition.  These  catalogues  will  attract  more  customers  to  your  store 
than    any    other    medium    you    could    employ. 


Write    us    for   samples    and    particulars   to-day. 


McKINLEY  MUSIC  CO. 

The    Largest  "  Exclusively    Sheet  Music  House  " 
in  the  World 


New  York  City:  145  W.  45th  Street 

Chicago:   1501-15  East  Fifty-Fifth  St. 


Make  Your  Show  Windows  Pay  Your  Rent 

Many  Soli,  .re  m.dc  on  Die  Sidewalk 

Window  Display  Fixtures 


\    Wonderful  lei  of  Pa 
r  iiur.by.nc  Bookl.  Si  'l 

:atsGood  Service  in  tt 


ted   In 


tVint,: 


cry.  Office  Suppilie 

trade  pulling  window  Irims. 
I  he    FiMurci  you  ICC  above  arc  only  a  very  lew  ol  the  desifins  that  can  be 
I  up  with  flic  lull  lei,  betides  hundreds  of  standard  fixtures  can'  be  lei  up. 
Made  ol  Oak    either  Col*  n.  Antique  or  Weathered  Finish.     Scl  is  put  up 
a    Hardwood    Hinjied    Lid   SiuraCc  Chert,  a  fiood  place  to  keep  the  extra 
Tounili  not  in  .„.      1 1,,  n  are  tli..u,a.„is  ol  sets  In  daily  use. 

No.  20       Scl  has  89  Interchangeable  Youniis  For  Large  Store  Window,   S38.SO 

No.  20!i     Scl   has  511  Interchangeable  Youniis   lor   Small   Store    Winjous.    523.10 
Stock  earned  in  Hamilton,  Ont.     O/dti  direct  or  thro  your  jobber.     Send  tor  catalog     Patented  and  made  in  Canada. 

The  Oscar  Onken  Co.    2650  Fourth  Street    Cincinnati.  Ohio,  U.  S.  A. 

Fixtures   Set   Up   Without   the   Aid  of  a  Tool. 


Moore    Push-Pins 

50  MILLION  PEOPLE    will    see  Moore 

Push-Pin  Advertising  during  this  year. 

Look  up  your  Stock  today. 

This  Style  L  Cabinet 

°«  MOORE 
PUSH-PINS 

sells  twice  as  much  with 
half  the  effort.  Get  one  to- 
day   from    your    Jobber 

Cost        -       $12.50 

Sells       -       $18.75 

Will     more    than     double 
your   sales. 

MOORE    PUSH-PIN    CO. 

Berkley  St.,  Philadelphia,  Pa. 


GET  THE  BEST.  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EAT0N-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


,- 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


B  <»()  K  S  E  L  I.  E  I!      AND      ST  A  T  I  o  X  E  R 


.$^S&88^fc#J^^^ 


wsmtm 


and 
Sporting 
Goods M 


tot 


■Sr^f-S 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED,  143-153  UNIVERSITY  AVENUE,  TORONTO 


Supplement  to 
'Bookseller  and  Stationer" 


Publication  Office,  Toronto,  January,  1920 


Vol.  ixxvi 
No     I 


CHILDREN'S   GOODS 

to  a  greater  degree  than  any  other  line  enables  a  merchant 
to  build  up  a  business  on  a  permanent  basis.  By  interesting 
customers  when  they  are  young  they  will  remain  good  cus- 
tomers when  they  grow  up,  and  as  parents  will  still  be  big 
buyers  of  children's  goods. 

Toys  and  games  are  sold  in  book  and  stationery  stores  to  a 
greater  extent  than  in  stores  of  any  other  trade.  (The  num- 
ber of  exclusive  toy  stores  is  very  small). 

BOOKSELLER  AND  STATIONER  has  a  regular  de- 
partment devoted  to  toys,  dolls,  games,  sporting  goods  and 
associated  lines.  In  our  editorial  work  in  this  department 
we  play  up  most  prominently  the  importance  01  rostering 
children's  trade  as  the  logical  means  of  building  up  a  retail 
business  on  a  permanent  basis.  This  work  is  having  the 
effect  of  getting  more  serious  attention  to  the  toy  trade  on 
the  part  of  practically  all  the  booksellers  and  stationers. 

Toy  manufacturers  and  wholesalers  should  be  represented 
with  good,  strong  advertisements  in  our  February  issue. 

SEND   COPY   BY  JANUARY   20 


15 


BOOKS  E  L  L  E  R     AND     STATIC)  X  E  H 


Eagle  Brand 

TOY  BALLOONS 


Eagle  Brand  Toy  Bal- 
loons offer  an  excep- 
tionally good  profit  on 
every  sale. 


Retailer 


Merchants  everywhere  find 
a  steady  sale  for  these  attrac- 
tive juvenile  sellers.  All 
you  need  do  is  inflate  a  doz- 
en of  these  beautifully  col- 
ored balloons,  put  them  in 
your  window  and  the  Kid- 
dies will  flock  into  your 
store  to  purchase  them. 
They're  made  in  a  variety 
of  unusual  shapes  and 
colors.  Order  a  supply 
to-day. 


Millions  of  these  bal- 
loons are  oeing  sold  by 
retailers  everywhere. 


Jobb 


er 


Jobbers  will  find  Eagle 
Brand  Toy  Balloons  offer 
a  mighty  profitable  propo- 
sition. There  is  always  a 
steady  demand  for  them. 
All  retailers  find  them 
quick  sellers. 

Let  us  send  you  informa- 
tion on  our  selling  plan. 
It  will  please  you. 


THE  EAGLE  RUBBER  CO. 

Ashland,  Ohio,  U.S.A. 
New  York  Office:  33  Union  Square  West 

Largest  Factory  in  the  U.  S.  A.  Making  Toy  Balloons  Exclusively 


Canadian  Agents: 

Menzies  &  Co.,  Ltd.,  Toronto,  Can. 
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BOOKSELLER     AND     S T  A  TIONER 


Copyright  Models  by  British  Craftsmen 
Experienced  Exporters  Since   1908 

See  you  get  REKA  Brand 

^     4  Silk  Street,  London,  England 


RAINBOW  TOP 

Spins  for  more  than  three  minutes,  changing  colors 

ENQUIRIES  INVITED 


TIME  TO  BUY  BASEBALLS 

To   get   prompt    delivery,    we   offer,   subject   to  immediate   acceptance: 

No.  37  Rocket  Balls,  size  approximately  7%"  circumference,  imitation 
leather  cover,  stitched  with  red  thread,   1   dozen  to  the  carton. 

$9.00  Gr. 

No.  8  Alliance,  size  approximately  8Vt  ">  imitation  leather  cover,  stitched 
with  blue  thread,  packed  1  dozen  to  the  carton $10.20  Gr. 

No.  10  Boys'  Favorite,  size  approximately  8 14",  very  closely  stitched 
with  red  thread,  high  grade  imitation  leather  cover,  packed  1  dozen 
to  the  carton $12.00  Gr. 

No.  34  Professional,  size  approximately  9",  closely  stitched  with  blue 
thread,  high  grade  imitation  leather  cover,  packed  1  dozen  to  the 
carton  and  1  in  a  box $21.00  Gr. 

Can  also  supply  you  with  a  complete  line  of  Base  Balls  up  to  $15.00 
dozen.  As  also  Playground  and  Indoor  Balls  from  $9.00  Gr.  up.  Ask 
for  our  complete  price  list. 

Our  line  will  be  displayed  at  Space  220,  at  the  Big  Spring  Show  at  the 
Grand  Central  Palace,  New  York  City,  from  February  9  to  14th. 

L.    GOTTLIEB   &   SONS 

263  Second  St.,  New  York,  N.Y. 
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BOOKSELLER     AND     STATIONER 


Best   Sellers   For    1920— Order    at    Once! 


The  Greatest  Book 

Ever  Offered  to  the  Public 

Henley's  Twentieth  Century  Book  of 

RECIPES,  FORMULAS 
AND  PROCESSES 


10,000 


Trade  Secrets 
Practical  Recipes 
Chemical  Processes 
Scientific  Formula 


HOW    TO    MAKE    EVERYTHING 

FOR  THE  HOME,  THE  FACTORY  AND 
THE  WORKSHOP 

Antiseptics,  Waterproofing,  Lubri- 
cants, Rust  Preventatives,  Dyes,  Fil- 
ters, Cleaning  Preparations,  Enamel- 
ing, Beverages,  Inks,  Adhesives, 
Polishes,  Disinfectants,  Flavorings, 
Cosmetics,  Ceramics,  etc.,  etc.;  how  to 
make  fly  paper;  to  color  flowers  arti- 
ficially; to  estimate  weight  of  ice  by 
measurement;  to  make  materials  fire- 
proof; to  work  with  metals — alumi- 
num, brass,  etc.;  to  make  anything 
and  everything  from  A  to  Z. 

THIS  IS  THE  BOOK 

every  one  who  seeks  PRACTICAL, 
ACCURATE  KNOWLEDGE  and 
guidance  in  his  everyday  work  MUST 
HAVE  at  his  command. 

It  is  a  money-maker  and  a  money- 
saver;  it  appeals  to  the  young  as 
well  as  to  the  old.  Great  business 
enterprises  owe  their  success  to  the 
manufacture  or  sale  of  simple  inven- 
tions or  compounds,  usually  the  re- 
sult of  an  experiment  at  home.  One 
woman  writes:  "I  am  supporting  my- 
self and  two  small  children  from  the 
sale  of  toilet  articles  I  put  up  by  fol- 
lowing directions  in  your  book." 
Profit  by  the  knowledge  that  has 
made  others  successful.  GET  THIS 
BOOK  TO-DAY. 

Price  $4i^o 

Delivered  to  any  address 
Send    for    our    catalogue    of    practical 
bQoks,     including     a     description     of 
above  book. 

THE  NORMAN  W.  HENLEY 

PUBLISHING  COMPANY 

2  Weit  45th  St.,  New  York,  N.Y. 

Canadian  Representatives  : 

McClelland  &  Stewart,  Toronto 


New  Editions — 1920  Automobile 

Books 

The  Modern  Gasoline  Automobile,  Its  Design, 
Construction,  Operation 

By  Victor  W.  Page,  M.S.A.E.  This  is  the  most  complete,  practical  and  up-to-date 
treatise  on  gasoline  automobiles  and  their  component  parts  ever  published.  In  the 
new  revised  and  enlarged  1920  edition,  all  phases  of  automobile  construction,  opera- 
tion and  maintenance  are  fully  and  completely  described  and  in  language  anyone  can 
understand.      1000   pages.      1000   illustrations. 

Price,    $4.50 

Questions  and  Answers  Relating  to  Modern  Automobile 
Construction,  Driving  and  Repair 

By  Victor  W.  Page.  A  self-educator  on  automobiling  without  an  equal.  This  practi- 
cal treatise  consists  of  a  series  of  thirty-seven  lessons,  covering — with  over  2,000  ques- 
tions and  their  answers — the  automobile,  its  construction,  operation  and  repair.  The 
subject  matter  is  absolutely  correct  and  explained  in  simple  language.  A  popular 
work  at  a  popular  price.  514  x  7%.  Cloth  650  pages,  392  illustrations,  3  folding 
plates.      Revised   Edition    just   published. 

Price,    $2.75 

Automobile  Repairing  Made  Easy 

By  Victor  W.  Page.  A  thoroughly  practical  book  contain- 
ing complete  directions  for  making  repairs  to  all  parts  of 
the  motor  car  mechanism.  Written  in  a  thorough  but  non- 
technical manner.  This  book  also  contains  Special  In- 
structions on  Electric  Starting,  Lighting  and  Ignition  Sys- 
tems, Tire  Repairing  and  Rebuilding.  Autogenous  Weld- 
ing, Brazing  and  Soldering,  Heat  Treatment  of  Steel,  La- 
test Timing  Practice,  Eight  and  Twelve-Cylinder  Motors, 
etc.,  etc.  You  will  never  "Get  Stuck"  on  a  Job  if  you 
own  this  hook.  1,000  specially  made  engravings  on  500 
plates.      1,056   pages    (5%   x   8).      11    folding   plates. 

Price,   $4.50 

The  Model  T  Ford  Car,  Its  Construction,  Operation  and 
Repair,  Including  the  Ford  Farm  Tractor,  The  F.  A.  Start- 
ing and  Lighting  System  and  the  Worm  Drive  1-Ton  Truck 

By  Victor  W.  Page.  This  is  the  most  complete  and  practical  instruction  book  ever 
published  on  the  Ford  car  and  Fordson  Tractor.  A  high-grade,  cloth  bound  book, 
printed  on  the  best  paper,  illustrated  by  specially  made  drawings  and  photographs. 
All  parts  of  the  Ford  Model  T  Car  and  Fordson  Tractor  are  described  and  illustrated 
in  a  comprehensive  manner — nothing  is  left  for  the  reader  to  guess  at.  The  con- 
struction is  fully  treated  and  operating  principle  made  clear  to  everyone.  425  pages, 
150  illustrations. 

Price,   $1.65 

How  to  Run  an  Automobile 

By  Victor  W.  Page.  This  treatise  gives  concise  instructions  for  starting  and  run- 
ning all  makes  of  gasoline  automobiles,  how  to  care  for  them,  and  give  distinctive 
features  of  control.  Describes  every  step  for  shifting  gears,  controlling  engines.  178 
pages.     72   illustrations. 

Price,    $1.40 

Automobile  Welding  With  the  Oxy-Acetylene  Flame 

By  M.  Keith  Dunham.  Explains  in  a  simple  manner  apparatus  to  be  used,  its  care, 
and  how  to  construct  necessary  shop  equipment.  Proceeds  then  to  the  actual  welding 
of  all  automobile  parts,  in  a  manner  understandable  by  everyone.  167  pages,  fully 
illustrated. 

Price,   $1.65 


Starting,  Lighting  and  Ignition  Systems 

By  Victor  W.  Page.  A  practical  treatise  on  modern 
starting  and  ignition  system  practice.  This  practical 
volume  has  been  written  with  special  reference  to  the 
requirements  of  the  non-technical  reader  desiring  easily 
understood  explanatory  matter  relating  to  all  types  of 
automobile  ignition,  starting  and  lighting  systems.  It 
can  be  understood  by  anyone  even  without  electrical 
knowledge.  Nearly  500  pages.  297  specially  made  en- 
gravings.    New   edition. 

Price,   $2.75 


MODERN 

KNITIONSKTIW;  j 


The  Norman  W.    Henley  Publishing    Co. 

2  West  45th  St.,  New  York 

Canadian  Representatives  : 

McClelland  &  Stewart,  Limited,  Toronto 
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Leading  Fiction  by  Best  Authors 


1/ 


Paper    Covers, 
Clear  Type, 


Picture  Wrappers, 
Favourite    Authors 


27   Rodney  Stone  A  Conan  Doyle 

86   Allan  Quatermain        H.   Rider  Haggard 
96  Montezuma's   Daughter 

H.   Rider  Haggard 
120   Colonel   Quaritch,   V.C. 

H.    Rider   Haggard 
123  The    World's    Desire 

H.   Rider  Haggard   and   Andrew   Lang 
126  Beatrice  H.    Rider   Haggard 

147   Light  Freights  W.   W.  Jacobs 

156  Master  of  Craft  W.  W.  Jacobs 

166  Odd  Craft  W.   W.   Jacobs 

169  Mystery  of  Cloomber        A  Conan  Doyle 
174  The  Long  Night  Stanley  Weyman 

179  A   Shadowed   Happiness 

Effie  Adelaide  Rowlands 

180  Dialstone  Lane  W.  W.  Jacobs 
182  One  Man's  Evil 

Effie  Adelaide  Rowlands 
184  Bitter  Sweet 

Effie  Adelaide  Rowlands 
188  The  Love  Stone  Alice  &  Claude  Askew 
190  The  Blue  Lagoon  H.  deVere  Stacpoole 
195  Short  Cruises  W.  W.  Jacobs 

208  Adventures  of  Gerrard     A.  Conan  Doyle 
214  Iris  Charles  Garvice 


220  My  Friend  the  Chauffeur 

C.    N.    &    A.    M.    Williamson 

221  Verdict  of  the  Heart       Charles  Garvice 

222  My  Lady  of  Shadows       John  Oxenham 

224  Fickle    Fortune  Charles    Garvice 

225  Arsene  Lupin 

Edgar   Jepson    and   M.    Le   Blanc 
229  Fate  Charles  Garvice 

231   Sailors"  Knots  W.  W.  Jacobs 

233   Adrien  Leroy  Charles  Garvice 

236  The   Drums    of    War 

H.   de   Vere   Stacpoole 
238  Revelations  of  Secret  Service 

Wm.   Le  Queux 
244  A  Relenting  Fate  Charles  Garvice 

250  The  Indiscretions  of  a   Lady's   Maid 

William  Le  Queux 
257  All  Is  Not  Fair  in  Love 

Charles  Garvice 

263  The  Return   of   Sherlock   Holmes 

A.  Conan   Doyle 

264  Lady  of  the  Barge  W.  W.  Jacobs 

265  The    Loom    of    Fate  C.    Garvice 
268  Round  the  Red  Lamp     A.  Conan  Doyle 

288  Queen  Sheba's  Ring  H.   Rider  Haggard 

289  Arrest  of  Arsene  Lupin       M.  Le  Blanc 
297   Many   Cargoes  W.   W.  Jacobs 


345  The  Prisoner  of  Zenda  Anthony  Hope 
360   Ann    Veronica  H.   G.    Wells 

367   White  Fang  Jack   London 

377  The    Firing    Line 

Robert  W.   Chambers 
399  Secret  Sin  William   Le   Queux 

404   Room  of  Secrets  William  Le  Queux 

406  An    Irregular    Marriage 

Sidney  Warwick 

408  City  of  Beautiful   Nonsense 

E.   Temple  Thurston 

409  The  White  Lie  William  Le  Queux 
411  The  Lady  in  the  Car  Wm.  Le  Queux 
413  The  Stage  Door  Arthur  Applin 
416  The   Second    Lady    Kendal 

Meta    Simmins 

118  The   Jewels   of   Death      Robert   Halifax 

119  The  Top  Dog  Fergus  Hume 

420  Life's   Golden    Web 

J.    B.   Harris-Burland 

421  The    Island    of    Galloping    Gold 

Edgar  Wallace 

422  Her  Husband     Effie  Adelaide  Rowlands 

423  Treasure  of  Israel       William  Le  Queux 

424  The  Man  Who  Knew         Edgar  Wallace 

425  The    Passionate    Friends      H.    G.    Wells 

426  Shadow  on  the  Purple  A    Peeress 


NEWNES  STRAND  LIBRARY 

Handy  Pocket  Size  (4n  x  6"),    Clear  Type, 
Stiff  Paper  Cover  with  3-Colour  Picture 


14  Sally    Bishop  E.   Temple   Thurston 

15  Ann   Veronica  H.   G.   Wells 

19  Bourgeois  H.  de  Vere  Stacpoole 

20  Donald's   Trust  Amy   McLaren 

21  The   Wife   He   Never   Saw     Max   Marcin 

22  The  Stage  Door  A.   Applin 

23  The   Love   Stone 

Alice  &  Claude  Askew 


24  The   Compact 


Ridgwell    Cullum 


25  The   City   of   Beautiful  Nonsense 

E.  T.  Thurston 

26  One  Man's  Evil  E.  A.  Rowlands 

27  Traffic  E.  T.  Thurston 

28  A  Son  of  the  Sun  Jack   London 

29  Bealby  H.   G.   Wells 

30  The  Hollow  Needle         Maurice  Le  Blanc 

31  After  Many  Days 


32  Arsene    Lupin 

Edgar  Jepson  &  Maurice  Le  Blanc 

33  This   Man   and   This   Woman 

,  Lady  Troubridge 

34  Raven,    V.C. 

Coral  ie     Stanton     &    Heath    Hosken 

35  The   God   of   His   Fathers     Jack   London 


Effie   Adelaide   Rowlands         36  The   Sporting  Spirit 


Hylton   Cleaver 


1  Smithy 

2  Nobby 

7  Four  Just  Men 

10  Pigs  Is  Pigs 


NEWNES  TRENCH  LIBRARY 

Similar  to  Above  with  Coloured 
Picture  Wrapper 


Edgar  Wallace 

Edgar  Wallace 

Edgar  Wallace 

Ellis  Parker  Butler 


12  Sunk  Island  J.  B.  Harris-Burland 

16  McGluskey  the  Reformer         A.  G.  Hales 

17  Amazing  Mr.  Bunn  Bertram  Atkey 
22   Grif  B.   L.  Farjeon 


23  Troddles  in  Trenches  R.  Andom 

24  The  Meddler     H.  de  Vere  Stacpoole  and 

W.  A.  Bryce 
26  Blue  Bird's  Eye  George  Edgar 
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d  NEWNES  "ALL-STAR"  LIBRARY 

Splendid  Stories,  in  clear  type,    each  by  a  recognized 
writer,  and  with  a  live  illustrated  3-coloured  cover  (7x9) 


6 


3  Sons   of   Satan  William    Le   Queux 

4  The   Eye  Witness 

Lillias  Campbell   Davidson 

5  The  Prodigal  Daughter       Temple  March 

7  Fate  Charles  Garvice 

8  A    Wilful   Maid  Charles   Garvice 

9  The   Loom  of  Fate  Charles    Garvice 
10  Adrien    Leroy  Charles   Garvice 


11  The    Jewels    of    Death  Robt.    Halifax 

12  The  Love  Stone 

Alice  and  Claude  Askew 

13  The  Girl   Without  a   Heart       C.   Garvice 

14  Fickle  Fortune  C.   Garvice 

15  The   Stage   Door 

16  The   Man    Who    Knew 

17  Judas  of  Salt  Lake 


18  The   Drug  Slava 

19  The  Paradise  of  Fools 

20  The   Golden   Lure 

21  The  Woman   Who . 

22  The  Miracle  of  the  Turt 

23  The    Bondage    of    Law 

24  The  Price  of  a  Soul. 


Meta    Sinimino 
Paul  Trent 


NFWNFS  FICTION   IS  WORLD  -  POPULAR 


LONDON 


EXPORT  ORDERS  PROMPTLY  EXECUTED 
GEORGE  NEWNES,  Ltd.,    8-11  SOUTHAMPTON  ST.,  STRAND,  W.C.  2 
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CANADA'S  100  DAYS 


By  J.  F.  B.  Livesay,  Canadian    War  Correspondent 


Canada's  Greatest  Epic 


The  Biggest  Chapter  in  Our  History 


Canada's  Book 

The    Canadian    Corps  has  found  a   worthy 
historian — Toronto  Globe. 

Mr.  Livesay  has  given  us  such  a  hoo\  as  the 
whole  country  has  been  waiting  for — Toronto 
Star. 


^rig.-Gen.   F.  O.  W.  Loomis 
C.B.,  C.M.G.,  D.S.O. 


Major-General  Sir  David  Wats 


General  Sir  Arthur  Currie 

Part  I — Amiens.  Part  II — 
Arras.  Part  III — Cambrai. 
Part  IV— Valenciennes. 

Booksellers  in  introducing  this 
book  should  ask  : 

"Was  your  boy  in  the  big  push?" 
Answer — "  Yes." 

"This  book  will  tell  you  what  his 
unit  was  in  the  operations  from 
Amiens  to  Mons — Aug.  8  to  Armis- 
tice Day." 

The   Index  Will  Locate  Him. 


General  H.  E.  Burstall 


It  u  hi.tor   of  vital  SUGGESTION  FOR  WINDOW  CARD: 

*    portanceTo  youVs'elf  a^d        2    L'"' wp,tt*n  by  Livesay,       O    It  forms  a  fund  of  infor-       /\    1 1  is  a  monument  in  your       C    If    you    art   asked   ifFyou 
your  children.  „"•"  jV   KT        "  W'th  re"  mation  for  reference.  **  home  to  those  Canadians      «->  own  a  copy  of  Canada's 


cognized  ability. 


"CANADA'S   HUNDRED   DAYS" 

THOMAS  ALLEN,  Publisher 


home  to  those  Canadians       '-^   own  a  copy 
who  paid    the  supreme  sac-      100  Days  your  answer  should 
rihce.  be  yes. 

Bound  in  Cloth,     Gold  Stamping,     Price  $5.00 

215-219  Victoria  St.,  TORONTO 
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Indestructible  Basket 

No.  55 


Manufactured  by 

Macdonald  Wire  Goods  Co. 

Drummondville,  P.  Q. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Of f ic«»    at 

9-11-13  Davenport  Road  Toronto 


%jnJte> 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd, 

303,  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON.  S.  E.  5,  ENG. 

Telephone:  ,  Telegrams: 

Hop  479.  "Encarmicom,  Camb,  London. 


25 


BOOKSELLER     AND     STATIONER 


More  than 
5,000-  Five  Thousand  -  5,000 

wanted  to  get  it  —  and  couldn't 

During  the  month  of  December 
telegrams  poured  in  on  us  from 
newsdealers  all  over  Canada, 
reading: 

"We  are  sold  right  out.  Rush 
us  more  copies  of  the  December 

MACLEANS 

1        1  "CANADA'S  NATIONAL  MAGAZINE  " 

We  couldn't  do  it!  Before  the 
magazine  was  off  the  press  we 
could  see  we  were  going  to  be 
away  short  of  copies.  For  not 
only  was  there  a  tremendous 
demand  from  newsstands,  but  a 
flood  of  new  yearly  subscrip- 
tions came  in  by  every  mail. 


Over  5,000  new  readers  who  wished  to 
start  with  the  December  issue  couldn't 
get  copies,  and  had  to  wait  a  month. 
They  will  commence  with  the  Janu- 
ary MACLEAN'S  instead. 


Here's  one  of  the  best  displays  of  MACLEAN'S  we  have  ever  seen. 
The  Boston  Hat  Works  hums  with  activity  at  109  Eighth  Avenue  West, 
Calgary.  At  11  o'clock  on  the  morning  of  November  3  they  got  in  100 
copies  of  the  November  MACLEAN'S  —  just  as  a  first  instalment.  By 
5  o'clock  that  afternoon  the  whole  100  were  sold.  Display  did  it  — 
and    sells   a   big   pile   of   MACLEAN'S    for   them    every   month. 


There's  a  Big  Demand  for  MACLEAN'S.   And  there's  a  Big  Profit! 
Are  you  getting  your  share  of  this  easily-made  money! 


If  not,  cut  out 
this  coupon 


and  mail  it 
Right  NOW. 


Cut  off  here  and  mail 
The  Circulation  Manager, 

MACLEAN'S  MAGAZINE, 
Toronto. 
Dear  Sir : — 

I  am  a  newsdealer,  but  am  not  handling  MACLEAN'S. 
Please  let  me  know  how  to  get  it  —  in  fact,  send  me  full 
particulars. 


Name  .  . 
Address 
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New  Stationery  Lines 


Valenciennes 
Papeteries 

A  thoroughly  captivating  line  put 
up  in  dainty,  attractive  boxes. 

The  stock  is  of  high-class  white 
linen  fabric. 

Paper  and  envelopes  are  artistically 
decorated  with  a  narrow  border  in  four 
colored  tints,  viz.;  Pink,  Blue,  Brown 
and  Mauve. 

The  box  coverings  are  handsomely 
embossed  on  beautifully  tinted  cover 
papers,    in    unison    with  the    borders. 

Pink,  Blue,  Brown  and  Mauve  borders. 
24/24.  Price  $4.00  per  doz. 

Copp  9s  Kid  Finish 
Mourning  Papeteries 

Copp's  Kid  finish  enjoys  an  enviable 
reputation  among  correspondents  as  a 
writing  paper  par  excellence. 

We  are  now  producing  it  in  mourn- 
ing Papeteries  in  two  styles,  Salisbury 
and  Louvain. 

The  boxes  are  embossed  in  Black  on 
White  cover  stock  making  a  chaste  and 
elegant  design. 

Salisbury  (Ladies'  size,  24/24.) 
Italian  Narrow,  Middle    and  Broad 
%  $7.20  per  doz. 

Louvain  (New  Society  size)  Long 
narrow  Envelopes  in  Italian  Narrow, 
Middle  and  Broad.  $8.40  per  doz. 


These  lines  we  feel  sure   will 

appeal  to  all  lovers  of  Good 

Stationery  of  discrimating 

taste. 


The  Copp-Clark 
Co.,  Limited 

495-517  WELLINGTON  ST.  W. 
TORONTO 
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"Out  of  Grim  Darkness 
Into  the  Light" 


FOR  five  years  our  efforts  were  devoted  to  mili- 
tary work  and  our  Canadian  business  suffered. 

Now  we  are  prepared  to  supply  totally  new  designs 
that  are  particularly  attractive,  including  a  Special 
Dominion  Series,  2l  Localized  Series,  and  a  very 
large  variety  of  Celluloid  Booklets. 

A.  R.  MacDougall  &  Co.,  Ltd.,  468  King  West, 
Toronto,  represent  us  in  Canada  and  Newfoundland 
and  will  show  these  new  samples  early  in  the  year. 


Birn  Brothers,  Ltd.,  London,  England 


The  Tucker  Manufacturing  Co.,  Ltd. 

Specify   TUCKER'S  MANUFACTURERS  OF 

"hand  grip  brand,-       PAPER  FASTENERS,  DRAWING  PINS  AND  GENERAL 

on  all  Orders  and  Indents  STATIONERS'    SUNDRIES 


PAPER     FASTENERS 
40  633  S  1 


"S"  SERIES 
S  2  S3  S4 


HOLDFAST     SCREW  DRAWING  PIN 

TICKE1  BINDERS     "BEST  OF  ALL' 

202  400 


"GRIPON"   CLIP 
REQUIREMENTS    OF    ALL    MARKETS    SPECIALLY    STUDIED 

CRESCENT    WORKS,    HARLESDEN,   LONDON,   N.W.,  ENG. 

For  Catalogue  and  Prices  Write  our  Representative 

AUBREY  O.  HURST,  32  FRONT  ST.  WEST,  TORONTO 


Z2 
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H— r-< 


Swam"  Fountain   Pens 


^=sj.m 


gjtf^-  2^/  ^/ * 


Swan  Fountain  Pens  are  made  in  All  Styles 

STANDARD  SAFETY  SELF-FILLING 

And  in  a  variety  of  sizes  and  points  to  meet  every  requirement.  The  heavy  demand 
for  fountain  pens,  together  with  the  shortage  of  stock,  has  undoubtedly  left  your 
assortment  very  depleted,  and  we  are  now  able  to  supply  your  needs  and  give  your 
orders  prompt  attention.  Stocktaking  order  sheets  on  request. 


^^^^T" 


Mabie  Todd  6  Co.,  Toronto 

TUP  -Vfg Z= 


t 


NG 


■— '■*    t  zr 
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re 

"PRO/PERI 


Greeting  Cards 

"MADE  IN  CANADA" 

No  Dut}) — No  Exchange.      Prompt  Deliveries. 

OUTTS'  1920   line  of 
Greeting   Cards    in 
Wonderful     combina- 
tions of  beautiful  art  work  and  clever  sentiments, 
contains  some  600  new  numbers.      The  Values  are  excel- 
lent, tine  choice  almost  unlimited,  and  their  appeal  is  such 
fhat  sales  will  be  phenomenal. 

See  our  samples  and  buy  for 
a  bigger   business   in    1920. 

Help  fne  Canadian  Ship  of  Prosperity    by  buying   and 
selling  goods  made  in  Canada  b))  Canadians  for  Canadians. 

WILLIAM  E.  COUTTS 

145^149  ADELAIDE  STREET  WEST 

TORONTO      -        -         CANADA 
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Editorial   Chronicle   and  Comment 


GET  AFTER  DRURY 

PREMIER  DRURY,  in  his  recent  speeches  in- 
dicated that  the  efforts  of  the  education  depart- 
ment would  he  concentrated  upon  the  three  R's 
including  spelling.  Hon.  R.  H.  Grant,  the  new 
Minister  of  Education,  is  arranging  for  a  conference 
of  all  school  inspectors  in  Ontario  and  others  in- 
terested in  public  school  common  education,  to  be 
held  at  Parliament  Buildings  early  in  January. 

The  Minister  himself  is  anxious  to  obtain  infor- 
mation as  to  the  actual  educational  conditions  in  the 
province,  while  Premier  Drury  and  the  other  mem- 
bers of  the  Cabinet  are  in  the  same  position. 

Regarding  the  cost  of  school  text  books  the  new 
( Government  will  he  up  against  a  real  problem.  The 
public  of  Ontario  has  been  fed  upon  so  much  "pap'' 
in  this  connection  that  if  the  extra  cost  is  to  be  borne 
by  the  parents,  there  is  bound  to  be  dissatisfaction. 
If,  on  the  other  hand,  the  difference  falls  on  the 
province,  it  will  necessitate  a  large  addition  to  the 
Education  Department  estimates.  This,  however, 
may  be  one  of  the  ''essential  things"  alluded  to  by 
Mr.  Drury  in  connection  with  education,  upon  which 
he  will  not  seek  to  exercise  economy.  The  book- 
sellers of  Ontario  instead  of  adhering  to  the  policy 
of  "watchful  waiting"  should  take  up  the  cudgels  in 
defence  of  their  mvn  trade  interests  to  see  that  they 
may  be  assured  of  getting  decent  treatment  in  the 
matter  of  trade  prices  on  school  text  books  under 
the  new  regime.     Why   not   a   deputation? 

THE  MODERN  BOOKSTORE 

BOOKSTORES  and  public  libraries  have  this  in 
common  that  they  are  book  storehouses  of 
knowledge  for  the  man,  woman  or  child  seeking  to 
get  more  out  of  life.  The  bookstore,  if  it  lives  up 
to  what  it  ought  to  be,  comprises,  like  the  well- 
equipped  modern  library,  not  merely  a  collection 
of  great  literature.  It  contains  the  most  recent  and 
practical  information  on  every  matter  of  daily  liv- 


ing The  blacksmith  may  learn  to  be  a  better 
worker  in  metals,  the  carpenter  as  well  as  the  archi- 
tect may  find  specific  instruction,  the  housekeeper 
may  learn  the  best  ways  to  keep  house  and  feed  and 
clothe  her  children,  the  teacher  finds  an  extensive 
storehouse  of  reliable  reference,  the  merchant  may 
read  of  the  most  profitable  methods  of  advertising 
and  the  most  attractive  styles  of  window-dressing; 
mayors  and  even  aldermen  could,  if  they  chose,  be- 
come thoroughly  expert  in  municipal  administration 
by  looking  into  the  informative  books  and  periodi- 
cals on  every  municipal  problem. 

The  old  ideal  of  culture  for  its  own  sake,  was  a 
good  one,  but  the  modern  ideal  of  culture  to  in- 
crease the  happiness  of  living,  and  to  prepare  each 
industrious  individual  for  greater  and  better  service 
to  his  fellow-men  is  a  higher  one.  The  old  bookshop 
to  which  a  few  scholars  or  a  motley  company  of 
seedy  old  bookworms  were  wont  to  foregather,  is 
largely  an  institution  of  the  past.  Even  the  second- 
hand bookstores  now  do  a  good  trade  in  selling 
business  book*  and  works  that  promote  the  philo- 
sophy and  improved  technique  of  living  in  a  worka- 
day world. 


TECHNICAL  BOOKS 

TECHNICAL  education  is  expanding  in  the 
educational -systems  of  the  different  provinces, 
and  booksellers  will  benefit  with  every  such  advance 
that  is  made.  The  business  in  selling  technical 
books  has  already  reached  good  proportions,  but  is 
bound  to  be  better  each  succeeding  year.  In  On- 
tario the  town  of  Collingwood  is  seriously  consider- 
ing the  matter  of  technical  education.  Dr.  Merchant 
has  spoken  to  a  representative  group  of  citizens  on 
the  question.  Whether  a  separate  technical  school 
will  be  built,  or  whether  the  Collegiate  Institute 
•?vill  be  remodelled  and  enlarged,  is  yet  to  be  deter- 
mined. Sudbury  is  in  a  similar  position,  but  has 
under  consideration  a  proposal  to  erect  a  combined 
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mining  arid  household  science  building  at  a  cost  of 
$200,000. 

In  England  the  book  trade  is  quite  alive  to  the 
1mm mi  in  the  sale  of  technical  books,  and  one  big 
publishing  house  is  helping  the  retailers  by  getting 
together  material  for  some  remarkable  window 
shows,  besides  the  usual  publicity  matter  in  the  way 
of  window  tickets,  showcards  and  streamers,  and 
booksellers  are  invited  to  write  giving  some  par- 
ticulars of  their  window  space,  and  if  they  would 
care  for  one  of  the  special  window  shows  to  be  sent 
out. 

In  Canada,  as  in  England,  the  winter  months 
will   witness  intensified  interest  in  technical  books. 


grandmother  and  your  small  nephew  of  nine;  or  if  you 
should  require  a  list  of  books  that  will  help  you  in  some 
special  study  or  research;  if  you  want  a  special  book, 
but  have  forgotten  its  name  and  author,  consult  our  book 
adviser.  These  and  countless  other  matters  connected 
with  books,  being  a  trained  librarian,  she  has  at  her 
fingers'  ends." 


HELPING  THE  BLIND 

BOOKS,  magazines,  and  music  in  embossed  types 
are  circulated  free  to  the  blind  of  Canada.  The 
monthly  average  circulation  of  books,  etc.,  is  close 
to  eight  hundred.  The  Canadian  Institute  For  the 
Blind  also  arranges  for  the  transcription  of  music 
for  any  of  its  members  at  cost-price. 

A  residence  and  training-centre,  "Pearson  Hall," 
has  been  provided  where  blind  soldiers  may  find  con- 
genial conditions  while  taking  vocational  instruction. 
In  this  connection  it  may  be  interesting  to  know  that 
the  Institute  has  entered  into  an  agreement  with 
the  Department  of  Soldiers'  Civil  Re-Establishment, 
under  which  the  Institute  has  established  an  after 
care  department  for  Canadian  soldiers  blinded  in  the 
war. 

There  are  other  things,  but  they  may  all  be 
summed  up  by  saying  that  the  Institute  endeavors 
in  every  practical  way  to  advance  the  interests  of 
the  blind  and  to  ameliorate  the  conditions  under 
which  they  live.  The  Institute  maintains  an  office 
at  36  King  St.  East,  Toronto,  and  not  a  day  passes 
that  does  not,  see  cheques  for  liberal  subscriptions  re- 
ceived there. 

Industrial  training  and  employment  is  being 
provided  for  the  blind  in  centres  established  in  Hali- 
fax.  Toronto,    Winnipeg  and  Vancouver. 

Useful  handicrafts  and  the  reading  and  writing 
of  embossed  characters  are  taught  in  the  homes  of 
those  blind  people  who  for  various  reasons  are  unable 
to  take  training  at  one  of  the  regular  centres. 

The  product  of -the  home-workers  is  bought  and 
sold. 


ADVISING  CUSTOMERS 

'  N  bookselling  the  service  of  giving  advice  to 
■I  prospective  book-buyers  is  an  element  of  carry- 
ing on  the  book  business  that  should  have  special 
attention  in  every  bookstore. 

In  this  connection  the  following  from  an  adver- 
tisement of  a  departmental  store  in  one  of  the  larger 
cities  is  of  suggestive  value  to  all  booksellers: — 

"If  you   should  be  uncertain  of  the  sort  of  books  to 
choose  that  would  please  such  different  persons  as  your 


MAY  RAISE  RAILWAY  RATES 

ACCORDING  to  information  received  by  BOOK- 
SELLER AND  STAT  ION  El  I   the  railways  of 

Canada  plan  at  an  early  date  to  make  application  to 
the  Dominion  Railway  Commissioners  for  permission 
to  increase  their  rates.  The  increase  to  be  asked 
for  will,  it  is  stated,  amount  to  twenty  per  cent. 
This  is  a  large  increase,  but  the  railways,  it  is  stated, 
claim  that  it  is  necessary,  if  they  are  to  pay  the 
wage  schedules  they  have  to  pay  now  and  meet 
generally  increased  costs  of  operating.  Figures  just 
made  public  in  the  United  States  in  connection  with 
the  railway  situation  there  throw  an  interesting 
sidelight  on  wdiat  wage  increases  mean.  They  show 
that  no  less  than  54.06  per  cent,  of  the  revenue  is 
now  required  to  take  care  of  labor.  This  is  an  enor- 
mous percentage,  and  out  of  all  proportion  to  any- 
thing that  was  ever  experienced  in  pre-war  days. 
Aside  from  these  considerations,  though,  the  pro- 
posal for  any  increase  in  rates  in  Canada  has  a  side 
that  is  of  keen  interest  to  every  merchant  in  the 
Dominion.  Instead  of  helping  the  move  to  get  prices 
back  to  a  normal  basis  it  will  increase  them.  More 
than  this,  it  will  increase  them  at  a  time  when  the 
public  is  in  an  unsettled  state  of  mind.  Obviously 
this  will  not  tend  to  allay  existing  unrest  but  rather 
to  cause  further  anxiety. 


DEMANDING  BETTER  GOODS 

PROSPERITY  loosens  the  purse  strings.  For 
some  time  past  merchants  not  only  in  Canada 
but  in  many  other  countries  have  been  finding  that 
it  was  not  a  question  of  selling  goods  but  of  getting 
goods  to  sell.  Business  was  so  good  and  production 
conditions  were  so  altered  that  they  could  not  get 
supplies.  The  condition  exists  to-day  and  the 
situation  in  many  lines  is  just  as  acute  as  it  was 
during  the  war  period  when  all  kinds  of  restrictions 
were  imposed  with  a  view  of  getting  people  to  cur- 
tail their  buying.  To-day  people  have  more  money 
to  spend  than  ever  before  and  they  are  spending  it. 
They  have  learned  something  though  in  the  past 
five  years,  and  that  is  that  cheap  articles  are  dear 
at  any  price.  The  fact  that  people  have  realized 
this  is  making  for  better  business.  Stationery  mer- 
chants state  that  it  is  easier  now  than  ever  before 
to  sell  really  high  class  products.  It  is  not  a  question 
of  price  with  most  customers,  but  of  getting  some- 
thing that  is  good  and  that  is  going  to  be  worth 
the  price  they  pay.  Many  merchants  believe  that 
the  lesson  people  have  learned  will,  to  a  very  large 
extent,  become  'permanent,  and  that  from  now  on 
the  great  buying  public  will  continue  to  demand 
better  goods. 
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A  Progressive  Programme  for  1920 

Messages  From  Some  Outstanding  Figures  in  the  Trade — The  Organization  Question 

to  the  Fore 


ACCEDING  to  a  request  for 
something:  dealing:  with  the  1920 
outlook,  the  following  interesting: 
letter  comes  from  J.  S.  Luckett,  of 
'Luckett  Loose  Leaf,  Limited,  for  BOOK- 
SELLER AND  STATIONER'S  New 
YEAR'S   number: 

"From  all  indications,  1920  will  be 
the  banner  year  for  the  loose  leaf  busi- 
ness. Indications  are  that  all  of  the 
manufacturers  of  this  class  of  goods  are 
working  their  factories  to  the  limit,  are 
reaching  out  for  larger  output  and  are 
months   behind. 

"Stationers  all  over  the  country  are 
realizing  more  and  more  the  important 
part  that  loose  leaf  plays  in  the  modern 
book  and  stationery  store,  and  are  giv- 
ing more  time  to  studying  its  possibili- 
ties  and   more   space   for   displaying  it. 

"I  could  point  out  one  store  that  'has 
tripled  its  loose  leaf  business  in  the 
last  year.  This  was  done  by  'cleaning 
out'  the  odds  and  ends,  disposing  of 
damaged  stock,  and  by  arranging  the 
stock  on  the  shelves  in  a  neat  and  sys- 
tematic manner. 

"Very  little  more  space  has  been 
given  this  department,  and  nothing  else 
has  been  neglected.  In  fact,  the  man- 
ager says  that  other  departments  have 
shown  a  big  improvement  since  the 
loose  leaf  counter  has  been  put  on  a 
more  business-like  basis. 

"Buyers  will  do  well  to  look  to  their 
needs  months  in  advance.  Materials — 
brass,  steel,  ducks,  imitation  leathers, 
paper — are  all  advancing,  and  in  some 
instances  it  is  not  a  question  of  price, 
but  of  being  able  to  get  the  goods  at 
all.  There  is  a  shortage  in  everything, 
and  the  supply  people  tell  me  there  is 
no  relief  in  sight.  It  is  certain  that  we 
nave  been  held  up  for  materials  more 
during  the  last  six  months  than  at  any 
time  during  the  war. 

"Another  point  I  would  like  to  make, 
is  the  importance  of  keeping  up  with 
the  markets.  Prices  on  practically  all 
classes  of  goods  are  changing  so  rapidly 
that  constant  attention  is  needed  if  one 
is  to  know  what  replacement  costs  on 
any  item  will  be.  In  fact,  this  is  so 
hard  to  do  that  it  would  require  the 
greater  part  of  any  one  man's  time,  and 
few  can  devote  the  proper  time  to  it. 

"Why  not  then,  a  Do-minion  associa- 
tion, organized  along  the  lines  of  the 
National  Association  of  Stationers  and 
Manufacturers  in  the  States,  and  per- 
haps affiliated  with   it? 

"Their  semi-monthly  paper  gives  just 
the  service  mentioned  above.  They  pub- 
lish recommended  retail  prices  of  all  the 
different  lines  of  goods,  based  on  cur- 
rent costs,  and  this  one  thing  alone  is. 
worth  more  than  all  the  time  and  ex 
pense  of  the  whole  association. 


"Then  in  abnormal  times  such  as 
these,  it  is  all  the  more  important  to 
work  in  harmony  with  others  for  the 
betterment  of  the  trade  as  a  whole.  And 
if  anyone  doubts  that  real  benefits  are 
derived  from  membership  in  the  Na- 
tional Association  in  the  States,  let  him 
write  the  secretary  of  the  association, 
Mortimer  W.  Byers,  41  Park  Row,  New 
York,  for  full    information. 

"The  organization  there  is  composed 
of  and  run  by  the  retailers  for  their 
own  advancement.  Manufacturers,  job- 
bers, or  wholesalers,  have  membership 
because  they  realize  the  (great  good  the 
association  does  the  retailer,  and  unless 
the  retailer  prospers,  the  others  cannot. 

"I  woul'd  like  to  suggest  therefore 
that  your  good  paper  take  the  lead  in 
this  matter,  as  a  disinterested  party,  or 
rather  as  one  equally  interested  in  all, 
and  I  am  sure  from  talks  I  have  had 
with  dealers  from  coast  to  coast,  and 
from  certain  starts  that  have  already 
been  made,  that  a  real  success  can  be 
had  from  the  start. 

"Business  is  gocd'  now  with  all  the 
retailers,  and  any  step  aimed  at  a  con- 
tinuance of  this  condition  should,  and 
undoubtedly  will,  have  the  support  of 
all  concerned." 

Britain  Wide-Awake 

British  products  are  going  to  assume 
a  greater  place  than  ever  before  in  the 
business  of  A.  R.  MacDougall  &  Co.,  of 
Toronto,  as  a  result  of  Mr.  MacDougall's 
recent  visit  to  Britain  in  the  interests  of 
his  firm  in  search  of  new  lines  and  re- 
newing established  connections  with  Old 
Country  firms. 

Mr.  MacDougall  found  all  the  British 
concerns,  with  whom  his  firm  has  for 
years  been  associated  as  Canadian  sell- 
ing agents,  to  be  keener  than  ever  in 
seeking  Canadian  trade  and  in  their 
readiness  to  provide  for  Canadian  re- 
quirements. This  was  equally  true  as 
regards  the  additional  firms  with  whom 
he  made  connections  for  Canada. 

This  general  attitude  was  true  of  all 
other  trades  as  well  as  the  makers  of 
products  having  to  do  with  the  stationery 
trade,  and  it  was  a  certainty  that  1920 
and  the  years  immediately  following 
witness  an  enormouslv  increasing  flow 
of  British  products  to  Canada.  It  was  a 
wonderful  thincr,  Mr.  MacDougall  had 
found,  to  be  privileged  as  he  had  been- 
to  come  into  close  personal  contact  with 
the  vital  enerp-y  that  was  at  work  in 
Britain  toward  pushing  British  business 
to  all  parts  of  the  world  to  a  degree 
never  before  apnroached. 

Aside  from  the  commercial  outl^k, 
Mr.  MacDougall  told  of  the  intensified 
warmth  of  feel' n"  manifested  wherever 
he  went  in  t^e  0!d  Land  toward  Canada 
in  a^n^eciat'on  of  the  giant  efforts  and 
sacrifices  made  by  the  great  Dominion 
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in  her  war  services  to  the  Empire  and 
her  contribution  of  the  flower  of  her 
manhood  for  the  well-being  of  the  world. 
Every  Canadian  visiting  the  mother- 
land would  feel  this  great  sentiment 
the  response  to  it  from  Canada  had  been 
eloquently  manifested  in  Canada's  re- 
ception of  the  Prince  of  Wales. 

Book  Prices 

Toronto,  December  20,  1919 
DEAR  WEAVER— Just  a  year  ago 
you  asked  me  to  express  myself 
as  to  the  prospects  for  trade  in 
the  year  of  19 19.  By  referring  to  my 
letter,  which  was  inserted  in  the  January 
issue  of  BOOKSELLER  AND  STA- 
TIONER, you  will  see  that  I  made  the 
statement  that  I  felt  suie  that  reprints 
would  be  selling  at  75  cents,  and  fiction 
fnew  books)  at  SI. 75  during  the  year. 
The  inevitable  happened;  in  fact  a  good 
many  books  are  selling  even  higher  than 
$1.75.  As  to  prospects  for  1920,  I  feel 
certain  that  the  booksellers  are  having 
an  even  better  trade  than  they  had  in 
1918,  which  was  generally  recognized  as 
a  banner  year.  Stocks  will  again  be 
fairly  well  depleted,  and  this  means  good 
buying  by  the  booksellers  in  the  spring. 
Prospects  at  present  are  bright  for  a 
good  start  off  in  1920,  and  1  think  the 
trade  will  be  well  advised  to  be  prepared 
to  pay  even  higher  prices  in  1920  than 
was  the  case  in  the  year  we  are  just 
ending. 

A  great  many  pessimists  exist,  and 
we  were  told  that  prices  would  drop; 
they  advanced,  and  I  again  feel  certain 
they  will  go  higher.  Fiction  (new  publi- 
cations) will  probably  list  $1.75  and  $2 
as  a  general  rule,  while  juveniles  will 
advance  probably  20  per  cent.  By 
juveniles  I  refer  to  boys'  and  girls'  bound 
books.  I  really  do  not  see  how  the  re- 
prints can  remain  as  low  as  they  now 
are  and  give  a  profit  to  the  publisher; 
they  may  be  selling  at  $1  before  a  year's 
time.     Who  can  tell? 

Yours  sincerely, 

ERNEST  W.  WALKER. 
(The  Ryerson  Press) 

Parents   Spend   Liberally 

Editor,  BOOKSELLER  &  STATIONER: 

In  response  to  your  request  for  a  few 
lines  on  the  prospects  for  trade  in  1920 
and  the  outlook  regarding  prices,  I  might 
say  that  about  seventy-five  per  cent,  of 
our  suppliers  are  advising  of  increases  in 
the  prices,  these  increases  being  from 
twenty  to  fifty  per  cent. 

The  greatest  increase  comes  from  our 
suppliers  of  material  for  manufacturing 
the  Gilbert  Toy  Line.  This  material  runs 
from  fifty-five  to  one  hundred  and  fifty 
per  cent.  The  cost  of  boxes  in  Canada 
has  jumped  fifty  per  cent,  in  the  last 
two  months. 

Needless  to  say,  we  are  not  hesitating- 
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to  place  our  orders  on  the  basis  of  these 
new  prices.  Our  greatest  anxiety  is  to 
get  all  our  orders  in  before  we  get  an- 
other jump. 

One  of  the  lessons  which  we  have 
learned  from  last  year's  trade  is  that  we 
make  a  mistake  in  yielding  to  the  weak- 
ness of  selling  the  dealers  mostly  the 
cheap  lines.  The  demand  this  year  has 
been  uniformly  for  higher-priced  goods'. 
We  ran  out  of  stock,  of  the  higher- 
priced  goods  four  weeks  before  Christ- 
mas, although  we  thought  we  had  safe- 
guarded ourselves  to  an  unusual  extent. 

This  year  we  are  going  to  endeavor  to 
get  the  cu-operation  of  the  trade  a  little 
better,  and  while  it  is  hard  to  convince 
the  big  majority  of  buyers  that  parents 
are  prepared  to  spend  twenty-five  to 
seventy-five  dollars  for  Educational  and 
Vocational  Toys,  we  have  by  us  an  ac- 
cumulation of  proof  that  this  is  so,  from 
every  part  of  the  country,  including  some 
out-of-the-way  rural  districts. 

I  am   looking  forward  to  next  year's 
trade  with  the  greatest  optimism. 
Yours  very  truly, 
T.  E.  MENZIES,  President, 
Menzies  &  Company,  Limited, 
and 
(THOS.  E.  MENZIES) 
The  A.  C.  Gilbert  Menzies  Co.,  Ltd. 
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An  Objective  for  1920 

Toronto,  Dec.  29,  1919. 
Editor, 
BOOKSELLER   AND    STATIONER: 

To  bookseller  and  publisher,  1919  has 
been,  in  every  sense,  a  banner  year. 
Two  outstanding  facts  have,  perhaps, 
contributed  in  bringing  about  this  de- 
sirable result,  the  active  co-operation 
on  the  part  of  the  publishers  with  the 
trade  and,  of  course,  the  return  from 
overseas  of  our  fignting  men,  with  ap- 
petites already  created  for  good  books 
and  the  additional  incentive  to  provide 
adequate  mental  equipment  to  enable 
them  to  take  their  place  in  cavil  life, 
resulting  in  an  almost  unprecedented 
demand  for  technical  books  on  all  sub- 
jects. Another  factor  which  has,  with- 
out doubt,  contributed,  is  the  constant- 
ly-increasing volume  of  tourist  trade, 
which  will  be  emphasized  to  an  even 
greater  extent  in  1920. 

From  the  literary  viewpoint,  1919  was 
noteworthy,  owing  to  the  splendid  con- 
tribution made  by  Canadian  authors, 
which  has  without  doubt  enriched  our 
Canadian  literature  in  all  its  phases. 

To  our  bookseller  friends  I  would  say 
that  the  old  tradition  of  tout  two  book 
seasons  has  been  discarded  by  us.  Let 
us  make  1920  a  continuous  period  of 
booik-selling  activity. 

To  condense  in  a  sentence,  I  would 
say  that  if  our  slogan  for  1919  was  to 
sell  twQ  books  where  only  one  was  sold 
before — Why  not  measure  up  again  for 
1920? 

"Sell  Books  Every  Day  in  the  Year!" 
Yours  truly, 

john  McClelland, 

McClelland  &  Stewart,  Ltd. 


DISCUSSING  the  question  of  trade 
organization  raised  by  F.  E.  Os- 
borne, of  Calgary,  whose  interest- 
ing letter  appeared  in  the  December  issue 
of  BOOKSELLER  AND  STATIONER, 
C.  L.  Nelles  said  that  he  appreciated 
Mr.  Osborne's  remarks  about  trade 
troubles  but  did  not  see  how  they  could 
be  bettered  to  any  extent  because  it 
seemed  impossible  to  procure  a  sufficient 
number  of  retail  booksellers  and  sta- 
tioners to  join  together  and  create  a 
salary  that  would  be  necessary  for  a 
secretary  to  keep  the  members  posted 
and  up-to-date  with  all  the  conditions 
that  worried  the  bookseller.  He  con- 
trasted the  restricted  opportunities  of 
tne  retailer  with  the  much  larger  returns 
realized  by  the  manufacturers  and  whole- 
salers, who  supplied  the  goods  sold  by 
the  retailer. 

"Personally  speaking,"  he  said,  "no- 
thing would  please  me  better  than  to 
have  a  meeting  of  the  retail  trade  in 
Toronto  or  Montreal  to  talk  over  the 
matter,  and  some  good  might  be  done." 

"Recalling  the  old  organization  form- 
ed some  years  ago,  I  remember  the  small 
number  that  attended  the  meetings,  and 
that  at  last  it  dit-d  a  natural  death  more 
from  lack  of  funds  to  pay  a  secretary 
than  anything  else. 

"There  are  many  things  we  could  dis- 
cuss and  exchange  ideas  on  if  we  did  get 
together,  but  Canada  is  too  large  to  ask 
the  retailers  to  come  from  Halifax  and 
Vancouver,  besides  I  feel  a  great  many 
would  say  they  could  not  afford  the  ex- 
pense as  the  profits  are  too  small  to 
warrant  such   an   expenditure.'* 

Mr.  Nelles  advocated  enclosing  a 
postal  card  in  the  copies  of  BOOK- 
SELLER AND  STATIONER  going-  to 
retailers  asking  each  of  them  whether 
they  would  attend  a  meeting  at  a  suit- 
able centre  and  what  time  of  the  year 
they  considered  would  be  most  suitable. 
This,  however,  is  not  feasible  because 
the  postal  regulations  forbid  it.  A 
form  is  therefore  printed  in  this  issue 
with  space  for  answers  "Yes"  or  "No." 
Subscribers  are  asked  to  fill  these  out 
and  mail  them,  to  reach  BOOKSELLER 
AND   STATIONER  as  soon  as  possible 


Hamilton,  Ont.,  Dec.  12,   1919. 

The  editor,  BOOKSELLER  AND 
STATIONER— In  spite  of  the  busy 
times,  we  have  taken  time  to  read  the 
December  number  of  BOOKSELLER 
AND  STATIONER,  and  must  con- 
gratulate you  on  the  number  of  helpful 
articles  in  this  month's  number.  We 
wish  to  make  special  mention  of  Mr.  Os- 
borne's letter,  which,  we  feel,  all  the 
trade  will  heartily  agree  with.  We  will 
take  very  great  pleasure  in  forwarding 
check  for  membership  in  the  Booksellers' 
Association  as  soon  as  there  is  one  form- 
ed, as  we  have  no  doubt  most  of  the 
other  leading  dealers  of  Canada  will  do. 

Again  urging  you  in  the  interests  of 
the  trade  to  do  what  you  can  in  forward- 
ing the  formation  of  the  trade  associa- 
tion, I  remain, 

Yours  truly, 

FRED  CLOKE. 
(Cloke  &  Son) 


Among  the  people  from  whom  Christ- 
mas greetings  have  come  to  ye  editor, 
are  Gordon  &  Gotch,  Ltd.,  London  and 
Toronto;  F.  E.  Osborne,  Calgary;  C.  L. 
Nelles,  Guelph;  Cloke  &  Son,  Hamilton; 
John  Morgan,  Toronto  (Getson  Art  Co.); 
Charles  A.  Port,  Ottawa,  formerly  man- 
ager Hodder  &  Stoughton,  Ltd.;  Luckett 
Loose  Leaf  Ltd.,  Toronto;  J.  C.  Jaimet 
&   Co.,   Kitchener. 

GRATIFYING   RESULTS 

Regarding  BOOKSELLER  AND 
STATIONERS'  Holiday  Gift  Book 
Catalogues,  of  which  A.  H.  Esch  &  Co., 
Ltd.,  of  Edmonton,  Alta.,  had  1,000 
copies,  Mr.  Esch  wrote  the  editor  as 
follows,  under  date  of  Dec.  30: 

"Your  catalogues  were  sent  out — did 
all  that  was  expected  of  them.  Our 
book  trade  was  very  satisfactory,  and 
visible  results  from  sending  out  these 
catalogues  were  very  gratifying." 


Clip  this  coupon,  write  answer  "Yes"  or  "No"  opposite  each  question,  and 
mail  to  BOOKSELLER  AND  STATIONER,  143  University  Ave.,  Toronto:— 

Are  you  in  favor  of  a  meeting  of  booksellers  and  stationers  ? 

Would   you   attend   one   if   arranged  ? 

Would  you  pay  your  share  up  to  $10  a  year  for  a  secretary  ? 

What  time  in  the  year  would  be  satisfactory?    (Give  date) 
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Give  Your  Cards  a"Home 
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GREETING  cards  are  not  a  "one 
'month"  line.  They  are  every- 
monthi,  and  every-day  sellers. 
For  instance,  every  day  is  somebody's 
birthday — (hence,  birthday  .greeting  cards 
are  every-day  sellers;  and  then  there  are 
various  other  greeting  cards  for  differ- 
ent occasions  that  put  the  greeting  card 
trade  in  the  every-day  class. 

Tin  order  to  get  this  general  idea  across 
in  the  minds  of  the  people  accustomed 
to  deal  in  "our"  store,  we  should  adopt 
some  means  of  having  a  special  depart- 
ment in  the  store  devoted  to  this  line. 
The  department  might  well  be  boused  in 
an  attractive  booth  preferably  well  back 
in  the  store,  because  its  very  nature 
would  tend  to  draw  people  back  to  it, 
thus  obviously  benefiting  the  business 
in  general. 

Greeting  card  sales  in  Toronto,  with 
particular  regard  to  the  despatch  of 
holiday  messages  to  the  Old  Land  in 
the  form  of  greeting  cards,  received  a 
good  boost  in  the  efforts  of  the  Can- 
adian National  Council  of  the  British 
and  Foreign  Sailors'  Society.  On  the 
evening  of  Sunday,  Dec.  14,  a  special 
service  was  conducted  at  the  Strand 
Theatre,  when  about  1,500  Christmas 
cards  were  distributed  among  Toronto 
citizens,  to  be  sent  to  their  friends  and 
relatives  in  the  Old  Country,  with  suit- 
able messages  calculated  to  strengthen 
the  bonds  of  friendship  between  Canada 
and  the  Mother  Country.  This  was  the 
seventh  annual  Christmas  mail  message 
and  naval  festival  service,  and  it  mark- 
ed the  resumption  of  the  practice  which 
was  instituted  in  1912. 

Instead  of  proving  a  detriment  to 
greeting  card  business  in  the  stores, 
this  distribution  really  gave  additional 
impetus  to  the  practice  of  sending 
greeting  cards. 

Naturally,  there  would  be  compara- 
tively few  instances  in  which  more  than 
two  or  three  of  these  cards  went  to 
people  of  the  same  family.  Additional 
forces  in  accelerating  sales  of  cards, 
were  the  sentiments  expressed  by  Rev. 
Dr.  Hall,  who  had  charge  of  this  meet- 
ing. He  explained  that  too  many  people 
who  come  from  the  Old  Country  cut  off 
their  connections  with  the  people  at 
home,  and  he  trusted,  by  this  simple 
means  of  sending  a  special  Christmas 
card  and  a  special  Christmas  message, 
the  connections  would  be  maintained. 

"By  these  simple  messages  you  will 
do  your  share  towards  furthering  Brit- 
ish Imperial  unity,"  he  continued. 
"What  does  that  mean?  To  the  man 
who  did  not  work  or  fight  for  it,  it  may 
not  mean  anything.  But  to  the  balance 
it  is  a  vision  of  the  best  hopes  of  the 
race,  and  if  we  can  only  keep  together, 
it  will  be  the  best  League  of  Nations 
the  world  has  ever  known,  whether  or 
not  others  come  into  it.  At  the  same 
time,  your  message  is  a  memorial  to  the 


deaths  of  those  who  lost  their  lives 
overseas,  whether  on  land,  in  the  air,  or 
on  the  sea.  In  that  Canada  did  her 
share,  and  now  the  Maple  Leaf  has  be- 
come of  deeper  significance  than  ever 
before,  for  the  red  sign  of  the  maple 
leaf  stands  as  the  symbol  of  the  lives  of 
those  who  gave  up  all  that  the  Empire 
might  continue." 

Display  Cards 

A  specialist  in  the  art  of  window 
displays  recently  commented  on  two 
widely-different  showings  of  greeting 
cards  on  one  of  the  great  avenues  of 
the  metropolis. 

One  store  devoted  an  entire  window 
to  a  display  of  cards,  perhaps  250  in 
number,  and  comprising  a  little  of 
everything  in  everyday  lines  and  cards 
then  in  season.  The  other  store  had 
exactly  12  cards  in  the  window,  and  the 
window  critic  claimed  that  the  latter 
one  was  by  far  the  best  in  business- 
getting  possibilities,  and  here  is  the  way 
he  analyzed  it: 

"The  window  full  of  cards  is  rather 
a  confused  mass  of  many  beautiful 
cards.  On  reading  one  sentiment,  I 
learn  that  it  is  for  grandfather's  birth- 
day; the  next  is  a  birth  announcement; 
next  a  card  for  another  occasion;  but 
most  of  the  sentiments  are  beyond  the 
range  of  my  vision,  and  I  pass  on.  The 
other  window  has  twelve  cards  on  a 
high  plate-glass  shelf,  at  just  about 
a  good  reading  distance,  as  I  look  into 
the  window.  All  of  the  cards  are  for 
wedding  anniversaries,  and1  there  is  a 
neat  lettered  sign,  in  keeping  with  the 
class  of  goods,  stating  what  they  are 
for,  and  noting  that  cards  for  'other 
occasions'  are  on  display  in  the  store. 
My  reason  for  commending  the  smaller 
display,  is  that  this  dealer  has  concen- 
trated on  one  class  of  cards  at  one 
time,  enabling  me  to  make  a  quick  com- 
parison, that  he  used  an  effective  little 
window  card,  to  tell  me,  at  a  glance, 
about  the  goods,  and  that  he  succeeded 
in  making  me  want  to  see  the  other 
cards  he  had  in  the  store." — Greeting 
Card  Bulletin. 


A   GROWING   INDUSTRY 

It  is  a  source  of  satisfaction  to  be 
able  to  record  the  further  development 
of  the  greeting  aavd  manu  ng   in- 

dustry in  Canada  as  exemplified  by  the 
expansion  of  the  business  of  W.  E 
Coutts,  of  Toronto,  who  but  recently 
moved  into  larger  quarters,  taking  a 
whole  flat  of  the  new  building  of  the 
Carswell  Co.,  law  book  publishers,  Ade- 
laide Street  "West,  Toronto,  only  to  find, 
now  at  the  beginning  of  1920,  that  he 
will,  at  an  early  date,  have  to  provide 
more  floor  space. 

The  occasion  for  these  increased  re- 
quirements is  not  only  the  growth  of 
the  particular  lines  which  have,  up  to 
this  time,  been  manufactured  so  suc- 
cessfully, but  also  to  make  possible  a 
wider  field  of  manufacture,  to  include 
other  items  identified  with  the  greeting 
card  business. 

As  to  the  sales  organisation  for  1920, 
the  staff  has  been  effectively  strength- 
ened by  the  addition  of  John  Graham, 
formerly  with  the  Oopp  Clark  Co.,  to 
cover  Western  Ontario,  including  part 
of  Toronto,  and  Norman  Hooke,  former- 
ly with  Gage's,  to  travel  the  Fast  to  the 
Atlantic  seaboard.  Mr.  Coutts  will 
again  visit  the  chief  cities  of  the  West, 
but  the  bulk  of  the  Western  territory 
will  be  in  charge  of  Harry  Eady,  of 
Winnipeg. 


It  is  a  fact  that  even  many  of  the 
successful  writers  of  sea  verse  axe 
stay-at-home;  they  express  the  rhythm 
and  spirit  of  the  seas  according  to  the 
inspiration  of  their  home  arm-chairs. 
They  sing  Ho,  for  Devon  Men!  some- 
where in  South  Kensington.  Rear- 
Admiral  Ronald  Hopwood  is,  however, 
an  exception  to  this  rule.  He  is  a 
working,  fighting  sailor;  proved  second 
to  none  for  stirring  sea-poetry.  A 
further  volume  by  him,  "The  New 
Navy,"  is  to  be  published  by  Mr.  Murray 
at  once. 


From  Edwin  B.  Craeg,  Bridgewater, 
N.S.,  came  a  copy  of  "The  Holiday  Mes- 
senger," an  eight-page  Christmas  paper 
with  contents  of  a  general  Christmas 
nature,  the  trade  appeal  bemc  restricted 
to  the  advertisements  occupying  about 
quarter  of  the  total  space  in  the  paper. 


January— White  Goods  Sale 


WHITE  goods  sales  are  annual 
events  in  January  in  the  depart- 
ment stores.  This  affords  a  sug- 
gestion for  something  striking  in  the 
way  of  January  sales  in  stationery 
shops.  White  goods  of  a  different  na- 
ture to  the  dry  goods  lines,  naturally 
occupy  an  important  place  in  the  sta- 
tionery trade,  conspicuous  among  these 
being  paper  and  envelopes. 

Manufacturers  will  co-operate  with 
dealers  by  supplying  pure  white  pulp 
in  bulk  form  for  use  in  window  displays, 
and  also  large  sheets  of  tubed  cardboard 
bearing  labels  the  same  as  used  on  paper 
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and  envelope  boxes.  Blotting  paper, 
drawing  paper,  and  various  paper 
specialties  made  of  white  stock,  are 
available  for  this  idea,  including:  tissue 
paper,  crepe  paper,  paper  napkins,  paper 
towels,  paper  handkerchiefs,  paper  doi'ies 
and  paper  tablecloths.  There  are  also 
many  books  with  white  covers,  notable 
among  these  being  baby  books  and  bride 
books.  There  are  also  prayer  books  and 
birthday  books  in  white  b'ndings.  Every 
dea'er  will  be  able  to  think  of  other 
"white  goods"  lines  in  the  book  and  sta- 
tionery stock  which  will  fit  in  well  with 
this   window  display  idea. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers  and  Stationers  in 

All  Parts  of  Canada 


^"^TATIQNERS  h;tve  so  many  good 
^N  things  to  advertise"  and  so  many 
^— "  items  which  could  be  turned  over 
ten  to  a  hundred  times  as  often  as  at 
present,  that  it  is  an  ever-recuning 
source  of  surprise  that  stationers  are  not. 
more  liberal  users  of  printers'  ink  and 
other  means  of  publicity.  The  nature  of 
their  business  is  such  that  it  seems  to 
cry  out  for  publicity  to  bring  out  its 
latent  possibilities.  To  illustrate  the 
point  the  following  quotations  are  made 
from  an  article  by  John  M.  Oskinson  in 
"The  Ottawa  Journal"  under  the  head- 
ing of  "You  and  Your  Money'": 

"I  think  that  nearly  every  bookstore 
and  stationery  store  now  carries  in  stock 
special  blank  hocks  devised  for  keeping 
a  record  of  family  or  personal  income 
and  expenses.  That  means  the  budget 
idea  is  growing. 

"The  last  form  I  have  seen  came  to 
me  with  a  leaflet  on  which  was  printed: 
'At  all  bookstores  or  from  publishers — 
75  cents.  Postage  5  cents  additional.' 
Also,  the  leaflet  had  this  sound  state- 
ment: 

"  'The  budget  plan  is  the  best  and 
most  logical  means  of  running  your  per- 
sonal or  family  expenses.  Every  cor- 
poration, municipality,  and  society  of 
real  worth  runs  its  finances  on  the  bud- 
get appropriation  plan.  What  is  good 
in  handling  millions  of  dollars  is  good 
for  you  in  disbursing  your  own  personal 
income.' 

"This  form  is  simple.  It  contains 
twelve  double  pages,  with  twenty-six 
spaces  ruled  across  the  two  pages  hori- 
zontally and  thirty-five  spaces  ruled  off 
vertically.  The  vertical  spaces  are  num- 
bered up  to  thirty-one,  with  four  addi- 
tional spaces  for  'totals,'  'allotted,'  'last 
month,'  and  for  entering  the  month, 
year,  and  a  notation  as  to  what  you  mean 
to  save  next  month. 

"Across  the  two  pages  horizontally 
there  are  t  .venty-three  blank  spaces  rul- 
ed off;  then  appear  in  ruled  spaces  the 
headings:  'Daily  Total,'  'Cash  in  Hand,' 
and  'Bank  Balance.' 

"Over  in  the  back  of  the  book  appear 
suggestions  for  symbols  to  use  in  the 
horizontal  blank  spaces.  For  example: 
'A  \,'  which  means  automobile,  and  comes 
under  ,the  head  of  amusements;  'AC 
means  cigars  and  tobacco,  also  coming 
under  the  general  head  of  amusements; 
'EB'  would  stand  for  books  and  be  con- 
sidered under  the  head  of  education. 

"The  'C  group  would  signify  clothing: 
'CH'  meaning  hats;  'CS'  shoes,  etc. 

"The  user  of  this  plan  is  advised  to 
itemize  expenses  only  to  the  extent  of 
beine:  able  to  pick  out  the  excesses  which 
spell  extravagance,  cut  down  the  allot- 
ment for  those  items,  and  make  the  sav- 
ins- trreater. 

"When  a  month's  record  is  complete 
the    thirty-second    line    will    contain   the 


totals  for  each  item  for  the  period.  Thus, 
the  'AN"  (candy)  column  may  foot  up 
$."5.75.  Think  that  over  and  then  set 
down  in  the  'allotted'  space  directly  un- 
derneath the  amount  you  propose  to 
spend  or.  candy  the  next  month.  So  on 
across  the  two  pages. 

"Suppose  the  total  of  your  month's  ex- 
penditures was  $210  and  you  had  saved 
$24.  Consider  whether  or  not  you  want 
to  make  a  greater  saving  the  next  month 
and  then  add  up  your  'allotted'  items. 
Perhaps  you  can  allow  more  for  certain 
things;  you  may  want  to  trim  certain 
icems. 

"Such  a  system  compels  you  to  think 
ahead.  That  is  the  great  value  of  the 
budget  plan." 

There  are  hundreds  of  other  articles 
just  as  interesting  in  every  stationer's 
stock.  Think  of  what  can  be  accomplish- 
ed by  acquainting  the  public  with  the 
potentialities  of  each  of  them.  Does  it 
not  stand  to  reason  that  such  advertis- 
ing would  result  in  making  the  sales 
of  all  of  them  mount  up.  Try  this  plan 
of  intensified  specialization  in  advertis- 
ing. 

ABOUT  BOOK    ADVERTISING 

"The  trouble  with  most  people  is  not 
that  they  ignore  reading,  but  that  they 
read  without  any  system,  haphazard. 
Too  much  thought  cannot  he  devoted  to 
the  selection  of  reading  in  these  days 
when  the  world  is  burdened  with  tor- 
rents of  books  that  are  not  worth  peru- 
sal." If  the  sentiments  expressed  in  the 
foregoing:  paragraph,  clipned  from  a 
daily  newspaper,  were  to'  be  plaved  up- 
on by  booksellers  in  their  publicity,  it 
would  undoubtedly  have  the  effect  of 
bettering  the  sale  of  the  hi°-her  tvpe  of 
books,  and  the  distribution  of  good  liter- 
ature thus  fostered  would  produce  fur- 
ther good  results  for  the  bookstores  in 
the  a-pnetite  for  more  good  books  that 
would  be  created  in  the  hearts  and  minds 
of  the  people  influenced  by  such  pub- 
licity. This  is  a  thouo-1'>t  that  should  be 
embod'ed  in  the  bookseller's  general  plan 
for  building  up  a  book  business  on  a 
sound  and  permanent  basis. 

A  good  resolution  for  1920  book  ad- 
vertising would  be  to  determine  to  have 
the  advertisements  carry  messages  of 
the  inspirational  nature  indicated  by  the 
pa^ap-rrmh  quoted,  not  from  mere  altru- 
istic motives,  but  because  it  will  be  'Vood 
business,"  considered  on  the. basis  of  the 
"dollars  find  cents."  returns  that  will  be 
assured  by  such  actio?'. 

Belleville,  Ont — At  a  meeting  of  the 
Public  School  Board,  a  motion  was  car- 
ried appointing  Mr.  MacFadyen  and  In- 
spector Clarke  a  committee  to  inquire 
into  the  matter  of  free  work  books  for 
the'  public  schools  of  the  city,  ascertain 
costs,  and  report. 
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Kincardine,  Ont.— H.  K.  Biggin,  suc- 
ceeds W.  J.  Henry  in  the  hook  and  sta- 
tionery business. 

Cowichan,  B.C. — 1,  A.  Helen  has  open- 
ed a  new  stationery  store  at  Cowichan. 
In  addition  to '  stationery,  fancy  goods 
and  sporting  goods  are  stocked. 

Weyburn,  Sask.— 0.  S.  Mitchell,  in  a 
recent  advertisement,  had  this  para- 
graph: 

"Two  hundred  and  fifty  of  the  latest 
bcoks,  which  have  been  in  stock,  are 
transferred  to  the  circulating  library." 

Brampton,  Ont. — Thomas  Thauburn, 
bookseller  and  stationer,  advertised  a 
"ten  cent  parcel  sale"  for  December  20. 

Kingston,  Ont. — Uglow's,  in  one  of 
their  Christmas  trade  ads.,  used  this 
paragraph: 

"Everyone  likes  a  pretty  box  of  note 
paper  for  Christmas — Everyone — Mo- 
ther, Father,  Auntie,  Sister  and  Brother 
— conveys  Christmas  and  New  Year 
Greetings — recalls  the  giver  as  long  as 
it  lasts — usable  even  though  a  duplicate 
present." 

Toronto,  Ont.— Grand  &  Toy,  Ltd.,  in 
their  hoMday  advertising,  besides  play- 
ing up  fine  papeteries,  fountain  pens  and 
other  stationery  lines,  featured  desk 
lamps,  brass 'desk  sets,  smoking  stands 
and  various  other  articles  of  brass  and 
also   leather   goods. 

Calgary,  Alta. — F.  E.  Osborne  has 
forwarded  a  copy  of  the  Christmas  book 
supplement  of  the  "Calgary  Herald,"  a 
very  fine  issue,  identical  as  to  editorial 
contents  with  the  Christmas  Book  Sup- 
plement of  the  "Winnipeg  Free  Press," 
elsewhere  referred  to  in  this  issue. 

There  were  advertisements  bv  the  dif- 
ferent Caleary  booksellers,  F.  E.  Osborne 
using  a  full  page.  In  his  advertisements 
he  used  to  advantage  a  number  of  para- 
graphs gleaned  from  the  Holidav  Book 
Catalogue  issued  by  BOOKSELLER 
AND  STATIONER,  a  course  which  has 
been  followed  by  other  booksellers  in 
their  Christmas  advertising,  and  which 
the  editor  has  repeatedly  recommended 
to  the  retailers. 

Moose  law,  Sask. — "Toys  are  our 
specialty,"  is  a  prominent  line  in  a  re- 
cent advertisement  of  Nixon's  Bookstore, 
occupying  a  four-column  space  twelve 
inches  deep. 

Two  paragraphs  from  this  advertise- 
ment fo'low: 

"The  fmest  and  most  wonderful  range 
of  toys  ever  got  together  in  the  West." 

"A  visit  to  our  store  will  prove  a  de- 
IMit  and  an  education  in  the  art  of  toy 
production." 

Sincf>  the  above  was  written  there  has 
arrived  from  Nixon's  a  cony  of  a  cir- 
cular, reprinted  on  good  stock  fr^m  this 
newspaper  advertisement  affording  a 
further  suggestion  to  other  dealers. 
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Montreal,  P.Q. — J.  Alfred  Guay  has 
moved  into  new  and  larger  quarters  at 
19  and  21  Notre  Dame  Street. 

Penticton  B.C. — Chittenden  and  Mc- 
Keen  are  live  advertisers  and  devote  a 
great  deal  of  their  attention  to  adver- 
tising new  fiction. 

Huntingdon  Que. — C.  H.  Lamb  in 
single  column  advertisement  full  length 
of  page  devoted  half  the  space  to  hooks, 
including  toy  books.  He  featured  also 
papeteries,  greeting  cards,  tags,  seals, 
etc.,  toys,  dolls,  gairnes,  kodaks  and  sup- 
plies, flashlights  and  batteries. 

St.  John,  N.B. — French  hand-painted 
fans  were  a  specialty  featuied  in  the 
holiday  trade  advertising  of  W.  H.  Thorn e 
&  Co     Ltd. 

Ottawa,  Ont. — Bryson,  Graham,  Ltd., 
in  advertising  pictures  used  the  heading 
"The  Picture  on  the  Wall,"  and  these 
paragraphs: 

"Do  you  wish  for  pictures  that  are 
something  more  than  objects  for  break- 
ing up  an  expanse  of  wallpaper? 

''Then  you  will  be  delighted  with  the 
charming  collection  of  sepia  prints  color- 
ed prints,  oil  paintings  and  water  colors. 
You  will  find  depicted  little  life  episodes; 
laughing,  gurgling  babies;  the  sea  in  its 
many  moods;  rural  scenes  breathing 
forth  their  spirit  of  peace  and  restful- 
ness. 

"And  it  costs  very  little  to  possess 
pictures  that,  besides  adding  to  the  charm 
of  a  room,  serve  that  still  bigger  pur- 
pose of  interesting  and  entertaining  the 
mind  with  the  thoughts  that  the  sis?bt 
of  them  conjures  up. 

"There  are  some  signed  water  colors — 
landscape  and  marine  subjects — that  are 
particularly  pleasing." 

This  was  followed  by  some  price  quo- 
tations. 

Svdney.  N  S. — McLeod's  Bookstore  ad- 
vertises solid  Parisian  ivory  complete 
manicure  sets  "from  which  you  may  se- 
lect anv  article." 

Halifax,  N.S — The  Penn  Stationery 
Co.  used  a  man  of  the  downtown  section 
of  Halifax  with  an  arrow  indicating  the 
exact  location  of  the  Pennfax  Building, 
to  which  this  firm  has  recently  removed. 
The  advertisement  with  this  map  occu- 
nied  a  soaee  four  columns  wide  by  8 
inches  deep. 

S.  John,  N.B— J.  Marcus.  30  Dock  St., 
advprt;sad  a  "Kiddies'  Gift  Department," 
featuring  these  items:  Rocking  horses, 
doll  carr;aees,  rockers,  high  chairs,  re- 
cycles, blackboards,  splint  rockers,  kin- 
dlersarten  sets,  sleds,  framers,,  coaster 
cars,  exnrp^s  earts,  Kiddie  Kars,  swine 
horses,  hobby  horses,  automobiles,  pony 
cars,  nurserv  chairs. 

Toronto   Ont..  Dec.    6. — Murray-Kay's 
of  Toronto   in  their   advertisements   to- 
day advertised  as  an  ideal  gift: 
"A  BOOKLOVER'S  MEMBERSHIP" 

"If  you  could  give  your  dearest  friend 
a  new  book  to  read  every  day  till  next 
Christmas  would  it  not  be  a  wonderful 
gift? 

"Our  sneeial  gift  certificate  of  mem- 
bership to  our  Booklovers'  Library  at 
%1  for  one  yeair,  or  $4  for  six  months, 
will  enable  you  to  do  that  very  thing. 
Belonging  to   this  club   one  can   change 


books  daily.  Only  the  newest  and  best 
fiction  is  found  on  our  library  shelves — 
ask  any  of  our   1,000  members." 

Toronto,  Ont. — "Billy  Duncan's  Book- 
store," at  the  Humberside  Waiting  Room 
keeps  abreast  of  the  times  in  getting  in 
new  issues  of  paper  novels,  and  many 
people  are  regular  customers  for  this 
reason. 

Uvbridge,  Ont. — T.  C.  Nicholls  carries 
a  big  stock  of  all  classes  of  books  and 
uses  newspaper  space  to  good  purpose 
in  advertising  latest  fiction,  reprints, 
bibles,  hymn  books  etc. 

Hanover,  Ont. — Brandon's  Bookstore 
as  a  side  line  sells  cut  flowers  for  one 
of  the  leading  hot-houses  of  Ontario. 

Toronto,  Ont. — McAinsh's  book  store 
makes  good  use  of  their  letter-heads  for 
advertising  purposes.  Along  the  left 
margin  appears  the  following: 

OUR  IDEAL 

A  modern  book  store  is  more  than  a 
mere  shop;  it  is  a  public  institution,  and 
book-selling  is  more  than  merchandizing 
— it  is  service. 

The  -highest  type  of  store  is  one  in 
which  the  stock  is  wisely  chosen  to  meet 
the  needs  of  its  community,  is  carefully 
classified,  scrupulously  clean,  and  so 
placed  that  every  volume  is  within  easy 
reach  and  may  be  consulted  freely  and 
without  interference. 

Catalogues,  telephones,  writing  mater- 
ial, etc.,  etc.,  for  the  use  of  patrons,  and 
the  services  of  a  courteous,  well-trained 
staff  should  be  part  of  the  equipment  of 
such  a  store. 

Efficient  order  clerks,  in  daily  touch 
with  the  leading  publishers,  should  be 
able,  at  short  notice,  to  procure  for  any 
customer  any  book  not  in  stock. 

Orders  and'  enquiries  by  mail  from 
out-of-town  customers  should  receive 
close,  careful  and  prompt  attention 
through  a  well-organized  mail  order  de- 
partment. 

Book  lovers,  and  seekers  after  infor- 
mation, should  at  all  times  during  busi- 


ness hours  be  given  the  freedom  of  the 
store  and  led  to  feel  that  its  equipment 
and    resources    are    theirs    for   the    very 
best  service  that  such  an  institutioi 
give. 

VERILY     HOOK 

SELLING  IS 

SERVICE 

THE  PROFITEER 

It  was   lunch  timie   in   bhe   city, 
riingdon  Street'was  thronged.    The 
were   doing   a    roaring    trade.      A 
crowd  stood  round  a  man  volubly  crying 
the   merits   of   his   copying   pencils. 

He  held  up  in  his  hand  a  ssnaJl,  neat 
pencil  and  holder,  of  the  familiar  and 
distinctive    marble    pattern    finish. 

"Look  'ere,"  he  said.  "I  got  one  'en- 
for  the  sole  purpose  of  proving  to  yer 
what  I  says  is  right.  Why  pay  4Vfed. 
for  this  in  the  shops,  when  the  one  i 
sells  will  do  exactly  the  same  fings?" 

He  thereupon  spat  vigorously  on  a 
piece  of  paper,  and  then  wrote  a  few 
words  with  both  pencils' — first  with  the 
known  brand  and  then  with  his  "own" 
(which  by  the  way,  was  much  longer). 

He  held  the  paper  up  and  passed  it 
around  the  crowd,  shouting:  "There 
y'are  the  results  are  the  same.  I  sells 
yer  the  same  as  I  uses." 

He  found  many  customers  at  a  penny 
a  time.  One  piirehaser  who  had  bought 
the  pencil  the  hawker  used,  asked  him 
very  kindly  if  he  could  lend  him  a  pen- 
knife. This  the  hawker  unwittingly  did, 
and  the  proud  possessor  of  the  wonder - 
fuHy  cheap  pennyworth,  in  full  view  of 
the  crowd  proceeded  to  sharpen  it. 

Was  it  the  wood  or  the  lead  that  was 
so  brittle?  He  cut  over  an  inch  without 
succeeding  in  getting  a  point.  He  then 
made  a  discovery — the  "pencil"  was 
solid  wood  ail  the  way  through  except 
an  inch  from  the  too  and  a  quarter  of 
an  inch  from  the  bottom. 

The  -crowd  became  infuriated,  and 
the  hawker  would  have  been  roughly 
handled  had  not  a  kindly  no'ice  con- 
stable taken  hirn  under  his  wing. — 
London  Chronicle. 
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The  Olds  Drug  Co.,  Ltd 

"The  Rexall  Store" 

Dru(SH,    Stationery    and     Fancy     Goods 
:  :  :  Kodak    Supplies*    a    Specialty    :  :  : 

OLDS,  Alberta,      Nov,    ?0-    T9 


MacLean  Publishing  Co  ., Limited, 
Toronto,  Ont. 

Dear  Sirs: 

Wo  talce  pleasure  in   enclosing  $1.  being  the  subscrip 
tion  for  Bookseller  and  Stationer  for   one  year  in  advance.     We 
think  this   is   one  Magazine  that  the  trade  would  find  it  Tory 
hard  to  get  along  without.     For  ourselves,   if  thf  price  was 
it>>  per  y6*1"  we  """Id  still  be  a  subscriber,     »e  read  every 
copy  from  cover  to  cover. 

Thanking  you,  we  beg  to  reaiain. 
Yours  truly. 

The  Olds  Drug  Co.  Ltd. 
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Per 


72i_-A.:>*,. 
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BOOKS  E  L  L  E  R      A  N  D     STATIONER 


Record  Christmas 
Trade 

Sold  Everything  Except  the  Furnace  and  the  Front  Doors  in 

Guelph 


To     the     Editor. 
STATIONER: 


BOOKSELLER    AND 


Guelph,  Dec.  27,  1919. 

My  dear  Weaver, — I  must  offer  you 
and  yours  the  compliments  of  the  season 
before  the  year  ends,  and  also  report 
that  everything  is  sold  out  and  oversold 
except  the  front  doors  and  the  furance, 
and  these  we  keep  to  start  the  New  Year 
on.  It  was  indeed  a  wonderful  shopping 
month,  and  had  anyone  on  December  1st 
told  me  we  could  do  the  business  that 
we  have  done,  I  would  have  said  they 
were  crazy,  but  it  is  over  now  and  we 
will  try  and  settle  down,  and  also  settle 
up. 

Yours, 
C.   L.   NELLES. 

In  Kitchener  similar  enthusiasm  was 
expressed  to  ye  editor  by  J.  C.  Jaimet 
&  Co.  and  the  Mills  Co.  Mr.  Jaimet 
said  the  season  had  far  exceeded  any 
previous  year  in  his  experience,  and  the 
day  before  Christmas  beat  any  previous 
one  day's  sales  by  $400.  The  stock  was 
almost  depleted  in  all  holiday  lines,  the 
trade  keeping  up  to  a  remarkable  de- 
gree in  the  days  immediately  following 
Christmas   Day.     Mr.  Jaimet  looks  for- 


ward with  great  confidence  to  1920  as  a 
year  of  still  greater  opportunity. 

Mr.  Mills,  of  the  Mills  Co.,  who  recent- 
ly bought  out  J.  P.  Bender,  had  been  in 
Kitchener  only  about  three  months,  and 
the  holiday  trade  had  been  so  good  that 
his  new  field  was  proving  even  better 
than  he  had  anticipated  when  coming 
from  the  West  to  take  over  this  business 
in  this  live  Ontario  city.  He  has  become 
imbued  with  the  community  spirit  that 
has  always  characterized  the  people  of 
that  city — a  booster  of  the  boosters,  pre- 
dicting that  it  will  in  the  next  dozen 
years  grow  into  a  city  of  35,000  or  40,000 
people. 

T.  C.  Allen  &  Co.,  Halifax,  report 
volume  of  book  business  Slightly  ahead 
of  last  year.  Notwithstanding  the  higher 
prices  of  b'oioks,  people  bought  readily. 
Owing  to  tlhe  limited  supply  of  fancy 
goods  for  stationers,  paipeteries  (this 
year  sold  faster  than  usula'l,  although 
prices  were  nearly  double.  The  sale  of 
fountain  pens  was  about  the  same  as 
last  year's  holiday  season. 

Gordon  Rice  has  been  added  to  the 
travelling    staff    of    Thomas    Allen,    to 


Nick  Johnson's  Hole-in-the-Wall  on  the  corner  of  Eighth  Avenue  and  Second  Street,  Calgary,  has  an  in- 
side measurement  of  5  feet  long,  6  feet  high,  and  2V2  feet  deep.  If  Nick  ever  grows  stout  he'll  have  to 
stand  outside  of  his  own  store.  Still,  that  won't  make- much  difference  because  Nick  uses  all  the  immedi- 
ate locality  for  display  purposes  anyway.      And  he  does  from  $800  to  $1,000  worth  of  business  each  month. 
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cover   the   territory   east   of  Toronto   to 
Halifax. 

NEW  CONNECTIONS  FOR  CANADA 

Among  the  concerns  with  whom  A.  R. 
MacDougall,  head  of  the  firm  of  A.  R. 
MacDougall  &  Co.,  Ltd.,  Toronto,  made 
arrangements  for  taking  care  of  Can- 
adian sales,  are  Ross  &  Holden,  Ltd.,  of 
London,  who  make  albums  exclusively, 
^crap-albums,  postcard  albums,  photo 
alburns,  autograph  albums,  etc.:  The 
Jewel  Pen  Co.,  London,  makers  of  foun- 
tain and  stylographic  pens;  Setten  & 
Durward,  Birmingham,  manufacturers  of 
an  extensive  range  cf  stationers'  metal 
and  wooden  sundries,  having  two  large 
factories;  James  MacNeill  &  Son,  Ltd... 
Glasgow,  Scotland,  manufacturers  of 
sealing  wax;  The  Clyde  Rubber  Co., 
Glasgow,  makers  of  erasers;  T.  Webster 
&  Co.,  Liverpool,  makers  of  ink  powders 
and  pellets;  The  Kolok  Carbon  &  Ribbon 
Co.,  London,  in  addition  to  five  other  fac- 
tories making  lines  of  fancy  goods  suit- 
able for  the  stationery  trade. 

The  firm  of  Birn  Bros.,  represented 
by  MacDougall,  are  again  in  a  position 
to  care  for  their  Canadian  trade.  During 
the  war  years  practically  every  machine 
in  their  factory  had  been  working  to 
full  capacity  on  military  orders.  Since 
the  end  of  the  war  reorganization  had 
gone  forward  and  not  only  have  arrange- 
ments been  perfecteci  for  again  provid- 
ing those  lines  with  which  this  firm  was 
for  so  many  years  identified  in  the  Can- 
adian trade,  but  new  and  novel  ideas 
have  been   introduced. 

The  best  feature  of  all  is  that  produc- 
tion wilf  not  be  curtailed  by  scarcity  of 
stock.  Huge  purchases  of  paper  stock 
advantageously  made,  assure  satisfac- 
tory deliveries  tc  Canada. 

JOINS  McLEOD'S 

David  J.  Corbett,  for  over  ten  years 
with  the  Ryerson  Press,  is  now  with 
George  J.  McLeod,  Ltd.,  succeeding  Roy 
Hambly,  who  has  left  the  book  trade  al- 
together. Mr.  Corbett  will  cover  the  ter- 
ritory east  of  Toronto,  including  the 
Maritimes.  Mr.  Corbett  is  a  popular 
bookman  and  he  is  followed  in  his  new- 
position  with  the  best  wishes  of  his 
friends  in  the  trade.  He  is  a  native  Can- 
adian and  was  overseas  for  three  years 
with  the  Canadian  army. 

CONGRATULATIONS 

"The  best  Christmas  present  of  all" 
is  the  way  J.  C.  Jaimet  acknowledged 
the  arrival  of  a  baby  girl  in  his  home 
on    December   21st. 

L.  Clyde  Davidson  &  Co.,  of  Halifax, 
have  sold  their  premises  on  Barrimgton 
street  to  Burke,  the  jeweller.  Davidson 
&  Co.  will  go  out  of  the  stationery  busi- 
ness about  the  1st  of  March. 

G.  Walter  Begg,  formierly  with  the 
Copip,  Clark  Co.,  is  now  representing 
Menzies  &  Co.,  for  Quebec  and  the 
Maritime  Provinces. 

St.  John  Ervine,  the  Irish  novelist,  will 
address  the  Women's  Canadian  Club  in 
Toronto  this  month. 


What  Toys  Will  You  Sell  in  1920? 

A  Brief  Survey  of  the  Field  of  Toy-Making — Embracing  Domestic  and  Import  Trade 


THE  year  1920  promises  to  be  a 
bigger  year  than  ever  for  toys 
and  dolls  of  domestic  production. 
The  big  wholesale  houses  sold  Canadian 
toys  and  'lolls  during  the  year  that  has 
just  closed  to  an  extent  that  has  been 
true  of  no  previous  yaar,  and  the  year 
was  remarkable  for  the  big  wholesale 
business  done  in  the  last  two  months  of 
the  year. 

There  were  in  1919  many  improve- 
ments over  the  early  war  years.  The 
dolls  for  instance,  have  lost  some  of  that 
amateurish  appearance  which  often  add- 
ed greatly  to  the  amount  of  salesman- 
ship required  to  dispose  of  theim  over 
the  retail  counter.  The  new  lines  are 
very  graceful,  and  the  faces  are  pattern- 
ed after  Canadian  ideas.  The  unbreak- 
able dolls  are  finding  greatest  favor. 
The  old-style  wax  dolls  are  afamst  off 
the  market,  these  production's  being 
chiefly  those  of  Austria  and  Germany. 
Educational  toys  continue  quite  popular. 

It  is  not  to  he  understood  from  this 
that  the  bulk  of  the  toys  sold  in  the 
stores  are  made  right  here  in  Canada. 
Far  from  it;  the  toy  industry  in  fact, 
in  this  country,  is  only  in  its  infancy, 
hut  it  is  solidly  established  now  and  is 
bound  to  grow  to  big  proportions  with 
substantial   advances   each   year. 

Canada  buys  toys  from  Great  Britain, 
France,  Japan,  and  the  United  States'. 
No  German  toys  have  as  yet  appeared, 
or  if  they  have  they  have  been  effectu- 
ally camouflaged.  There  is  no  indication 
that  there  will  be  any  German  toys 
brought  into  Canada  this  year,  either. 
The  sentiment  against  them  is  unani- 
mous— wholesalers  and  customers  in- 
cluding' the  ultimate  consumers,  the  kid- 
dies  themselves. 

One  buyer  for  a  big  department  store 
in  Toronto,  when  asked  by  a  newspaper 
reporter  whether  there  were  any  German 
toys  in  stock  in  that  store,  remarked  em- 
phatically: "Not  a  one  and  there  never 
will  be  as  far  as  I  am  concerned.  It  is 
against  the  policy  of  our  firm,  and  be- 
sides, I  never  bought  such  an  excellent 
collection  of  toys  in  my  life." 

He  referred  especially  to  toys  bought 
in  Scotland.  These  he  said,  were  prin- 
eipaUy  s Luffed  animals,  and  he  consider- 
ed that  they  excelled  all  other  available 
toys  of  that  nature,  being  not  only  per- 
fect in  shape  and  design,  but  most  dur- 
able. The  ponies  will  bear  the  weight 
of  a  man.  Other  remarkable  toys  from 
Scotland,  which  were  turned  out  at  the 
Clyd".  and  have  a  special  appeal  to  the 
small  boys,  are  sailing  yacht*,  which  are 
i  most  compVte,  and  are  made  on  mode! 
-    j    measurements. 

An  intere^tmg  fact  about  the  English 
toy  industry  is  that  while  before  the  war 
Eng'and  only  enioyed  an  output  of  some 
25  per  cent,  of  her  own  consumiption,  they 
are  now  turning  out  fully  85  per  cent, 
and   large   quantities  for  export.     Some 


of  the  E'nglish  toys  are  the  finest  on  the 
market,  and  they  have  taken  the  lead 
in  all  load  soldiers,  which  are  greatly  in 
demand. 

Then  there  are  English  horse  sets  and 
the   quaintest  old   doll   houses   which  are 
replicas  of  the  old  English  houses. 
Educational  Toys 

A  feature  of  the  English  toys  as  well 
as  the  American  is  that  some  thought 
has  been  given  by  the  manufacturer  to 
turn  out  constructive  and  educational 
toys,  especially  in  the  line  of  engineer- 
ing. This  branch  of  the  toy  trade  is 
bound  to  show  still  further  development 
in  19*). 

French    Toys 

French  toys  are  getting  a  stronger 
foothold  than  ever  before  in  Canada. 
This  will  be  still  more  noticeable  in  1920. 
French  peasant  women,  with  the  aid  of 
the  returned  soldiers,  gave  a  most  unique 
contribution  to  the  1919  Christmas  trade. 
There  are  all  manner  of  French  toys, 
including  dressers,  shoo  flies,  autos,  and 
figures,  which  are  exceptionally  fine 
work.  There  are  animal  heads  made  of 
paper,  which  are  used  for  parades  and 
other  festive  occasions.  The  French  also 
send  to  Canada  ponies  and  saddles,  pull 
toys  artistically  painted  by  the  soldiers, 
handsome  tea  sets  and  dolls'  sets,  be- 
side different  celluloid  toys  and  games. 

The  French  excel  in  the  finish  of  their 
dolls,    and    they   will    continue    in    strong 
demand  in  the   Canadian    trade. 
As  to  the  U.S. 

When  it  comes  to  toys  from  the  U.  S.., 
it  is  a  fact  that  even  before  the  war 
Canada  imported  toys  from  that  soui'ce 
to  a  far  greater  extent  than  was  gener- 
ally thought  even  by  retailers,  many  of 
the  latter  buying  from  the  big  jobbing- 
houses,  were  under  the  impression  that 
they  were  buying  German  goods,  when 
these  goods  were  really  made  in  the 
U.S.  There  were  some  disputes  in  the 
early  years  of  the  war  with  some  deal- 
ers who  adopted  the  "Missouri  attitude." 
They  had  to  be  convinced  that  the  goods 
were  really  made  in  the  U.S.  It  was 
not  that  the  wholesalers  had  misled  the 
trade  at  all,  but  what  was  the  use  of 
wasting  time  in  going  into  an  abstract 
question  that  didn't  matter  in  the  ante 
bellum  days?  Everybody  knows  of  the 
many  other  unbounded  beliefs  largely 
held  by  a  great  proportion  of  people,  from 
belief  in  ghosts  to  the  efficacy  of  carry- 
ing a  horse  chestnut  to  cure  rheumatism. 
However,  the  war  stirred  up  this  ques- 
tion of  the  source  of  the  toys  that  carno 
into  Canada  and  as  there  real'lv  were 
large  quantities  of  tovs  imported  from 
Germany  this  supply  has  had  to  be  other- 
wise met.  The  resu't  was  enormously 
increased  tov  manufacturing'  activity  in 
the  United  States.  One  outcome  of  this 
has  been  a  veritable  r^vo^ution  in  toy 
makin°\  so  that  even  if  the  peoole  on 
this   side  of  the  ocean  would   stand  for 
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German  toys  coming  over,  the  German 
makers  would  find  themselves  woefully 
outdistanced  in  the  merit  and  origin 
that  has  demonstrated  itself  in  the  out- 
put of  the  toy  manufacturers  in  the  U.S. 
whose  total  outpxit  now  far  exceeds  the 
combined  total  of  German  and  U.S.  made 
toys  in  the. years  before  the  war. 

TOY  AIRPLANES 

The  widespread  interest  in  airplanes 
is  reflected  in  the  corresponding  interest 
in  "Toyland"  in  toy  airships,  and  this 
is  a  line,  dealers  will  find,  that  will  sell 
readily  every  month  of  the  year.  Items 
of  this  class  should.,  by  all  means,  be 
included  in  stocks  purchased  for  year- 
round  trading  by  dealers  who  have  not, 
heretofore,  dealt  in  toys  to  any  great 
extent,  or  who  have,  in  the  past,  re- 
stricted their  toy  dealing  largely  to  the 
Christmas  season.  Following  is  a 
suggestion  for  an  item  for  a  toy  trade 
advertisement  from  a  recent  advertise- 
ment of  the  Murphy-Gamble  store,  Ot- 
tawa : 

Mechanical  Airplanes.  Large 
size.  One  of  the  most  popular  of 
the  season's  toys,  and  in  reality 
"the  newest  thing  under  the  sun." 
Will  give  hums  of  delight  with  its 
bird-like  flight.  Special  Monday, 
75  cents. 

Of  course,  there  are  different  forms, 
equally  good,  of  devising  toy  trade  ad- 
vertisements. For  instance,  a  good 
advertisement  of  these  airships  would 
be  to  devote,  say,  a  double-column 
space,  four  inches  deep,  entirely  to  this 
item,  including  an  illustration  of  it; 
but  a  composite  advertisement,  giving 
news  about  various  toys,  devoting  a 
paragraph  to  each,  is  frequently  ad- 
visable. 

VANCOUVER.— Miller  &  Co.,  Ltd., 
in  their  holiday  trade  newspaper  ad- 
vertisements, had  a  picture  of  Santa 
Claus,  with  a  big  hand  pointing  to  the 
word  DOLLS  in  display  type,  "and  this 
was  followed  by  the  following  para- 
graph : 

Beautiful  faces,  natural  curly  hair 
and  sleeping  eyes  with  long  lashes, 
have  these  new  dolls.  Their  bodies  are 
of  kid,  jointed.  They  are  light  and 
pleasing;  several  sizes;  $5.00  up.  Truly 
the  ideal  gift  doll. 

INDUSTRY  IS  BOOMING 

An  indication  of  how  the  toy  industry 
in  Canada  is  booming,  is  the  difficulty 
of  some  of  the  toy  factories  in  getting 
enough  help  to  be  able  to  fill  orders  in 
stipulated  time.  One  factory  having 
large  orders  to  execute  before  March  1, 
1920,  has  been  advertising  for  fifty  more 
hands,  offering  good  wages  to  learn  the 
business,  with  the  assurance  of  steady 
employment  for  male  or  female  opera- 
tives. 


Guarding  Toy  Trade  Against  Invasion 

A  Lesson  in  Measures  Aggressive  and  Defensive  From  the  Programme    of  the    U.S. 

Toy  Men 


/CANADA'S  toy  trade  may  we!]  tike 
^  a  leaf  from  the  book  of  the  toy 
trade  of.  the  U.S.  as  respects  w  hat  is  to 
be  done  in  1920  toward  fostering  the 
native  toy  industry  and  guarding;  against 
possible  encroachments  of  German  toy 
makers  either  direct,  coming:  under  the 
cruise  of  the  products  of  "other  lands. 
The  following  is  an  article  on  this  sub- 
ject   reprinted   from    "Printers'   Ink": 

"There  are  at  least  two  strong  bar- 
riers which  can  prevent  a  resumption  of 
the  one-time  constant  flow  of  German 
toys  into  America.  These  two  bulwarks 
are:  A  protective  tariff  and  strong  paid 
advertising  for  the  American-made-  pro- 
duct. The  American  toy  makers  are  de- 
termined to  prevent  a  return  of  German 
domination.  They  wish  to  enjov  the 
fruits  of  the  investments  which  they 
made  in  the  tov  industry  during  the  war. 
In  order  to  fulfill  this  desire  they  have 
turned  to  paid  advertising  as  the 
economic  factor  that  will  bring  quick  re- 
sults. 

''When  it  is  recalled  that  in  pre-war 
days  eighty-five  per  cent,  of  the  toys 
which  were  sold  in  North  America  were 
of  German  origin,  it  will  be  realized  that 
a  job  of  no  mean  proportions  has  been 
set  for  advertising. 

"The  advertising  has.  back  of  it,  how- 
ever, a  solid  though  new  industry,  which 
is  cabbie  of  competing  with  the  German 
toy  industry.  The  men  who  are  members 
of  the  industry  know  its  product  is  bet- 
ter, and.  acting  as  one  body,  have  given 
$65,000  to  tell  the  American  people. 

"Through  their  association,  the  Toy 
Manufacturers  of  America,  this  sum 
is  being  invested  in  an  advertising  cam- 
paign which  began  in  September  and 
ends  at  Christmas  time.  Newspapers, 
business  publications,  magazines  of  na- 
tional circulation,  and  posters  and  pla- 
cards will  be  employed. 

"Primarily  the  advertising  is  an  appeal 
to  the  American  people.  There  are  ad- 
vei'tisements  Which  seek  to  interest  the 
dealer,  the  American  father,  the  Ameri- 
can mother,  and  American  bovs  and  girls. 
The  apneal  to  the  American  fathers,  mo- 
thers and  children  finds  its  best  expres- 
sion in  ah  advertisement  written  for  the 
attention  of  mothers  and  girls  in  the 
words: 
"  'Jane  Ann  is  a  patriot.  When  she  "-rows 
up  she's  foinfr  to  be  a  Red  Cross  Nurse 
arid  tak.fi  (■«!•«  of  our  soMiers:  or  ^he  s^vs 
perhaos  she'll  be  a  teacher  becau"e  teach- 
ers can  tell  YtVe  children  all  about 
patriotism.  .T^ne  .Ann.  you  seo,  has 
Am°ri"an  M^de  Tovs  to  nlav  with,  and 
from  thom  sihe  has  learned  lot?  and  lots 
about  Ver  country. 

"  'Give  your  children  American  Made 
Toys.  They  interpret  the  soirit  of 
America  in  a  manner  impossible  for  a 
toy  maker  thousands  of  miles  awav  in 
some  foreign  country.      Here    we    hav? 


collected  a  representative  showing  of 
toys  from  America's  largest  and  best 
toy  makers.  Here  you  can  select  any- 
thing you  desire  to  amuse  or  educate  the 
child.  And  it  will  be  American  Made  for 
American  Maids.' 

Retailers  in  Alliance 

"Back  of  the  advertising  which  the 
toy  makers  are  doing  as  one  body,  are 
the  individual  advertising  efforts  of  the 
makers,  and  the  wholesale  distributors; 
and  back  of  such  efforts  is  che  advertis- 
ing work  of  the  retailer.. 

"The  manner  in  which  the  retailer  has 
responded  to  the  invitation  of  the  manu- 
facturer in  the  campaign  is  encouraging. 
In  the  early  stages  of  the  campaign  the 
retailer  was  shown  that  failure  on  his 
part  to  do  his  utmost  would  not  enly 
display  lack  of  appreciation  of  duty,  but 
also  a  deficiency  in  business  ability.  The 
retailer  in  his  advertisements  has  kept 
to  the  road  which  the  association  has 
made,  and  in  doing  this  has  thus  far  given 
the  campaign  the  strength  which  comes 
from  unified   action. 

"The  pride  in  American  manufacture 
which  the  campaign  will  inspire  in  the 
American  people  should  have  a  whole- 
some after  effect  upon  the  American 
wholesale  distributor.  He  is  in  the  pre- 
sent campaign,  and  he  can  witness  the 
results.  That  within  a  few  years  he 
should  renounce  that  which  he  now  ad- 
vocates— American  toys  for  American 
children — solely  because  some  competi- 
tor here  and  there  gives  an  order  to  a 
German  firm,   does   not  seem   likely. 

"The  campaign  is  a  commentary  on 
the  effectiveness  of  advertising,  for  it  is 
not  only  believed  that  it  will  safeguard 
the  American  market  but  that  it  will 
give  the  American  manufacturers  greater 
pride  in  the  products  whpch  they  send 
forth  as  "American  goods,"  and  openly 
record  in  the  advertising  columns  of  pub- 
lications as  'the  best.'  Of  course,  the 
toy  makers  feel  that  an  interested  mar- 
ket will  brine:  an  increased  sales  volume. 
"This  decision  of  the  toy  makers, 
which  has  now  found  expression  in  the 
nation-wide  campaign,  in  itself  presents 
an  interesting  study  in  American 
methods  exemplified  in  the  use  of  paid 
advertising  in  contrast  with  the  German 
methods  shown  in  the  use  of  free  pub- 
licity or  propaganda.  The  American 
manufacturers  propose  to  make  America 
the  market  for  the  toys  which  they 
fashion.  This  purpose  is  openly  declared 
and  made  the  basis  of  a  paid  advertising 
appeal.  In  choosr'ng  advertising  rather 
t^an  att^m^ting  the  use  of  the  so-called 
'free  publicity'  a  better  knowledge  of 
economics  and  a  bett°r  sen^e  of  efficiency 
is  displayed  by  the  American  toy  maker." 

CALL  OF   THE   SOIL 

"The  Call  of  the  Soil"  is  the  novel  to 
which   was   awarded  the   Goncourt  nrize 
for    191<6.     This   volume  tells    something 
44 


of  the  opening  year  of  the  war  and  of 
the  first  battle  of  the  Marne,  which 
saver!  Paris.  Three  men  of  widely  dif- 
ferent character,  officers  in  a  regiment 
of  chasseurs,  are  its  principal  characters, 
and  it  is  with  the  reactions  of  each  of 
these  and  with  the  final  recognition  of 
each  that  the  call  which  has  come  to 
him,  the  force  which  has  guided  him, 
"the  call  of  the  soil  of  France,"  that  the 
book   is  principally  concerned. 

GERMAN  TOYS  IN  U.S. 

Washington,  Dec.  13. — German  toys, 
worth  hundreds  of  thousands  of  dollars, 
are  on  the  American  Christmas  market, 
according  to  Government  reports  here 
to-day.  Figures  at  the  Department  of 
Commerce  showed  that  German  dolls  and 
toys  valued  at  $515,000  were  imported 
during  September  and  October.  Iimports 
during  November  and  December  are  ex- 
pected to  swell  this  to  a  million. 

That  Germany  is  losing  no  time  in  her 
efforts  to  secure  a  foothold  in  American 
r>->.rkets,  is  shown  by  other  reports  dur- 
ing October,  as  compared  with  Septem- 
ber. During  October,  imports  from  Ger- 
many totalled  $2,167,608,  an  increase  of 
half  a  miilHon  dollars  over  September. 
Furs,  toys,  silk  and  sugar  beet  seed  were 
the  principal  commodities  imported.  The 
total  vahies  of  these  commodities  were: 
Furs,  $4;5O,0O0;  toys,  $220  000;  silk, 
$99,083;  sugar  beet  seed,  $609,867. 

TOY  TRADE  NOTES 

Mechanical  toys,  as  sold  in  the  Can- 
adian trade  to-day,  are  more  ingenious 
and  instructive  than  the  German  toys 
of  ante  bellum  days.  True,  they  cer- 
tainly are  a  little  more  expensive,  but 
when  everything  is  taken  into  consider- 
ation, they  are  worth  the  difference.  In 
this  class  of  toy,  there  is  considerable 
competition  between  Eng^nd  and  the 
United  States,  with  Canada  a  strong 
contender,  steadily  gaining  ground. 
The  cheaper  class  of  mechanical  toy  is 
being  turned  out  in  large  quantities  by 
Japan,  and  in  this  respect  Japan  is  very 
nearly  in  the  position  that  Germany 
held  before  the  war. 

The  Japanese  make  good  dolls,  but 
they  have  the  unfortunate  habit  of  in- 
troducing a  slight  tinge  of  the  Oriental 
in  what  is  intended  to  be  a  Western 
doll,  and  the  effect  is  not  very  good. 
Some  Canadian  merchants  were  forced 
to  return  Japanese-made  dolls,  because 
every  one  was  slant-eyed. 

An  article  missing  from  the  present- 
dav  collection  of  toys,  is  the  realistic 
skin-covered  horse.  True,  there  are 
still  toy  horses  for  sale,  but  thej  are 
a  noor  imitation  of  the  pre-war  article, 
which  wj.s  made  from  the  real  skin, 
and  was  of  great  importance  in  "Toy- 
land."  There  is  room  for  much  improve- 
ment  in   this   regard. 
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Striking   window  display   in   the  Miller   &  Coe  store,   showing  one   of  the  twin   girls   demonstrating   toys.     See  other   view    below. 


Maximum  Display  Store  Front 

By  Use  of  Glass,  Old  Hotel  Building  is  Made  Into  Finest  China  Store  on  Continent- 
Novel  Schemes  Help  Make  Sales 


IT  used  to  be  the  old  Butler  Hotel, 
on  Hastings  Street,  but  after  the 
carpenters  and  glaziers  had  followed 
out  the  architect's  plans,  the  old  building 
became  what  is  said  to  (be  the  best  laid- 
out  china  store  on  the  Continent  of 
America.  Visitors  come  from  Eastern 
Canada  and  the  States,  and  they  all  con- 
cede that  though  other  retail  toy  stores 
may  excel  in  some  detail,  there  isn't  the 
equal  of  the  store  of  Miller  &  Coe,  Van- 
couver, in  its  general  layout. 

In  order  to  have  the  greatest  possible 
window  space,  the  windows  are  doubled, 
as  seen  in  the  picture,  to  form  a  show- 
room where  during  the  day  or  during 
the  evening  the  public  may  wander 
around  and  pay  the  fullest  attention  to 
the  goods  displayed.  Then  acrain,  this 
open  disp'ay  well  extends  up  through  the 
mezzanine  floor  and  the  other  two 
stores,  so  four  floors  of  disp^y  are 
comfortably  seen  from  the  "court"  of 
the  entrance.  As  an  added  attraction, 
Mr.  Miller  had  two  little  girls,  twins, 
sit  one  in  each  window  pn  the  toy  side 
and  play  with  the  toys.  This  has  been 
a  great  drawing  card;  the  public  never 
seems  to  tire  of  standing  for  a  few  min- 
utes and  watchmg  the  girls  use  the  var- 
ious toys  displayed. 

In  the  interior  of  the  store,  a  mez- 
zanine floor  or  balcony  has  been  built, 
and  the  centre  of  the  store  has  been  re- 
served right  fo  the  roof  as  a  light  well. 
As  soon  as  one  steps  into  the  store  the 
entire  disulavs  on  three  more  floors  are 
visible.  In  the  summer  time  around  each 
floor  at  the  lieht  well  f^wer  boxes  are 
kept  stocked  with  bloomrng  flowers  and 
ferns,  and  the  effect  is  very  beautiful. 
The   backgrounds  in  the  large   windows 


are  always  seasonable,  and  are  a  great 
help  in  making  the  windows  attractive. 

While  the  walls  are  completely  fur- 
nished with  wall  cases  with  sliding  doors 
Mr.  Miller  has  dispensed  with  the  glass 
silent  salesmen.  "I  have  found  by  actual 
experience  that  it  promotes  sales  to  use 
tables  instead  and  let  the  prospective 
purchasers  handle  the  china.  There  is 
no  breakage, "  he  stated,  in  answer  to 
BOOKSELLER  AND  STATIONER'S 
question. 

In  the  wall  cases  Mr.  Miller  is  instal- 
ling fixtures  made  entirely  of  glass. 
"There  will  be  no  shadows"  he  explain- 
ed. Above  the  light  well  that  occupies 
the  centre  of  the  store  there  is  a  large 


skylight,  and  Mr.  Miller  stated  that  from 
the  first  of  April  till  the  end  of  August 
they  needed  no  electric  lights — a  saving 
during  the  summer  that  took  care  of 
such  items  as  the  insurance  on  the  22,599 
square  feet  of  plate  glass  in  the  front 
of  the  building,  and  such  items. 

"You  advertise  a  doll  hospital,"  re- 
marked the  interviewer.  "Yes,"  replied 
Mr.  Miller,  and  the  fact  that  we  do  re- 
pair dolls  brings  an  enormous  lot  of  other 
toy  business.  We  go  on  the  obvious  fact 
that  every  child  in  Vancouver  has  a 
birthday  once  a  year.  These  anniver- 
saries occur  every  day  in  the  year,  and 
we  never  lose  sight  of  that  fact.  Toys 
are  an  every- day  producer.     Many  mer- 


■r  toy  window   by   Miller  &  Coe,   with   the  other  member  of  the  Twin   Girls   playing   with   toys 
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chants  make  the  mistake  of  thinking  of 
them  as  simply  a  Christmas  specialty." 
"What  about  German  toys,"  was  ask- 
ed. "As  long  as  we  are  in  business  they 
will  be  the  last  purchase  we  are  likely 
to  make,"  asserted  Mr.  Miller.  "Nor  is 
there  any  necessity  to  think  of  them 
again.  Ninety  per  cent,  of  our  toys  at 
the  present  time  are  made  in  the  United 
States,  and  they  are  good  toys.  The 
remainder  are  Canadian,  a  few  British 
toys,  and  a  few  cheap  Japanese  imita- 
tions. For  instance  we  are  getting-  some 
Kewpies  from  Japan  now;  the*  first 
samples  were  crude,  but  in  the  absence 


of  anything  else,  they  sold.  The  Japs 
are  also  making  pretty  good  bisque 
heads  for  dolls.  The  United  States  manu- 
facturers are  turning  out  good  toys,  and 
for  that  matter,  in  our  chinaware  the 
American  patterns  are  splendid  sellers. 
They  are  snappy  patterns,  and  although 
li  don't  thing  the  weaning  quality  is  as 
good  as  the  Old  Country  pottery,  it  is 
the  pattern,  not  the  wearing  quality  that 
sells  the  majority  of  the  dinner  sets." 
Asked  about  pricin?  the  articles  in 
the  window  and  on  the  table,  Mr. 
Miller  said  that  he  considered  it  the  best 
practic?.     "I    seldom    quote    a    97-piece 


dinner  set  in  my  window,"  he  said.  "I 
have  found  it  best  to  show  an  attractive 
pattern  and  quote  a  50-piece  set;  it 
doesn't  seem  so  high."  Mr.  Miller  in- 
cidentally mentioned  that  a  traveller  for 
German  toys  had  called  on  him  recently, 
but  he  really  had  not  been  interested, 
no  did  he  know  of  any  other  of  the  Van- 
couver merchants  who  ordered  any  Ger- 
man toys  forward.  The  Vancouver  store 
of  Miller  &  Coe  is  a  splendid  example  of 
the  possibilities  of  a  three-story  build- 
in?  26  feet  wide.  Photos  taken  especial- 
ly by  Miller  &  Coe  for  BOOKSELLER 
&  STATIONER. 


»       Illustrating         novel 


method  of  increas- 
ing display  front- 
age. 


A  fine  game  for  a  large  family,  and 
one  which  makes  lots  of  fun,  is  "Creep- 
ing Bugs."  You  know  the  kind  that 
seem  to  be  alive,  the  way  they  keep 
going  when  you  start  them.  That  is 
enough,  to  tell  about  the  game,  for  to 
know  too  much  to  start  with  would 
take  all  the  fun  away. 

A  new  fad  in  toy  dishes  is  the  as- 
sembling of  a  breakfast  kit,  gayly 
flowered,  in  a  cozy  basket.  The  plates, 
teapot,  cream  and  sugar,  are  nestled 
down  inside,  while  the  small  knife, 
fork  and  spoon,  the  cups  and  some 
small  napkins,  are  tied,  to  the  handle 
with  ribbon  bows. 

That  Toronto  will  be  the  last  city  on 
this  continent  to  trade  in  German  toys, 
chinaware  and  German  goods  generally, 
is  vouched  for  by  many  of  the  leaders 
of  the  toy  industry  in  this  city.  Ac- 
cording to  reports,  only  three  cases  of 
German  toys  have  been  shipped  to  Can- 
ada since  the  armistice.  These  were 
shipped  to  a  firm  in  Montreal,  but  were 
refused  and  .forwarded  to  a  firm  in  the 
United  States. 

Two  shiploads  of  German  toys  ar- 
rived in  New  York  recently,  and  were 
refused  on  account  of  the  legend  being 
stamped  on  the  goods.  The  shipment, 
containing  forty  thousand  cases,  and 
valued  at  five  million  dollars,  was  sent 
to  an  American  factory,  where  the 
legend  was  changed  to  "Made  in 
U.S.A." 

The   development  of  the  toy  industry 


in  the  Dominion  is  very  noticeable.  A 
wonderful  improvement  is  shown  in  the 
appearance  of  the  Canadian  toys.  Dolls 
have  much  more  graceful  lines,  and  on 
this  account  are  selling  better,  and  at 
higher    prices. — Bradstreet's    Bulletin. 

In  previous  years,  the  toy  department 
for  Christmas  trade,  at  the  store  of 
the  Cranbrook  Drug  &  Book  Co.,  Cran- 
brook,  B.C.,  was  in  the  upstairs  portion 
of  the  store,  but  this  season  it  was 
given  better  and  larger  space  on  the 
ground  floor,  in  accordance  with  the  in- 
creased attention  to  the  toy  trade  on  the 
part  of  this  store,  in  common  with 
many   other  stationery  dealers. 


New    York    tends    to    restrict    imports 
from  the  United  States. 


IMPORTS    FROM    BRITAIN 

A  pleasing  feature  in  the  Canadian 
trade  reports,  says  the  British  and  Col- 
onial Printer,  is  an  increase  in  the  im- 
ports of  British  literature,  books  ac- 
counting for  $224,515,  against  $151,605, 
and  magazines  and  literary  papers, 
$12,013,  compared  with  $6,612.  In  view 
of  the  preponderance  of  American  litera- 
ture on  the  shelves  of  book  stores  in  the 
Dominion,  the  better  class  of  the  reading 
public  in  Canada  will  look  upon  this  in- 
crease with  pleasure.  With  an  improve- 
ment in  Atlantic  shipping  faciHties, 
there  should  follow  a  further  expansion 
in  Canada's  import  trade  with  the  United 
Kingdom.  In  the  meantime,  the  low 
rate  on  sterling  exchange  naturally  acts 
as  a  temporary  stimulus,  while  on  the 
other  hand,  the  abnormal  high  rate  on 
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NEW  STORE  AT  COCHRANE 

A  new  store  has  just  been  opened  at 
Cochrane,  Ont.,  by  C.  L.  Pickering.  Be- 
sides books  and  stationery,  musical  in- 
struments, including  phonographs  and 
records,  as  well  as  other  musical  sun- 
dries, including  sheet  music,  were  adver- 
tised in  the  opening  announcement,  and 
also  cameras,  photo  supplies,  pictures, 
fancy  goods  and  toys. 

PING-PONG  REVIVAL 

There  is  reason  to  believe  that  the 
game  of  ping-pong  is  coming  back. 

"Ping-pong  is  a  good  game,  and  it  al- 
ways was  interesting  and  exciting,"  de- 
clared one  merchant  in  conversation  with 
"The  Ottawa  Journal."  "The  only  fault 
with  the  game  was  that  it  was  once  over- 
done. A  real  ping-pong  craze  swept  the 
whole  country  and  there  was  nothing 
but  ping-pong.  It  died  out  because  there 
was  too  much  of  it.  It  is  now  being  re- 
vived on  a  more  reasonable  scale  and 
I  expect  to  see  it  become  one  of  the 
standard  parlor  games." 

The  sale  of  ping-ytong  sets  was  report- 
ed to  have  been  good  in  many  Ottawa 
stores. 


"The  Training  of  the  Mind  and  Will," 
by  W.  Tudor  Jones,  comes  from  Williams 
and  Nor  gate,  of  London.  It  is  a  book 
of  seventv  oages,  full  of  ip-ood,  meaty 
matter,  ready  for  people  who  are  stu- 
diously inclined. 


Some  Specialized  Advice  for  Clerks 

A  Talk  on  the  Selling  of  Steel  Pens  With  Some  Good  Pointers  on  How  to  Treat  Your 

Customers 


SELLING  pens  is  very  much  like  sell- 
ing any  other  class  of  goods  or  mer- 
chandise.    First  get  well  acquainted 
with  the  various  lines  of  pens  you  carry. 

Endeavor  to  learn  the  styles  of  pens 
different  classes  of  people  use  arid  like 
best.  For  instance,  moat  lawyers  Hke^ 
stub  pens.  A  great  many  ladies  are  par- 
tial to  fine  stub  pens.  The  busy  mer- 
chant or  big  executive  who  only  uses 
a  pen  to  sign  his  name  wants  a  good- 
sized,  firm  pen  that  will  make  a  clear, 
bold  signature. 

"For  the  benefit  of  ycur  city  sales- 
men Who  go  out  to  solicit  business,  I 
am  going  to  give  you  my  experience  in 
this  line,"  says  Harry  C.  Sharp,  in 
"Geyer's   Stationer." 

"Try  to  learn  the  peculiarities  of  your 
customers  or  prospects.  If  golf  is  his 
bobby,  posit  yourself  on  golf  lore,  so 
you  can  at  least  tell  a  driver  from  a 
putter.  If  he  is  daft  on  motors,  study 
up  on  motors  so  you  can  talk  intelli- 
gently about  them.  He  may  live  in  the 
suiburhs  and  raise  chic'kens — chicken 
dope  will  stand  good  in  this  instance. 
But  don't  overdo  it  and  get  fulsome. 

"Much  'has  been  said  and  written  by 
teachers  of  salesmanship  about  ap- 
proaching a  prospect  and  closing  a  sale, 


and  believe   me   the   most   of   it   is   pure 
bunk. 

"The  salesman  must  be  guided  by  the 
conditions  as  they  arise  at  the  time  of 
his  call.  The  salesman  who  is  uniformly 
pleasant,  not  over  persistent;  who  keeps 
himself  well  informed  on  current  topics; 
knows  his  line  of  goods  thoroughly,  and 
can  demonstrate  their  value  clearly,  will 
h?  welcomed  in  all  offices,  and  will  natur- 
ally secure  a  liberal  portion  of  their  busi- 
ness. 

"I  recall  an  incident  that  occurred  to 
me  some  years  ago.  I  called  on  the 
buyer  of  a  large  Western  'house,  and  the 
man  had  a  reputation  of  being  very  cold 
and  unresponsive.  He  was  looking  at 
some  kodak  pictures  he  had  taken  and 
evidently  did  not  intend  to  be  disturbed. 
He  glanced  at  my  card  and  turned  away: 
'No  we  do  not  need  any  pens.  We  have 
a  full  stock.'  Glancing  at  one  of  the 
pictures  spread  out  before  him,  I  re- 
marked that  it  was  very  good  and  that 
I  had  taken  the  same  view  several  times 
myself,  Ibut  had  not  been  able  to  get 
such  a  good  photo;  all  of  which  was  true. 
At  once  he  was  interested  and  invited  me 
to  take  a  seat,  and  we  spent  a  half  hour 
n  looking  over  his  views.  I  had  done 
a  lot  of  kodaking  and  could  criticize  his 
work  intelligently.     As  I  arose  to  leave 


he  pressed  a  button  on  his  desk  which 
called  in  his  stock  man,  and  asked  for 
a  report  on  pens,  and  before  leaving 
he  gave  me  an  order  for  upwards  of  $500. 
This  man  became*  one  of  my  best 
business  friends. 

"Ilf  you  think  of  your  salary  as  being 
the  customer's  reward  to  you  for  these 
several  forms  of  service  to  him,  it  will 
help  to  improve  that  service,  and  just 
as  surely  as  you  improve  that  service, 
so  surely  will  you  increase  the  amount 
of  your  reward.  A  customer  lost  through 
indifference  may  come  hack,  hut  one 
driven  away  by  an  affront  seldom  d 

"If  your  customer  is  disposed  to  be 
friendly,  never  let  it  make  you  forget 
the  touch  of  deference  that  is  due  him 
and  which  he  expects. 

"Never  gossip  about  other  customers. 
It  is  certain  to  lose  you  trade. 

"Smile  at  a  customer's  jokes,  but  do 
not  joke  with  him.  It  is  dangerous,  and 
the  wrong  joke  may  offend  him. 

"Stick  to  your  job.  Don't  become  a 
'riftcr,  {join?:  from  one  store  to  another. 
You  may  think  promotion  is  slow  in  com- 
ing; that  your  boss  doesn't  properly  ap- 
preciate your  services,  but  nine  times  out 
of  ten  your  employer  is  keenly  alive  to 
your  value  to  his  store,  and  in  due  time 
will   pay  you  accordingly." 


British  Buyers  Want  Prompt  Delivery 

Big  Market  for  Canadian  Goods  if  Sent  so  as  to  Reach  Market 

in  Good  Time,  Says  J.  M.  Young,  of  Montreal,  Just 

Back  From  England 


IN  AN  interview  with  J.  N.  Young, 
London  representative  for  the  Thos. 
Davidson  Mfg.  Co.,  Montreal,  and 
who  returned  recently  from  the  Old  Coun- 
try, BOOKSELLER  AND  STATIONER 
was  informed  that  the  British  market  is 
ready  for.  and  can  absorb  considerable 
quantities  of  Canadian  goods  so  long  as 
delivery  can  he  made  promptly.  Mr. 
Young  has  'been  in  England  for  a^osit 
a  year  and  has  made  two  trips  there.  He 
has  found  the  British  buyer  to  readily 
purchase  any  offerings  which  are  made, 
and  in  this  respect  Mr.  Young-  expressed 
his  appreciation  of  the  British  buyer  for 
the  splendid  parts  that  he  possesses  as 
a  business  roan.  "The  (buyers  there  are 
nice  p«opfle  to  do  business  with  and  they 
want  to  do  it  on  the  dead  square,"  said 
Mr   Young. 

The  British  people,  as  a  rule,  are  not 
inclined  to  the  "brass  band"  stuff,  which 
is  the  stock-in-trade  of  some  salesmen, 
and  the  average  buver  over  there  will 
not  stand  for  this.  If  you  have  a  propo- 
sition to  putt  before  him,  Mr.  Younsr 
states,  he  is  very  iglaid  to  entertain  it 
and  to  tell  you   on  the  spot  whether  or 


not  he  is  interested.  Once  the  confidence 
of  these  people  is  won  there  is  no  diffi- 
culty in  perpetuating  their  connection. 

Price  Ts  No  Object 

In  connection  with  the  various  wares 
which  Mr.  Young  has  been  selling  for 
his  company  and  with  other  products 
generally  which  are  imiported  into  the 
country,  the  average  buyer  makes  very 
little  stipulation  regarding  price.  There 
is  an  immediate  need  for  various  goods, 
and  if  they  can  be  supplied  the  buyer  is 
willing  to  pay  what  the  goods  are  worth, 
and  even  an  abnormal  price. 

Labor  Difficulties  Exist 

Mr.  Young  pointed  out  that  the  diffi- 
culties which  manufacturers  have  had 
with  labor  still  exist.  All  classes  seem 
to  have  considerable  amount  of  money 
and  for  this  reason  thev  are  happy  and 
do  not  care,  particularlv.  whether  they 
are  employed  or  not.  Life  is  taken  as 
a  matter  of  course  from  day  to  day,  and 
there  has  been  very  little  inclination  on 
th?  pari  of  some  to  return  to  their  labor 
in  an  old  time  way.    "As  soon  as  the  un- 
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employment  problem  is  settled  things 
will  go  ahead  and  be  very  much  better 
than  they  now  are,"  said  Mr.  Young.  Up 
to  the  present  time  there  is  not  a  great 
deal  of  charade  there,  and  in  connection 
with  the  home  or  domestic  trade,  the 
manufacturers  in  England  are  not  people 
to  take  care  of  the  trade. 

With  regard  to  the  prices  on  various 
commodities  which  are  made  there,  Mr. 
Young  ipointed  out  that  manufacturers 
were  afraid  to  give  definite  quotations. 
They  do  not  know  just  where  they  are 
at  with  regard  to  supplies  of  raw  ma- 
terial, and  for  this  reason  they  will  not 
comimil  themselves  to  a  definite  delivery 
proposition. 

Altogether  Mr.  Young  pointed  out  that 
he  was  more  than  ever,  if  that  is  pos- 
sible, a  Canadian.  "One  of  the  most 
welcome  sights  I  have  ever  seen  was  that 
of  the  appearance  when  we  steamed  up 
the  St.  Lawrence,  of  the  banks  of  this 
great  river.  It  did  seem  <rood  to  get 
back   to   Canadian  soil  again." 


MARBLES 

An  enquiry  comes  as  to  maikers  of  toy 
marbles.  List  of  these  is  as  follov=: 
Akro  Agate  Company.  Clarksburg,  W. 
Va.;  Allbright  &  Light  Company. 
Ravenna,  Ohio;  American  Marble  and 
Toy  Manufacturing  Company,  Akron, 
Ohio;  M.  F.  Christenson  &  Son.  Akron, 
Ohio;  B  Illfeldor  <v  Companv,  29  Union 
Square,   New  York,  NY. 


Artists'  Materials  Yield  Big  Profits 

Small  Investment  Required — "Bookseller  and  Stationer"  Fitted  Best  to  Sell  These 

Goods — Views  of  Montreal  Manufacturer 

Based   on  an  interview   with   Arthur   D.   Brown,   Manager  A.  Ramsay  &  Son  Company,  by  A.  H.  ILLSEY 


THE  demand  for  artists'  supplies 
and  various  -materials,  usually 
considered  accessories,  is  already 
a  considerable  one,  but  can  be  much  de- 
veloped, according-  to  Arthur  D.  Brown, 
manager  of  A.  Ramsay  and  Son  Com- 
pany, Montreal.  Not  only  so,  but  Mr. 
Brown,  in  an  interview  with  BOOK- 
SELLER AND  STATIONER,  stated 
that  the  book  and  stationery  trade 
should  be  getting  a  great  deal  of  this 
business.  In  support  of  this  conten- 
tion, Mr.  Brown  stated  that  there  were 
parts  of  Canada  in  which  stationers  and 
booksellers  are  now  doing  a  splendid 
business.  In  this  respect,  Western  Can- 
ada trade  has  developed  a  demand  for 
artists'  materials  to  a  greater  extent 
than  dea!ers  in  some  other  sections  of 
the  Dominion.  It  is  obvious,  therefore, 
that  others  can  do  the  same,  and  since 
there  is  money  to  be  made  in  the  line, 
the  views  of  Mr.  Brown  are  timely,  and 
will  he  welcome  to  the  trade. 

A  Small  Investment 

"How  much  money  is  necessary  to 
buy  an  average  stock  for  the  moderate- 
sized1  town?"  was  asked. 

"About  $300  will  buy  a  good  assort- 
ment of  materials,"  said  Mr.  Brown, 
"and  this  will  include  a  good  variety  of 
stock." 

Three  hundred  dollars  is  not  a  big 
sum  to  invest  in  a  line  which  is  so  com- 
prehensive as  is  that  of  artists'  sup- 
plies. More  than  this,  with  the  sta- 
tioner or  the  bookseller,  here  is  a  class 
of  goods  which  fit  in  so  admirably  with 
a  stationery  stock,  as  to  be  a  logical 
part  of  it.  There  is,  according  to  Mr. 
Brown,  no  class  of  trade  better  fitted 
to  stock  and  push  the  line.  A  little  study 
on  the  part  of  the  stationer  and  the 
bookseller,  will  serve  to  reveal  oppor- 
tunities for  selling  these  goods,  to  old 
and  new  customers,  and  any  business 
secured  is  bound  to  yield  a  commensur- 
ate margin  of  profit — a  greater  profit, 
as  a  matter  of  fact,  than  many  of  the 
lines  which   are   sold. 

A   Brief  Outline 

Asked  as  to  what  would  constitute  a 
fairly  complete  stock,  Mr.  Brown  re- 
ferred, first,  to  oil  and  water  colors, 
and  which  lines  he  has  been  long  asso- 
ciated with.  In  nearly  all  communities 
there  is  either  an  actual  demand  for 
these  already,  or  prospects  which  may 
be  cultivated. 

As  before  stated,  it  is  noteworthy  that 
merchants  in  Western  Canada  have  de- 
veloped the  sale  for  water  and  oil  colors 
to  a  remarkable  extent  in  some  centres; 
that  is  to  say,  book  and  stationery 
stores.  In  Winnipeg,  Calgary,  Saska- 
toon, Edmonton,  and  many  other 
points,     including    Vancouver    and    Vic- 


toria, sales  have  been  excellent.  True, 
in  a  few  instances,  the  trade  has  been 
secured  by  specialty  stores,  but  these 
are  few,  and  are  located,  for  the  most 
ipart,  Mr.  Brown  states,  in  the  very 
large  cities.  But  even  such  cities  as 
Vancouver  and  Victoria  have  none  of 
these  large  artists'  supply  stores;  the 
booksellers  and  stationers  have  secured 
the  trade. 

In  the  first  place,  the  stationery  and 
bookstore  already  has  the  nucleus  of  an 
artists'  supply  trade,  for  they  carry 
such  lines  as  pencils,  crayons,  rubbers, 
some  mechanical  or  draughtsmen's  in- 
struments, protractors,  etc.  Add  to  this 
a  line  of  water  and  oil  colors,  brushes, 
thumb  tacks  and  pms,  academy  boards, 
waterproof  drawing  materials,  French 
pastille  crayons,  water  colors  in  boxes, 
etc.,  and  a  very  complete  and  well-or- 
dered stock  is  in  hand,  and  which  will 
meet  all,  or  nearly  all,  demands. 

Growth   in   Store 

Mr.  Brown  states  that,  in  the  West, 
much  of  the  increase  in  business  has 
come  from  the  various  schools,  directly 
or  indirectly.  This  does  not  mean  that 
the  business  has  been  done  with  the 
schools,  but  rather  that  the  introduction 
of  painting  in  the  day  schools  has  served 
to  stimulate  a  demand  for  these  goods, 
upon  the  part  of  pupils,  which  means  a 
big  increase  in  trade  for  the  bookseller 
and  for  the  stationer.  And  the  interest- 
ing thing  for  the  dealer  is  this,  that  the 
sale  of  one  item  usually  paves  the  way 
for  other  sales. 

A  school  pupil  may  comie  in,  for  in- 
stance, to  buy  some  water  colors.  These 
should  be  kept  together,  so  that  they 
will  be  free  from  dust,  and  always  ready 
at  hand  when  wanted.  Here  is  the  op- 
portunity to  suggest  a  neat  water-color 
box:  assortment — a  real  chance  to  exer- 
cise salesmanship. 

An  amateur  artist  comes  in  to  buy 
some  oil  colors.  Has  the  salesman  any 
new  type  of  brush  to  show,  a  new  shade, 
or  some  accessory?  This  is  the  time 
and  the  place  to  interest  the  customer, 
who  will  appreciate  the  interest  of 
the  'merchant  or  the  salesman.  There 
are  ways,  almost  without  number,  in 
which  the  dealer  interest  will  result  in 
increased  sales.  Price,  in  a  general 
way,  will  not  be  a  vital  consideration  in 
connection  with  the  sale  of  these  goods; 
the  customer  wants  a  particular  water 
color,  oil  color,  or  accessory,  and  the 
price  is  the  last  and  the  least  important 
point  likely  to  be  raised,  stated  Mr. 
Brown.  And  so,  in  view  of  these  things, 
there  is  a  'bier  growth  in  store  for  the 
energetic  dealer  who  has  initiative. 

An  Every-Month  Seller 

Mr.  Brown  believe"3  that  these  mater- 
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ials  are  every-month  sellers,  and  that, 
because  of  this,  space  ought,  always, 
every  month  of  the  year,  to  be  assigned 
to  their  display.  This  can  be  done  with- 
in the  store,  and  particularly  in  the  dis- 
play window.  "Some  space  should  be 
allotted  to  these  materials  all  the  time, 
in  the  windows,"  said  Mr.  Brown. 

Inside  the  store,  a  particular  section 
of  shelving,  or  a  silent  salesman,  might 
well  be  set  aside  for  the  display  of  the 
most  important  lines,  and  particularly 
for  the  display  of  such  materials  as  are 
likely  to  be  more  quickly  sold  when 
given  prominent  display.  In  this  con- 
nection, the  head  salesman  can  probably 
work  out  a  plan  to  suit  his  own  ideas, 
and  which  will  attain  the  desired  result 
— that  of  increasing  the  turnover. 

"As  a  help  in  increasing  sales,"  con- 
tinued Mr.  Brown,  "the  manufacturer  or 
the  jobber  will  supply  printed  or  litho- 
graphed advertising  matter,  and  this 
should  be  helpful  when  used." 

In  the  very  nature  of  the  goods,  Mr. 
Brown  stated  that  they  are  active  sel- 
lers every  month  in  the  year.  Further- 
more, water  or  oil  colors  will  not  de- 
teriorate; will  keep  indefinitely. 

Develop  This  Trade 

There  are  some  lines  which  the  sta- 
tioner and  the  bookseller  must  neces- 
sarily handle,  but  which  are  more  or 
less  seasonable  only  at  certain  times. 
With  artists'  materials  it  is  different, 
as  stated  before.  At  least  some  of  the 
goods  comprising  this  stock  are  sale- 
able every  month  of  the  year,  and  as  the 
profits  yielded  are  large,  they  are  goods 
which  may  be  profitably  sold.  In  view 
of  the  fact  that  a  few  hundreds  of 
dollars'  worth  of  stock  affords  a  good 
assortment,  why  not  develop  this  de- 
partment greatly?  Make  a  study  of  the 
community  in  which  you  have  located, 
use  display  windows,  use  mailing  lists, 
use  the  newspaper  for  advertising.  A 
definite  sales  campaign  should  pay  good 
dividends. 

Supplies   Will  Be   Larger 

In  speaking  of  the  outlook  for  full 
and  complete  stocks,  particularly  of  oil 
and  water  colors  (and  of  which  there  has 
been  more  or  less  shortage  during  the 
period  of  the  war),  Mr.  Brown  stated 
that  improved  conditions  were  gradually 
manifesting  themselves.  "I  think  that, 
by  next  spring,  conditions  will  be  about 
normal,  as  far  as  these  lines  are  con- 
cerned." 

As  to  the  probable  prices  of  these 
materials,  Mr.  Brown  believes  that  they 
will  rule  on  a  fair-price  basis,  and  that 
they  will  probably  not  be  a  great  deal 
higher,  if  any,  than  the  average  of 
prices  during  the  pre-war  period. 


DR.   LOCKE    SCORES    BOOKSELLERS 

Public    Libraries    Set    Standard   for   the 
Reading  of  a  Community 

DR.  LOOKE,  chief  librarian  of  the 
Toronto  Public  Libraries,  says 
some  things  right  out  from  the 
shoulder  in  the  following  letter  to  the 
editor,  which  affords  food  for  reflec- 
tion on  the  part  of  every  member  of 
the  trade: 

Editor  of  the  BOOKSELLER  AND 
STATIONER:. 

Sir: — I  was  interested  to  read  in 
your  issue  of  December  a  comment 
upon  Children's  Book  Week,  in  the 
course  of  which  you  said  that  "the  To- 
ronto Public  Library  had  been  one  of 
the  most  aggressive  in  this  children's 
book  work  during  the  past  few  years." 
That  is  true,  but  it  would  help  your 
readers  more  if  you  told  them  that  for 
seven  years  in  succession  the  children's 
librarians  (of  whom  there  are  16)  of 
the  Toronto  Public  Library  have  spent 
days  in  getting  together  the  latest  and 
best  of  books  for  boys  and  girls,  and 
for  three  weeks  in  November  and  De- 
cember have  helped  hundreds  of  men 
and  women  to  select  books  which  are 
suitable  for  their  boys  and  girls. 

Also,  it  may  be  of  interest  to  you 
and  to  your  readers  to  know  that  there 
is  a  permanent  Exhibition  of  Books 
suitable  for  boys  and  girls  in  the  Refer- 
ence Library  Building,  and  this  is  open 
at  any  time  upon  application  to  the 
Department  of  Children's  work  in  the 
Public  Library.  It  is  the  only  Exhibi- 
tion of  this  kind  in  Canada,  and  does 
something  for  the  public  that  no  book- 
store has  done.  This  is  a  work  for  the 
Public  Library  to  do  in  the  interests  of 
the  community. 

It  may  be  of  interest,  also,  to  your 
readers  who  are  booksellers,  to  realize 
that  the  Public  Library  sets  the  stand- 
ard for  the  reading  of  a  community. 
The  bookseller  in  very  many  towns  buys 
cheap  periodicals  and  cheap  books 
(Alger  stuff),  because  he  knows  no 
better,  and  unfortunately,  in  too  many 
of  our  towns,  the  Librarian  of  the 
Public  Library  is  no  help  to  him.  In- 
deed, there  ought  to  be  some  way  of 
organizing  the  book  trade  of  our  towns. 
It  can  be  made  much  more  effective 
than  it  is.  but  it  never  will  be  until 
we  get  intelligence  in  the  book-shop  and 


in  the  public  library.  People  will  buy 
books.  An  example  is  the  large  number 
of  subscription  books  sold  by  travelling 
agents,  books  horribly  expensive,  and 
seldom  read.  This  gives  legitimate 
book-selling  a  "black  eye." 

Our  booksellers  say  that  they  can  sell 
no  book  that  costs  more  than  $1.50.  If 
they  only  realized  the  meaning  of  what 
they  have  said,  the  reflection  is  wholly 
on  their  own  ability.  They  are  poor 
salesmen.  The  man  who  hesitates  to 
buy  a  book  because  it  is  more  than 
$1.50  is  likely  the  man  who  looks  upon 
a  wife  as  an  economy,  and  a  bath  as  a 
luxury. 

The  Public  Libraries  are  setting  a 
fast  pace  in  Ontario,  and  the  book- 
sellers will  have  to  move  along.  The 
Library  is  the  best  asset  in  the  com- 
munity for  the  bookseller.  We  have 
proved  that  many  times.  Those  who 
think  differently — and  I  know  a  few — 
have  not  been  intelligent  booksellers. 
You  could  tell  that  from  their  stock. 
Why  have  cheap  unattractive  books  any 
more  than  cheap  unattractive  boots  or 
hats?  George  H.  Locke. 

FISHER'S  "MEMORIES" 

Lord  Fisher's  "Memories"  is  not  a 
war  book,  in  the  ordinary  sense  at  any 
rate,  though  it  is,  of  course,  full  of 
fighting.  Every  page  rings  with  the  au- 
thor's tremendously  forceful  personality 
— it  is  indeed  as  intimate  a  volume  as 
has  ever  been  published.  Nothing  so 
outspoken  and  piquant  has  been  publish- 
ed for  years. 

DEEP  WATERS 

"A  sailorman,"  said  the  night-watch- 
man, musingly,  "a  sailor  is  like  a  fish; 
safest  when  'e  is  at  sea.  When  a  fish 
comes  ashore  it  is  in  for  trouble,  and 
«o    is    a    sailorman.      One    poor    chap — I 

knew ."    What  happened  to  the  poor 

chap  may  be  learned  in  the  first  story 
of  a  new  collection  of  W.  W.  Jacobs' 
stories,  published  by  Hodder  & 
Stoughton  under  the  title  of  "Deep 
Waters." 

HIS   MAJESTY'S   WELL-BELOVED 

In  these  days,  when  stage  celebrities 
are  so  much  in  the  limelight,  the  per- 
sonality of  Tom  Betterton,  the  first 
actor  who  stood  out  head  and  shoulders 
above  his  fellow-artists,  has  a  peculiar 
interest.  "His  Majesty's  Well-Beloved" 
is  essentially  a  love  story,  and  deals  with 
a  pathetic  episode  in  the  life  of  the 
Teat  actor,  while  more  than  one  of  the 
dazzling  figures  that  adorned  society  at 
that  period  bear  their  parts  in  this  drama 
of  love  and  fiction.  This  is  Baroness 
Orczv's  latest  novel,  published  by  Hod- 
der &  Stoughton  Ltd. 
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BEST     SELLING     BOOKS     IN     CANADA 
Fiction 

1  Re-Creation  of  Brian  Kent,   Writrht     102 

2  Rainbow    Valley,    Montgomery  86 

3  Lamp  in  the  Desert,   Dell  70 
i      Sky  Pilot  in   No   Man's   Land,  Connur  62 

5  Young   "Visitors,"    Ashford  52 

6  Branding  Iron,   Burt  36 
River's    End.    Curwood  36 

Non-Fiction 

Rhymes  of  a  Red  Cross  Man,  Service  56 

Mr.   Punch's   History  of  the  War  o2 

In    Flanders'   Fields,   McCrae  40 

The    Clash,    Moore  32 

Industry    and    Humanity,    King  16 

Chums,    Juvenile    Annual  12 


ANSWERING  DR.  LOCKE 

Dr.  Locke,  Toronto's  Chief  Librarian, 
has  some  most  interesting  things  to 
say  in  his  letter  appearing'  in  (this  is- 
sue, but,  while  there  is  good  food  for 
reflection  for  all  booksellers  in  what  he 
has  to  say,  his  'scoring  of  the  book- 
seller on  the  point  of  not  putting  forth 
efforts  to  sell  books  priced  at  more 
than  $1.50  each  seems  rather  inoppor- 
tune in  view  of  the  enormous  sales  in 
the  bookstores  of  Canada  of  books 
above  that  price. 

A  five  dollar  book,  "Canada's  Hun- 
dred Dayis,"  would  pirobably  have  been 
among  the  best  sellers  in  December 
had  it  been  available  in  sufficient 
quantities.  Unfortunately,  too,  pub- 
lisher's could  get  only  a  limdfted  quan- 
tity through  in  time  for  holiday  .trade. 
This  book,  however,  has  been  bought 
heavily  by  booksellers  for  January  and 
future  selling. 

Among  the  1919  best  fellers  in  fic- 
tion were  "The  Four  Horsemen  of  the 
Apocolypse,"  a  $190  book,  and  "The 
Lamp  in  the  Desert,"  a  $1.75  book. 
Other  best  sellers  were  "Industry  and 
Humanity,"  at  $2.50;  "Mr.  Punch's  His- 
tory of  the  War,"  at  $4.00.  This  is 
mentioning  only  a  few  outstanding 
books  which  have  big  sales  in  the  book- 
stores  of  Canada. 

These  facts  are  presented  in  justice 
to  the  booksellers,  but  they  affect  only 
one  point  regarding  what  Mr.  Locke 
has  to  say  in  his  letter  and  should  not 
influence  booksellers  to  discount  his 
other  remarks,  which  hit  several  nails 
right  on  the  head. 


One  Big  Opening  for  1920 


A  Few  Remarks  to  the  Point  Dealing  With  the    Rapidly 

Automotive  Books 


Growing     Distribution    of 


EVER  increasing  in  volume,  the 
automobile  (business  carries  with 
it  a  corresponding  growth  in  pro- 
fits for  the  retail  booksellers  in  the  sale 
of  books  having  to  do  with  motor  cars 
and  accessories. 

Probably  no  great  industry  in  the 
country,  with  the  possible  exception  of 
the  motion-picture  colossus.,  has  the  habit 
of  optimism  so  highly  developed  as  the 
automobile  business. 

To  banish  the  blues  one  has  only  to 
read  the  plans  and  extensions  of  the 
motor  vehicle  manufacturer.  Never  in 
all  the  short  but  magic  history  of  the 
industry's  growth  has  the  sun  shone 
brighter  or  the  sky  seemed  so  blue.  From 
manufacturers  to  dealers  they  are  "bulls" 
on  the  future,  exponents  of  the  glad 
philosophy  of  life  as  regards  the  pre- 
sent. 

Speak  to  them  of  the  gloomy  days  of 
railroad  and  coal  strikes  and  they  will 
come  back  at  you  with  the  happy  remark 
that  oven  such  calamities  will  only  serve 
t?  educate  the  public  to  the  necessity  of 
motor  transportation  and  the  use  of  oil 
instead  of  coal. 

When  you  suggest  the  perils  of  Bol- 
shevism they  will  retort  that  when  every 


famiiK  enjoys  a  passenger  car  what  will 
anybody  have  to  revolt  against? 

At  present  manufacturers  are  from  75 
to  100  p.c.  behind  in  orders,  and  dur- 
ing the  last  month  the  problem  of  secur- 
ing sufficient  material  has  been  rather 
acute,  some  of  the  factories  being  com- 
pelled to  slow  up  production  for  that 
reason. 

As  to  the  automobile  library,  the  num- 
ber of  books  is  constantly  increasing,  and 
the  well-known  standard  automobile 
hooks  are  now  classed  among  the  bread- 
and-butter  lines,  the  "best-sellers"  in 
book  staples. 

Consider  these  statistics: 

In  Canada  there  are  4,239  automobile 
agents,  dealers,  garages  and  accessory 
shops.  Of  this  number  Ontario  has  1.460 
and  Saskatchewan  is  next  with  712. 
Prince  Edward  Island  has  only  20  auto- 
mobile service  stations. 

Think  of  the  possibilities  afforded  for 
the  selling  of  books,  particularly  deal- 
ing with  motor  car  repairs  and  other 
literary  technicalia  affecting  the  par- 
ticular interests  of  the  members  of  the 
automobile  trade  as  mentioned  in  that 
paragraph. 

A  lar<re  deputation  of  motorists  from 
all  over  Ontario  will  wait  upon  the  Drury 


Government  this  month  to  impress  on 
that  body  the  dire  necessity  of  carrying 
on  the  good  roads  programme  in  On- 
tario. 

This  opens  up  avenues  for  sales  of 
technical  books  dealing  with  good  roads, 
not  only  in  their  relationship  to  motor 
cars  but  to  all  farmers  and  to  everybody 
who  is  interested  in  the  good  roads  ques- 
tion, whose  name  is  legion! 

Among  the  private  bills  to  be  intro- 
duced at  the  forthcoming  session  of  the 
Legislative  Assembly  of  Saskatchewan 
will  be  one  asking  for  a  spec'al  act  to 
incorporate  the  Saskatchewan  Provincial 
Automobile  League.  Among  eight  of  the 
objects  incorporated  in  the  bill  is  one 
"to  demonstrate  the  benefits  derived 
from   s?ood  roads." 

Booksellers  should  study  cut  good 
plans  for  effective  window  displays  of 
technical  books  of  this  nature  and  in- 
cidentally toy  models  of  motor  cars  and 
motorists  can  be  advantageously  utilized, 
thus  killing  two  birds  with  one  stone  by 
advertising  the  toy  department  as  well 
as  the  books  themselves. 

Nineteen  twenty  should  see  the  sales 
of  books  of  this  class  take  a  decided 
jumo,  far  exceeding  the  records  of  all 
previous  years. 


HOW  CAN  I  SELL  JUVENILES? 


FOLLOWING  up  the  article  on 
Children's  Books  as  the  basis  of 
building  up  a  book  business,  the 
following  from  an  article  on  "How  Can 
I  Sell  More  Juveniles,"  from  "Book- 
Talk,"  is  opportune: 

The  first  answer  that  springs  to  the 
lip  is  that  it  is  easy  to  sell  juvenile 
books,  because  there  is  such  a  demand 
for  them.  But  second  thoughts  sug- 
gest a  qualification  inasmuch  as  there 
is  not  only  a  big  demand,  but  a  big 
supply,  so  big,  that  if  a  bookseller  set 
out  to  trade  only  In  juveniles  he  could 
stock  out  his  shop  Avith  sufficient  books 
if  he  took  only  about  one  of  each  issued 
in  the  Autumn  season. 

Therein  lies  the  problem,  and  there 
are  several  factors  which  the  keen  seller 
has  to  bear  in  mind  when  placing  his 
orders.  Without  attempting  to  place 
those  factors  in  any  sequence  of  im- 
portance— probaJbly  there  is  no  proper 
sequence,  because  the  public  taste  is  so 
very  varied — I  would  suggest  that  the 
following  are  certainly  to  be  included: 
1.  The  general  appearance  of  the  book, 
as  regards  attractiveness,  both  in  re- 
spect of  outside  dressing-up,  and  inside 
format. 


2.  The  reputation  of  the  authors  as 
writers    of   clean,   wholesome    literature. 

3.  The  bulk  of  the  book,'  in  relation 
to  price  and  subject  and  purpose  of  the 
book. 

4.  The  synchronisation  of  a  book  with 
events  in  the  public  mind,  and  the  ten- 
dency of  the  times. 

In  the  matter  of  appearance  the  book- 
seller must  bear  this  in  mind:  that  he 
is  not  stocking  books  for  his  own 
aesthetic  pleasure,  and  that  it  is  neces- 
sary to  look  at  this  question  from  the 
point  of  view  of  the  young  people  for 
whom  the  books  are  intended.  Never- 
theless, it  is  not  necessary  to  produce 
crude-looking  books  in  order  to  reach 
the  hearts  of  the  boys  and  girls.  All  the 
thrill  and  excitement  that  is  healthy  and 
will  reach  the  boy,  for  instance,  can  be 
given,  in  refinement.  Strength  is  what 
the  boy  looks  for — strength  and  the 
heroic  as  far  as  hi?,  adventure  book  is 
concerned.  As  regards  the  authorship 
of  the  books — there  are,  of  course,  the 
favorite  writers  who  are  always  sure  of 
a  success;  and,  naturally,  the  bookseller 
will  go  for  these,  though,  be  it  remem- 
bered, that  new  authors  are  worth  try- 
ing.    But,  inevitably,  the  bookseller  con- 
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centrates  upon  the  popular  authors,  and 
by  pushing  them  in  various  ways,  will 
bring  them  into  even  greater  promin- 
ence to  his  own  advantage. 

Juveniles  of  a  certain  type — the  edu- 
cational type — are  always  an  interesting 
proposition. 

For  instance,  a  book  like  "All  About 
Aircraft  of  To-day,"  is  sure  to  be  suc- 
cessful this  autumn,  because  it  catches 
the  tide.  Every  boy  is  air-keen.  Then 
also  "All  About  Treasures  of  the  Earth," 
must  appeal,  because  there  was  never  a 
time  when  we  needed  so  much  of  na- 
ture's wealth  as  we  do  to-day,  and  when 
industry  is  clamoring  for  mineral  gifts 
of  the  earth.  Of  yet  another  type  is 
"Our  Wonderful  Navy,"  which  is  bound 
to  be  popular,  since  this  is  the  time  when 
boys  are  more  than  ever  interested  in 
the  Navy  that  saved  the  world  for  civil- 
ization. 

The  successful  bookseller  will  make 
his  selections,  bearing  these  points  in 
mind,  and  pushing  what  he  chooses  by 
psychological  means  calculated  to  act 
upon  the  public — 'both  young  and  old — 
these  latter  especially,  who  do  most  of 
the  buying  for  the  former. 


LENINE   DAMNED  AND  BOOSTED 

The  pros  and  cons  as  to  Lenine  are 
set  forth  in  two  new  hooks  dealing  with 
the  mysterious  (big  man  of  Russia.  One 
is  "The  Psychology  of  Bolshevism,"  by 
John  Spargo;  the  other  is  "Lenine:  The 
Man  and  His  Work,"  by  Albert  Rhys 
Williams.  Spargo's  previous  book,  "Bol- 
shevism," has  been  widely  read  and  dis- 
cussed. In  this  new  book  of  his,  he  lays 
bare  facts  about  how  Bolshevism  has 
crept  into  schools,  colleges,  churches, 
societies  of  every  sort,  and  has  influ- 
enced everywhere  two  kinds  of  people — 
the  sentimental  rich  with  a  neurotic  con- 
science and  those  who  are  dissatisfied 
with  everything  and  have  no  conscience 
at  all. 

Williams,  in  his  book,  claims  that 
Spargo  never  even  met  Lenine.  Williams 
presents  Lenin  from  the  point  of  view 
of  a  man  who  is  partisan,  but  who  wants 
to  show  Lenin  as  the  worker,  apparently 
the  one  worker,  in  Russia. 

It  is  chiefly  written  by  Albert  Rhys 
Williams,  who  has  also  included  portions 
of  the  book  written  by  a  journalist, 
Arthur  Ransome,  an  Englishman,  and 
of  an  article  by  Raymond  Rabins,  another 
correspondent. 

Williams  himself  is  a  Bolshevik,  and 
volunteered  into  the  ranks  of  the  so- 
called  Red  Army  when  the  Germans 
were  rumoured  to  be  marching  upon 
Petrograd.  He  has  undertaken  to  give 
a  portrait  of  Lenin  that  will  present  the 
man  as  he  really  is,  stripped  of  what  he 
characterizes  as  the  "  fabrications," 
"venom"  and  "wild  tales"  which  have 
attached  to  the  leader. 

According  to  one  prominent  member 
of  the  Bolshevik,  their  ideal  is  perfect, 
and  will  work  perfectly  as  soon  as  every 
one  in  the  world  believes  in  it  and  is 
ready  to  do  more  for  the  neighbour  than 
for  himself.  That  would  be  the  millen- 
ium,  wouldn't  it? 

In  any  event,  these  books  afford  book- 
sellers an  opportunity  for  awakening  in- 
terest and  creating  many  sales  of  both 
these  books. 


FROM  BOOKS  TO  SCREEN 

These  pictures  have  been  selected  for 
listing  by.  The  National  Board  of  Re- 
view of  Motion  Pictures: 

The  Career  of  Katherine  Bush,  Fam- 
ous Players-Lasky,  Paramount-Artcraft, 
5  reels;  star — Catherine  Calvert.  Adapt- 
ed from  Elinor  Glyn's  story  of  a  work- 
ng  girl  with  society  ambitions. 


Told  in  the  Hills,  Famous  Players- 
Lasky,  Paramount,  6  reels;  star — Robert 
Warwick.  A  Western  romance  based  on 
the  tale  by  Marah  Ellis  Ryan. 

Checkers,  Fox,  7  reels.  A  finely-pro- 
duced adaptation  of  Henry  Blossom's 
well  known  race  track  melodrama. 

Evangeline,  Fox,  5  reels;  star — Miriam 
Cooper.  Longfellow's  poem  exquisitely 
translated  to  the  screen. 

Beating  the  Odds,  Vitagraph,  5  reels; 
star — Harry  Morey.  Romance  from  the 
novel,  "The  Money  Maker,"  by  Irving 
R.  Allen. 

Destiny,  Universal,  6  reels;  star — 
Dorothy  Phillips.  A  rural  and  society 
drama  from  the  story  by  Charles  Neville 
Buck. 

When  Bearcat  Went  Dry,  World,  6 
reels;  star — Vangie  Valentine.  A  Cum- 
berland moonshine  melodrama  from  the 
novel  of  the  same  name  by  Charles 
Neville  Buck. 

Atonement,  Pioneer,  7  reels.  Drama 
from  Tolstoi's  "The  Living  Corpse." 

—Publisher's  Weekly. 

THE  NAVY   EVERYWHERE 

Conrad  Caita,  who  wrote  "The  Navy 
in  Mesopotamia,"  has  now  written  "The 
Navy  Everywhere"  (Constable's).  As 
the  author  explains  in  his  preface,  he 
has  confined  himself  in  this  book  to 
naval  performances  which  are  quite  out- 
side the  ordinary  sphere  and  about  which. 
the  public  has  received  comparatively 
little  information.  These  accounts  are 
based  on  official  information,  some  of 
them  being  of  scenes  actually  witnessed 
by  the  author. 

FAMOUS   GENERALS 

The  Page  Co.  has  published  an  in- 
teresting book  by  Charles  H.  L.  Johnston, 
entitled  "Faimous  Generals  of  the  Great 
War,"  a  boolk  of  over  300  pages  and  with 
sixteen  reproductions  of  photographs  of 
the  most  famous  generals  of  the  war. 
The  book  was  written  especially  for  boy 
readers  and  is  an  admirable  production. 

A.  E.  F.  VERSE 

"Yanks"  is  the  title  of  a  book  of 
verses  reprinted  from  "Stars  and 
Stripes,"  the  official  newspaper  of  the 
American  Expeditionary  Forces,  and 
comes  from  Putnams.  The  verses  were 
written  by  different  fighting  men,  and 
are  representative  of  all  phases  of 
Army  life  and  experiences.  The  men 
who  wrote  some  of  them  have  paid  the 
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great  price.  They  are  the  heart  and 
soul  of  the  American  Army  in  France. 
The  book  has  nearly  160  pages,  and 
contains  some  particularly  fine  illustra- 
tions in  color. 

UNIVERSITY   EDUCATION 

Under  the  title  of  "The  Voyage  of  the 
Vice-Chancellor,"  Arthur  Edward  Ship- 
ley, who  is  Vice-Chancellor  of  Cambridge 
University,  England,  gives  an  account  of 
the  sojourn  in  the  United  States  in  the 
spring  of  1919  of  a  commission  of  Eng- 
lish educators,  headed  by  the  author. 
This  visit  was  utilized  for  the  purpose 
of  coming  into  relations  with  the  heads 
of  the  American  colleges  and  with  others 
interested  in  regard  to  arrangements  for 
the  exchange  of  instructors  and  of  stu- 
dents. The  book  has  just  been  issued  by 
Putnam's. 

A  PRIVATE  IN  THE  GUARDS 

Stephen  Graham  in  "A  Private  of  the 
Guards,"  presents  a  most  interesting 
study  of  the  man  in  the  ranks  based 
upon  his  own  experiences.  In  this  book 
the  nicknames  of  famous  regiments  are 
used.  The  "Bill  Browns"  are  the  Gren- 
adiers; the  "Jocks"  are  the  Scots  Guards; 
the  "Taffies"  are  the  Welsh  Guards;  the 
"Micks"  are  the  Irish  Guards,  and  the 
"Coalies"  are  the  Coldstream  Guards. 
Needless  to  say  there  is  intense  rivalry 
amongst  these  regiments.  The  presence 
of  Americans  among  the  English  fight- 
ers in  the  war  and  then  the  full  response 
of  America  when  the  U.S  came  .into  the 
war  are  subjects  developed  in  a  most 
impressive  manner  by  the  author.  In 
his  preface  in  response  to  America,  Mr. 
Graham  says-  "I  well  remember  the 
miracle  which  the  appearance  of  the 
Americans  wrought  in  the  spirit  One 
day  in  June  some  thousands  of  them 
marched  past  our  dour,  war-worn  guards 
and  they  made  an  immense  impression 
of  faith  and  pluck.  On  that  day  even 
in  the  extremity  of  allied  failure,  we 
knew  we  must  win  through  at  last." 

BOOK  ON  ANGLING 

"Rtreamcraft:  An  Angling  Manual," 
is  a  new  book  by  Dr.  George  P.  Holden. 
It  presents  interesting  bits  which  will 
delight  the  soul  of  every  angler  and 
sportsman  The  bookseller  will  find  al- 
most invariably  that  to  show  this  book 
to  a  disciple  of  Isaak  Walton  is  to  make 
a  sale. 
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HUGH  WALPOLE 

An  English  author,  who  is  in  the  fore- 
front of  modern  novelists,  is  Hugh  Wul- 
pole,  who  has  (been  lecturing  in  the  U.S. 
and  Canada,  in  consequence  of  which 
there  has  been  an  intensified  interest  in 
his  novels,  the  latest  of  which  is 
"Jeremy." 

Hugh  Walpole  is  a  descendant  of  Sir 
Robert  Walpole.  At  the  early  age  of 
thirty-four  he  is  at  the  top  of  his  art. 
His  first  novel  was  published  when  he 
was  twenty-five.  He  possesses  wonder- 
ful power  to  make  you  live  in  the  same 
atmosphere  and  be  shaped  by  the  same 
environment  that  shapes  the  lives  of  his 
characters — people  no  more  fictional,  it 
seems,  than  those  with  whom  you  pass 
your  daily  life.  In  the  latest  novels  this 
power  becomes  inescapable— you  are  on 
the  Russian  battle  line,  you  walk  the 
stret's  of  Petrograd  and  know  the 
Revolution,  not  because  Walpole  tells 
you,  but  because  you  seem  to  be  actually 
there. 

Walpole,  a  son  of  the  Bishop  of  Edin- 
burgh, grew  up  in  a  little  seaside  village 
in  Cornwall,  took  an  honors  degree  in 
History  at  Cambridge,  and  started  life 
as  a  master  in  a  boys'  school.  Then  he 
went  up  to  London,  did  journalism  for 
a  living,  and  began  to  write  novels. 

During  the  early  years  of  the  war, 
Walpole  served  with  the  Russian  Red 
Cross.  Then  the  English  Government 
sent  him  to  Petrograd  to  help  promote 
pro-British   sentiment. 

These  years  of  service  in  Russia,  for 
which  he  received  the  Georgian  medal, 
made  upon  him  the  indelible  impressions 
which  he  transferred  so  vividly  to  the 
pages  of  his  epics  of  Russian  life  that 
they  have  been  truthfully  called  "Rus- 
sian novels  in  English." 

TYPEWRITTEN  BOOK 

Booksellers  are  familiar  with  the 
periodical  reproduced  from  typewritten 
copy  as  exemplified  by  recent  issues  of 
the  "Literary  Digest."  The  strike  in  New 
York  affected  book  publishing  as  well, 
and  there  was  at  least  one  attempt  at 
publishing  a  new  novel  by  a  similar 
method.  This  was  done  by  Appletons, 
the  book  being  a  new  novel  entitled 
"Piggie,"  by  Eleanor  Gates,  author  of 
"A  Poor.  Little  Rich  Girl." 

ASHES   TO   ASHES 

Isabel  Ostrander,  in  "Ashes  to  Ashes," 
tells  the  story  of  a  man  who  thought 
himself  above  the  law.  Almost  without 
intention  he  had  killed,  and  with  utmost 
cunning  had  averted  all  suspicion.  What 
happened  afterward  is  the  theme  of  this 
unusual  crime  story.  The  development 
of  its  leading  character  from  a  man  of 
ordinarily  good  impulses  into  a  homi- 
cidal maniac  provides  absorbing  read- 
ing. The  .author  has  entirely  avoided 
the  conventional  plot  development  and 
has  given  instead  an  analysis  of  the 
mind  of  a  criminal  of  keen  intellect  and 
no  scruples,  which  has  all  the  fascina- 
tion of  the  best  type  of  mystery  story. 


SOULS  DIVIDED 

A  new  novel  by  Matilda  Sereo,  is 
"Souls  Divided,"  which  comes  from 
Stanley  Paul  &  Co.,  London.  This 
author  enjoys  a  wide  reputation  by  rea- 
son of  the  cosmopolitan  note  in  her 
novels. 

STRONG  HOURS 

Maud  Diver's  new  novel,  "Strong 
Hours,"  concerns  the  experience  of  the 
Blounts  of  Avonleigh,  during  a  decade 
or  more,  including  the  years  of  the 
Great  War.  The  hero  of  the  story, 
Derek  Blount,  second  son  of  Lord  Avon- 
leigh, is  first  introduced  as  an  attrac- 
tive and  self-contained  boy,  whose  nose, 
so  far  as  his  mother  is  concerned,  has 
been  put  a  little  out  of  joint  by  his  older 
brother,  but  who,  nevertheless,  has,  with 
his  distinguished  father,  a  peculiar  sym- 
pathy. 

REBECCA'S  PROMISE 

From  the  Ryerson  Press  comes 
"Rebecca's  Promise,"  a  new  novel  by 
Frances  Sterrett.  This  is  an  ideal  book 
for  girls. 

Rebecca  Mary  is  so  afraid  of  the 
future  that  she  sacrifices  the  present  in 
the  determination  to  provide  for  her  old 
age?  Cousin  Susan  tells  her  that  youth 
is  the  time  when  one  stores  up  joys  for 
the  future  and  she  makes  Rebecca  Mary 
take  out  what  she  calls  a  "Memory  In- 
surance Policy."  You  can't  possibly  im- 
agine what  a  series  of  adventures  she 
is  led  into  in  order  to  make  payments 
on  the  "policy."  There  are  all  sorts  of 
exciting  and  interesting  people  in  the 
story  and  the  end  proves  just  what  you 
think  the  minute  you  meet  Rebecca 
Mary-  that  she's  the  sort  of  girl  who 
was  made  for  love  and  happiness. 

ALEX.  THE  GREAT 

One  of  the  season's  big  successes  in 
humorous  fiction  is  H.  C.  Witwer's 
"Alex* the  Great,"  published  by  Small, 
Maynard  &  Co. 

"You  Can  Do  It!"  is  the  slogan  of  the 
compelling  hero  of  this  romance  of  busi- 
ness, so  blithesome  and  merry,  so  com- 
pact with  shrewd  philosophy  and  ob- 
servation, as  to  warrant  comparison 
with  the  classic,  "The  Letters  of  a  Self- 
Made  Merchant  to  His  Son."  The  tale 
of  hew  Alex — from  Vermont — "sneers 
at  Broadway  and  says  Gotham  is  the 
champion  rube  burg  of  the  world,"  and 
"stands  New  York  on  its  ear  and  makes 
it  like  it,"  is  real  fiction,  done  with  that 
spontaneous  humor  which  has  made  H. 
C.  Witwer  one  of  the  most  widely  read 
of  present   day  American  humorists. 

ARE  FAIRIES  TO  BE  ABOLISHED? 

Dr.  Katherine  D.  Blake,  head  of  the 
New  York  Normal  College,  wants  no 
more  fairy  tales  told  to  children,  be- 
cause they  are  not  "true."  This  female 
follower  of  the  late  Thomas  Gradgrind 
would  no  doubt  do  away  with  the  myth- 
ology of  Greece"  and  Rome,  and  with 
nearly  all  the  great  masterpieces  of  an- 
cient and  modern  literature. — Toronto 
World. 
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TRASHY  MAGAZINES 

A  writer  in  Smith's  Weekly,  a  Sydney, 
Australia,  publication,  has  a  tilt  at  the 
erotic  tendency  of  the  contents  of  many 
of  the  magazines  offered  for  sale  on  the 
bookstalls.  He  says:  "It's  naughty,  but 
it's  nice"  is  the  motto  of  the  bookstalls 
these  days.  Train  or  ferry,  you  are  met 
at  the  entrances  with  magazine  covers 
displaying  the  bared  limbs  of  intended- 
to-be  seductive  females,  and  carrying 
suggestive  titles.  The  war,  by  its  inter- 
ference with  the  regular  import  of  the 
fair-to-piffling  English  magazine  mat- 
ter, has  let  us  in  for  this  stuff  from  the 
land  of  Mr.  Wilson.  The  professor  may 
be  making  the  world  safe  for  demo- 
cracy, but  the  reading  matter  of  his 
countrymen  is  certainly  making  the 
world  safe  for  pornography.  The  Amer- 
ican magazine,  as  we  have  it'  on  the 
bookstalls,  is  deliberately  designed  to 
break  down  a  sane  reading  taste,  or,  that 
already  being  accomplished,  to  pander  to 
the  messy  result.  If  you  read  one  of 
the  type,  you  have  read  the  lot.  Reading 
of  the  quality  cannot  do  any  good  and 
may  do  infinite  harm.  The  penny  dread- 
ful does  reward  virtue  in  the  end. 

"TO  THE  VANITY  PUBLISHER,  SIR," 
SHE  SAID 

"Where  are  you  going,  my  pretty  maid?" 

"I'm  going  to  publish,  sir,"  she  said. 

"Perhaps  you've  a  fortune,  my  pretty 
maid?" 

"My  verse  is  my  fortune,  sir,"  she  said. 

"Then  you'd  better  not  try  it,  my  pretty 
maid.     . 

There's  an  item  for  printing,  and  when 
it  is  paid 

There's  'Commission  on  sales' — 0  inno- 
cent maid! 

In  your  rural  retreat,  have  you  heard  of 
THE  TRADE? 

Oh,  where  are  you  going,  my  pretty 
maid?" 

— Ernest  Radford,   in   London   "Old   and 

New." 

CANADIAN  WRITERS 

A  fact  not  generally  known  is  that 
Mary  Carolyn  Davies,  the  author  of 
"The  Drums  in  Our  Street,"  was  brought 
up  in  a  gold  ?nining  town  in  the  Cana- 
dian Rockies,  where  she  lived  until  she 
was  of  high  school  age,  when  the  family 
left  the  mountains  for  the  unknown  life 
of  the  States  so  that  the  children  might 
have  proper  educational  facilities.  While 
in  college,  Miss  Davies  began  writing  for 
magazines  and  periodicals  to  earn  her 
daily  bread,  and  was  so  successful  that 
she  embarked  upon  a  literary  career. 

Florence  McLeod  Harper  belongs  to 
Woodstock,  Ontario.  She  has  done  con- 
siderable journalistic  work.  The  ma- 
terial for  her  "Runaway  Russia,"  was 
gathered  by  her  when  in  that  country  as 
representative  of  "Leslie's   Weekly." 

From  John  Murray,  London,  comes 
"The  Broken  Road,"  by  C.  E.  W.  Mason, 
being  a  two  shilling  edition  of  this  ro- 
mance of  the  Indian  frontier,  a  tale  fill- 
ed with  the  glowing  colors  of  the  Orient. 
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DEVOTIONAL  WORKS  • 

"On  Accepting  Ourselves,"  is  a  new 
book  (by  the  Rev.  Dr.  John  A.  Hutton, 
published  by  James  Clarke  &  Co.,  of 
London. 

Fineness  of  thought  and  beauty  of 
literary  style  give  great  charm  to  these 
papers  on  the  life  of  the  spirit.  The  great 
distinction  of  Dr.  Hutton  is  his  quick 
sensitiveness  to  the  things  of  the  unseen, 
the  spiritual  world,  and  his  power  to 
express  and  to  make  others  feel  and 
enter  into  the  gracious  influences  and 
experiences  that  have  come  to  himself. 
He  has  a  poet's  heart;  he  is  a  true  seer, 
an  interpreter  to  men  and  women  of  the 
great  and  subtle  things  and  experiences 
of  life,  that  they  themselves  may  daily 
feel,  tout  only  realize  in  all  their  great- 
ness when  another  speaks  wisely  and 
luminously  of  them. 

ISAIAH 

A  new  book  by  the  Rev.  Dr.  Alex. 
Gordon  in  the  "Humanism  of  the  Bible" 
series,  put  out  by  James  Clarke  &  Co., 
London,  is  "The  Faith  of  Isaiah." 

Dr.  Gordon's  aim  is  to  'bring  home  to 
readers  of  to-day  the  real  meaning,  the 
power  and  the  beauty  of  the  greatest  of 
the  Hebrew  prophetic  books.  He  re- 
veals the  personality  of  the  prophet — 
recognizing,  of  course,  the  composite 
nature  of  the  book— and  iby  a  vivid  de- 
scription of  the  actual  historical  setting 
of  each  incident  and  prophecy,  brings 
out  alike  the  nolble  faith  and  courage  of 
the  prophet  and  the  force  and  fitness  of 
his  impassioned  utterances. 

TALKS  TO  CHILDREN 

"The  Plowers,"  a  book  by  David  Ross, 
M.A.,  published  by  James  Clarke  &  Co., 
London,  presents  a  series  of  talks  to 
children. 

Mr.  Ross  has  the  gift  of  talking  to 
children  in  a  way  that  they  can  under- 
stand and  that  interests  and  fascinates 
them.  He  wisely  avoids  preaching  to 
them,  and  if  he  wants  them  to  take  to 
heart  a  lesson  he  generally  trusts  them 
to  discover  the  moral  of  the  story  he 
tells.  For  he  speaks  mainly  through 
stories.  Very  often  they  are  about  the 
life  of  Nature,  for  he  is  especially  at 
home  among  plants,  flowers,  birds  and 
animals.  Usually  he  has  some  little- 
known,  out-of-the-way  information  to 
give,  probably  something  he  has  ob- 
served himself,  and  always  we  find  some 
truth  of  life  and  conduct  illustrated 
quite  naturally,  yet  vividly  and  impres- 
sively, by  the  story. 

THE  EVERLASTING  ARMS 

One  of  the  most  striking  and  fascinat- 
ing stories  Mr.  Hocking  has  ever  written 
is  his  new  book,  "The  Everlasting 
Arms."  It  is  a  thrilling  narrative  of 
modern  life,  introducing  elements  which 
Mr.  Hocking  has  never  before  used  in 
a  story.  He  neyer  forgets  the  great 
elemental  facts  of  life,  nor  does  he  fail 
to  realize  that  while  there  is  a  tremend- 
ous fascination  in  the  occult  and  the 
mysterious,  and  that  the  love  of  a  man 
for  a  maid  has  an  eternal  charm. 


A  PROSE  TREASURY 

Logan  Smith  is  responsible  for  the 
compilation  of  "A  Treasury  of  English 
Prose,"  just  published  by  Constable's. 
The  selections  have  been  made  with  ad- 
mJirable  judgment,  and  the  book  is  a 
veritable  casket  of  gems.  Here,  for  in- 
stance, is  one  on  the  subject  of  "Books." 

"For  books  are  not  absolutely  dead 
things  but  do  contain  a  potency  of  life 
in  them  to  be  as  active  as  that  soul  whose 
progeny  they  are;  nay,  they  do  preserve 
as  in  a  vial  the  purest  efficacy  and  ex- 
traction of  that  intellect  that  bred  them. 
I  know  they  are  lively  and  as  vigorously 
productive  as  those  fabulous  dragons' 
teeth,  and  being  sown  up  and  down,  may 
chance  to  spring  up  armed  men.  And 
yet  on  the  other  hand,  unless  wariness 
be  used,  as  good  almost  kill  a  man  as 
kill  a  good  book:  Who  kills  a  man  kills 
a  reasonable  creature.  God's  image;  but 
he  who  destroys  a  good  book  kills  reason 
itself;  kills  the  image  of  God  as  it  were 
in  the  eye.  Many  a  man  lives  a  burden 
to  the  earth,  but  a  good  book  is  the 
precious  life-blood  of  a  master  spirit, 
embalmed  and  treasured  up  on  a  purpose 
to  a  life  beyond  life.  'Tis  true  no  age 
can  restore  life,  Whereof  perhaps  there 
is  no  great  loss;  and  revolution  of  ages 
do  not  oft  recover  the  loss  of  a  rejected 
truth,  for  the  want  of  which  wlhole  na- 
tions fare  the  worse.  We  should  be  wary, 
therefore,  what  persecution  we  raise 
against  the  living  labors  of  public  men, 
how  we  spill  that  seasoned  life  of  man, 
preserved  and  stored  up  in  books;  since 
we  see  a  kind  of  homicide  may  be  thus 
committed,  sometimes  a  martyrdom;  and 
if  it  extend  to  the  wlhole  impression,  a 
kind  of  massacre  "whereof  the  execution 
ends  not  in  the  slaying  of  an  elemental 
life,  but  strikes  at  that  ethereal  and  fifth 
essence,  the  breath  of  Reason  itself;  slays 
an  'immortality  rather  than  life. 

"AREOPAGITTiCA." 

A  LIVING  FORCE 

Some  notable  accounts  of  foreign 
'missionary  life  are  the  books  of  W.  P. 
Livingstone,  being  biographies  of  great, 
but  especially  of  good,  men.  They  are 
most  instructive  and  useful  as  helps, 
guides,  and  incentives  to  others.  Some 
of  the  best  are  almost  equivalent  to 
gospels — teaching  high  living,  high 
thinking,  and  energetic  action,  for  their 
own  and  the  world's  good.  This  is  a 
line  of  books  that  may  readily  be  sold 
to  conscientious  Christian  people,  of 
whom  there  are  thousands  in  every 
large  community,  and  a  proportionate- 
ly larger  number  in  smaller  commun- 
ities, inv  spite  of  the  hackneyed  and 
"half-baked  opinions  of  the  ubiquitous 
know-it-all,  who  prates  about  the  de- 
cadence of  the  Church  and  the  failure 
of  Christianity.  Among  the  inspiring 
books  by  W.  P.  Livingstone  are,  "Mary 
Slessor  of  Calabar,"  "The  White  Queen 
of  Okoyong,"  "The  New  Outlook,"  pre- 
senting a  new  spiritual  outlook  and  a 
higher  ideal  of  religion  as  part  of  the 
reconstruction  period  following  the 
social   havoc   wrought  by   the    war,  and 

53 


"Christina    Forsyth    of    Fingoland,"    the 
story  of  the  loneliest  woman  in  Africa. 

NEW  TENNIS  BOOK 

An  extremely  interesting  and  timely 
publication  has  been  issued  by  the  United 
States  Lawn  Tennis  Association  in  the 
form  of  a  very  useful  manual  for  tennis 
umpires  and  other  officials.  It  is  edited 
by  Edward  C.  Conlin,  who  is  chairman 
of  the  NationaJ  Umpires's  Association, 
which  alone  gives  it  authority.  The  pre- 
face is  an  endorsement  of  the  contents 
by  President  George  T.  Adee,  of  the 
U.   S.  N.  L.  T.  A. 

This  booklet  contains  the  laws  of  the 
game  of  tennis,  with  special  notes  on 
difficult  cases,  and  quotes  decisions  of 
those  cases.  There  are  complete  in- 
structions for  all  tennis  officials,  rules 
for  conducting  tournaments,  making  a 
draw  and  handicapping,  the  regulations 
covering  all  national  tennis  champion- 
ships. Besides,  there  is  a  very  splendid 
contribution  to  its  pages  in  the  way  of 
an  article  by  E.  B.  Moss,  of  the  Asso- 
ciated Press  on  the  subject  of  ''Publicity 
for   Tennis   Tournaments." 

Booksellers,  especially  those  who  sell 
sporting  goods,  will  do  well  to  bring  this 
to  the  attention  of  tennis  clubs  and  ten- 
nis enthusiasts  in  their  community. 

EVEN    ON    BROADWAY! 

To  the  lugubrious  skeptic,  the 
dramatic  mourner  who  sighed  and  pre- 
dicted failure  for  "Abraham  Lincoln," 
John  Drinkwater's  play,  because  it  was 
"too  good  for  the  public,"  a  public  sus- 
ceptible to  the  terpsichorean  marvels  of 
the  musical  comedy,  the  play's  success 
in  Washington  and  now  in  New  York 
is  a  revelation.  The  popularity  of  the 
play  in  Washington,  perhaps,  is  not  sur- 
prising, but  its  amazing  success  in  the 
region  of  Broadway  is  something  of  a 
vindication  of  the  theatre-going  public. 
The  mourner  of  perished  artistic  appre- 
ciation may  safely  lay  away  his  crepe. 

JOURNEYING  IN  JAPAN 

T.  Philip  Terry,  author  of  "The  Jap- 
anese Emjpire,"  is  making  an  extensive 
tour  of  Japan.  His  trip  is  taken  chiefly 
for  the  purpose  of  gathering  data  for  a 
new  and  larger  edition  of  "The  Japanese 
Empire"  to  bring  that  guide  book  up  to 
date,  so  that  it  will  meet  the  needs  of 
recent  extensive  tourist  travel  in  Japan. 

PSYCHIC  RESEARCH 

In  "The  Vital  Message"  Sir  Arthur 
Conan  Doyle  speaks  with  the  authority 
of  a  recognized  expert  in  psychic  ques- 
tions, such  as:  Are  the  dead  really  dead? 
This  book  is  an  original  and  startling 
discussion  of  the  subject  of  life  and 
death. 


The  Up-to-date  Advertising  Co.,  of 
Canister,  N.Y.,  makers  of  rulers  and 
other  lines,  are  taking  over  the  holdings 
of  the  Superior  Register  Co.,  of  that 
city.  The  new  property  will  give  them 
much-needed  increase  space  and  facili- 
ties for  carrying  on  the  manufacture  of 
the  lines  which  they  market  so  success- 
fully. 


BOOKSELLER     AND     S  T  A  T I 0  N  E  K 


Western  Canada's  Literature 

Review  of  Recent  Achievements  of  Canadian  Authors  of  the 

West,  and  Forecasts  of  Good  Things  to 

Come 

By  E.H.SCOTT 


WESTERN  Canada  is  making 
great  strides  from  a  literary 
standpoint.  Several  budding 
authors  have  brought  out  their  first 
books  in  recent  months,  and  have  joined 
the  ranks  of  the  few  like  Ralph  Connor, 
Mrs.  Nellie  McClung,.  and  Robert  J.  C. 
Stead,  whose  works  of  fiction  have 
taken  high  rank.  In  the  book  section 
of  the  Manitoba  "Free  Press,"  the 
editor,  Prof.  W.  T.  Allison,  in  a  lengthy 
introduction,  deals  with  the  various 
Westerners  who  have  of  late  achieved 
literary  fame.  "Last  year,"  he  states, 
"two  writers,  R.  J.  C.  Stead,  author  of 
'The  Cow  Puncher,'  and  Hopkins  Moor- 
house,  author  of  'Deep  Furrows,'  both 
Western  men,  ran  a  neck-to-neck  race 
as  big  sellers,  and  each  book  attained 
a  circulation  in  the  neighborhood  of 
twenty  thousand  copies.  Four  other 
Western  novelists,  Rotoert  Allison  Hood 
of  Vancouver;  Robert  Watson  of  Ver- 
non, B.C.;  Ralph  S.  Kendall  of  Calgary, 
and  Will  E.  Ingersoll  of  Winnipeg,  were 
also  fortunate  in  hitting  the  popular 
taste.  Another  writer,  whose  books 
have  sold  well  both  in  England  and  in 
Canada,  is  Janey  Canuck  (Mrs.  Arthur 
Murphy)   of  Edmonton." 

Coming  down  to  the  present  season 
mention  is  made  of  the  fact  that  West- 
ern Canada  is  represented  in  the  list  -by 
Robert  Watson  with  a  second  story, 
"The  Girl  of  O.K.  Valley";  by  Isabel 
Ecclestone  McKay  of  Vancouver  with  a 
Canadian  novel  entitled  "Mist  of  Morn- 
ing"; toy  Evah  McKowan,  whose  "Janet 
of  Kootenay"  tells  in  humorous  style  the 
story  of  the  founding  of  a  ranch  in 
British  Columlbia,  and  by  Professor 
Douglas  Durkin,  whose  first  romance, 
"The  Heart  of  Cherry  Mc-Bain,"  is  full 
of   Western   atmosphere.  ,. 

In  the  course  of  a  breezy  article,  Hop- 
kins Moorhouse  announces  that  he  has 
just  finished  the  manuscript  for  a  new 
novel,  "Every  Man  For  Himself,"  and 
in  another  article  by  Sergeant  Ralph  S. 
Kendall,  author  of  "Benton  of  the  Royal 
Mounted,"  he  states  that  at  the  request 
of  his  publishers  he  is  preparing  a  book 
dealing  with  old  days  in  the  R.N.W.P. 
The  writer  is  informed  that  Will  E. 
Ingersoll  of  Winnipeg,  whose  book,  "The 
Road  That  Led  to  Home,"  is  at  work  on 
another  manuscript  at  the  request  of  his 
publishers. 

More  recent  issues  have  been  three 
most  important  contributions  to  the 
world  of  literature  by  Western  authors. 
One  of  the  distinctive  books  of  the  year 
bears  the  title,  "Over  the  Canadian  Bat- 
tlefields," and  is  from  the  pen  of  J.  W. 
Dafoe,  editor  of  the  Winnipeg  "Free 
Prcs."  A  book  of  major  importance  by 
J.  F.  B.  Livesay,  is  "Canada's  Hundred 


Days,"  in  which  he  records  the  glorious 
achievements  of  the  Canadian  corps 
from  August  8,  1018,  until  the  signing 
of  the  armistice.  Mr.  Livesay  was  in 
France  as  Canadian  "Eye-Witness"  at 
this  period,  and  as  correspondent  of  the 
Canadian  Press.  For  several  years  he 
has  been  the  Western  representative  of 
this  association,  but  he  has  now  moved 
east  as  general  manager. 

The  third  book  is  by  Dr.  Joliffe,  pro- 
fessor of  Greek  in  the  University  of 
Manitoba.  It  is  entitled  "Phases  of 
Corruption    in      Administration      in    the 


Last  Half  Cenfury  of  the  Roman  Re- 
public." In  this  scholarly  work  he  has 
laid  bare  the  graft  system  which  per- 
meated the  Roman  republic,  and  which 
shows  that,  compared  with  the  ancients, 
the  grafters  of  to-day  are  but  infants 
in  the  art  of  bleeding  the  common- 
wealth. 

One  of  the  most  interesting  articles  in 
the  "Free  Press"  book  section  is  writ- 
ten by  Premier  W.  M.  Martin  of  Sas- 
katchewan, who  describes  glowingly  the 
success  of  the  travelling  library  sys- 
tem inaugurated  in  that  province  during 
the  winter  of  1914-15.  The  object  of 
this  system  was  to  provide  the  rural 
settlements  with  reading  material,  par- 
ticularly those  in  the  most  isolated  dis- 
tricts. Mr.  Martin  states  that  a  num- 
ber of  libraries  are  in  operation  in  dis- 
tricts from  50  to  70  miles  from  a  rail- 
way  station. 


Monthly  Record  of  New  Books 

Published  by  Firms  Established  in  Canada 


McClelland  &  stewart, 

LIMITED 
Fiction 

An  Awfully   Big     Adventure,   "Barti- 
m'eus,"      $1j50;      Sister     Anne!      Sister 
Anne!!  Gertrude  Arnold,  $1.50;  Between 
You  and  Me,  Sir  Harry  Lauder,  $2.75 
Mrs.   Marden,     Robert     Hilchens,   $1.50 
Helena,   Mrs.      Humphry     Ward,   $2.00 
Second  Youth,  Warwick  Deeping,  $1.50 
Sunrise   From   the      Hill   Top,   Beatrice 
Barmjby,  $1.65;   The   Search,   Grace  Liv- 
ingston Hill  Lutz,  $1.05;  The  Forbidden 
Trail,  Honore  Willsie,  $1.75;   On    Great 
Waters,  Frank  H.  Shaw,  $1.50. 

Non- Fiction 

The  Last  Four  Months,  Major-Gen. 
Sir  F.  Maurice,  $2.50;  The  Girl  of  the 
New  Day,  E.  M.  Knox,  $1.75;  Optimism 
and  Other  Sermons,  Rev.  Robert  Law, 
D.D.,  $1.50;  The  Lady  With  the  Other 
Lamp,  Blanche  Read  Johnston,  $2.50; 
Leaves  on  the  Wind,  D.  A.  Casey,  $1.25; 
The  Grey  Nuns  in  the  Far  North, 
Father  P.  Duchaussois,  O.M.I. ,  $2.50; 
As  a  Tale  That  is  Told,  Frederic  W. 
Macdonald,  $3.50;  Our  Greatest  Battle, 
Frederick  Palmer,  $2.75;  The  Glow- 
Worm  and  Other  Beetles,  J.  Henri 
Fabre,   $2.00. 

Juvenile 

In  Quest  of  a  Kingdom,  S.  Walkey, 
$1.50;  The  Boy's  Book  of  Redskins, 
Eric  Wood,  $1.50;  The  Captives  of  the 
Caves,  Capt.  Charles  Gilson,  $1.50; 
Keepers  of  the  Sea,  Frank  H.  Shaw, 
$1,50;  Treasure  Trove,  Frank  H.  Shaw, 
$1.50. 

THE    MITSSON    BOOK    CO.,    LIMITED 
Fiction 

Broad  Horizons,  W.  Everard  Edmonds, 

cloth,  $1.50:  Tom   Sawyer,  new   edition, 

Mark    Twain,   cloth,    75c;      Huckleberry 

Finn,    new    edition,    Mark    Twain,   cloth, 
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75c;  Roughing  It,  new  edition,  Mark 
Twain,  cloth,  75c;  Tramp  Abroad,  new 
edition,  Mark  Twain,  eloth,  75c;  Blue 
Water,  Frederick  Wm.  Wallace,  cloth, 
75c;  Ludendorff's  Own  Story,  Luden- 
dorff,  2  vols.,  cloth,  $7.50;  The  Charm 
School,  Alice  Duer  Miller,  cloth,  $1.40; 
Outland,  Mary  Austin,  cloth,  $1.60; 
Dust  of  New  York,  Ronrad  Bercovici, 
cloth,  $1.60.;  The  Cobbler  in  Wallow 
Street,  clotH,  $1.60;  The  Awakening  of 
Asia,  H.  M.  Hyndman,  cloth,  $2.00;  The 
Immortal  Flame,  Marie  Bjelke  Peterson, 
cloth,  $1.60;  What  Outfit,  Buddy  T. 
Howard  Kelly,  cloth. 

Juvenile 
Jolly  Polly,  Gertrude  Smith,  cloth, 
$1.50;  Catty  Atkins,  Clarence  Buding- 
ton  Kelland,  cloth,  $1.50;  The  Fairy  De- 
tectives, Rupert  Hughes,  clo'th,  $1.25; 
The  Heart  of  Pinocchio,  Collodi  Nipote, 
cloth,  $1.25. 

HODDER  &  STOUGHTON,  LIMITED 
Fiction 
Powt?r  of  a  Lie,  JcJhan  Bojer,  cloth, 
$1.70;  Deep  Waters,  W.  W.  Jacobs, 
cloth,  $1.60;  Dominant  Race,  F.  E.  Mills 
Young,  cloth,  $1.50. 

Non-Fiction 
War  and  the  Preaching,  Kelman, 
cloth,  $1.75;  VWal  Message,  Contan 
Doyle,  cloth,  $1.25;  Fellowship  in 
Thought  and  Prayer,  by  Basil  Mathews 
and  Harry  Bisseker,  paper,  $1.00;  Min- 
istry of  the  Word,  Rev.  G.  C.  Morgan, 
cloth,  $1.75;  War  ahd  the  Fear  of  God, 
James  Denny,  DD.,  cloth,  75c;  Where 
Science  a*nd  Religion  Meet,  toy  Wm. 
Scott  Palmer,  cloth,  $1.75;  Memories,  toy 
Lord  Fisher,  cloth,  $6.00. 

THE   RYERSON  PRESS 
Fiction 

Isaacs,  Joseph  Gee,  cloth,  $1.60;  Con- 
nie Morgan  With  the  Mounted,  James  B. 
Hemdryx,  cloth,   $1.50. 


R  ()  (.)  K  S  E  L  L  E  R      AND     S  T  ATION  E  R 


N  on-  Fiction 
" Spiritual   Voices   in     Modern   Litera- 
ture," Trevor     H.     Davies,   D.D.,   cloth, 
$1.75;   The   Little    Chap,   Rolbert   Gordon 
Anderson,  cloth,  75c. 

Juvenile 

Boyd     Smith     Mother     Goose,     Boyd 
Smith,  cloth,  illustrated,  $3.00. 
THOMAS    ALLEN 
Fiction 

"Drowned  Gold,"  Roy  Norton,  clofch, 
$1.65;  The  Ridin'  Kid  of  Powder  River, 
H.  H.  Knilbhis,  cloth,  $1.75;  -Strong 
Hours,  Maud  Diver,  cloth,  $1.90;  The 
Tie  that  Binds,  E.  H.  Porter,  cloth, 
$1.75;  Tangled  Threads,  E.  H.  Porter, 
cloth,  $1.75;  Across  the  Years,  E.  H. 
Porter,  cloth,  $1.75. 

Non-Fiction 

The  Secret  of  Heroism,  W.  L.  Mac- 
kenzie King,  cloth,  $1.25;  Canada's 
Hundred  Days,  J.  F.  B.  Livesay,  cloth, 
$5.00;  Over  the  Canadian  Battlefields, 
J.  W.  Dafoe,  cloth,  $1.00;  Through  St. 
Dunstahs  to  Light,  J.  H.  Rawlinson, 
cloth,  $1.00;  A  Labrador  Doctor,  Dr. 
Grenfell,  cloth,  $4.00;  Roosevelt,  Thayer, 
cloth,  $5.00. 

THE  COPP,  CLARK  CO.,  LTD. 
Non-Fiction 

Holland  of  To-day,  Wharton  Edwards, 
cloth,  $7.50. 

Juvenile 

The  Last  of  the  Mohicans,  Jas.  Fenni- 
more  Cooper,  cloth,  $3;  The  Little  Lead 
Soldier,  A.  Franchi,  cloth,  $1.50. 


Acton,  Ont. — George  Hynds  is  among 
the  booksellers  who  are  paying  special- 
ized attention  to  toys,  dolls,  games,  in- 
cluding wheeled  goods  and  children's 
sleighs. 

ADVERTISING  AS  A  VOCATION 

Frederick  J.  Allen  of  the  Bureau  of 
Vocational  Guidance,  Harvard  Univer- 
sity, and  Lecturer  on  Vocational  Guid- 
ance in  Boston  University,  is  the  author 
of  a  book  just  from  the  press  entitled 
"Advertising    as    a    Vocation." 

Mr.  Allen's  purpose  has  been  to  show 
the  nature,  growth  and  the  probable 
future  of  advertising  as  a  department 
of  the  'business  world,  the  divisions  and 
extent  of  the  field,  the  many  kinds  of 
mediums  employed  to  reach  the  buying 
public,  and  the  various  opportunities 
for  employment  to  be  found  in  publicity 
work.  Especial  emphasis  is  placed  upon 
the  demands  made  upon  the  individual, 
the  conditions  generally  recognized  as 
necessary  for  success,  and  the  rewards 
that  may  be  found  in  this  vocation — or 
the  more  vital  facts  that  should  be 
known  iby  the  vocation  counselor,  the 
parent,  the  young  man  or  the  young  wo- 
man and  the  boy  or  girl  who  wishes  to 
know  whether  to  enter  the  occupation 
or  to  prepare  for  it  in  the  school  and 
college  courses  recently  established. 

LOCKE  AND  FARNOL 

Among  the  good  things  coming  this 
month  is  "The  House  of  Baltazar,"  by 
W.  J.  Locke.  Another  new  book  by  one 
of  England's  leading  novelists  is  the 
"The  Geste  of  Duke  Jocelyn,"  by  Jeffery 
Farnol. 


MacLean  Publishing  Company  Has  Christmas 

Tree  for  Children 

Col.  John  B.  Maclean,    President   of   the    Company,  Gives  a 
Christmas  Treat  to  All  Children  of  the  Organization 


ON  the  Saturday  afternoon  before 
Christmas,  the  offices  of  the 
MacLean  Publishing  Company  on 
University  Avenue,  Toronto,  were  given 
over  to  the  children  of  the  organization 
and  their  parents.  The  idea  of  the 
Christmas  entertainment  originated 
with  Col.  Maclean  himself,  and  neither 
time,  effort,  nor  money  were  spared  in 
seeing  that  everything  was  arranged  to 
give  the  children  the  time  of  their 
young  lives. 

Something  in  the  neighborhood  of 
200  children  were  present  of  all  sizes, 
from  [babies  in  arms  to  grown  boys 
and  girls,  and  they,  with  their  parents, 
made  a  gathering  that  filled  the  main 
office  that  had  been  cleared  for  the  oc- 
casion and  flowed  over  into  the  new 
building  in    the   rear. 

In  the  centre  of  the  main  floor  was 
a  great  Christmas  tree  loaded  with 
gifts,  for  every  child  there  was  a  pres- 
ent, books  and  watches  and  flashlights 
and  toys   generally   were   there   in   pro- 


fusion, with  a  Santa  Claus  of  magnifi- 
cent size  presiding  over  the  ceremonies, 
supported  by  a  policeman  and  a  clown. 
When  the  lasfc  gift  had  been  received, 
and  the  last  Christmas  stocking  grasped 
by  eager  hands,  there  was  a  regular 
midway  to   attract   the   youngsters. 

At  the  front  was  a  magician  doing 
wonderful  things  with  balls  and  hand- 
kerchiefs; further  down  a  Punch  and 
Judy  show,  the  delight  of  the  younger 
children.  A  scale  for  trying  their 
weights,  and  a  booth  where  ice  cream 
cones  were  to  be  had  for  the  asking. 
In  the  new  building  the  young  ladies 
of  the  institution  served  tea  to  the 
mothers  and  fathers  of  the  children,  and 
here  was  a  mysterious  lady  who  would 
read  your  fortune  in  a  cup,  while  an- 
other part  of  the  floor  was  given  over 
to  dancing. 

A  Highland  piper  gave  the  necessary 
Scottish  tone  to  the  gathering.  Alto- 
gether it  was  a  great  affair  and  every- 
one had  a  splendid  time. 


Toymakers  at  Annual  Meeting  Claim  German 


Goods  Are  Being  Sold 


SERVING  warning  upon  the  buying 
public  that  a  lot  of  German  toys 
are  being  surreptitiously  foisted  up- 
on them  under  the  guise  that  they  are 
manufactured  in  France,  the  members 
of  the  Toy  Manufacturers'  Association, 
at  their  annual  meeting  in  New  York  on 
Tuesday  announced  that  they  would 
take  legal  or  other  necessary  steps 
through  their  tariff  committee,  to  pre- 
vent the  sale  of  imported  toys  that  are 
misrepresented  by  false  markings  as  to 
their  place  of  origin. 

Buyer  Should  Know 

They  claim  that  they  have  no  inten- 
tion to  boycott  or  to  interfere  with  Ger- 
man trade  but  that  the  buyer  should 
know,  by  true  markings,  where  the  toys 
offered  to  him  are  made.  They  point 
out  that  a  test  made  in  the  purchase  of 
certain  toys  has  shown  on  investiga- 
tion that  the  markings  "Made  in  Ger- 
many" have  been  changed.  In  one  in- 
stance a  toy  railway  train  market  and 
lettered  in  Fiench  was  found  on  close 
examination  to  be  marked  "Made  in 
Bavaria." 

From    Rotterdam 

Some  of  these  German  toys,  it  was 
stated  at  the  meeting,  had  come  from 
Rotterdam  this  year,  where  they  had 
been  stored  in  warehouses  since  the  be- 
ginning of  the  war. 

The  bulk  of  toys  on  sale  in  the  stores 
this  Christmas  are  made  at  home.  A 
few  of  them  came  from  Japan.  Depart- 
ment stores  generally  agreed  this  year 
to  pledge  themselves  they  would  not 
knowingly  sell  German  toys.  The  gener- 
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al  impression  was  that  before  the  war 
90  per  cent,  of  the  dolls  came  from  Ger- 
many. As  a  matter  of  fact,  only  44  per 
cent,  came  from  Germany  and  other 
parts' of  the  world;  the  rest  were  made 
in  America.  German  dolls,  it  was  as- 
serted, are  being  offered  as  French  dolls, 
and  legislative  action  would  be  sought 
to  prevent  this  imposition  on  the  public. 

Developing    Rapidly 

As  showing  the  development  of  toy 
manufacturing,  it  was  mentioned  that 
the  toys  manufactured  at  home  in  1913 
were  valued  at  $13,000,000,  whereas  the 
last  report  shows  a  value  of  $21,000,000. 
Thsre  are  330  toy  manufacturers  in  the 
country,  and  of  these  128  are  members 
of  the  association.  A  firm  must  be  two 
years  in  business  before  it  can  become  a 
member  of  the  association. 

Want    Higher   Tariff 

The  manufacturers  closed  their  meet- 
ing with  a  discussion  of  the  tariff  ques- 
tion as  affecting  their  industry.  The 
present  duty  is  35  per  cent.,  but  some 
members  of  the  association  would  like 
to  see  this  raised  to  50  per  cent.,  and 
a  suggestion  has  been  made  that  the 
matter  be  laid  before  the  proper  com- 
mittees in  Congress,  so  that  when  re- 
vision comes  up,  as  it  may  do  this  com- 
ing year,  due  regard  will  be  paid  to  giv- 
ing ample  protection  to  the  infant  toy 
industry  here.  The  future  of  tariff  legis- 
lation is,  however,  regarded  by  other 
manufacturers  with  a  great  deal  of 
doubt  and  misgiving,  the  belief  being 
that  not  much  is  likely  to  be  done  this 
coming  year  to  raise  the  tariff. 


BOOKSKI.I.KI!      AM)     STATIONER 


Music  Sales   in   Bookstores 

Some  Ideas  in  Specialization — Sunday  School  Trade  Should  be 

Especially  Fostered 


O  OOKSEI.LERS  should  sell  not  only 
4->  books  dealing  with  music,  but  sheet 
music,  and  all  kinds  of  sundries  in 
musical  merchandise.  Sheet  music  is 
more  alive  to-day  than  it  ever  was  be- 
fore. Besides  the  business  to  be  done 
with  songs  of  popular  appeal,  think  of 
the  endless  opportunities  dealers  have 
in  selling-  to  beginners  and  students  in 
music,  bcth  vocal  and  instrumental.  Then 
consider  the  various  special  avenues  for 
creating  music  sales.  For  instance,  the 
church  choirs  and  other  branches  of 
church  ativiities,  and  especially  the  Sun- 
day schools.  In  this  latter  connection 
it  is  appropriate  to  quote  the  following 
church  activities,  and  especially  the  Sun- 
day   school  teachers'   publication: 

"Army,  navy,  fair,  movie,  social  work, 
worship — everywhere  and  with  all  sorts 
of  people  music  is  a  feature  and  an  in- 
spiration; in  the  Sunday  school,  net  less 
than  elsewhere. 

"In  the  face  of  this  universal  exper- 
ience it  is  a  marvel  how  little  attention 
is  paid  in  the  Sunday  school  to  this  en- 
chanting art.  Every  other  part  of  Sun- 
day school  organization  and  equipment 
has  shown  greater  advancement.  As  to 
the  music,  this  is  mostly  the  last  thing 
to  be  improved.  In  too  many  Sunday 
schools  the  music  is  just  where  it  was  a 
generation  ago,  and  th.is  very  greatly  to 
the  Sunday  school's  loss,  for  a  Sunday 
school  without  crood  music  is  like  a  regi- 
ment withoiit  a  good  band,  or  a  social 
cire'e  without  an  instrument  or  singers. 

"It  is  worth  while,  for  example,  for 
a  school  to  take  stock  now  as  to  where 
it  stands  musically.  Is  adequate  pro- 
vision made  for  the  service  of  son?? 
Does  the  school  work  at  its  improve- 
ment? WihiPt  about  the  organ  or  the 
piano:  are  these  first-class,  and  kept  in 
first-class  condition9  The  organist,  or 
pianist,  the  leader,  are  these  wide  awake, 
and  real  lovers  of  music  and  of  children  ? 
lis  the  superintendent  keen  to  select  the 
right  hvmns  and  eager  to  have  the  who^ 
school1  join  in  their  rendering  ?  Do  the 
teachers  encourage  their  classes  to  take 
up  the  hymns  heartily?  What  about  an 
orchestra;  is  the  talent  that  exists 
amongst  the  teachers  and  scholars 
ut'lized  ?  These  are  questions  to  be 
asked  and  answered.  D  is  worth  a  half- 
dozen  evenings  of  the  teachers'  meeting 
to  maike  the  reckoning,  and  to  provide 
for  making  up  whatever  lacks. 

"This  particular  year  is  an  especially 
promising  time  to  make  a  start  for  bet- 
ter music.  We  have  the  new  Rook  of 
Praise,  which  is  sreatlv  richer  in  hvmns 
and  music  for  the  Sun  da  v  school  than  its 
predecessors.  What  a  lift  it  would  give 
to  the  music  if  even  a  dozen  of  the  best 
new  hymns  wer  picked  out,  and  superin- 
tendent, teachers,  organist,  and  leader 
should  join  their  efforts  to  ha"*>  them 
w?l'l  learned  this  coming  winter.  It  would 
be  easier  to  keep  up  the  attendance.  The 
session   of  the    school    would    go    more 


smoothly.  Its  atmosphere  would  im- 
prove. Any  work  that  it  took  in  hand 
would  go  with  more  zip.  The  influence 
would  overflow  into  the  public  worship 
and  the  home.  Good  music  is  a  medi- 
cine for  many  ills,  and  it  is  pleasant  to 
take." 

From  the  foregoing  article  it  is  readily 
seen  that  the  great  realm  of  music  in  the 
Sunday  school  has  scarcely  been  touched 
upon  as  yet.  The  suggestion  as  to  the 
formation  of  an  orchestra  would  put  the 
music  on  a  more  substantial  footing. 
Another  notable  innovation  would  be  the 
raising  of  a  children's  choir  to  augment 
the  general  singing  of  the  Sunday  school. 

PHONOGRAPHS  IN  SCHOOLS 

Most  stationery  stores  sell  phono- 
graphs and  records,  and  this  branch  of 
the  business  is  bound  to  benefit  by  the 
introduction  of  talking  machines  in  the 
public  schools.  As  a  writer  in  the  Tor- 
onto Globe  said:  "It  is  only  a  matter  of 
a  short  time  until  the  phonograph  be- 
comes as  well  recognized  as  the  black- 
board or  the  bookshelf  or  the  globe. 
This  should  be  especially  the  case  in  the 
rural  school,  whose  boys  and  girls  are 
debarred  from  the  music  privileges  of 
the  city.  But  in  every  school  the  phono- 
graph has  its  work  to  do.  Who  will 
prophesy  as  to  how  long  it  will  take  be- 
fore every  Canadian  school  worth  the 
name  will  have  its  moving-picture  ma- 
chine, its  phonograph,  its  bookshelves, 
its  sewing  machine,  and  its  collection  of 
pictures.     These   are   phases   of  the   so- 


cialization of  education,  which  is  the 
great  phase  of  education  with  which  we 
are  now  busy." 

Before  the  School  Board  of  Belleville, 
Ont.,  at  its  last  session,  a  representative 
of  one  of  the  phonograph  companies  ex- 
hibited a  phonograph  suitable  for  play- 
ing educational  records  in  the  school  and 
spoke  of  the  importance  of  that  means 
of  education. 

MUSIC  TRADE  NOTES 

The  growing  importance  of  the  Cana- 
dian sheet  music  trade  is  attracting  more 
music  publishing  firms  to  establish 
themselves  in  Canada.  The  latest  ar- 
rival is  a  branch  in  Toronto  of  a  leading 
New  York  music  publishing  house,  who, 
in  an   announcement,   say: 

"Our  office  in  Toronto  is  equipped  to 
give  a  quick  service  in  the  big  song  hits 
to  the  Canadian  trade.  This  eliminates 
the  customs  nuisance,  cuts  down  express 
charges,  and  saves  the  4  or  5  per  cent, 
exchange  you  are  charged  on  Canadian 
money  in  New  York.  The  big  sellers 
are  now  being  printed  in  Canada,  keep- 
ing thousands  of  dollars  in  this  country, 
some  of  which  will  find  its  way  back  to 
your  tills.  In  addition  to  this,  a  pro- 
fessional staff  of  live  wire  'song 
boosters'  are  featuring  the  new  songs  in 
the  Canadian  song  centres.  Back  of  this 
again  is  the  international  advertising  in 
the  big  magazines." 

On  opening  th°;r  mail  one  morning 
recently,  Whaley.  Royce  &  Co.,  Limited, 
found  an  order  for  a  set  of  their  "Im- 
perial Edition"  books  from  Yakusho  Yeo, 
a  teacher  in  the  Tamsui  Middle  School, 
Tamsui,  Formosa. 

A  Fijian  hymn  book  is  a  novelty  of- 
fered by  a  London  publisher.  It  is  writ- 
ten in  the  native  tongue  with  simple 
music,  based  upon  the  tribal  chants. 


Let  the   Babes   Beware  of   the  Wicked   Uncles. 


From  Sam  Hunter  in  Toronto  "Wo-M 
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A  fine  eraser  is  a  comfort  and  a  staff;  a  poor  one  a  broken  reed.  If  you 
appreciate  the  business-building  power  of  quality,  you  need  WELDON 
ROBERTS'  erasers  always.     World's   quality  standard.     88  styles. 


[^IllI^iIIiIl1Wl^f!?lll?lMM^^gs!^l?l?^? 


(Greetings 


for  1920 


WE  appreciate  the  good  business  we 
have  received  from  our  customers; 
we  appreciate  their  loyalty  and  for- 
bearance when  our  efforts  to  serve  them 
promptly  and  efficiently  have  failed,  through 
no  lack  of  endeavor  on  our  part. 

Now,  however,  the  plans  for  the  expansion 
of  our  business,  interrupted  by  the  war, 
have  been  put  into  operation  and  we  antici- 
pate being  better  equipped  to  get  out  our 
orders  with  facility  and  make  shipments 
with  greater  promptness  than  ever  before. 

To  our  Old  Friends,  we  send  our  Good 
Wishes  and  Hearty  Greetings  for  a  New 
Year  of  Happiness  and  Prosperity.  To  our 
New  Friends,  we  extend  a  Welcome  and 
voice  the  hope  that  the  years  to  come  may 
prove  happy  and  profitable  ones  for  them. 

A.  W.  Eaton 

Preside  nt 


Eaton,  Crane  &  Pike  Company 

Pittsfield,  Massachusetts 

225  Fifth  Ave.  New  York,  100  So.  Michigan  Ave.  Chicago 

1024  Filbert  St.  Philadelphia  53  Franklin  St.  Boston 

770  Mission  St.  San  Francisco 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higg 


ins 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and  best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  It.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago.   London 


271   Ninth  St. 
BROOKLYN,  N.Y. 


LEADING  BOXES 

B-l — 8   semi-moist   pans   6   standard   colors   with   sepia   and    char- 
coal gray. 

B-l — Special— 8   semi-moist   pans,    6    standard    colors    with    white 
and  black. 

A   variety  of  other  assortments  kept  in   stock. 


THERE  ARE  REASONS 

for  the  largely  increased  sales  of  Bradley  Water 
Color  Boxes  and  Crayons  for  schools.  The  stan- 
dard of  quality  has  been  maintained  and  prompt 
deliveries  are  always  made. 

For  sale  by  the  leading  jobbers,  or  trade  orders 
will  be  promptly  filled  by 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street,  -  Toronto 

Sole    Canadian    Agents    for    Milton    Bradley's    Art,    Primary 
and  Kindergarten  Materials. 
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RYCO 


TAPE 

MOISTENER 
ADDS  TO  PROFITS 

Retail 


price, 

$5  each. 

Wholesale 

price, 

$2.50    each. 

F.O.B.   Bellows 

Falls,  Vt. 
Made  of  pres- 
sed steel,  taiveo 
any  standard 
width  roll,  and 
is  so  sin\p!e 
sales  talks,  de- 
monstrations 
or    ''approval" 

6ales    are   unnecessary.      Users    like 
them     because     in     speeding     wrap- 
ping and  packing  they  moisten  tape 
perfectly.      Put  in  a  stock   now  and 
lose    no   sales    when    customers    call. 
Orders    shipped    day 
WRITE  FOR  PRICES 
AND  SAMPLES  OF 
SEALING  TAPES 


received. 

J.  F.  Ryan  &  Co. 

52    Vanderbilt   Ave. 
NEW   YORK 


GRAMOPHONE 
NEEDLES 

Buyers   should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    Se    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERIES  of  any  quantities  can 
be  despatched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood   Bank 
REDDITCH,  ENGLAND 


Dexter's 

STAR 

MANIFOLD 

LINEN 

M  1[pfc 

With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples    and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

W      ic'ici  Locks,   Connecticut 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


PULL  FASTENERS 

A  line  of  pull  fasteners  introduced  by 
a  Rochester,  N.Y.,  concern,  can  be  used 
the  same  as  rubber  bands,  and  come  in 
all  sizes  and  several  widths,  while  special 
sizes  can  be  made  to  order.  The  fast- 
eners are  placed  around  the  package, 
and  then,  by  means  of  pulling  one  end 
the  fastener  is  tightened  and  ready  for 
use.  For  loosening  it  is  only  necessary 
to  pull  the  shorter  end.  Fasteners  of 
this  nature  are  in  demand  by  lawyers, 
bankers,  insurance  agents,  civil  engin- 
eers, etc. 

NEW   MUCILAGE   POT 

T.  H.  W.  Scattergood  Co.,  1722 
Venango  St.,  Philadelphia,  Pa.,  are  the 
manufacturers  of  the  Scattergood  muci- 
lage pot,  which  has  many  points  of  value. 
The  feature  of  the  pot  is  that  liquids 
are  kept  clean  and  fresh  for  months. 
The  cover  sets  on  tightly  and  yet  can 
be  made  to  order.  The  fasteners  are 
placed  around  the  brush,  which  also  by 
the  arrangement  for  the  pot  is  kept 
free  of  any  of  the  liquid  getting  on  the 
handle.  The  base  is  especially  large  so 
that  the  danger  of  it  being  upset  is  very 
remote.  The  pot  has  an  inner  mouth 
wbic'h  can  be  used  for  wiping  the  brush, 
while  the  surplus  mucilage  goes  back 
into  the  reservoir. 

Another  valuable  feature  of  the  pot  is 
the  brush  that  the  manufacturers  provide 
with  each  bottle.  Users  of  the  common 
brush  will  vouch  for  the  trouble  that 
they  usually  give  and  the  manufacturers 
claim  for  their  brush  that  all  this  is  done 
away  w:th  ard  that  the  brush  will  al- 
ways remain  in  the  sarnie  condition  as  at 
the  time  of  purchase. 

NEW  DUPLICATOR 

A*  Pittsburgh  concern  is  marketing  a 
duplicator  for  copying,  reproducing,  or 
printing,  in  any  number,  circular  letters, 
maps,  price  lists,  drawings,  music  or 
tracings  for  fancy  work,  etc.  The 
originn.ls  may  be  prepared  with  pen, 
pencil  or  typewriter. 

It  is  only  necessary  to  make  one 
original  copy.  That  is  then  placed  on 
the  duplicator  for  one  to  five  minutes, 
after  which  it  is  removed  and  a  strong 
copy  of  it  is  left  on  the  machine.     lit  is 


NEW  QUICK  SELLING 
GAMES 

SALMON    FISHING 
AN    ENTIRELY    NEW 
FISHING  GAME 
DRIFT 
A  VERY  INTERESTING 
GAME   PLAYED   WITH- 
OUT DICE 
NURSERY   SERIES 
4      KINDS,      SOMETHING 
NEW    FOR    YOUNG 
CHILDREN 

Catalogue  on  application   to 
the  manufacturers 

GOODE  Bggg;  LTD. 

Airel   Works 

88-90       Clerkenwell  Road 

LONDON,  E.C.  1 

England 


Why  is  the  Peerless 
the  Best  Moistener? 


$1.00 


Ask  any  of  the  thousands  of  users 
and  they  will  tell  you  it  is  the  best 
on  the  market. 

Simple — Useful — Economical 
We   also   make   a   large   moistener 
for  large  offices  and  shipping  rooms 
at  $2.75  each.     Samples  sent  on  ap- 
proval. 

PEERLESS  MOISTENER  CO. 

826   S.  Claremont  Ave.    CHICAGO 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,   1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$2.10  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 
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INKSTANDS 

OF    ALL    STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

98  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  lines. 


WEBER    ARTISTS' 
MATERIALS 

TEMPERA  COLORS 
Tempera  Canvases  and  Academy 
Boards 
Students'  Tempera  Colors 
Finely    Prepared   Artists'    Oil    and 
Water  Colors 
Pastels  and  Pastel  Painting 
Materials 
Fine  Quality  Brushes 
Poster  Show  Card 
Colors 
Air  Brushes  and 
Materials 

Catalogue  on  Request 

F.  WEBER  &  CO. 

Manufacturing     Artists 

Colormen    since    1854. 

Factories  and  Main  House : 

Philadelphia,    Pa. 

Brandies : 

St.    Louis,    Mo.  ;    Baltimore, 

Ma 


The  Self-Filling 

FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100'/'  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and  Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


then  very  easy  to  print  the  desired  num- 
ber of  copies  from  this  impression,  either 
on  paper,  cloth  or  postal  cards.  It  is 
possible  to  turn  out  forty  or  more  copies 
of  the  original  in  fifteen  minutes.  After 
the  work  has  been  done  it  is  only  neces- 
sary to  wipe  off  the  surface  of  the  du- 
plicator with  damp  sponge,  and  all  traces 
of  ink  have  been  removed. 

NEW  SPECIALTIES 

Among  the  latest  productions  of  the 
Frank  A.  Weeks  Mfg.  Co.,  New  York, 
is  an  inkstand,  which  in  its  formation 
has  the  appearance  of  a  roll-tap  desk. 
They  are  made  in  either  single  or  double 
reservoirs  with  black  and  red  caps,  pre- 
senting a  most  handsome  appearance. 
Another  new  item  is  an  extra  large 
single  well  with  a  sliding  cover  of  hard 
rubber. 

A  NEW  COMPUTER 

Numbering  machines,  adding  machines 
and  accessories,  constitute  an  increasing- 
ly important  profit-jprodxieiing  line  for 
stationers.  In  adding  machines  -new- 
makes  appear  from  time  to  time,  and  it 
is  well  for  stationers  to  keep  posted  re- 
garding all  of  these.  It  doesn't  cost 
much  to  investigate  and  find  out  whether 
new  machines  put  on  the  market  can  be 
sucoesisfulDly  handled  in  any  stationery 
store. 

Probably  the  latest  arrival  in  comput- 
ing machines  is  the  Ross  Rapid  Com- 
puter, an  instrument  for  multiplication 
and  division.  It  figures  payroll,  inven- 
tory, interest,  compound  interest,  dis- 
counts, compound  discounts,  foreign  ex- 
change,  extensions,    mensuration,    etc. 

The  instrument  consists  of  scaled  dials 
numbered  1  and  2,  and  an  arm  numbered 
3.  When  any  two  number?  are  set  under 
arm  3,  their  product  or  quotient  is  shown 
by  a  large  arrow  marked  "answer,"  while 
a  small  arrow  marked  "proof"  shows  the 
proof.  Another  turn  of  arm  0  multiplies 
or  divides  the  first  result  by  any  other 
number  desired. 

It  is  8  inches  in  diameter,  is  made  of 
weather-and-wear  proof  celluloid';  is  dur- 
able, simple,  compact  and  effective.  This 
instrument  is  made  and  sold  by  the  Com- 
puter Mfg.  Co.,  25  California  St.,  San 
Francisco,  Cal. 

LISTS  RECEIVED 

From  McClelland  &  Stewart  comes  a 
special  list  of  the  works  of  Hu^h  Wal- 
pole.  which  this  firm  is  bringing  out  in  a 
uniform    edition. 


59 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 

We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,   Cushions   and   Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'*  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising  Signs   and   Banners. 
Purses,   Wallets   and    School   Bags. 
Powder  Puffs. 
Souvenir  Novelties. 
Booklets,  Post  Carda,  etc. 
Toy  Books. 

If  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


DUO  FASTENERS 


Pat.  Feb.  22.  1916 

A  New  BLACK  BOX  Product 

Lightest    Weight — Most   Economical    of 
Prong   Fasteners. 

Made   in   two  sizes  for  Standard  punching  : 
No.    1 — Prongs    1%    in.    long 
No.   2 — Prongs   2%    in.   long 

Packed  in   a   Black   Box. 

Cushman  &  Denison  Mfg.  Co. 

NEW  YORK 


«7*D*>V     The 


pfeMU^ 


a  ; 


"Premier' 

(Rtg.  N".  14345)  ,g§| 

Paper 
Binder 


634  644 

Made  in  lengths  of  1/4"  to  6n. 

Sole  Makers 

TWIGG   &  BEESON 

Ludgate  Works, Bir  mingham 
England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 

Drawing  Pins,  etc. 
London    Office  :     27  Paternoiler  Square,  EC.  2 
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RUBBER  STAMPS,   SEALS,  STENCILS 
Numbering  Machines,  Inks  and  Accessories 

A  WHERE-TO-BUY  DIRECTORY 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


Manufacturers  of 

Adding  Machine  Rolls 
Die  Wiping  Paper 

and 
ALL  CLASSES  OF  SMALL  ROLLS 
FOR    AUTOMATIC    REGISTERS 

Paper  Manufacturers   Co. 

Philadelphia  Penna. 


SELLING  SUGGESTIONS 
FOR  RETAILERS 

LATEST  TRADE  NEWS 

BUSINESS  THAT  AWAITS  YOU 

There  is  a  tab  of  business  to  be  done 
by  every  stationer  in  stock  rubber  stamps 
and  rubber  staimips  made  to  order.  The 
trouble  is  that  dealers  are  too  prone  to 
pass  up  this  department  by  merely 
stocking  a  few  rubber  stamp  printing 
outfits  for  boys,  a  few  sign  printing  out- 
fits, rubber  stamp  pads  and  stamping 
inks.  Tin  'the  case  of  pads  and  inks.,  the 
stationers  are  not  lax.  They  nearly  all 
carry  a  good  range  of  these  items,  and 
sell!  them  quite  readilly  because  people 
have  come  to  know  this  and  that  they 
can  be  sure  of  getting  wibat  they  want 
when  they  go  to  a  stationery  store  for 
any  of  those  items.  The  sa/me  impres- 
sion should  be  abroad  in  the  comimunity 
as  regards  the  stationery  ^tore  in  re- 
spect to  other  associated  lines  sudh  as 
accessories  for  adding  and  computing 
machines,  stencils,  seals,  brass  dheeks, 
hand-embossing  machines,  and  numerous 
other    kindred    goods. 

These  goods  should  not  be  hid  under  a 
bushel  in  the  store,  but  should  be  pro- 
minently displayed  and  their  use  demon- 
strated. 

This  can  be  done  both  inside  the  store 
by  means  of  showcase  and  counter  dis- 
p'ays,  and  in  the  show  windows.  Price 
cards  and  show  cards  should  be  liberally 
used.  The  line  is  a  most  interesting  one 
and  imianufacturers  will  be  found  ready 
to  co-operate  witfti  dealers  who  show  a 
disposition  to  aggressively  go  after  this 
business. 

Use  Catalogues 
A  good  plan  in  selling  rubber  stamps 
is  to  make  arrangements  with  one  of  the 
manufacturers  to  get  a  supply  of  eata- 
'o^ues,  which  leading  firms  in  this  line 
are  in  a  position  to  supply  to  retailers 
with  their  imprint.  Some  of  these  cata- 
logues are  most  comiproher.sive,  featur- 
ing: many  associated  items  besides  rubber 
stamps  themselves. 

Ticket  Punches 
Besides  beincr  used  by  street  ear  con- 
ductors, milkmen,  bakers,  and  in  various 
factories,  ticket  punches  are  quite  exten- 
sively used  in  card  games.  This  is  a 
nl:ne  that  sbculld  be  stocked  in  every 
stationery  store,  but  it  would  surprise 
you  to  know  of  the  proportion  of  tfbese 
stores  where  rot  a  single  punch  is  car- 
ried in  stock!  If  you  are  one  of  the^e 
lax  driers,  remedy  this  state  of  af- 
fairs without  delay. 
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'The  Guarantee  of  Quality" 


ULTON 


Self-Inking 


Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


5  Stamp  Pads 

M  Manufactured  by 

3  FULTON  SPECIALTY  CO. 

J    Elizabeth,  New  Jersey 

••▼TTTTTTVTTTTTTVTTTTTTT»5 


jmi^JIi'fMSM-^^^nSMMM^^ 


The  spaces  on  this  page 
are  equivalent  to 

Double  Buyers* 
Guide  Spaces 

VTHE  RATE   IS 

$5.00  Per  Month 

on  Yearly  Contract 

Single  Insertion  $7.00 

A  Good  Live  Page — High  Value  in 
Publicity  at  Minimum  Cost. 


^j^mfrSEtt^ucSMu^mMZM^iL 


Space  2]/^   x  I Yi" 

$3  Per  Month 

On  Yearly  Contract 


TICKET   and  CONDUC- 
TOR PUNCHES- 

the  best  made 

The  Fred  J.  Meyer  Mfg.  Co. 

HAMILTON.  OHIO.  U.S.A. 


Y2  inch  space 

$1.25  per  month 

On  Yearly  Contract 
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Western  Union 
Telegraphic  Code 


FIVE  LETTER  EDITION 


380,000  Phrases 

Reduces  initial  cost  of 
cabling  50%  and  per- 
mits greater  economy 
than  other  codes  be- 
cause of  its  superiority. 


Price  $30.00 


Published    by 

International  Cable  Directory  Co. 

17  State  Street,  New  York 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 
Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING   MACHINE   ROLLS 

Paper    Manufacturers    Co.,    Inc.,    626    Cherry    St.. 
Philadelphia. 

ART   SUPPLIES. 
Artists'    Supply    Co.,    77    York    St.,    Toronto. 
A.   Ramsay   &   Son    Co.,   Montreal. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria    St., 
Toronto. 

BELTS 
Davis    Novelty    Co.,    Mappin    Bldg.,    Montreal,    Que. 

bIMJtKS 
Elbe    File   &    Binder   Co.,   97    Reade   St.,   N.Y.    City. 

BLACKBOARDS    (Slate   and   Hyloplate) 
Geo.   M.   Hendry    &   Co.,   215    Victoria   St.,   Toronto. 

BILL    FOLDS 
Davis    Novelty    Co.,    Mappin    Bldg.,   Montreal,    Que. 

BLANK    BOOKS. 
Boorum    &    Pease   Co.,    Brooklyn.    N.Y. 
Buntn..    Gillies    &    Co.,   Hamilton. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto. 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The   Copp,    Clark    Co.,  Toronto. 
Warwick    Bros.    &   Rutter.    Toronto. 

BLOTTING    PAPERS. 
Eaton-Dikeman   Co.,   Lee,   Mass. 
Menzies    &    Co..    Limited.    Toronto. 

CASH    REGISTER    ROLLS. 
P?per    Manufacturers    Co.,    Inc.,    626    Cherry    St., 
Philadelphia. 

CELLULOID    GOODS 
E.    Davis    &    Co.,    Drummond    Bldg.,    Montreal. 
Pugh   Specialty   Co.,   38    Clifford   St.,   Toronto. 

CODE   BOOKS. 
The     American     Code     Co.,     83     Nassau    St.,     New 

York. 
Internatianal    Cable   Directory,    17   State   St.,   New 
York,   N.Y. 

CRAYONS. 
Binney    &    Smith,   New   York. 

A.     R.     MaoDougall     &     Co.,     468     King    St.     W., 
Toronto. 

DIE    WIPING    PAPER 
Paper    Manufacturers    Co.,    Inc.,    626    Cherry    St., 
Philadelphia. 
EYELETTING  MACHINES  AND  EYELETS 
Elbe    File   and   Binder  Co.,   New   York.   N.Y. 
Menzies    &    Co..    Limited,   Toronto. 
Rivet-O   Mfg.   Co.,    Orange.   Mass. 
ENVELOPES. 
Buntin,   Gillies  &   Co.,  Hamilton. 
Copp.    Clark   Co..   Toronto. 

W.    V.   Dawson,   Limited,   Montreal.  Toronto,    Win- 
nipeg. 
Menzies   &   Co.,    Limited,   Toronto. 
Warwick   Bros.    &    Rutter.   Toronto. 

ERASERS. 
Menzies    &   Co.,    Limited,   Toronto. 
Weldon    Roberts   Rubber   Co.,    Newark,    N.J. 

FANCY    PAPERS.    TISSUES    AND    BOXES. 
Dennison   Mfg.   Co.,    Boston. 
Menzies    &   Co.,    Limited,   Toronto. 

FILES 
E'.be   File   &   Binder   Co..   97   Reade   St.,   N.Y.    City. 

FOUNTAIN   PENS. 
Modern    Pen    Co.,    New    York. 
Mabie.   Todd    &    Co..    473   College   Ct.   Toronto. 
A.     R.     MacDougaU     &     Co.,     468     King     St.     W.. 

Toronto. 
L.  E.   Waterman   Co..  Montreal,   Que. 

INKS,  MUCILAGE   AND   GUMS. 
Chas.   M.    Higgins    &   Co.,    Brooklyn,    N.Y. 
The  Carter's   Ink   Co..  Montreal. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Reliance    Ink    Co.,    Winnipeg,    Man. 
Royal    Ink    Co.,    63   Yonge    St.,    Toronto. 
S.    S.    Stafford    Co.,    Toronto. 

"Glucine,"   Menzies    &    Co.,    Limited,    439    King    St. 
W.,   Toronto. 

INDELIBLE   INK. 
Carter's    Ink    Co.,    Montreal. 
Payson's    Indelible   Ink. 
S.    S.    Stafford    Co..    Toronto. 

INKSTANDS. 
A.     R.     MacDougall     &     Co.,     468     King     St.     W., 
Toronto. 

KINDERGARTEN    MATERIALS. 
Geo.    M.    Hendry    Co.,    Limited,    215    Victoria     St  . 
Toronto. 

LADIES'   PURSES 
Davis    Novelty   Co.,    Mappin    Bldg..   Montreal,    Que. 

LEATHER     GOODS 
E.    Davis    &    Co..    Drummond    Bldg..    Montreal. 
Davis    Novelty   Co.,    Mappin    Bldg.,   Montreal.    Que. 


MAPS 


We  can  supply  the  trade  with  anything  in 
the  map  line  as  well  as  undertake  any  kind  of 
Map- Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N..  Hamilton,   Ont. 


WATERSTON'S 


BEE 


BRAND 


SEALING  WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 
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THE  NAME 


Reliance 


MEANS   PERFECTION 


IN  INK 

RELIANCE  INK  CO. 
LIMITED 

Winnipeg,  Manitoba 
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The  Davis  Novelty  Company 

(Reg'd) 

A  large  assortment  of  Billfolds  and 
Ladies'  Purses  in  stock. 
Also  Men's  Leather  Belts,  Boy  Scout 
Belts,  School  Bags  for  boys  and  girls, 
Photo  and  Certificate  Cases,  Cigar- 
ette Cases,  etc. 

Mappin    Building,       Montreal 

Telephone  Uptown  398 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low    prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


This  Space  $3.00    a 

Year  on   Yearly 

Contract 


I.KAD    AND    COPYING    PENCILS. 
American    Pencil  Co.,   New  York. 
Wra.    Cane    ft    Sons,   Newmarket.    Ont. 
A.     R.     MacDoug-all     ft     Co.,     468     Kins     St.     W.. 

Toronto. 
Menzies    ft    Co.,    Limited.   Toronto. 

LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 
Boorum    ft    Pease   Co.,    Brooklyn. 
Buntin.    Gillies    ft    Co.,    Hamilton. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp,  Clark  Co..  Toronto. 
Luckett   Loose  Leaf,   Limited,   539   King   St.   West, 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill  &  Vietor.  22  Cliff  St.,  New  York  City. 
Elbe    File   ft   Binder   Co.,   97   Reade   St..   N.Y.   City. 

MAPS   AND   GLOBES 
Rand.   McNally   ft   Co..    Chicago. 
The   Copp,   Clark   Co.,   Toronto. 
Geo.   M.   Hendry   Co.,   215   Victoria  St.,   Toronto. 
The    Scarborough    Co.    of    Canada,    Hamilton,    Ont 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
r'APER  FASTENERS. 
Ideal    Speci:ii*..es    Mfg.    Corp.,    652    Pearl    St.,    New 

York    City. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     ft     Sons,     Limited,     W.     V.,     159     Queen 
Victoria    St..    London,    E.C. 
PAPETERIES   AND  WRITING  PAPERS. 
The    Copp    Clark    Co..    Toronto. 
Buntin,    Gillies    ft    Co..    Hamilton.    Ont. 
Clark    Bros.    &    Co.,    Winnipeg,    Man. 
W.   V.   Dawson,    Limited,   Montreal,   Toronto,    Win- 
nipeg. 
Menzies    &   Co.,    Limited,   Toronto. 
Warwick    Bros,   ft   Rutter.   Toronto. 
A.     R.     MacDougall     ft    Co.,     468     King    St.     W., 
Toronto. 

PLAYING  CARDS. 
Goodall's   English    Playing   Cards.    A.    O.   Hurst.   32 

Front   St     W..   Toronto. 
Standard  Playing  Card  Co.,  Chicago,  111. 
II.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.    Davis    &    Co..    Drummond    Bide..    Montreal. 

PHONOGRAPH     SUPPLIES 
H.  A.   Bemister,   10  Victoria  'it.,   Montreal,   Que. 
Arthur  K.   Kemipton,    511    St.  Catherine   St.,   Mont- 
real,   Que. 

PHOTO    CASES 
Davis   Novelty   Co.,   Mappin   Bldg.,   Montreal,   Que. 

POST    CARDS.    GREETING    CARDS,    ETC. 
W.   E.   Coutta,    145   Adelaide   St.   W.,  Toronto. 
A.    O.    rrurst,    Canadian    representative,    32    Front 

St.    W.,    Toronto. 
Menzies    ft    Co.,    Limited.   Toronto. 
Pugh   Specialty  Co..   38-42   Clifford   St..  Toronto. 
Valentine   ft    Sons    Publishing   Co.,   Toronto. 

PUNCHES    (Cutter,   Eyelet,    Round-Hole,   etc.) 
Rivet-0   Mfg.   Co.,    Orange.   Mass. 

PRONG   FASTENERS 
Rivet-0   Mfg.    Co.,    Orange,    Mass. 

RUBBER    STAMPS,    STENCILS,    ETC. 
Bernard   Cairns.   77   Queen    St.   W.,   Toronto. 
Fulton    Specialty    Co..    Elizabeth.    N.J. 
SCIENCE    APPARATUS 
Geo.   M.   Hendry   &  Co.,   215  Victoria   St..   Toronto. 

SCHOOL   SUPPLIES. 
Geo.    M.    Hendry    Co.,    Limited.    215    Victoria    St., 
Toronto. 

SCHOOL    BAGS 
Davis   Novelty   Co.,   Mappin   Bldg.,   Montreal,   Que. 

SCHOOL    AND    OFFICE    RULERS. 
The    Up-to-Date    Co..    Canisteo.    N.Y. 

SHEET   MUSIC. 
McKinley  Music   Co..    1501-15    East  Fifty-Fifth    St., 
Chicago. 

STATIONERS'  SUNDRIES. 
Buntin.  Gillies  ft  Co..  Hamilton. 
The    Copp,    Clark    Co..    Wholesale    Stationers.    To- 
ronto. 
Clark  Bros,   ft  Co.,  Ltd..  Winnipeg,  Man. 
W.   V.  Dawson,   Limited,   Montreal,  Toronto,   Win- 
nipeg. 
Warwick  Bros,  ft  Rutter,  Toronto. 
E.    Davis   &    Co..    Drummond    Bide..    Montreal. 

STEEL    WRITING    PEN8. 
John    Heath,    8    St.    Bride   St..    E.C.    London. 
Hinks.   Wells   ft   Co.,   Birmingham,   Bnc 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian   Representatives. 

TOILET    GOODS 
E.    Davis    &    Co.,    Drummond    Bldg..    Montreal. 

TOYS,  DOLLS,   PUZZLES,  ETC. 
A.    C.    Gilbert. 

Menzies    ft    Co.,    Limited.   Toronto. 
E.    Davis    ft    Co.,    Drummond    Bldg..    Montreal. 


Excellent   for   holding    Essays,    Class    Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made   in    all    sizes.      Capacity    of    back.    r\" 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

School  Rings. 

Elbe  No.  1  Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


10c  A  LINE 

PAYS  FOR 

NAME  and 
ADDRESS 

UNDER 

Directory  Headings 

ON 

THIS  PAGE 


62 


BOOKSELLER     AND     STATIONER 


BOOK  BUYERS'  GUIDE 


AS2.00  BOOK  FOR  nMIV  $1.50 

WtA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Dr.WIHFIELD  SCOTT  HALL,  Ph.D. 

Noted  A  uthority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE  - 
What  every  young  m*n  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacber  and  nurse  should  know. 
Sex  Facta  Hitherto  Misunderstood 
In  plain  wrapper  for  only  «,  rn 
postage  10 cents  extra.  jl.DU 


McClelland  &  stewart, 

Limited 
215  Victoria  St.,  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian   Grammars 

MADE  IN  THE  U.8.A. 
Grammar  Smparatm.  $1.00 

Grammar  wUk  Ka*  gt.MM 

WYCIL  &  COMPANY 

206  Broadway  Now  Yark  City 

Llb.r.l  Di. count,  ta  tko  Trad* 


One  of  these 

Buyers'  Guide 

spaces 

li/2"  x  2Vi" 

costs  $3  a 

month  on 

yearly  contract. 

Highly  Effective 

Publicity  at 
Minimum  Cost 


Classified  Advertising 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  at  ink.  Re- 
ceived highest  sward  at  many  Expositions. 


LANGUAGES 

U/ORLD-ROMIC  SYSTEM,  MASTERKEY 
vv  to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages.  143  West 
•7th.  New  York. 

It        PROFIT  I      "SCIENTIFIC     SALES- 
/         mansMp     Course,"     20    booklets,     20 
I  lessons,    $2  ;    "Mail-Method)  Mercihan- 

I  ^^    dising,"     24     lessons,     $2 ;     "Healtih- 
/   *B     Wealth"     Method,     great     27-lesson 
I     ^^     health  culture  course,  26c ;  "Cure  of 
'  Consumption,"     10c ;     "Sexual     PihSl- 

osophy."  world's  greatest  sex  manual,  12c. 
Booksellers,  -50%  discount.  Prepaid.  "Hetilth- 
Wealth"  Pub.  House,   LawTence,  Massachusetts. 


UNUSUAL 
OPPORTUNITY 

for  young  man  who  knows  the 
Canadian  book  trade  to  travel 
and  manage  established  branch 
of  American  Book  and  Bible 
Publishing  House.  State  ex- 
perience fully;  also  age  and 
salary  expected.  All  communi- 
cations strictly  confidential. 
Address  Box  125,  Bookseller  and 
Stationer,  Toronto. 


Every    Bookshop 
Assistant 

Should   receive    his  or  her  own 
copy  of 

Bookseller  &  Stationer 

regularly 


$1.00  A  YEAR 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 


517  Wellington  St.  Wast 


Toronto 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 

Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know, 
What  a  Young  Husband   Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women: — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What    a    Woman    of    45    Ought    to 

Know. 

$1.20  Each. 


THE  RYERSON  PRESS 


Publishers 


Toronto 


YOUR  ADV. 
HERE 

WILL  BE 

RECEIVED  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 
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British  Goods  Are  Standards  of  Value 


School  and  Office 
Requisites 

GEO.  WRIGHT  ft 
CO.,  Headquarter! 
for  S  t  a  t  i  o  nera' 
Sundries.  The  "Re- 
quisite House,"  92, 
Clerkenwell  Road, 
London,  E.  C.  1. 
Contractors  to  the 
Home  and  Colon- 
ial Government*, 
the  London  Coun- 
ty Council,  'etc. 
Manufacturers  to 
the  Wholesale  and 
Export  Trade. 
Scholastic:  Rules.  Drawing  Instruments, 
Wright's  "Blacki'ne,"  Nature  Study  Box, 
etc.  Commercial"; '  Filing  Apparatus,  Ink- 
stands, Stationery  Cases,  Cash  Boxes, 
Wright's  Pencil-pointed  Pens,  and  General 
Office  Sundries.  Fancy:  Tourists'  Writing 
Cases.    Penholders,    and    Games,    etc. 


"Wright's 

Dustles"  Chalk 

is  the  Very  Best 

for  Blackboards  - 


STATIONERS' 

CARDED  GOODS 

IN  ALL  VARIETIES. 

Pens,  Penholders,  Pencils,  Eras- 
ers for  pencil,  ink  or  typewrit- 
ing; Pocket  Pencils,  Mapping 
Pens. 

Writing  &  Drawing  Sets 

Compasses,  Set  Squares,  Pro- 
tractors, Rules,  Rubber  Bands, 
Drawing  Pins,  Fountain  Pen 
Clips,  etc. 

ALL  BRITISH  MADE. 

H.  A.  COOMBS 

10,  Farringdon  Avenue,  LONDON,  E.C.  4 

Illustrated  List  on  Request. 


BOOKSELLER 
&  STATIONER 

IS  READ  BY  THE 
TRADE  FROM 
COAST  TO   COAST 


£l4s.2d. 

PER  MONTH 

WILL  BRING  YOUR 

GOODS    TO    THEIR 

ATTENTION    EACH 

MONTH. 

-  IV 


Hold  the  Line 

Here's  the  line  to  hold 
— John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  hy  all  the  leaJinf  Whole- 
tale  Houses  in  Toronto  &  Montreal 

(Registered) 
Landon  (En|.)  Eiport  Agency 

8  St.  Bride  Street 
LONDON,  E.C. 
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William  Sinclair  &  Sons 


(Stationers) 


Limited 


Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office  and  Factory: 

ALBERT    WORKS 

Otley,   Yorks,    England 

LONDON:— 22.  Ivy  Lane.  Paternoatar  Raw.  E.C.  4 


BAGSTER  BIBLES 

BAGSTER   Teacher  Bibles 
Good  Clear  Type 

BAGSTER   Daily  Light  on    the 
Daily  Path. 

Large  Type,  Small  and    Gem. 

BAGSTER   Bible  Students'  Books 
BAGSTER   Tiny  Text  Books 
BAGSTER   Bible  Books 

At  all  Booksellers.  Lists  free  by  Post. 

BAGSTER,  15  Paternoster  Row 

LONDON,  ENGLAND 

Canadian  Representative  : 

Frederick  D.  Goodchild,  266  King  St.  W.,  Toronto,  Ont. 


This    illustrates 
our    new 

"ROT AX" 

LOOSE  -  BACK 

BINDER 

which  makes  Fillings 
without  Perforation 
an  easy  matter. 


W.  H.  HILTON  &  CO. 

%;;j-.r     ROCHDALE,  England 

MAKERS  OF  OVER  80  DIFFERENT  PATTERNS  OF 

LETTER    FILES 

for    progressive    and    up-to-date    Stationers    who 

should  carry  a  stock   of  these  Ready-Selling  and 

Money-Making  Lines. 


This  illustrates  our 

"REGENT" 
LEVER   ARCH   FILE 

which  packs  flat  for  export 
purposes 


We  shall  be  pleased  to 

mail  you  prices  and 

particulars. 


There  is  One  Marking  Ink 

which    can    always    be   relied    upon,    and    never   causes 
complaints,    namely — 

JOHN   BOND'S 

"CRYSTAL  PALACE" 

MARKING  INK 

That  is  why  it  is  used  by  the  Royal  Households,  the  Admir- 
alty, Army,  London  County  Council,  Metropolitan  Asylums 
Board,  and  Crown  Agents  for  the  Colonies,  etc.,  and  why  it  is. 

the   Ink  recommended   by 

The  Copp  Clark  Co.,   Limited,  -  Toronto 

REQUIRES  NO  HEATING 

In   15  and  30  cent  bottles  ;  or  by  the  oz.,  pint,  or  quart- 
It  pays  to  push  this  ink. 


A  popular 

quick    selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  steel  ud  made 
in  one  of  Birmingham',  beat 
equipped  factories,  tail  dandy 
writing  pen  will  prore  a  mighty 
fine  seller  for  arerj   lire  dealer 


Be  aure  to  see  aamplea  before  jou  order  jour  new  etock.    You'U 
find  our  price*  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
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559 

ARROW  BRAND 

As  fine  a  ruler  as  can  be  made,  being  built  of  genuine  Boxwood  with  inserted  edges  of  highly 
tempered  and  polished  ribbon  steel.  The  ends  are  protected  by  riveted  brass  plates,  making  this 
ruler  entirely  metal  bound  and  practically  indestructible. 

Arrow  Brand  Boxwood  Rulers  allow  the  dealer  a  handsome  profit. 

Westcott-Jewell   Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


Artists'    Supply    Co 61 

Argus   Mfg.  Co 14 

American    Lead    Pencil    Co , 7 

Allen,     Thos '. 24 

Bagster      ■ 65 

B.     B.     B.     Company 26 

Bemister,    H.    A 5 

Binney     &     Smith     Company     7 

Boorum    &    Pease    6 

Buntin,    Gillies    &    Co Back    cover 

Broadway     Smallwares     58 

Bond,     John     65 

Brown,     N.     L 14 

Cane   &   Sons,    Ltd.,    Wm Inside   back   cover 

Carter's  Ink  Co 26 

Climax    Baler   Co 61 

Copp-Clark    Company     29,    C2,    63 

Coombs,    H.    A. 64 

Coutts,    W.    E 34 

Cushman   &   Denison   Mfg.   Co 59 

Canadian    Pacts    Pub.    Co 18 

Carmichael    &    Co.,    Peter    . 25 

Davis  Novelty  Co 62 

Dawson,    Ltd..    W.    V 5 

Dexter    &    Sons,    Inc..    C.    H : 58 

Dominion    Blank    Book    Co 30 

Eaton,    Crane    &    Pike 57 

Eaton-Dikeman    Co 14 

Esterbrook    Pen  Manfg.  Co ' 6 

Elbe  File   &    Binder  Co 62 

Eagle    Rubber    Co 16 

Empire    Typewriter     8 

F.   B.    Manufacturing   Co 58 

Fulton    Specialty   Co 60 

Goode     Bros 58 

Gottlieb    &    Sons,    L 17 

Henley,  N.  W 20 

Heath     &    Sons,    John     64 

Hendry   Co.,    Limited,    Geo.    M 57 

Higgins    &    Co..    Charles    M 57 

'  Hinks,   Wells   &  Co 65 

Health-Wealth    Publishing    Co 63 

Hilton,    W.    H 65 

Hurst,    A.    O 32 

Irish,   G.    L 62 

International    Cable   Directory    61 

Jeffay    Bros.    Co 18 

Kempton,     A.     K 27 

Languages 63 

Luckett     Loose     Leaf     Co..     Ltd 4 


MacDougall,    A.    R 9,    10,    11.    12,    13    and  32 

Macdonald    Wire    Goods    Co 25 

McClelland    &    Stewart,    Ltd front    cover,    22,  63 

McFarlane,    Son    &    Hodgson,    Ltd 62 

McKinley     Music     Co 14 

Mittag   &  Volger,  Inc Inside  back  cover 

Modern    Pen    Co 26 

Menzies    &   Co.,    Ltd 1 

Myers    Mfg.    Co.,    Fred.    J 60 

Musson    Book    Co 28 

MacLean's    28 

Moore   Push    Pin    Co ' 14 

Macmillan    Co 19 

Mabie,   Todd  &  Co 33 

National   Blank   Book   Co 30 

National    Cash    Register    Co 2 

Newnes 21 

Onken    Co.,    Oscar    14 

O.    K.    Manufacturing    Co 6 

Paper     Manufacturing     Co.            60 

Pugh    Specialty    Co.,    Ltd 59 

Peerless     Moistener     58 

Playth  ings    g 

Ramsay     &    Son     Co.,     A 8 

Reliance    Ink    Co. 61 

Rivet-0    Manufacturing    Co 26 

Holland  Paper  Co.,   Ltd 3 

Ryan    &    Co.,    J.    F 58 

Ryerson    Press    63 

Rika,   Limited    17 

Scarborough    Co.    of    Canada 61 

Sinclair    &    Sons,    Ltd.,    Wm 62,  65 

Stafford    Inc.,    S.    S 25 

Twigg    &   Beeson    59 

U.    S.    Playing    Card    Co Inside    front    cover 

Unique   Game    &    Toy    Service 18 

Volger  Mfg.   Co.,  Inc.,    B.   S 60 

Waterton    &    Sons,    Ltd.,    Geo 61 

Weber     &     Co.,     F 59 

Weeks     Mfg.     Co.,     Frank     59 

Weldon-Roberts     Rubber    Co 57 

Wright   &   Co.,    George 64 

Wycil    &    Co 63 

Wilson-Jones    Loose    Leaf    Co 8 

Westcott-Jewell   Co 66 

Work  Organizer  Specialties  Co .  t 

Willard    Pen    Co 59 
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DURA-MULTIPLEX 

fUTVOL 

TYPEWRITERS 

CARBON/ 


ITTAC' 


RM    Rl^_C.    **-J_ 


The  best  ingredients  combined  with 
the  most  scientific  methods  of  man- 
ufacture guarantee  "M.  &  V." 
quality. 


"Quality" 
Typewriter 

Ribbons 
and  Carbons 


There  is  satisfaction  and  ex- 
tremely long  wear  processed  in 
"M  &  V"  typewriter  and  car- 
bon papers.  Their  quality  is 
unsurpassed  from  the  stand- 
point of  economy,  permanency 
and  reliability. 


Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory 

Park  Ridge,  N.J.,  U.S.A. 


Branches: 
NEW  YORK,  N.Y.,  261   Broadway. 
CHICAGO,  ILL.,  205  West  Monroe  Street. 
LONDON,  7  and  8  Dyers  Bldg.,  Holborn,  E.C. 

Agencies  in  every  pari  of  the  World:  in  every  city  of  prominence. 
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CANE'S 

CANADIAN-MADE 

PENCILS 


This  handsome  display  stand  is  sell- 
ing Cane's  Canadian-Made  Pencils 
for  dealers  everywhere  and  netting 
them  good,  big  profits  as  a  result. 
The  appearance  of  the  stand  is  attrac- 
tive— it  gets  attention  quickly  and 
keeps  on  selling  the  pencils  without 


any  effort  on  the  part  of  the  dealer. 
Each  stand  contains  half  a  gross — 
tipped  and  finished  in  six  different 
colors,  one  half  of  which  sticks  up. 
Your  wholesaler  can  send  you  one. 
It  costs  you  $2.50  and  the  pencils 
retail  at  5c  each. 


The  Wm.  Cane  &  Sons  Company 


NEWMARKET,  ONT. 


BOO  K  SE  L  LE  I!    A  N  1)   ST  A  T  [ON  ER 


extend  to  the  trade  their  thanks  for  liberal  patronage  and  good- 
will during  1919,  and  sincerely  hope  that  the  coming  year  may 
be  one  of  prosperity  and  growth. 

Office  Supplies 

Now  is  the  time  to  go  after 
the  office  stationery  trade. 
Scarcity  of  supply  and  slow  de- 
livery were  never  more  pro- 
nounced than  they  are  to-day, 
with  no  prospect  of  relief  in 
the  near  future.  You  will  do 
well  to  cover  your  require- 
ments for  some  time  ahead. 

In  sorting  up  your  stock  consult  us  about 


Loose  Leaf  Ledgers  and  Binders 

Loose  Leaf  Price  Books 

Card  Index  Cabinets  and  Supplies 

Vertical  File  Supplies 

Blank  Books  of  all  kinds 

Board  and  Box  Files 

Typewriter  Papers 

Carbon  Papers 

Typewriter  Ribbons 

Account  Papers 

Desk  Trays 

Waste  Baskets 

Blotting  Papers 

Pencils,  Erasers,  etc. 

Paper  Fasteners  and  Clips 


AND  OFFICE  EQUIPMENT  JOURNAL 

The  only  publication  in  Canada  devoted   to   the   Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years   the  recognized  authority  for  those  interests. 


VOL.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     FEBRUARY,     1920 


No.  1 


THE  MAN  OF 
THE  FOREST 

Zane  Crt?y 


HAVE  YOU  EVER 

STOPPED  TO 

THINK 


that  you  as  a  bookseller  owe 
something  to  an  author  whose 
books  sell  a  million  copies  a 
year?  Just  as  he  owes  much  to 
you  ?  He"s  worth  playing  as 
vour  1920  favorite,  and  his  name 
is    ZANE    GREY. 


HC  V  ABOUT  YOUR 
ORDER? 

Although  the  presses  are  run- 
ning night  and  day  turning  out 
a  hundred-thou  and  first  edition 
of  Zane  Grey's  "The  Man  of  the 
Forest"  and  a  second  large  edi- 
tion will  be  on  the  way  before 
the  first  is  off  the  press,  we  can- 
not promise  that  the  dealer  who 
sends  a  last  minute  order  will 
be  able  to  get  it  filled  by  the 
date  of  publication.  Get  your 
order   in    now  ! 


Take  the  Word  of  the  West 

You  can  sit  by  the  campfire  to-night  in  a  mountain 
paradise  .  .  . 

And  wake  to  the  glory  of  sunrise  on  the  peaks  .  .  . 

Feel  a  Western  pony  under  you. 

Sniff  the  freshness  of  mountain  air,  zestful  with  the  scent 
of  the  pine  .... 

Taste  the  thrill  of  daring  and  adventure  and  the  exalta- 
tion of  romance  .... 


ALL  IN  THE  PAGES  OF 

THIS  BIG  NOVEL  OF  1920 

ZANE   GREY'S 

THE  MAN  OF  THE  FOREST 

"We  know  this  life — the  vanishing  life  of  the  old,  glorious 
West- — and  we  read  his  books  because  he  has  caught  the 
soul  of  it — because  he  gives  us  a  true  picture  of  the  men 
and  events,  as  we  know  them."  That's  what  the  old 
Westerner  said  when  we  asked  him  why  Zane  Grey  was 
the  one  writer  of  Western  stories  Westerners  themselves 
read  with  unqualified  enjoyment  and  approval. 

Take  the  word  of  the  West — the  West  knows.  Get  this 
new  novel  of  Zane  Grey's  to-day;  it  is  the  finest  novel 
that  has  yet  come  from  his  pen — a  wonderful  story  of 
adventure  and  glorious  life  in  a  mountain  paradise  where 
a  man  and  a  woman  found  together  the  wonder  of  life 
and  love. 


'THE  MAN   OF   THE  FOREST' 


$2.00 


THE  MUSSON  BOOK  CO.,  LIMITED    -   Publishers   -   TORONTO 


BOOKSELLER  4ND  STATIONER  January.  1920.  Volume  XXXVI.  Published  every  month.  Yearly  subscription  price.  SI. 00.  Entered  as  second- 
l  la>s  matter,  July  1st.  1912,  at  the  Post  Office  at  Buffalo,  under  the  Act  of  March  3rd,  1879.  Entered  as  second-class  matter  at  the  Post  Offic.  De- 
partment,  Ottawa 
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O.K.  hasers-tfieyejase 

_     „     Sell  the  Ries 

OK.  Letter  Opener 

Hand  and  Electric 

Saves  time,  can't  cut  enclosure: 
never  out  of  order. 
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O.K. 
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the  O.K. Manufacturing  Co.SywcuseNYusa. 

SOLE    MAKERS 


3  Sizes  -3  Models 


"O.K."  PRODUCTS  GIVE  SATISFACTION 

When  a  business  man  once  puts  "O.K."  Products  in  his  office  he  is  satisfied  with  them  because  they  are  all 
"time  savers."  When  he  wants  more  he  expects  you  to  have  them  for  him.  Are  you  prepared  ?  Have  you 
a  sufficient  stock  of  our  products  on  hand  NOW? 

We  are  big  advertisers  and  always  with  request  to  "buy  from  YOU."  We  are  drumming  up  trade  for  YOU 
and  all  we  ask  is  that  you  keep  up  your  stock  and  be  able  to  handle  the  orders  when  received. 

"O.K."  products  are  all  we  say  they  are  —  and  more.  We  have  put  our  money,  our  brains  and  energy 
nto  making  the  best  office  time  savers  ever  devised,  and  we  are  advertising  and  telling  the  people  about  them. 

Check  them  up  NOW: 

....  Washburne's  "O.K."  Paper  Fasteners  -   3  Sizes  -  Brass  and  Nickel  Finish. 

.  .  .  .Sanitary  "O.K."  Erasers,  Typewriter  -  Ink-  Pencil. 

.  .  .  .Ries'  "O.K."  Letter  Opener,  Hand  and  Electric;  3  Sizes  -  3  Models. 

These  three  Graces  u)dl  knock  out  three  disgraces;  pins,  dirty  erasers  and  knives  uihich  mutilate  your  mail. 

Write,  for  illustrated  and  descriptioe  literature  with  prices. 

MADE     BY 

THE  O.K. MANUFACTURING  CO, 

SYRACUSE,  N.Y,    U.S.A. 


P,  0  O  K  S  K  I.  L  E  R     AND     ST  A  TIO  N  K  It 


No.  453 

Commercial  and  School  Pen  with 
fine  elastic  action 


No.  1000 

1  hand — long  slender  nibs,  medium  fine 
point,  well  liked  for  school  vjork 


No.  128 

'/  favorite,  in  general  us 
commercial  colleges 


No.  702 

Modified  slant,  medium  point 
very  popular 


m&wmmMa 


Every  school  in  your  district  should  buy 
Esterbrook  School  Pens  by  the  box. 

Every  school  child  should  come  to  you  for 
all  the  pens  they  need. 

Have  you  made  preparations  to  get  this  big 
chance  to  make  friends  ? 

Thousands  of  children,  hundreds  of  school 
districts  to  be  supplied. 

All  Esterbrook  School  Pens  are  designed  to 
give  the  greatest  ease  to  the  pupil  in  learning 
to  write.  They  are  corrosion  resisting — they 
are  designed  for  different  writing  purposes — 
they  suit  all  kinds  of  writers. 

We  can  make  immediate  shipments.  Write 
for  information  about  our  puzzle  offer  for 
free  distribution. 


No.  815 

Medium  fine  point- 
pleasant   action 


THE  ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER  ST.,  CAMDEN,  N.  J. 

CANADIAN    AGENTS:    BROWN    BROS.,   LTD,,  TORONTO,  CANADA 


BOO  K  SELL  E  K     A  N  I  >     S  T  A  T  I  ( >  N  V.  R 


SELLING  DIRECT  FROM  FACTORIES- 


OUGALL  B 


TORONTO 


Stationery  and  Leather  Goods  Department 

THIS  new  department  is  now  in  active  operation.  The  new  staff  of  travel- 
ers have  just  completed  their  first  week's  work  on  the  road  and  the  results 
have  exceeded  our  brightest  expectations.  The  samples  now  being  shown 
include  a  variety  of  goods  for  immediate  and  Spring  selling  as  well  as  for 
Christmas  trade. 

Birn  Bros/  Fine  Art  Publications 

This  premier  line  of  Christmas  Greeting  Cards  and  various  kindred  items  for 
stationery  shops  is  again  available  to  the  Canadian  trade.  There  are  immense 
varieties  in  these  outstanding  series: 


HERALDIC 


LOCALIZED 


DOMINION 


Also  a  large  variety  of  Celluloid  and  Embossed  Cards  with  Christmas,  New 
Year  or  Birthday  Greetings. 


This  space  is  too  restricted  to  describe  more  than  one  item  in  the  big  line  of 
Holman  Bibles,  but  reference  to  one  indicates  what  an  attractive  proposition 
for  booksellers  is  afforded  by  the  Holman  line. 


Clear  Type 


No.  215  SUNDAY  SCHOOL  SCHOLARS'  BIBLE 


12m9. 


This  Bible  has  absolutely  no  competitor  in  the  world. 
If  Thirty-two  photo-views  of  scenes  in  Bible  Lands. 
U  Four  thousand  questions  and  answers  as  helps  to  Bible  study. 
If  Continuous  chapter  numbering — corner  indexing. 

If  French  Morocco,  headbands  and  marker,  round  corners,  red  under  gold  edges,  $3.75 
No.  215  R.L.  has  sayings  of  Christ  printed  in  red,  otherwise  same  as  No.  215,  $3.95 

Thumb  index  on  either  60c  extra. 
BIBLE  ORDERS  CAN  BE  FILLED  PROMPTLY. 


A.  R.  MacDougall  &  Co.,  Ltd. 


Representatives  for  Canada  and 
Newfoundland 

468  King  Street  West,  TORONTO 
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ELdoradO 

"ike  master  drawing  pencii 

Made  in  17  I. mils    one  for 
■  vi  :  1/   need  or  preference 


T  ]  NMISTAKABLY  clear  comes 
the  call  to  us  and  to  you  in 
the  demand  for  Dixon's  ELDOR- 
ADO, the  master  drawing  pencil. 

Its  volume,  its  increasing  volume, 
makes  unprecedented  demands 
on  your  stock. 

This  is  the  pencil  the  trade  is 
really  glad  to  sell. 

It  speaks  well  for  the  judgment 
of  the  salesman  who  recommends 
it.  And  for  the  house  that  sells 
it. 

We  take  pride  in  its  manufacture 


JOSEPH  DIXON  CRUCIBLE  CO.,  Pencil  l)Krr.  74-.I,  Jersey  City,  N.  J 

Canadian  Distributors: — A.  R.  MucDougall  &  Co.,  Ltd.,  Toronto 


STANDARD   CRAYONS 


\°M 


OIX  OTANDARD  LOLORS 
\nrrt  BiwACK  AtQ  BOOWN 

Tht  STANDARD  CRANON  CO 

DAWCBS     MISS 


Increasing  Sales 

Indicate 
Satisfied  Buyers 


-*, 


Tin: 

Artco  Pastel 


MWOnTID  tol.OBS. 

fOK  SlPtRIOR   PASTll  WOW. 

Clin  »nd  Pracliul  •*•»  m«4 

Get  Samples 
and  Prices  for 
next  School 
Tender 


Ak  m  a  r\  11      O       £**  I    ,    1       Repressntatioes  for  Canada  and  Newfoundland 

.   K.    MaCUOUgall  &  LO.,   Ltd.  468  King  Street  West  Toronto 


BOOKSELLER     AND     STATIONER 


eUjIIIIIIIIIIIIIIIIIIIIIIHIIIIIII! 


The  Chicago 
Pencil  Sharpener 


The  Chicago 
Giant 


is  a  low  priced  machine  of  indis-    is  the  same  as  the  Chicago  model 

puted  value.     It  has   twin   milling    except  it  is  equipped  with  a  device 

cutters   of   tool   steel.      This   model    which  by  raiging  Qr  lower;ng  per. 

sharpens     standard     size     pencils  . 

.    .     _..    ,       ...  ,.  ,     mits  of  sharpening  all  sizes  or  pen- 

only  and  is  fitted  with  stop  which 

causes  cutting  to  cease  when  point    c  's  an"  crayons. 

is   produced,  thus   avoiding  waste. 


The  Dexter 
Pencil  Sharpener 

is  the  best  hand  feed  pencil  shar- 
pener that  can  be  produced  re- 
gardless of  cost.  Will  sharpen  all 
pencils  and  is  equipped  with  point 
adjuster  which  enables  the  user  to 
produce  any  desired  point  from 
blunt  to  fine. 


Every  stationer  and  every  salesman  should  thoroughly  familiarize  him- 
self with  these  goods.  Perfect  knowledge  and  understanding  of  any 
article  greatly  aids  its  sale. 


Recognized  the  world  over  as  the 
standard.  Automatically  seals  tight 
yet  always  ready  for  the  pen.  No 
spurting  or  spattering.  Natural  dip 
of  the  pen  gives  always  just  the  right 
amount  of  ink.  Prevents  evaporation 
and  insures  fresh  ink  to  last  drop. 
Economical.     Efficient. 


An  efficient  and  sanitary  device  for 
moistening  gummed  labels,  stamps,  en- 
velope flaps,  etc.  Made  of  glazed 
porcelain,  with  nickel-plated  bearings, 
which  are  noiseless  and  allow  free 
revolution  of  cylinder,  thus  insuring 
plenty  of  moisture.  '  Nothing  to  wear 
out,  gum  up  or  break. 


Use  Sengbusch  advertising  imprinted  with 
your  name.    It's   supplied    without    charge. 


Arj       lV/l  ¥\  0      {**  I    |    1       Representatives  for  Canada  and  Newfoundland 

.  K.  IVlaCDOUgall  &  CO.,  Ltd.  468  King  Street  West  Toronto 


BOOKSELLER      AND     STATIONER 


Do  You  Know  About  Autocrat  Stationery? 


Have  you  received  the  special  Introductory  Offer 


on  our 


Quick-Selling  Assortment  No.  730  of  Autocrat  Linen 


AS  a  means  of  quick  demonstration,  without  fear  of  loss  to  the  buyer  who 
first  must  be  shown,  we  have  prepared  a  special  144-box  assortment 
which  will  afford  dealers  a  handsome  profit,  no  matter  where  they  may  be 
located. 

It  contains  the  pick  of  the  latest  styles  and  sizes,  white  and  tints,  of  this 
popular  selling  line — 120  one-quire  boxes  of  writing  paper  and  envelopes; 
24  boxes  of  correspondence  cards  and  envelopes.  Each  box  has  been 
selected  to  meet  a  popular  demand  and  to  produce  maximum  profit  for 
dealers  as  well  as  the  highest  degree  of  satisfaction  and  service  to  dealers 
and  their  customers. 


Send  to-day  for  descriptive  matter  and    prices  of  this  assortment.        Order  one; 
see  how  quickly  the  boxes  will  sell.      They'll  suit  the  most  discriminating  buyer. 


The  Mark 
of  Master  Makers 


WHITE  &  WYCKOFF  MFG.  COMPANY 

Factory  and  Executive  Offices 
Holyoke,  Massachusetts,  U.S.A. 


A.  R.  MACDOUGALL  &  CO.,  LTD. 

Canadian  Distributors  exclusive  of  the  Maritime  Provinces  and  Newfoundland 
468  King  Street  West  -:-  Toronto,  Canada 


BOOKSELLER     AND     STATIONER 


BREAD 


AND 


BUTTER 


-0ES3- 


^=sg- 


-*E?^- 


-^§3- 


I 


Don't  overlook  your  "Bread  and  Butter  Trade."  Keep 
your  stock  of  Memos  and  Ring  Books  in  good  condition. 

BE  PREPARED 

to  fill  all  orders,  And  please  remember  that  it  is  extremely 
difficult  to  make  immediate  deliveries  under  the  existing 
manufacturing  conditions. 

You  will  he  serving  your  own  best  interests,  as  well  as 
ours,  by  ordering  well  in  advance. 


MEMOS 

Style  AR — Flexible  Black  Morocco  Leather. 
Style  CR — Flexible  Black  Morocco  Sterluck. 

RING  BOOKS 

Style  ER — Flexible  Black  Levant  Cowhide. 
Style  GR — Flexible  Black  Levant  Sterluck. 
Style  HR — Flexible  Black  Solid  Leather. 
Style  JR — Full  Stiff  aiate  Blue  Canvas. 
Style  MR— Full  Stiff  Black  Sterluck. 

Sterluck  is  the  very  best  "Made"  Leather  on  the  market. 


MADE    IN    CANADA 


NO     DUTY 


NO    EXCHANGE 


Luckett  Loose  Leaf,  Limited 


TERLINR 

LINE  laJ 


TORONTO 


SLUCKETT'S      r—i 
TERLINR 
LINE  U 


,110  0  K  SELLER     AND     STATIONER 


/£ 


<Jhe  Largesi  Selling 
Quality  Pencil  in 
thcWorld 


\ 


enus 

PENCILS 


17  Black  Degree; 
and  3  Copying 

We  KNOW  that  there  is  no 
better  pencil  than  the 
VENUS  in  the  whole  world; 
none  in  which  the  grading  of 
the  various  degrees  is  more 
exact;  none  which  approach- 
es so  closely,  as  does  the 
VENUS,  absolute  pencil  per- 
fection. 

You  can  assure  your  cus- 
tomers unqualifiedly  that 
VENUS  Pencils  are  the  very 
BEST  they  can  buy. 


American 
Lead  Pencil  Co. 

220  Fifth  Ave.,  New  Yorlt, 
and  London,  En§. 


Makers  of  a 

omplete  line  of 

Pencils, 

Penhjlders,  / 

Rubber  Bands     /||f| 

Erasers, 

Etc. 


You  Can  Help  ! 

Your  interest  and  support 
have  been  essential  to  the 
successful  placing  of  Gold 
Crayons  upon  the  market 
since  they  were  introduced 
some  years  ago. 

We  appreciate  your  good- 
will and  will  continue  to 
put  forth  effort  to  j  List  if  y 
your  confidence. 

During  the  past  few 
months  unusual  condi- 
tions both  in  labor  and 
material  have  made  it  dif- 
ficLilt  for  us  to  keep  dealers 
fully  SLipplied.  May  we 
ask  you  as  friends  and  clis- 
tomers  to  place  your 
orders  with  dealers  for  an 
advance  supply,  so  that  we 
can  anticipate  the  dealers' 
reqLiirements.  If  you  will 
do  this  yoLi  will  be  assured, 
of  better  service. 


Binney  &  Smith  Co, 

81-83  Fulton  St.,   NEW   YORK. 


BOOKSEL  LER     AND     STATIONER 


Paper  Fasteners  and  Punches 

We   illustrate   leading  styles,    which   are  recognized   as   the  most  practicable  types   of  office  devices.     They  save  labor  and  do   good   work. 


The  Samson  Eyelet  Tool        No.  1   Samson  Hand  Punch 


The  Ajax 
Eyelet  Fastener 

The  new  automatic 
eyeletting  de  v  i  c  e 
which  binds  paper, 
cloth  or  leather,  and 
has  a  thousand  time- 
saving  uses  in  office 
and   factory. 


AJAX  EYELETS     Actual  Sizes 


"1  tf2. 

Packed  in  Boxes  of  5(H). 
With  one  stroke  of  the  lever,  the  Ajax 
punches  the  hole,  inserts  and  clinches 
the  eyelet.  The  Ajax  Fastener  takes 
the  three  sizes  of  Ajax  rust-proof  eye- 
lets shown  without  any  adjustment. 
Remember,  Mr.  Dealer,  every  machine 
sold  creates  constant  demand  for  Ajax 
Eyelets. 


For  binding  a;, 
c  o  r  r  e  sp  ond- 
ence.  legal 
d  o  c  u  m  e  nts, 
etc.  It  punches 
a  c!ean,  ac- 
curate hole 
and  clinches 
the  eyelet  per- 
fectly. 


Special  Samson  Advantages 

The  patented  spring  collet  prevents  the 
eyelet  slipping  out  of  position.  The 
gauge  fixes  the  margin  exactly  as  de- 
sired. Use  Samson  Zinc  Eyelets  for 
Samson  Eyelet  Tools.  Rust-proof,  made 
especially  for  the  Samson  eyelet  tool — 
packed  600  to  box  (ten  boxes  to  car- 
ton). Two  sizes — long  and  short.  Sam- 
son Eyelet,  with  the  Samson  Eyelet 
Tool,  assure  best  results — but  any  stock 
eyelet   can   be   used. 


Will  take  inter- 
changeable 
punches  and  dies 
i  n  sizes  from 
I  '16  in.  to  yt  in. 
diameter.  Fur- 
nished with  3/16 
punch  and  die 
unless  otherwise 
specified. 


Useful   in   Any   Office 

The    No.    1    Samson    Hand    Punch    is    made    of 
drop     forged     steel,     attractively     nickel-plated. 


SIZES  OF  HOLES- PUNCH  N2  1 


Throat,  1%  in.  deep.  Opening  between  dies, 
V4  inch.  Will  punch  sheet  iron  and  soft 
steel  up  to  20  gauge,  and  paper,  cardboard, 
leather,   etc.,   up   to   %    inch    in    thickness. 


Write    for    Catalogue. 
MACHINE   APPLIANCE  CORPORATION,   351    JAY   STREET,    BROOKLYN,    N.Y. 

Canadian  Representatives:  JEFFAY  BROS.   COMPANY,   71  St.  James  St.,   Montreal,    Que. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory   and  Offices    at 


9-11-13   Davenport   Road 


Toronto 


"WORK- ORGANIZER 
REALLY  PULLS" 

"The  W'ORK-OR/G.ANIZER  is  one  of  the  beat  pulling  articles  we 
oan  part  in  oiir  win/.ijow  display,  as  it  is  sorrx'thing  tihait  really  pulls, 
and  the  general  public  a/ppreiiatts  it  for  The  systematic  way  of  doing 
woc-k  for  them." 

That  is  the  experience  of  Marshall- 
Jackson  Co.,  the  big  Chicago  office- 
supply  house,  and  it  will  be  your 
experience  as   well   if  you— 

KEEP   WORK-ORGAN- 
IZERS   IN    SIGHT 

You  just  can't  keep 
them  if  your  custom- 
ers know  you  have 
them.  All  desk-workers 
need  them ;  executives 
are  glad  to  buy  them, 
they  are  so  practical 
and  valuable.  Repeat 
great ;  margin  is 
liberal. 

SUPPLY 
YOUR 

TRADE 
Don't  let  your 
big  customers 
send  out  of 
town  for  these 
— 1  e  t  them 
know  YOU 
have  them. 

Just  a  Few  of  the 
Thousands  of  Big  Users 

American    Multigraph    Sales. 
Du   Pont  Powder  Co. 
Burroughs    Adding    Machine. 
Northwestern    University. 
R.  Heminway  &  Sons  Silk  Co. 
U.S.   Rubber  Co. 


No.  332.  1C 
pkts.,  $5.25  ; 
No.  330.  __6 
pkts.,  $3. To. 
Letter  size 
black     seal 

,   Fabrikoid   cover.     All   fiat. 

in   front,   your  own  subject 

In  Drawer  No.  734,  handsome 
paper,  15  pkts.,  $2.25 :  No.  732. 
10  pkts..  Sl.flO:  No.  730.  6 
pkts.,  $1.50.  Letter  size.  Ten 
other  styles. 


Work-Organizer  Specialties  Co. 

87  JEFFERSON  AVE.,  DETROIT,   MICH. 


BOOK SELLER   AND   STATIONER 


Popular   Fiction 

by 

Popular  Writers 

at  a 

Popular    Price 


Strong  cloth  covers 
Clear  Type  printed 
on    Good    Paper 


By  post  1/9 

Bawbee  Jock 
A  Girl  of  the  People 
The  Red  Grange 
A    Joy    For   Ever 

Two    Paths 
Unto  This   Last 
The  Haunted  Man 


By  post  1  /9 


Amy  McLaren 

L.  T.  Meade 

Mrs.  Molesworth 

John    Ruskin 

John   Ruskin 

John   Ruskin 

Charles  Dickens 


Secrets  of  Monte  Carlo,  William  Le  Queux 
Love  and  a  Cottage  -  Keble  Howard 
The  Nun  -  -  -  Rene  Bazin 
•'813"  -  -  Maurice    Le    Blanc 

The  Night  of  Secrets  -  Sidney  Warwick 
Young  Couples       -       R.  S.  Warren  Bell 


^/        Good  quality  clothf covers      ^i 
Jim*      Plain  readable  type  on  fine       J  L 
"/  opaque  paper  ™/ 

By  post  2/3  By  post  2/3 


Passionate  Friends  -  H.  G.  Wells 
St.  Martin's  Summer  -  Rafael  Sabatini 
Tavern  Knight         -  Rafael  Sabatini 

Bardelys  the  Magnificent,  Rafael  Sabatini 
Captain  Warren's  Wards,  J.  C.  Lincoln 
Tares         -  E.  Temple  Thurston 

Five-barred  Gate  -  E.  Temple  Thurston 
Verdict  of  the  Heart  -  Charles  Garvice 
Middle  Strip  ...  J.  J.  Bell 
His  Guardian  Angel  Charles  Garvice 
Fate  -  -  - 
Forbidden  Way 
Drums  of  War 
Pixy  in  Petticoat: 


Charles  Garvice 

George  Gibbs 

H.  de  Yere  Stacpoole 

John  Trevena 


Wallingford  in  His  Prime        -    -    - 

George  R.  Chester 
Vaiti  of  the  Islands,  Beatrice  Grimshaw 
Up  the  Road  With  Sallie 

Frances  R.  Sterrett 
Bealby      -        -  -       H.  G.  Wells 

Captains  All  -         W.  W.  Jacobs 

Yellow  Dove         -  George  Gibbs 

Adrien  Leroy  -  Charles  Garvice 

('dinners  Experiment  -  E.  B.  Delane 
Kent  Knowles  -  Joseph  C.  Lincoln 
Danger   Mark  R.   W.   Chambers 

At  Sunwicb  Port        -        W.  W.  Jacobs 


Special  prompt  attention  is  given  to  orders, 
whether  for  single  copies  or  a  supply. 


London:  GEORGE  NEWNES,  LTD., 


8-11  Southampton  St., 
W.C.  2 


It  0  0  K  S  E  L  I.  K  U     .\  S  I)     S  T  A  T  I  O  N  K  K 
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A  Bigger  Playing  Card  Year 
than  even  we 
expected ! 

WHEN  announcing  our  1919- 
1920  advertising  campaign  to 
the  trade  last  fall,  we  made 
the  claim  that  this  was  going  to  be 
the  strongest,  most  interesting  and 
most  helpful  campaign  we  ever  put  on. 
We  based  this  opinion  on  the  fact 
that  we  intended  to  use  bigger  space 
in  better  publications,  and  also  on  the 
fact  that  we  believed  the  advertise- 
msnts  themselves  were  better  —  that 
they  would  attract  more  attention 
and  produce  better  results  —  than 
any  we  had  ever  used. 

No.v  that  several  of  the  advertisements 
have  appeared,  we  are  able  to  check  up  our 
judgmsnt  with  actual  figures.  And  we  rind 
that  the  results  are  exceeding  even  our  iost 
optimistic  hopes.. 

Take  the  first  advertisement,  for  instance. 
Even  before  it  had  appeared  in  all  the  sched- 
uled publica  tions,  this  advertisement  caused 
more  people  to  send  for  "  The  Official  Rules 
of  Card  Games"  than  any  single  advertise- 
ment we  have  ever  used.  It  pulled  almost 
one-third  the  total  number  of  inquiries  re- 
ceived from  our  entire  campaign  of  last  year. 
And  all  the  other  advertisements  are  meeting 
with  equally  satisfactory  results. 

This  response  to  our  advertising  means 
much  more  to  dealers  than  that  our  advertis- 
ing is  good  and  the  mediums  right.  It  means 
that  the  public  is  interested  in  card  playing 
NOW  more  than  ever  —  that  more  people  are 
playing  cards,  and  playing  oftener  —  and, 
more  important,  that  they  are  buying  more 
playing  cards  — MORE  BICYCLE  PLAY- 
ING CARDS. 

It's  up  to  YOU  to  cash  in  on  this  condition 
—  to  see  that  your  stocks  of  Bicycle  and  Con- 
gress Playing  Cards  are  complete,  and  to  in- 
fluence the  people  of  your  territory  to  buy 
their  playing  cards  from  YOU.  Our  window 
display  and  counter  cards  will  help  you.  Write 


ilooiri 
Chasers 

•fPfcr  VourFlamily  Qircle 

The  Official  Rules  of  Card  Games,, 

— a  250-page  Card  Playing  Encyclopedia 


us  for  them. 

Advertisement  No.  5 

This  is  the  fifth  advertisement  of  the  big  series 
now  appearing  in  such  national  publications  as  The 
Saturday  Evening  Post,  Literary  Digest,  American, 
Red  Book,  Collier's  Weekly  and  McClure's  It  will 
be  seen  and  read  by  over  twenty  million  people— by  a 
majority  of  the  best  people  in  your  territory.  Better 
makes  ure  now  that  your  stocks  of  Bicycle  and  Con- 
gress Playing  Cards  are  complete  Then  start  pushing 
them  You'll  be  surprised  how  many  ycu  can  sell 
with  just  a  little  effort  and  cooperation. 


EVERYBODY  who  plays  cards— as  well  as  those  who  cannot 
play  but  would  like  to  learn— will  find  the  latest  edition  of 
"The  Official  Rules  of  Card  Games"  a  complete  card  playing 
reference  and  instruction  book.  It  contains  the  rules  for  o\er  300 
different  games— written  in  such  a  clear,  easy-to-understan,d  style 
that  even  a  person  who  has  never  played  cards  before  can  quickly 
learn  to  play  any  game  by  simply  reading  the  rules.  It  also  contains 
many  suggestions  on  good  and  bad  points  of  play  which  will  enable 
confirmed  card  players  to  materially  improve  their  skill  in  any  game. 
Every  person  who  plays  tarda  needs  this  valuable  book.  We  will 
&cnd  it  postpaid  for  only  20  cents— the  actual  cost  of  printing  and 
mailing.  I  ^e  the  coupon  below — or  simply  write  your  name  and 
aHdrcKs  on  a  (.heel  of  paper  and  mail  it  to  ua  with  ten  two-cent  stamps. 

BICYCLES0 

— arc  too  well  known  by  card  players  everywhere  to  need  any  ex- 
tended  description.  Their  air-cushion  finish,  which  prevents  gum- 
mint;  and  sticking,  their  large,  easily-read  indexes;  and  their  superior 
«|ualn\ .  which  makes  them  unusually  durable  and  long-lasting— have 
made  them  the  world's  standard  for  all  general  play. 

"Revelation"— the  New  Fortune  Telling  Cards 

There  is  no  end  to  the  fun  that  can  be  had  wirh  these  marvelous 
fortune  telling  cards.  Whether  you  are  alone,  with  the  members  of 
your  household,  or  entertaining  guests — these  cards  will  provide 
spirited  amusement  that  will  make  you  forget  the  time,  weather  and, 
everything  else  Their  weirdly  accurate  prophecies  of  the  future 
will  hold  >our  interest  as  nothing  else  has  ever  succeeded  in  doing. 
Send  for  a  pack  today.  One  color  back  in  tuck  case.  50  cents  per 
deck;  colored  back  design,  gold  edges,  in  telescope  case,  70  cents. 

Be  sure  to  send  for  the  book,  "The  Official 
Rules  of  Card  Games"  TODAY.  250  pages— 
300  games.     Only  twenty  cents.  +■+ 

S.   PLAYING    CARD    COMPANY 

Dept. 
Cincinnati,  Ohio.   U  S.  A    or  Windsor.  Canada 


The  IL  S.  Playing  Card  Co. 


Dept.  4 


Cincinnati,  0.,  and  Windsor,  Can. 


*+         The  0.  S. 
*•"  Flaying  Card  Co. 

"Cinc.noaii.Ohio.  U.S.A. 
or  Windsor.  Canada 


Alio  manufaiturtTtaf  Congrtu  Ploying  Cardt, 
Ikt  O't  botk.  toM   edg*  dttk  Juf   partitt, 
prtui.  gtjti.  tit. 
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NOA    NOA    By  Paul  Gauguin 

Translated  by  O.  F.  Theis. 

The  great  French  painter's  own  story  of  his 
flight  from  civilization  and  his  life  among  the 
natives  of  Tahiti  in  the  South  Seas. 

With  ten  reproductions  from  paintings  of  Gau- 
guin,  in   half-tone. 

Attractively  bound  in  Moretto  Boards..  Net  $2.00. 

First  edition  exhausted  in  three  weeks.  Second 
large  printing  just  received  from  the  bindery. 
Third  edition   in  jjreparation. 

NICHOLAS  *L.  BROWN,  Publisher 

80   LEXINGTON   AVENUE  NEW  YORK 


We  are  open  to  appoint  agencies  in  live  towns  where 
not  represented. 

This  offers  a   first-class  proposition  for  Office  Specialty 
Distributors. 

For  full  particulars  apply 

THE    EMPIRE   TYPEWRITER 

126  St.  Peter  St.,  MONTREAL 


Give  the  Best  Value 

There  is  but  one  sound  method  in 
handling  the  persistent  competition  in 
the  Ribbon  and  Carbon  field — and  that 
is  to  make  sure  you  are  giving  the  best 
value  possible.  When  vou  once  sell  a 
customer  you  want  to  feel  reasonably 
certain  that  his  satisfaction  with  the 
goods  will  bring  him  back  for  more. 

To  be  absolutely  on  the  safe  side,  sell  Carter 
Typewriter  Ribbons  and  Carbon  Papers.  They 
will  never  disappoint  you  because  they  never 
disappoint  the  customer.  Moreover,  the  Carter 
co-operative  policy  offers  many  advantages. 
Let  us  tell  vou  about  it. 


THE  CARTER'S  INK  COMPANY 

Mount  Royal  Ave.  and  Drolet  St. 
MONTREAL,  QUEBEC 
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100%    PROFIT 

is  now  being  made  by  a  consider- 
able number  of 

Booksellers  and 
Stationers 

handling  my  lines  of 

Phonograph 

Accessories  and 

Supplies 

Write  to-day  for  a  copy  of  my 
latest  catalogue,  and  get  your 
name  on  my  mailing  list. 


H.  A.  BEMISTER 

10   VICTORIA  ST.,   MONTREAL,   QUE. 


Cmne'sd$nen  d(kio)n 

Always  popular  with  people  who 
want  the  best  writing  paper. 

Be  sure  to  carry  this  profitable  line. 

Eaton,  Crane  &  Pike  Co. 

New  York  Pittsfield,  Mass. 
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ROBINSON  REMINDER 

T  A     ,  I  nK-'A^'^^V       Nationa,,y  Advertised  In 

When  At-        X  lfc#§4<^    LITERARY 

tended  to  ft^A^S        DIGEST 

Each      memo      separate;  BnkvT   ®' Z******^^*!^.  -rVlTlCriCcUl 

moves  the  last  excuse  for  flv         we'^pZ™?3^  Metropolitan 

pocket  in  cover.     Made  in  'J         NOTES  McC^llire  S 

i '3Km  And  Elsewhere 

Witti    inch   Rcmiii  kr  i.-   an    extra  filler 

A  Size  B  3  in.  x  5  in.    Size  A  3  1-2  in.  x  7  in. 

Million     Sold     And     Business  Handsome      Black      Leather       $1.25       -       -       $2.00 

iviuiiuu    juiu    rt.nu    ousuicbs  In  Cpo8a  Grajn  (aasti  co]ors)       175     .      .       i?5 

J.      r>      M.M.-               II         1             ill           •                                                                                 In      India     Calf      2.50       -       -         3.50 
ust  L»ettinfif   Under  Way!                                              in  cowhide 2.75    -    -     3.75 

In  Genuine  Morocco   3.00       -       -         4.00 

»-  ,  ,      ,  ,  __  .  , .     .,    .  RETAIL  In    Imitation    Leather    .75       -       -         LOO 

Demand  on  dealers  gets  stronger  every  day.     There  is  no  limit  to  _„„  In  Cloth   (without  extra  filler)      .25       -       -  .50 

the  sales   possibilities.      Dealers   say   they've   never  seen   anything        PRICES:  La 'it  '  Shopping  Reminder.  Size  L,  2  34  in.  x  3  3-4  in., 

.,       ..       _  .  ,       ,  t,  .  .  with    pencil    and    extra    filler.    $1.50;    in    patent    leather, 

like  it.     Lvcry  man   and   woman   who  has   anything   to   remember  $1.15 ;   in    Genuine   Morocco.   $2.26. 

is    an    almost   certain    prospect,   sooner   or    later.      Write    for   our  ,  EXTRA     FI'LiLBRS 

Per  dozen:   Size  B,  75c.   Size  A,  $1.00.     Size  L,  7Cc 
dealer  s   proposition    and   discounts.  Name   in   gold  leaf  on   cover— 25c  extra 

Dealers    Write  These  prices  subject  to  change  without  notice. 

ROBINSON  MFG.  CO.,  74  Elm  Street,  WESTFIELD,  MASS.,  U.S.A. 


The  AIGNER  Way 

Saves  Half  the  Time 

Aigner's  Patent  Cut  Index  Tabs  come  in  strips  or  gangs 
already  cut,  leaving  the  tabs  in  one  strip  with  a  1-16  at- 
tachment on  rear  edge.  One-half  turn  separates  the  tabs — 
no  mixing  of  tabs,  as  they  come  in  alphabetical  order ;  the 
next  letter  is  always  at  the  top  of  the  strip.  Tabs  are  linen 
lined  on  inside,  gummed  and  ready  for  use. 
Stationers   and   manufacturers   come   to  us   for 

Index    Tabs   of   all   kinds 

Index    Shields   for   reinforcing 

Name,   Law  and   Number   Labels  for   Law  Work 

Gold    Stamping    and    Embo  sing 

Special    Die   Cutting 

Cloth  for  reinforcing  Index  Sheets 

Index    Sheets    with   Tabs   attached   to   Sheets 
Write  for  information   and   catalogue.     It's   free. 

G.  J.  Aigner  &  Company 

Sole  Manufacturers  of  Patent  Cut   Index  Tabs 

Dept.  C,  554  Adams  St.  Chicago,  111.,  U.S.A. 


er 
Envelopes 


MOISTEN  THEM  with  tbe  AttGUS  MOISTENER 

Always  ready  for  use.  Sanitary.  Moistens  flap  or  stamp  neatly, 
quickly — in  series  or  singly.  Beautifully  nickel-plated,  highly  de- 
sirable for  OFFICE  OR  HOME 

Uselul  gift.  Will  be  keenly  appreciated  by  social  letter  writer  or  offlceemployee. 
PRICE,  (||   CA  Ask  your  stationer  or  send  us  $1.5,0.    Our  guarantee 
PREPAID  «?*•«"»  with  every  one.    Money  refunded  II  uotsatlsfled. 
ARGUS  MFG.  CO.,      402-6  N.  Paulina  St.,  Dept.  16C      CHICAGO 


BUXTON 


KEY   KASE 

advertised  in 

LITERARY  DIGEST,    AMERICAN, 
MACLEAN'S,   SYSTEM,^  LESLIE'S 

and  thru  other  effective  channels.    *i~*- 1*»  *  -  Ift^ 

Flat,  smooth,  neat — fits  vest  or  hip 
pocket  or  ladies'  handbag  without 
bulging.  Saves  clothes.  Keys  easy 
on,  easy  off,  easy  to  locate  even  in 
the   dark.      Each   hook   holds  two. 

A  RED   HOT  SELLER! 

Whoever  Carries  Keys 

Needs  a  Key  Kase 

and  our  advertising,  reaching  hun- 
dreds of  thousands  of  men  and 
women  prospects,  sends  them  to 
your   store. 

Retail  Prices 

Genuine  Cowhide 

4    Hooks    35c 

6  Hooks  SOc 

8    Hooks    75c 

Real    Pig    Skin 

1     Hooks     $.50 

6     Hooks     i 

8   Hooks  1.00 

Goat   Morocco   Line.l 

4    Hoooks     75 

6     Hooks      1.C0 

8    Hooks    L£6 


Wrife  for  Dealer  Offer  ' 

L  A.  W.  NOVELTY  CO. 


Dept.;K,  Springfield,  Mass.,    U.S. 
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Coutts  Greeting  Cards 


OR  1920,  the  Coutts  line  of  Greeting 
Cards  is  larger  ana  more  complete 
than  ever.  A  charming  variety  of  de- 
signs and  clever  sentiments  for  even? 
occasion  to  choose  from. 

Our  Salesmen  nave  met  ^itn  a  wonderful  reception 
this  year,  ana  though  our  prices  are  not  higher 
than  in  1919,  the})  can  only  be  guaranteed  until 
April  1st,  1920. 

See  our  Samples  MOW  and  order 
your  full  quantity"  for  the  Season. 


"MADE  IN  CANADA' 


NO  DUTY  —  NO  EXCHANGE  -  PROMPT  DELIVERY 


WILLIAM    E.  COUTTS 

145-149  Adelaide  Street  West 

TORONTO,  CANADA 


1920 


1' i' 1:11111111:11:111 


1920 


This  is  "Dawson'   Year  for  Blank  Books 

1  00  %  Quality 


Account  Books 

Journals 

Day  Books 

Columnar  Books 


ADDRESS  DEPT.  A 

FOR   COPY    OF   LOOSE    LEAF 

PRICE  LIST 


Stenographers' 
Note  Books 


iPKDxM^tuIirral^. 


Ledgers 

Cash  Books 

Records 

Figuring  Books 


MONTREAL 


ADDRESS  DEPT.  A 

FOR   COPY    OF    LOOSE    LEAF 

CATALOGUE 
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This    illustrates 

our    new 

"ROT AX" 

yJ*R£' 

LOOSE  -  BACK 

BINDER 

without    Perforat.  >n 

an  easy  mattsr. 

Uj.-l-.ti.       KOTAX. 

'■*'  ,"""'"' 

W.  H.  HILTON  &  CO. 

"$~Er"   ROCHDALE,  England 

MAKERS  OF  OVER  80  DIFFERENT  PATTERNS  OF 

LETTER    FILES 

for    progressive    and    up-to-date    Stationers    who 

should  carry  a  stock   of  these   Ready-Selling  and 

Money-Making  Lines. 


This  illustrates  our 

"REGENT" 
LEVER   ARCH   FILE 

which  packs  flat  for  export 
purposes 


We  shall  be  pleased  to 

mail  you  prices  and 

particulars. 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office   and  Factory: 

ALBERT    WORKS 

Otley,   Yorks,    England 

LONDON:— 22.  I?r  Lane.  Patarnostar  Row.  E.C.  4 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 
ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303,  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON.  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb,  London. 
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WATERSTON'S 


TRADE 


BEE 


BRAND 


SEALING 


Established 
1752 


"  Banker's 
Specie' ' 


mm     is   the    banker's   fav- 
"llllll    orite  quality.     It  is  a 
thorou  g  h  1  y    reliable 
wax,  possessing  a  bril- 
liancy  of   colour,    com- 
bined with  the  greatest 
adhesiveness,  and  has  the 
additional    advantage    of 
being  sold  at  a  moderate 
price. 


Jean  Denholm's  Venture 

I         The    Letters    of    a    Lady    Sunday    School    Superintendent. 
By    Rev.    THOMAS    CASSBLS,    B.D.  3s.  6d.  net 

A  series  of  intensely  interesting  letters  written  by  an 
enthusiastic  young  lady,  in  wliich  the  teachers  will  find 
many  novel  suggestions,  a  source  of  enthusiasm  ;  nd  a 
real  help  in  Sunday  School  work  Quite  entertaining,  and 
often  amusing. 

The  Practice  of  Christ's  Presence 

I        By   Rev.    W.    Y.    FULLERTON. 
New   and    Revised    Edition.  2s.    6d.    net 

Dr.  Alexander  Whyte  says;  "This  is  a  masterly  book 
it  ranks  beside  Brother  Lawrence's  book  and 
Jeremy  Taylor's.  ...  I  shall  always  connect  the 
three  names  together.  ...  I  have  gone  back  upon 
Brother  Lawrence's  book  only  to  return  to  Mr.  Fuller- 
ton's  with  a  greater  appreciation  ...  an  Evangelical 
Classic." 

Old  Bible  Characters 

Drawn  with  a  Modern  Pen.  By  GEO.  E.  MORGAN,  M.A. 

4s.  6d.net 

"Popular  sketches  of  men  and  women,  from  Adam  and 
Eve  to  Joseph,  'Premier  and  Food  Controller,'  which 
take  the  narrative  literally  and  depict,  in  vivid  colours, 
the  various  characters.  The  theology  is  simple  and 
Evangelical,  but  the  vital  interest  is  conveyed  in  quite 
colloquial    and   up-to-date    phraseology." — British    Weekly. 

Peter:  Fisherman,  Disciple,  Apostle 

■        By   Rev.   F.   B.   MEYER,   D.D.  4s.   6d.  net 

Dr.  Meyer's  biographies  have  been  the  source  of  inspira- 
tion and  help  to  thousands  of  preachers   and  teachers. 

Cameos  of  Comfort 


i 


By    Rev.    J.    TAYLOR,    B.D.  3s.    net 

"A  suitable  gift  book  for  a  bereaved  and  bewildered 
soul.  ...  A  valuable  book  for  those  who  seek  conso- 
lation. ...  It  is  impossible  to  read  these  'Cameos' 
without   taking    heart." — The    Record. 

Vision  and  Vocation 

I        By  Rev.   J.   C.    CARLILE,   D.D.  4s.   net 

"Shows  wide  reading  among  poets  old  and  new     . 
the  preacher  will  ponder  the  fresh  texts  and  new  themes. 
A    fresh    vision    of    God    to    hallow    the    day's    work." — 
Baptist  Times. 


The  Man  Who  Went 


I 


By    HAROLD    SPENDER.      A    powerful    and    enthralling 

story  of  a  demoblized  soldier.  6s.  6d.  net 

"Capital  reading.     .     .     .     Mr.  Spender  is  always  worth 


reading. 
Telegraph. 


The    best    he    has    given    us." — Daily 


For  England's  Honour 

I        By   ALBERT  LEE.     Eight  full-page  Illustrations. 
7s.    6d.   net 
"A   stirring   tale   of   the    Great   War.      .      .      This    latest 
story   will  add  to  the  author's   many  boy  admirers. 
Admirably    illustrated." — Boy's    Own    Paper. 

Mrs.  Desmond's  Daughter 

By   E.   EVERETT-GREEN.  6s.   net 

"The   author   has    written   an   attractive    story,  but   has 

never  been  happier  than  in  this  her  latest  work.  Simple, 
pleasant  and  healthy." — The  Scotsman. 


I 


The  Girls  of  Clare  Hall 


By    ESTHER   E.    ENOCK. 

"Neither   namby-pamby    nor   unwholesome 
book    closes    in   sunshine." — The   Bookman. 


The  Coming  of  Gwen 

M        By   EMILY   BAKER. 


6d.   net 

.      the 


4s.    6d.    net 


"A  pleasant  and  healthy  story  of  deep  interest  to  young 
ladies." — The    Scotsman. 


Dudley  Napier's  Daughters 


By  AMY  LE  PEUVRE. 

"Exhilarating   and   natural, 
girls." — British   Weekly. 


New  Edition,  4s  6d.  net 
An   ideal  book   for 


fr 


\'/:'na;VHiiY-HiLVIfli^ 


^jjxRRISTONROAD 


s  St,  Bride  Street- Ludcate  Circus  ■       i*W* 

oo  LONDON  ECIKX 


TORONTO : 

HECTOR    PRENTER 

33  Richmond  Street  West 
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BAGSTER  BIBLES 

BAGSTER  Teacher  Bibles 
Good  Clear  Type 

BAGSTER   Daily  Light  on    the 
Daily  Path. 

Large  Type,  Small  and    Gem. 

BAGSTER  Bible  Students'  Books 

BAGSTER  TinyText  Books 

BAGSTER   Bible  Books 

At  all  Booksellers.  Lists  free  by  Post 

BAGSTER,  15  Paternoster  Row 

LONDON,  ENGLAND 


Canadian  Representative  : 

Frederick  D.  Goodchild,  266  King  St.  W.,  Toronto,  Ont. 


The  Marking  Ink  of  Royalty. 

A  shop  is  known  by  the  g-oods   which   it   recommends.      As   it 
is  used  in  the  Royal  Households. 

JOHN  BOND'S 

"CRYSTAL  PALACE" 

MARKING  INK 

is    the   kind    you   should    advise    your    customers    to    use. 

REQUIRES  NO  HEATING 

In    15  and  30  cent  bottles;  or  by  the  oz.,  pint,  or  quart. 

The  Ink  recommended  by 
The  Copp  Clark  Co.,  Limited,  -  Toronto 

It  pays  to  push  this  ink. 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 

Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dan.ly 
writing  ->en  will  prove  a  mighty' 
fine  seller  for   every   live  dealer. 


Be  aure  to  see  samples  before  y     ou  order  your  new  stock.    You  11 
find  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


Rolland's  Standard 
Writing  Tablets 

These  two  standard  tablets  are  made 
with  well-known  High  Grade  water- 
marked paper. 


MADE  IN  CANADA 

They  are  well  bound  with  these  attrac- 
tive covers — and  are  the  basis  for  steady 
tablet  sales  with  the  right  class  of  cus- 
tomers. 


Every  stationer  knows  that  Rolland's 
Superfine  Linen  Record  is  the  best 
known  and  most  widely  used  paper  in 
Canada.  But  many  do  not  know  that  it 
is  put  up  in  tablets,  note  and  letter  size, 
and  is  the  ideal  tablet  for  the  better  class 
of  trade.  The  "Earnscliffe"  is  another 
well-known  Canadian  paper  that  is  a 
very  popular  seller.  You  will  find  it  a 
wise  plan  to  include  a  good  supply  of  this 
brand  with  your  order. 

Ask  your  wholesaler  for  quotations.  We 
will 'gladly  supply  samples  on  request. 

The  Rolland  Paper  Co.,  Limited 

HIGH  GRADE  PAPER  MAKERS 
MONTREAL,  P.Q. 
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The  John  C.Winston  Co.,  Limited 


TORONTO,  ONTARIO 

take  pleasure  in  announcing  they  will  enter  the 
Book  Trade  with  a  full  line  of  the  publications  of  the 
John  C.  Winston  Co.,  Philadelphia  and  Chicago,  and 
their  own  special  Canadian  publications,  all  of 
which  will  be 

CARRIED  IN  STOCK  IN  TORONTO 

This   line    will    include  the  fol- 
lowing well  known  publications: 

"CANADA'S  SONS  AND  GREAT  BRITAIN 

IN  THE  WORLD  WAR" 
HURLBUT'S  "STORY  OF  THE  BIBLE" 
THE  WINSTON  SIMPLIFIED  DICTIONARY 
"THE  WONDER  BOOK  OF  KNOWLEDGE" 

A  large  variety  of  Standard  Works,  Juvenile  and 

Holiday  publications. 

THE  "INTERNATIONAL"  SERIES  OF  BIBLES 

The  Largest  Line  of  Self-Pro- 
nouncing Bibles  in  the  World. 

Catalogue  of  Books  and  Bibles  carried  in  stock  on 
application  to  the  trade  department. 

The  John  C.Winston  Co,,  Limited 

Established  1890 

1 82  Spadina  Ave.  -  -  Toronto 


I 


ai 
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MID-WINTER  SEASON 

STRONG  HOURS 

By  MAUD  DIVER 
$2.00 

20,000  in  U.S.  in  First  Six  Weeks  and  Just 
getting  into  its  stride 

A  masterpiece  romance  of  England  and  Canada  by  a  novel- 
ist placed  by  the  N.Y.  Times  in  the  "front  rank  of  living 
English  writers." 

The  Critics  Say : 

"One  of  the  very  few  modern  English  novels  that  one  can 

respect,  and  at  the  same  time  read  with  interest." — New  York 

Sun. 

"The  book  is  absorbingly  interesting,  and  its  characters  are 
drawn  with  subtlety  and  skill."- — New  York  Times. 

"One  of  the  best  novels  of  many  years — absorbing,  whole- 
some and  satisfying  in  all  respects." — Brooklyn  Eagle. 

Worthy  of  Your  Best  Selling  Efforts 

THE  RIDIN'  KID  FROM  POWDER  RIVER  I 

By  H.  H.  KNIBBS 
$1.90 

The  New  York  Times  said :  "Here  we  have  the  real, 
genuine  cowboy !  Delicious,  vivid  strokes  sweep  broad 
and  accurate  pictures  over  the  pages  of  man,  animals  and 
nature.  So  well  done  are  the  minor  characters  that  not  a 
single  rooster  flies  over  the  fence  of  a  homesteader  with- 
out our  recognizing  the  creature  for  a  natural  specimen." 

Now  in  its  Third  Large  Printing 

THOMAS  ALLEN 
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ALLEN  LINE  LEADERS 

Look  At  This  Spring  List 


mi 


Mary,  Marie 


Eleanor  H.  Porter 

(First  Printing  100,000  copies)  $2.00 


Basil  Everman 

Elsie  Singmaster 

$2.00 

Oh,  You  Tex 

William  MacLeod  Raine 

$2.00 

Twenty-Six  Jayne  Street 

Mary  Austin 
$2.00 

Ships  Across  the  Sea 

Ralph  D.  Paine 

$2.00 

Wanted:  A  Husband 

Samuel  Hopkins  Adams 

$1.90 

A  Son  of  Courage 

Archie  P.  McKishnie 

$1.90 

The  Red  Lady 

Katharine  Newlin  Burt 

$1.90 

Swatty 

Ellis  Parker  Butler 

$1.90 

The  Real  Diary  of  the  Worst  Farmer  Judse  Shute 

The  Talleyrand  Maxim 

J.  S.  Fletcher 

$1.75 

The  Third  Window 

The  first  Serial  Story  in  years  accepted  by  the  Atlantic  Monthly 


Anne  Douglas  Sedgwick 

$1.65 


Books  That  Never  Grow  Old 


Canada's  Hundred  Days,  J.  F.B.    Livesay 
A  Labrador  Doctor,  Dr.  Wilfred  T.  Grenfell 
Industry  and  Humanity,  Hon.  W.  L.  Mackenzie  King 


$5.00 
$4.50 
$2.50 


TORONTO, 


215-219 
VICTORIA  ST. 


BOOKSELLER     AND     STATIONER 


s= 


These  Names  Mean 
Big  Sales  This  Spring 

WILLIAM  J.  LOCKE 

The  House  of  Baltazar — Here  is  a  typical  Locke  love  story,  of  a  man 
who  renounced  the  world  because  of  love  for  a  woman,  and  after 
twenty  years  of  self-exile,  came  back.     Sure  to  be  a  big  seller.    $1.75. 

JEFFERY  FARNOL 

The  Geste  of  Duke  Jocelyn — The  "Geste"  means  story  or  romance  and 
Farnol  revels  in  this  book  in  his  adventurous  Elizabethan-age  life,  all 
done  in  his  best  form.    The  Farnol  name  alone  means  big  sales.  $1.75. 

GEORGE  BARR  McCUTCHEON 

Anderson  Crow,  Detective — McCutcheon  has  made  a  new  American 
character.  It  is  a  highly  amusing  story  in  which  his  hero  is  Marshall, 
Chief  of  the  Fire  Department,  Street  Commissioner,  Truant  Officer, 
Amateur  Detective  and  Turnkey  of  the  Local  Jail  in  Tinkle  Town.  It 
is  quite  as  funny  as  it  sounds.    $1.90. 


ZONA  GALE 

Miss  Lulu  Bett — A  splendidly- 
written  story  of  real  life  in  the 
Middle  West.  Sweet,  sane  and 
kindly.    $1.75. 

EDWARD  STREETER 

As  You  Were,  Bill — A  continua- 
tion of  the  famous  Bill's  adven- 
tures in  civilian  life,  irresistibly 
funny  and  still  faithful  to  Mable. 
$1.00. 


MAURICE  HEWLETT 

The  Outlaw — Here  is  a  stirring 
tale  of  big,  hard-fighting  Vikings 
and  their  women,  taken  from  one 
of  the  early  Icelandic  sagas.  It 
teaches  as  well  as  entertains. 
$1.75. 

F.  A.  McKENZIE 

Korea's  Fight  for  Freedom — An 

astonishing  exposure  of  Japanese 
methods  in  Korea,  with  which 
the  author  of  "Canada's  Day  of 
Glory"  is  exceedingly  familiar. 

$2.25. 


Our  travellers  are  on   the  road  on   their  way  to  you.       They  will  be  glad  to 
show  you  these  and  others  of  our  splendid  spring  books. 

The  Ryerson  Press 

PUBLISHERS 

TORONTO 


Wt 
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One  Million  Five  Hundred  Thousand  Copies  of  the 
Greatest  Comics  Ever  Published 

BRINGING  UP  FATHER  and   MUTT  AND  JEFF 

were  sold  in  1919  by 

THE  AMERICAN  NEWS  COMPANY 

Three  new  numbers  will  appear  during  1920,  and  the 
advance  orders  indicate  the  purchase  of 

THREE  MILLION  COPIES  for  1920  by 
The  American  News  Company,  who  are  the  exclusive 
selling  agents.    The  publishers  predict  a  FIVE  MILLION 
sale  for  1920. 

December  31st,  1919,  showed  that  unfilled  orders  on 
hand  amounted  to  over  TWO  HUNDRED  THOUSAND. 
We  all  hope  to  be  able  to  fill  orders  complete  this  year,  but 
caution  the  trade  to  place  their  orders  NOW,  to  cover  their 
full  requirements  for  the  entire  year. 

These  Comics  are  and  will  be  very  popular  for  many  years,  so  that 
you  run  no  risk  of  loss  at  any  time.    Make  your  first  order  Heavy. 

The  retail  price  will  be  35c.  Trade  price,  27c  small  lots;  150  as- 
sorted, 26c;  300,  25 YiQ\  600,  25c;   1200,  24c. 

No  Exchange  Charge 
We  solicit  the  favor  of  your  order  by  return  mail. 

Respectfully, 

The  American  News  Company,  Limited 

ORDER  BLANK 

The  American  News  Company,  Limited. 

Please  supply  the  following  Comics,  retail  35c : 
Copies  Bringing  Up  Father — First        Series,  published  in  1919 


"  "  "         "         Second 

"  "  "         "         Third 

"  Mutt  and  Jeff—  Sixth 

"  "       "       "  Seventh       " 

"  Keeping  Up  With  the  Joneses,  1st  Series    " 

Name Address 

Date 


2J 


1919 
1920 
1919 
1920 
1920 


IF 
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FEBRUARY 

McClelland  & 

The  McClelland  and  Stewart 

travellers  are  now  on  the  road 

with  the  most  extensive  and  most 

attractive  line  of  books  we  have 

ever  shown. 

A  COMPLETE  RANGE  OF  BOOKS 
FOR  THE  MODERN  BOOKSTORE 

This  year  the  line  has  been  aug- 
mented by  the  A.  M.  Davis 
Co.  quality  cards — the  premier 
greeting  card  line  of  the  world, 
and  the  ideal  book  builder's  line 
of  Children's  Books,  wonderfully 
interesting,  amusing  and  instructive 

THE  AMBASSADORS  OF  CAN 

Known   to   the    Trade   as   "The 


The    1920   Editions 
of 

MECHANICAL 
BOOKS 

will    be    ready    this 

month.     Send  for  our 

new  catalogue. 


WILLIAM  J,  BRADY. 

Sales   Manager 


EDWARD    J.     BOYD 


J.    WILFRED    FORD 
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BULLETIN 
Stewart,  Limited 

Books  for  February  Selling 

The    Great    Impersonation 

By  E.  Phillips  Oppenheim 

September 

By  Frank  Swinnerton 

Helena 

By  Mrs.  Humphry   Ward 

Up,    The    Rebels 

By  George  Birmingham 

m 

The    Bight    of    Benin 

By  Robert  Simpson 

The  Disappearance  of  Kimball  Young 

By  Rowland   Wright 

The    Ranchman 

By  Charles  Alden  Seltzer 

W.  S.  Hart,  the  "Cowboy  King  of  the  Movies,"  is  now 
playing  in  "The  Ranchman." 

HARRY   LAUDER   WITH   US   AGAIN 

Sell  his  book,    "Between    You  and  Me." 


The  Big  Dictionary 
Proposition 

for  1920  is 

CASSELL'S  NEW 
ENGLISH 

DICTIONARY 


ADA'S  LIVEST  BOOK  HOUSE 

Perpetual  Society  of  Sunny  Smilers" 


WILLIAM    A.    D'EYE 


CHARLES  J.  CRANFIELD 


JACK    BOYD 


BOOKSELLER     AND     STATION  E  R 


1920  EXHIBITION 
of  HOLIDAY  LINES 

YOU  are  invited  to  attend  the 
Annual  Exhibition  of  holiday 
lines  which  will  be  held  on  the  Fifth 
Floor  of  our  warehouse  at  Welling- 
ton and  Portland  Streets,  Toronto, 
beginning  March  8th. 
Holiday  Gift  Stationery,  Greeting 
Cards,  Post  Cards,  Fancy  Novelties, 
Games,  and  Books  will  be  shown  in 
great  profusion,  suitable  for  the 
book,  stationery  and  toy  trades.  This 
exhibition  affords  retailers  an  excep- 
tional opportunity  for  advantageous 
buying. 

Our  travellers  will,  of  course,  show 
these  goods  on  the  road,  but  the 
greater  space  available  for  system- 
atic display,  together  with  other 
advantages,  makes  it  most  advisable, 
where  at  all  possible,  for  the  buyers 
to  visit  this  Exhibition. 

The  Copp,  Clark  Company,  Limited 

517  WELLINGTON   ST.  W.,  TORONTO  »f 
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SELL       CANADIAN-MADE       PAPETERIES 
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The  C.  C.  Co.  Productions 
are  the  Papeteries 

for  1920 

We  are  showing  a  line  of  marked    improvement    and    excellence 
over  anything  hitherto  exhibited  by  us. 

NEW  GREETING  CARDS 

The  trade  will  find  our  prices  most  attractive  as  regards  both  Greet- 
ing Cards  and  Postcards. 

PATRICIA,  ARTISTIC,  MATCHLESS, 
IMPERIAL  and  NAPCO 

These   collections   of   exceptional    value   are   available   in   larger 
variety  than  ever. 

In  Postcards  the  meritorious  Owen  line  and  others  controlled  by 
us  in  this  market  afford  you  quick  sellers  at  good  profit. 

Other    Specialties    For    Your    Profit 

Photo  Frames,  Albums,    Kodak   Calendars,    Holly    Nest  Boxes,  Bells  and 
Garlands,  Tinsel  Ornaments,  Decorated  Crepe  Paper  and  Ribbons. 

ALSO 

A  BIG  RANGE  OF  FRENCH  IVORY  GOODS 

The  Copp,  Clark  Co.,  Limited 

TORONTO 
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S.  B.  GUNDY 

Oxford  University  Press 


The   Biggest  Fact   in 


H^HE  outstanding  fact  of  the  present  time  in  the  book 
-*-  trade  in  Canada  is  the  linking  up  of  the  biggest  book 
publishing  concern  in  the  United  States — Doubleday,  Page 
&  Co.,  Garden  City,  N.Y.— with  S.  B.  Gundy,  the  Oxford 
University  Press,  Toronto. 

The  consummation  of  this  merging  of  interests  for  Can- 
adian selling  is  fraught  with  most  important  significance 
for  every  bookseller  in  Canada. 

The  Gundy  organization  is  thus  enabled  to  go  to  the  trade 
with  the  most  important  fiction  and  other  books  of  constant 
popular  appeal,  augmenting  the  regular  Oxford  University 
Press  line,  in  which  Oxford  Bibles  and  Prayers  and  Standard 
Authors  in  fine  bindings  occupy  the  pre-eminent  place  in 
the  book  world. 

On  the  opposite  page  are  listed  just  a  few  of  the  high 
spots  in  fiction,  some  ready  and  others  in  train  for  immediate 
publication.  These  constitute  an  earnest  of  the  high  ex- 
plosive ammunition  for  the  1920  bookselling  campaigns 
with  which  the  Gundy  organization  will  hereafter  supply 
the  Canadian  trade. 


MAKE  INCREASED  BOOK  SALES 
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Helpfulness 


DOUBLEDAY,  PAGE  &  CO. 

Country  LifefPress 


'anadian    Book     World 

HAROLD  McGRATH 

"The  Man- With  Three  Names"  $1.75 

HENRY  LEVERAGE 

"The  Shepherd  of  the  Sea" 1.75 

GEORGE  C.  SHEDD 

"The  Iron  Furrow" 1.75 

HUGH  PENDEXTER 

"Red  Belts" 1.50 

SOL  SHERIDAN 

"The  Typhoon's  Secret"  1.50 

ROBERT  AMES  BENNET 

"Bloom  of  Cactus" 1.50 

NALBRO  BARTLEY 

"The  Gorgeous  Girl" 1.75 

GEORGE  ADE 

"Hand-Made  Fables" 1.60 

WADSWORTH  CAMP 

"The  Gray  Mask" 1.75 

LOUIS  JOSEPH  VANCE 

"The  Dark  Mirror" 1.75 

WILLIAM  ALLISON 

"A  Secret  of  the  Sea" 1.75 

SAMUEL  ALEXANDER  WHITE 

"North  of  the  Law" 1.50 

STEWART  EDWARD  WHITE 

"The  Killer"  1.75 

ERNEST  THOMPSON  SETON 

"Tales  of  Woodland" 2.00 

AMERICANISM  vs.  BOLSHEVISM  ADVENTURES  OF  A  NATURE  GUIDE 

By  Ole  Hanson,  $1.75  By  Enos  A.  Mills,  $3:50 


AY  THIS  YEAR'S  STORE  RENT 
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Coming  Into  Its  Own 

The  Mystery  and  Detective  Story 

Some  of  the  greatest  photoplays  on  the  screen  to-day  such  as  "The  Mys- 
tery of  the  Yellow  Room"  have  baffling,  intriguing  mysteries  for  their 
plots.  On  the  legitimate  stage  there  are  at  least  a  dozen  such  successful 
detective  plays  such  as  "The  Crimson  Alibi."  These  are  being  presented 
before  thousands  of  enthusiastic  people  every  day. 

Your  Trade  is  Ready  and  Waiting 

In  the  book  world  the  number  of  detective  stories  published  has  already  out- 
distanced frontier  and  Western  novels. 

We  have  been  watching  this  trend  in  popular  reading,  and  have  anticipated  it, 
and  offer  you  the  strongest  and  most  attractive  list  of  detective  fiction  in  print. 
Do  your  share  in  making  a  success  of  the  detective  and  mystery  story  campaign 
now  in  full  swing. 


FEBRUARY  1st  PUBLICATIONS 

ANTHONY  TRENT,  MASTER  CRIMINAL,  by  Wyndham 
Martyn.  Not  since  "Raffles"  has  fiction  produced  so  inter- 
esting  a   person   as   Trent,  gentleman-crook. 

WHISPERING  WIRES,  by  Henry  Leverage.  Your  telephone- 
did  you  ever  realize  that  it  might  conceal  the  greatest 
mystery  in  the  history  of  crime? 

NUMBER  SEVENTEEN,  by  Louis  Tracy.  A  story  full  of 
breathless  suspense  in  which  the  number  "17,"  several  ivory 
skulls  and  a  beautiful  girl  are  strangely  brought  into  the 
plot. 

THE  CLUE  IN  THE  AIR,  by  Isabel  Ostrander.  A  "Roundsman" 
(McCarthy   story   that  treads  on   tiptoe   in   the  dark. 

THE  CRIMSON  ALIBI,  by  Octavus  Roy  Cohen.  This  is  the 
book  which  in  play  form  has  been  the  sensation  of  Broad- 
way for  months. 

THE  FILM  OF  FEAR,  by  Arnold  Fredericks.  It  takes  a  woman 
detective  to  catch  a  woman,  especially  one  who  is  desperately 
beautiful,   and  surrounded   with  a   maze   of  mystery. 

THE   IVORY   SNUFF    BOX,   by   Arnold    Fredericks. 

THE  BLUE   LIGHTS,  by  Arnold  Fredericks. 

THE   FALSE    FACES,  by   Joseph   Louis    Vance. 

THE  PERFUME  OF  THE  LADY  IN  BLACK,  by  Gaston 
Leroux.  The  baffling  sequel  to  "The  Mystery  of  the  Yel- 
low  Room." 

THE    POISONED    PEN,    by    Arthur   B.    Reeve. 

THE  SILENT  BULLET,  by   Arthur  B.  Reeve. 

THE  DREAM   DOCTOR,   by   Arthur   B.   Reeve. 


LOOK  AT  THESE  STRONG  TITLES 

By  the  most  popular  writers  of  detective  fiction.  These  books 
are  all  in  the  Popular  Copyright  Edition.  Do  not  begin  this 
campaign    without  a   full  stock   of  all  these  titles. 


ARNCLIFFE   PUZZLE,  THE 

BY  FORCE   OF  CIRCUMSTANCES 

CIRCULAR   STAIRCASE,    THE. 

ESCAPE  OF  MR.  TRIMM,  THE. 

GRELL   MYSTERY,   THE. 

HOUND   OF  THE  BASKERVILLES. 

HOUSE  OF  A  THOUSAND  CANDLES. 

HOUSE    OF    SILENCE,    THE. 

LATE  TENANT,  THE. 

MAELSTROM,  THE. 

MAN  IN  LOWER  TEN,  THE. 

MASTER  MYSTERY,   THE. 

MAYOR'S   WIFE,   THE. 

MILLION    DOLLAR  MYSTERY. 

MYSTERIOUS    DISAPPEARANCE,    A. 

PALS  FIRST. 

SECRET  WITNESS,  THE, 

MYSTERY   OF  THE  YELLOW  ROOM. 

SUSPENSE. 

TALES    OF    SHERLOCK    HOLMES. 

TREASURE   TRAIN,   THE. 

POSTMASTER'S   DAUGHTER. 


Gordon  Holmes 

Gordon   Holmes 

Mary   Roberts   Rinehart 

Irvin   S.  Cobb 

Frank    Freest 

A.   Conan   Doyle 

Meredith  Nicholson 

Gordon  Holmes 

Gordon  Holmes 

Frank   Froest 

Mary  Roberts  Rinehart 

Arthur  B.  Reeve 

Anna   Katherine  Green 

Harold    MacGrath 

Gordon    Holmes 

Francis   P.  Elliott 

George  Gibbs 

Gaston   Leroux 

Isabel    Ostrander 

A.   Conan   Doyle 

Arthur   B.   Reeve 

Louis   Tracy 


I    2. 


GROSSET  &  DUNLAP,5Publishers,  NEW  YORK 

GEORGE  J.  McLEOD,  LIMITED 

266  KING  STREET  WEST,  TORONTO 


Canadian  Representatives 
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THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED,  143-153  UNIVERSITY  AVENUE,  TORONTO 


Supplement  to 
"Bookseller  and  Stationer" 


Publication  Office,  Toronto,  February,  1920 


Vol.  xxxvi 
No.   2 


MARCH 

TOY  TRADE  TO  THE  FORE! 


TOYS— GAMES— PICTURE  BOOKS 

AND  OTHER 

CHILDREN'S  GOODS 

Retailers  will  find  in  this  issue  a  great  Fund  of  Information 
to  help  their  Toy  Departments  including  important  an- 
nouncements by  manufacturers  and  wholesalers. 

ADVERTISERS 

You  will  want  to  make  the  very  best  impression  in  this  num- 
ber.    Make  arrangements  now  to  be  adequately  represented. 

Rates:  Full  page,  $45;  ^  page,  $25;  lA  page,  $15. 

Better  Terms  for  a  Series.     Send  for  Rate  Card. 

Bookseller  &  Stationer 

143  University  Avenue  Toronto,  Ontario 
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Eagle  Brand 

TOY  BALLOONS 


PROFITS 


There  are  exceptionally  good 
profits  awaiting  merchants  sell- 
ing Eagle  Brand  Toy  Balloons. 
These  popular  juvenile  sellers 
are  always  in  demand  and  every 
sale  nets  you  a  fine  profit.  They're 
made  in  a  great  variety  of  un- 
usual snapes  and  colors.  A  few 
of  them  inflated  in  your  window 
will  make  a  beautiful  display 
that  will  bring  the  kiddies  in 
"bunches"  with  ready  nickels 
and  dimes.  Order  a  trial  supply 
of  these  quick  sellers. 

Jobbers  will  find  Eagle  Brand 
Balloons  a  worthwhile  proposi- 
tion.   Write  us  particulars. 


THE  EAGLE  RUBBER  CO. 

Ashland,  Ohio,  U.S.A. 
New  York  Office:  33  Union  Square  West 

Largest  Factory  in  the  U.  S.  A.  Making  Toy  Balloons  Exclusively 


Canadian  Agents: 


Menzies  &  Co.,  Ltd., 

489   King  St.   W.  Toronto,  Can. 
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Made  in  Canada 


Get  Rich  Before  Christmas— These  are  Summer  Lines 


x  *.*  \ 


Wheel  Toy  9004  retails  at  $  9.00 
"  9006  "  "  15.00 
"      9007        "  "      22.50 


These   boys   are   making   a   geared   Racer   with 
the   $15.00  set,  No.  9006 


Gilbert's 

New  Wheel 

Toy 

A  boy  can  make  his 
own  Scooter,  Wheel- 
barrow, Geared  Racer, 
Dog  Cart,  etc. 

It  is  Wonderful  Fun  and  a  Real  Education 

Have  You  Noticed  Our  Wireless 
Set — Advertising 

We  carry  a  full  line  of  Wireless  Sets  from  $7.50 
retail  to  $97.50  retail.    //  is  a  line  worth  while  ! 

The  Gilbert  list  is  as  follows : 

—  Electrical  Sets  — 


REG  US  PA.TOFP. 


Engineering  —  Sur- 
veying— Weather  Bureau — Civil  Engin- 
eering— Phono  Sets — Wheel  Toys — 
Chemistry  —  Tele-Sets  —  Wireless  — 

Soldering Airkraft  —  Tanks  —  Toy 

Motors — Tool  Chests  —  Magic — Puz- 


zles-— Mechanical    Toys 
Guns — Bell  Tovs,  etc. 


Machine 


.,  jr- 


This  is  cur  4009  Wireless  (retail  $27.00) 


Write  for  our  Canadian  proposition  NOW. 


The  A.  C.  Gilbert-Menzies  Co.,  Ltd.,  PoSbSt'o 

Mfrs.  of  Gilbert's  Toys  —  Agents  Gilbert's  Polar  Cub  Fans  —  Vibrators  and  Motors 
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TIME  TO  BUY  BASEBALLS 

To  get  prompt    delivery,    we   offer,   subject   to  immediate   acceptance: 

No.  37  Rocket  Balls,  size  approximately  73/4"  circumference,  imitation 
leather  cover,  stitched  with  red  thread,   1   dozen  to  the  carton. 

$9.00  Gr. 

No.  8  Alliance,  size  approximately  8^",  imitation  leather  cover,  stitched 
with  blue  thread,  packed  1  dozen  to  the  carton $10.20  Gr. 

No.  10  Boys'  Favorite,  size  approximately  81/4",  very  closely  stitched 
with  red  thread,  high  grade  imitation  leather  cover,  packed  1  dozen 
to  the  carton $12.00  Gr. 

No.  34  Professional,  size  approximately  9",  closely  stitched  with  blue 
thread,  high  grade  imitation  leather  cover,  packed  1  dozen  to  the 
carton  and  1  in  a  box $21.00  Gr. 

Can  also  supply  you  with  a  complete  line  of  Base  Balls  up  to  $15.00 
dozen.  As  also  Playground  and  Indoor  Balls  from  $9.00  Gr.  up.  Ask 
for  our  complete  price  list. 

Our  line  will  be  displayed  at  Space  220,  at  the  Big  Spring  Show  at  the 
Grand  Central  Palace,  New  York  City,  from  February  9  to  14th. 

L.   GOTTLIEB   &   SONS 

263  Second  St.,  New  York,  N.Y. 


Something  New 


Indoor  Football 


Sells  on  Sight 

Plays  standard  football  indoors  all  winter. 
calling  for  this   game  every  day.     Also 


U 


Boys  are 


?» 


Mystero  Show  Outfits 

Every  boy  can  be  a  Magician.     Mystifying,  Entertain- 
ing, Instructive. 

Send  for  trial  order  and  display  prominently.     Every 
boy   in   your  district  will   want  these  novel   games. 


III!  I II  Mill 


UNIQUE    GAME    &    TOY   SERVICE 


1328  BROADWAY,  NEW  YORK 


THE  mission  of  this  trade  newspaper  is 
to  work  for  greater  efficiency  in  the  re- 
tail stores  and  for  the  increased  sale  of  books, 
stationery  and  the  associated  lines  in  these 
stores. 
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JOHN  LONG,  LTD.,    Publishers,    LONDON 
THE  NOVELS  OF  NAT  GOULD 

■y  SALES  NOW  EXCEED   20,000,000  COPIES  *«n 

No  Bookseller  or  Newsagent  who  would  turn  over  his  capital  rapidly  should  ever'be  with- 
out a  supply  of  the  Novels  of  NAT  GOULD,  published  by  the  house  of  JOHN  LONG,  Ltd. 
They  are  far  and  away  the  quickest  sellers    on  the  market. 

Programme,  Spring,   1920 

7s.net.' — Crown  8vo,   Cloth,  320   pages.     Superior  paper.    Wrapper  in  three  colours.    Also  in  John  Long's 
Colonial  Library  in  two  editions — Cloth,  wrapper  in  three  colours;  Paper,  stiff  paste-down  cover 


in  three  colours. 

The  Wizard  of  the  Turf  Fast  as  the  Wind 

Never    in   Doubt  The    Steeplechaser 
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'  JOHN  LONG'S  Is.  6d.  NET  (BOUND)|NOVELS 

A  new  series  of  novels  by  world-famous  authors 

The  Authors  in  this  Series  have  been  specially  selected.  The 
volumes  are  printed  on  good  paper  in  newly-set  clear  type.  They 
are  most  tastefully  bound,  and  have  attractive  Dust  Wrappers  in 
Three  Colours  by  leading  Artists.  F'cap  8vo.,  256  pages  or 
320  pages. 

New    Volumes,    Spring    and    Summer,    1920. 

The  Garment  of  Immortality   . .' ALICE  &  CLAUDE  ASKEW 

A  Che  tnut  Champion*    NAT  GOULD 

Odds  On*    NAT  GOULD 

Racing    Rivals*     NAT  GOULD 

The  Silver   Star*    NAT  GOULD 

The  Breath   of  Suspicion    WILLIAM   LE  QUEUX 

The   Man   About  Town    WILLIAM   LE  QUEUX 

Coming  of  Age    RICHARD  MARSH 

The   Deacon's   Daughter    RICHARD  MARSH 

Forest   Fugitives    THEODORE  G.   ROBERTS 

A    Flirtation   with   Truth    CURTIS  YORKE 

Mis*     Daffodil      CURTIS  YORKE 

The  Vision   of  the  Years    CURTIS  YORKE 

The    World    and    Delia    CURTIS  YORKE 

The    Snake    Garden     AMY  J.  BAKER 

Moonflower     AMY  J.   BAKER 

Alton  of  Somasco   HAROLD  BLINDLOSS 

Rancher    Cartaret     HAROLD   BLINDLOSS 

Alison's  Adventure    HAROLD  BLINDLOSS 

The  Man   Who  Knew  All    MARIE  C.   LEIGHTON 

The   Mystery   of   the   Three   Fingers MARIE  C.   LEIGHTON 

Alix    of   the    Glen    CURTIS  YORKE 

Delphine     CURTIS   YORKE 

Only   Betty    CURTIS  YORKE 

Mollie  Deverill    CURTIS  YORKE 

Wayward   Anne    CURTIS   YORKE 

Queer    Little   Jane    CURTIS  YORKE 

The  Woman   Ruth    CURTIS   YO 

Enchanted    CURTI-    YO 

Jess  of  the   River    THF.ODOKE   G.    I 

The  Exiled   Lover    THEODORE   G.    ROKi 

*A     full-length     Novel     now     for    the    first    time     published     in 


JOHN  LONG'S  Is.  NET  (PAPER)  NOVELS 

All  by  authors  of  established  popularity 

All  with  entirely  new  up-to-date  Cover  Designs   in  Three  Colours, 

by   leading   Artist-.       I  «vn,   .» '  _•    x    ■  '■  t    inches.      128  pages. 
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Alix    of    the    Glen     CURTIS   YORKE 

Delphine     CURTIS  YORKE 

The  Girl  in  Grey   CURTIS  YORKE 

Irresponsible     Kitty      CURTIS  YORKE 

The  Three  Days'   Terror    J.  S.   FLETCHER 

The     Bishop's     Secret FERGUS  HUME 

Woman    the   Sphinx    FERGUS  HUME 

The    Golden    Wang-Ho    FERGUS   HUME 

The    Other    Mrs.    Jacobs     MRS.   CAMIPBELL   PRAED 

Sweet  "Doll"   of  Haddon   Hall J.  E.  MUDDOCK 
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No.    3    The   Square    FLORENCE  WARDEN 

An    Outsider's   Year    FLORENCE  WARDEN 

In    Summer    Shade     MARY   E.  MANN 

Confessions  of  a  Young   Lady    RICHARD  MARSH 

Ada    Varnham— Actress    RICHARD  MARSH 

Miss   Arnott's   Marriage    RICHARD  MARSH 

Curios     RICHARD   MARSH 

Mrs.  Musgrave  and  Her  Husband   RICHARD   MARSH 

A    Beautiful    Rebel    ERNEST  GLAN VILLE 

The   Scarlet   Seal    DICK   DONOVAN 

Little    Wife    He  ter    L.   T.    MEADE 

Father    Anthony    ROBERT  BUCHANAN 
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BOOKSELLER      AND      STATIO.NER. 


A  Very  Profitable  Line — Why  Not  Handle 

Talking  Machine  Needles 

Bnlliantone  Steel  Needles,  the  highest  class  talking  machine  needles 

in  the  world 


PRICES 

Ship 

100  packages 

.09      cts.  per  pkg. 

TERMS 

15  Days  Net  Orders  Draft 

Via- 

150  to  250      " 

.083^    "    "     " 

Orders    for    $9.00   or  less 

250  "  500      " 

.08       "    "     " 

C.O.D. 

Extra  Loud,  Loud,  Half,  Light  Tones — Retail  price  15c  per  package 

LOUIS  J.  BOURGETTE 


Distributor 
Phonographs  and  Accessories  of  All  Kinds 

16  McGill  College  Avenue 
MONTREAL 


It  Docks  At  Your  Desk 

Our  service  brings  to  your  desk  interest- 
ing news  collected  from  the  newspapers, 
.  relating  to  your  business. 
Often  you  plan  your  affairs  on  market 
conditions  and  new  developments,  but  you 
could  plan  much  better  with  full  informa- 
tion before  you  from  the  whole  ot  Canada 
and  United  States. 

These  newspaper  clippings  have  proven 
most  valuable  to  business  houses,  saving 
time  in  searching  files  and  often  being 
turned  to  good  account  getting  orders  and 
contracts. 

As  a  manufacturer  you  would  be  in  constant  touch  with  all  activities  affecting 
your  line  of  business,  and  could  use  this  information  to  good  advantage.  Con- 
sult our  service  man,  he  can  suggest  a  service  that  will  save  you  time  and  solve 
your  problems. 

Canadian  Press  Clipping  Service 

143-153  UNIVERSITY  AVE.,  TORONTO 
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BOOKSELLER     AND     STATIONER 


Valentines  Series 

FOST  M&Sfa  CARDS 


iTHROtfCHQUT, 


3Rl*> 


EXCLUSIVE  AGENTS  for  CANADA  for  the 

DREYFUSS  ART  CO'S. 

CHRISTMAS  and  NEW  YEAR 

CARDS  and  BOOKLETS 

In  steel  die,  offset  and  hand  color 

Goods  shipped  F.O.B.  New  York  or  Toronto 

Our  other  lines  are  made  up  from  the  best  of  the  lead- 
ing publishers  and  manufacturers  and  comprise  the 
following : 

Toy  Books  Calendars 

Juvenile  Books  Children's  Blocks 

Book  Toys  Games 

Book  Novelties  Dominoes 

Tags  and  Seals  Checkers 

Post  Cards  Playing  Cards 
Tinsel  Cord  and  Ribbonzene 

Valentine  &  Sons  United  Publishing  Co., 

Limited 

Toronto  Winnipeg 
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BOOKSELLER     AND     STATIONER 


The 


peatO 


GRAPH 


TQADE    MARK    REGISTERED 


is  now  ready  for  delivery  to  you. 

The  T?epeatQgraph  is  the  latest  and 
most  modern  invention  for  the 
phonograph,  and  automatically  replays 
your  record  as  often  as  you  require. 

IT'S  HUMAN.     IT  WILL  REPLAY  YOUR 
RECORDS  WITHOUT  YOUR  AID. 


Indispensable  for  Dancing,  Educational  Purposes, 

During  Meal  Hours,  etc.     Will  fit  on  nearly 

ALL  MACHINES  Using  Steel  Needles 


Retails 

$7.50 

Nickel 
Plated 


Retails 

S10.00 

Gold 
Plated 


Send  for  descriptive  catalogue 
and  discount  to 


The    T?EPEAtQgRAPH      Co 


"(JADE    MARK    REGISTERED 


mpany 


of  Canada,  Limited 
511  St.  Catherine  Street  West,  Montreal,  Canada 

Arthur  K.   Kempton,  President  and  General   Manager 

Distributors   for   the   Province  of   Quebec   and   Maritimes,  The  Colonial   Products   Corporation,   Limited, 

22   St.  John  St.,  Montreal. 

Distributors   for   Manitoba   and   Western   Provinces, 
The  Wilson  Phonograph  Specialties  Co.,   Builders'  Exchange  Building,  Winnipeg,  Man. 
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PERSONALITY 

A  TRAVELER  for  one  of  the  Toronto  whole- 
sale houses  in  the  course  of  a  conversation 
with  us  on  the  subject  of  the  different  methods  book- 
sellers Mip]  stationers  have  of  conducting  their  stores 
laid  stress  on  the  good  promotional  work  accom- 
plished by  one  merchant  by  the  simple  policy  of 
making  it  a  point  to  speak  to  every  man,  woman  or 
child  among  the  customers  entering  his  store. 

He  may  he  waiting  on  another  customer  at 
the  time,  but  he  will  say,  "Excuse  me  a  moment,'' 
while  he  gives  the  newcomer  a  word  of  greeting  and 
sees  that  a  clerk  looks  after  his  wants.  This  mer- 
chant has  developed  the  habit  of  doing  this  in  what 
one  might  call  the  twinkling  of  an  eye,  so  that,  while 
the  little  diversion  can  hardly  offend  the  first  cus- 
tomer, it  has  inevitably  a  certain  flattering  effect 
upon  the  second.  Frequently,  even  when  he  him- 
self is  not  busy,  the  merchant  will,  after  the  first 
word  or  two  of  greeting,  turn  the  customer  to  a 
clerk.  He  does  this  purposely.  "I  believe  in  giv- 
ing my  clerks  work  to  do,"  he  says.  "In  some 
stores  there  is  never  a  clerk  will  move  unless  the 
proprietor  is  busy.  No — I  don't  think  it's  laziness, 
in  most  cases,  but  natural  deference  to  what  the 
clerk,  rightly  or  wrongly,  considers  superior  sales- 
manship; allowing  such  a  practice  isn't  giving  a 
clerk  a  fair  chance  to  make  good.  Furthermore,  it 
Is  educating  a  lot  of  customers  to  ask  for  the  pro- 
prietor, and  refuse  to  be  waited  upon  by  anyone  else. 
When  I  call  a  clerk  to  wait  upon  a  cu<tomer  I  show 
my  confidence  in  that  clerk.  I  think  it  is  good 
business." 


THE  SPIRIT  OF  HARMONY 
I"  N  cities  and  towns  where  there  are  local  branches 
A  of  the  Retail  Merchants'  Associati  in  much  good 
may  be  done  by  the  members  of  different  retail 
trades  in  working  together  in  harmony  and  for  the 
general  betterment  of  the  retail  business  of  the  com- 
munity. If  there  is  no  branch,  a  retail  section  of 
the  Board  of  Trade  or  Chamber  of  Commerce,  if 
not  already  in  existence,  should  be  formed,  and 
book  and  stationery  merchants  should  be  in  the 
forefront  of  all  movements  such  as  this  because  they 
are  probably  as  great  sufferers  as  any  in  having  to 
contend  with  out-of-town  competition,  and  right  in 
this  connection  it  may  be  said  that  merchants  in 
other  lines  are  too  prone  to  buy  their  stationery 
supplies  from  wholesale  houses,  but  would  resent  the 
action  of  the  bookseller  were  he  to  buy  his  clothing. 


his  groceries  or  his  shoes  from  wholesale  houses.  A 
spiril  of  co-operation  would  largely  do  away  with 
all  such  conditions,  because  by  actifig  together  each 
would  appreciate  the  other's  problems,  and  in  work- 
ing together  for  common  welfare  such  individual 
misdemeanors  would  disappear. 

If  the  mail  order  house  is  found  to  be  encroach- 
ing upon  die  merchants'  trade,  much  more  can  be 
accomplished  by  combined  action  than  by  each  mer- 
chant, single-handed.  In  such  a.  case  as  this,  the 
merchants  in  the  town  should  decide  to  do  all  their 
trading  in  their  own  town,  purchasing  their  wants 
from  one  another.  It.  would  also  lie  well  to  interest 
the  printer  or  newspaperman  in  the  town,  for  with 
his  help  a  great  deal  more  can  he  done. 

Then  those  obstacles,  against  which  the  mer- 
chant- in  every  town  have  to  contend  can  he 
remedied  more  easily  if  the  business  men  will  only 
work  in  harmony.  Some  new  and  valuable  measure 
that  would  greatly  benefit  trade  sometimes  may  fail 
to  he  adopted  because  there  is  no  union  between 
the  different  men  concerned.  This  should  be  dif- 
ferent, and  each  dealer  should  do  his  part  to  bring 
about  a  union  of  the  merchants  in  the  town. 


IMPORTANCE  OF  til  SIX  ESS  PAPERS 

AN  Association  of  Railway  Executives  undoubt- 
edly represents  the  most  capable  and  progres- 
sive business  men  on  the  continent.  Practically  all 
of  them  have  worked  their  way  up  from  minor 
positions  and  they  know  every  phase  of  labor,  busi- 
ness and  public  opinion.  They  should  know  it 
better  than  any  other  class  in  the  community. 

Recently  the  Association  of  Railway  Executive- 
of  the  United  States,  wanted  to  lay  before  the  coun- 
try the  fund!amental  facts  of  the  railway  situation. 
They  selected  a  number  of  newspapers  for  this  pur- 
pose. Out  of  the  total  number,  42  were  purely  trade 
and  technical  newspapers. 

This  is  one  more  experience  which  we  commend 
to  the  attention  of  the  Dominion  Government  which 
employs  M.  E.  Nichols  at  a  bigger  salary  than  he 
ever  earned  before,  as  Director  of  Public  Informa- 
tion. The  two  daily  newspapers  which  Mr.  Nichols 
directed  went  insolvent.  Mr.  Nichols  reported  and 
passed  his  report  to  the  Government  that  business 
new-papers  were  of  no  public  value  and  were  not 
entitled  to  admission  to  the  newspaper  mails.  Should 
such  a  man  who  is  so  far  behind  the  times  be  re- 
tained at  such  a  high  salary  and  in  so  important 
a   public  position? 
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News  About  and  for  Travelers 


A   DISAPPEARING  TYPE 

A  TYPE  that  is  fast  disappearing 
is  the  commercial  traveller  -of  the 
"old  school" — the  bluff,  joke-tell- 
ing traveller,  who  was  a  hard  drinker,  a 
fast  liver,  and  socially  beyond  the  pale! 

He  was  of  the  type  who  entertained 
his  customers  over  the  hotel  bar,  who 
was  always  attending  prize  fights,  box- 
ing matches,  wrestling  matches,  horse 
races  if  he  reached  territory  where  such 
Mimisements  were  indulged  in.  The 
traveller  of  the  old  days  was  more  or 
less  of  a  sporting  man,  and  through  the 
medium  of  his  appearance  and  manners 
imposed  on  the  world  his  own  estimation 
of  himself  through  his  general  atmos- 
phere and  dress.  He  flashed  a  big  roll 
of  notes,  and  wore  diamonds  and  loud 
clothing.  His  expenses  account  would 
scare  the  modern  sales  manager,  but  in 
those  days  of  non-efficiency  it  was  a 
question  of  selling  the  goods,  and  the 
house  heaped  the  cost  of  selling  on  to 
the  buyer  and  the  ultimate  consumer. 

Travellers  still  stop  at  good  hotels  and 
dress  well,  but  their  personal  expense 
accounts  don't  run  as  high  as  in  the  old 
days,  nor  do  they  dress  flashily  and  re- 
sort to  the  crooked  elbow  and  joke-tell- 
ing in  selling  merchandise.  Merchandise 
to-day  is  sold  on  a  business  basis,  and 
the  buyer  is  anxious  to  secure  the  best 
merchandise  for  the  least  money,  with- 
out having  to  pay  the  overhead  expense 
of  entertainment  in  the  cost  of  his  mer- 
chandise. 

The  modern  sales  manager  is  a  much 
cleaner-minded  sort  of  individual  than 
the  old-timer.  He  does  not  care  to  hear 
that  sort  of  stories,  and  avoids  the 
teller.  Many  present-day  buyers  feel 
the  same  way  about  it.  The  modern  sales 
manager  wants  clean-cut,  clean-minded 
salesmen,  who  sell  paper  or  other  mer- 
chandise on  merit,  nerve,  service  and 
price.  He  does  not  wish  for  the  sales- 
man to  buy  the  good,  will  of  the  cus- 
tomer. 

QUIZZING  CUSTOMERS 

Charley  Hawker,  the  new  Western 
man  on  the  road  for  Musson's,  tells  of 
an  interesting  observation  in  a  large 
Western  store  where  goods  may  be  re- 
turned if  they  have  not  been  used.  In 
the  case  of  books,  extreme  care  must 
be  exerted  to  present  people  from  "put- 
ting one  over'"  the  store  by  reading  a 
novel  and  then  returning  it  and  getting 
the  full  price  in  refund.  To  guard  agaist 
this  the  practice  in  this  store  is  to  quiz 
such  people,  taking  care  not  to  overstep 
the  mark.  One  woman  returned  a  book 
and  the  attendant  in  sizing  it  up  re- 
marked that  it  looked  as  though  some- 
one had  read  it.  The  woman,  however, 
was  quite  profuse  in  her  assurances  that 
she  had  not  read  it,  so  the  salesman 
guided  the  conversation  to  the  question 
of  other  books,  and  subsequently  switch- 
ed back  to  the  theme  of  the  story  in  the 
took  the  customer  had  returned,  speak- 


ing enthusiastically'  regarding  certain 
passages  and  situations.  The  customer 
concurred  to  a  degree  but  qualified  her 
remarks  with  the  decisive  verdict,  '"but 
I  don't  like  the  way  it  ends!"  Thus  the 
quizzer  got  his  answer  and  the  customer 
was  undone. 

NEW  TRAVELERS  ADDED 

In  connection  with  the  inauguration  of 
a  stationery  and  leather  goods  depart- 
ment by  A.  R.  MacDougall  &  Co.,  some 
new  travelers  have  been  added  to  the 
staff.  J.  L.  Cowan  represents  the  new 
lines  in  Western  Ontario,  W.  D.  Otty 
continuing  with  the  stationery  sundries 
lines  there.  In  Eastern  Canada,  the 
representative  of  the  new  lines  is  W.  D. 
Hess,  D.  A.  Mallette  carrying  the  sta- 
tionery sundries.  The  added  lines  are 
carried  by  B.  A.  Scott  in  Ontario,  ex- 
clusive of  Toronto,  and  by  D.  P.  Connery 
in  the  city  of  Toronto.  In  Toronto,  the 
stationery  sundries  traveler  is  S.  J. 
Huber,  and  in  Ontario,  exclusive  of  To- 
ronto, B.  S.  Hulse. 

RIEDELL  STRONG  FOR  CANADA 

John  A.  Riedell,  who  travels  in  Can- 
ada, as  well  as  part  of  the  U.S.,  for  the 
Weldon  Roberts  Co.,  was  in  Toronto  in 
January,  and  while  here  got  in  touch 
with  BOOKSELLER  AND  STATION- 
ER. He  is  one  of  the  type  of  travelling 
salesmen  who  appreciate  the  value  of 
the  work  done  by  the  trade  press  in 
promoting  the  general  well-being  of  the 
retail  interests. 

Mr.  Riedell  is  a  great  admirer  of  Can- 
ada and  Canadians,  and  of  the  good 
treatment  he  always  receives  at  the 
hands  of  the  Canadian  stationers.  He 
is  a  strong  voice  in  the  great  chorus 
that  throughout  Canada  is  singing  the 
song  of  business  being  good.  The  man- 
ner in  which  one  of  his  firm's  latest  in- 
troductions had  been  taken  up  in  this 
country  had  exceeded  their  fondest  ex- 
pectations, and  Mr.  Riedell  took  this  as 
a  further  indication  of  the  business 
sagacity  of  the  genus  stationer  in  this 
country. 

From    Toronto   Mr.    Riedell    proceeded 
to  Ottawa  and  Montreal. 
NOTES   ABOUT  TRAVELERS 

S.  J.  Huber,  who  for  the  past  two  or 
three  years  has  been  Montreal  represen- 
tative for  A.  R.  MacDougall  &  Co.,  is 
succeeded  in  that  territory  by  D.  A. 
Mailette,  who  previously  covered  West- 
ern Ontario;  the  latter  territory  is  now 
in  charge  of  B.  S.  Hulse,  while  Mr.  Hu- 
ber replaces  A.  R.  Haviland,  covering 
Toronto. 

Charles  A.  Hawker,  for  twelve  years 
with  Russell-Lang  &  Co.,  Winnipeg,  and 
latterly  in  the  book  department  of  the 
T.  Eaton  Company,  Winnipeg,  is  now 
with  the  Musson  Book  Co.  and  Hodder 
&  Stoughton,  Limited,  covering  Western 
Canada.  He  succeeds  W.  S.  Smart,  who 
goes  to  Australia,  where  he  will  manage 
the  Hodder  &  Stoughton  Co.'s  branch  in 
the  Commonwealth. 
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L.  B.  McCammon,  who  has  for  a  num- 
ber of  years  been  on  the  staff  of  city 
travellers  in  Toronto  for  Gage's,  has  ac- 
cepted a  managership  at  Brantford  for 
Barber-Ellis,  Ltd.,  at  Brantford.  On 
the  eve  of  his  departure  from  Gage's 
his  associates  there  presented  him  with 
solid  gold  watch  as  a  token  of  their 
good  will. 

WILKINSON  WITH  ALLEN 

Beginning  with  January,  Ronald  Wilk- 
inson, who  has  for  several  years  been  on 
the  road  in  the  book  trade,  became  as- 
sociated with  Thomas  Allen,  as  travel- 
ling representative  for  Eastern  Canada, 
Mr.  MacLean  continuing  to  cover  West- 
ern Canada. 

Mr.  Wilkinson,  by  reason  of  being  a 
well-posted  book  man  and  an  all-round 
salesman,  may  be  expected  to  capably 
take  care  of  the  interests  of  the  Allen 
line. 

TRAVELING   SALESMANSHIP 

Archer  Wall  Douglas'  new  book, 
"Traveling  Salesmanship,"  has  been 
written  out  of  the  experience  derived 
from  forty  years  of  close  contact  with 
the  traveling  salesmen  of  one  of  the 
largest  distributing  mercantile  organiza- 
tions of  the  L'nited  States.  It  is  not, 
then,  a  study  of  the  psychology  of  sales- 
manship, but  a  practical  working  vol- 
ume which  will  be  found  of  distinct  help 
to  salesmen  and  those  contemplating  en- 
tering the  selling  field. 

Mr.  Douglas  begins  with  a  chapter  on 
the  nature  and  functions  of  salesman- 
ship, after  which  he  takes  up  these 
topics:  Preparation  for  the  Road,  Work 
on  the  Road,  Contact  with  Customers, 
Competition  and  Prices,  Some  Phases  of 
Selling  (three  chapters),  Claims,  and 
The  Human  Equation. 

THE  COMMERCIAL  TOURIST 

Hail  to  the  knight  of  the  business 
highway!  Like  advertising,  he  is  always 
on  the  job,  blazing  the  trail  and  creating 
business,  and  any  man  who  creates  bus- 
iness is  a  benefactor  of  mankind,  doing 
more  for  humanity  than  all  the  preach- 
ers of  isms  and  uplift. 

Work  is  the  first  law  of  success,  and 
work  is  the  travelling  man's  middle  cog- 
nomen. Bar  none,  he  puts  in  more 
hours  at  his  job  than  any  class  of  men 
we  know  of.  Early  and  late  he  hits  the 
trail;  he  eats  when  he  can  and  sleeps 
when  he  gets  it. 

Selling  merechandise  and  creating 
trade  is  but  part  of  his  work.  In  addi- 
tion he  is  commercial  ambassador  ex- 
traordinary, representing  his  house  and 
its  prestige. 

He  is  a  live,  clean-cut,  hustling  busi- 
ness man,  having  taken  the  place  of  the 
old-time  travelling  salesman  who  took 
orders  in  proportion  to  the  amount  of 
booze  he  purchased. 

Exit  the  old  travelling  man  —  enter 
the  new  commercial  travelling  represen- 
tative.— Life. 


The  Traveler  Who  Walks  in  His  Sleep 

Catches  Trains,  Goes  His  Rounds  Visiting  Different  Towns  Every  Five  or  Six  Weeks, 

But  Asleep  All  the  Time! 


THE  traveler  who  still  harbors  the 
hoary  old  notion  that  the  trade 
paper  is  trespassing  on  his  pre- 
serves is  the  Rip  Van  Winkle  of  the 
Road.  True,  he  moves  about,  catches 
trains,  sees  his  customers  every  so 
often  and  then  does  it  all  over  again 
five  or  six  weeks  later  and  keeps  on  ro- 
tating just  like  that.  Nevertheless  he's 
asleep!  He's  like  the  early  February 
bear.  He  apparently  wakes  up  some- 
times but  too  often  he  goes  right  back 
into  slumberland  again. 

Mr.  Traveling  Man,  if  you're  in  that 
■class,  quit  hibernating  and  wake  up  to 
the  true  significance  of  the  trade  paper. 

Here  arc  a  few  outstanding  facts  of 
significance: 

The  most  progressive  retailers  are  the 
closest  readers   of  the  trade  papers. 

The  most  progressive  manufacturers 
and  wholesalers  are  the  best  advertisers 
in  the  trade  papers. 

The  most  progressive  travelers 
Tealize  these  two  big  facts  and  that's 
why  they  are  boosters  for  the  trade 
papers. 

The  traveler  who  sees  in  the  trade 
paper  an  agency  that  is  designed  to  di- 
vert orders  from  him  to  the  direct-by- 
mail  route  is  not  at  all  alive  to  the 
-chief  purpose  of  the  business  newspaper. 
Of  course  most  salesmen  get  credit  for 
all  business  that  comes  off  their  grounds 
*>ven  though  it  does  come  in  by  mail,  but 
■even  among  such  travelers  there  are 
some  who  seem  to  think  that  the  trade 
paper  is  a  force  that  is  building  up  mail- 
orders rather  than  encouraging  the  plac- 
ing of  orders  with  the  traveling  sales- 
men. 

To  fcuch  men  every  trade  paper  would 
be  glad  to  push  home  the  essential  truth 
that  the  interests  of  the  traveler  and  the 
trade  paper  are  in  common  and  that  the 
whole  plan  of  trade  paper  advertising  is 
to  bring  influence  to  bear  upon  the  re- 
tail merchant  at  his  regular  buying  time 
which,  in  the  vast  majority  of  cases,  is 
when  he  is  buying  from  the  traveler. 

The  traveler  who  is  most  alive  to  his 
own  best  interests  encourages  sluggish 
retailers  to  closely  follow  the  newspaper 
of  his  trade.  Naturally  there  are  some 
retailers  who  harbor  the  delusion  that 
they  have  "no  time  to  read"  and  the 
-wonder  of  it  is  that  they  are  not  asham- 
ed to  give  expression  to  such  a  revela- 
tion of  their  own  backwardness! 

"No  time  to  read!"  Think  of  it.  We 
live  in  an  age  when  education  is  almost 
a  necessity  of  existence,  when  the  print- 
ing press  is  the  greatest  force  in  the 
land,  when  publicity  is  the  recognized 
motive  power  of  successful  merchandis- 
ing-, yet  there  are  those,  and  many  of 
them,  who  will  still  tell  you  in  seeming 
sincerity  that  they  have  "no  time  to 
read."     Stalled  in  a  rut  and  petrified  in 


their  opinions  they  are  blind  to  the  fact 
that  this  phrase  of  a  dozen  letters  tells 
the  complete  story  of  the  decay  and 
death  of  many  a  prosperous  retail  busi- 
ness, and  might  appropriately  be  carved 
on  the  tomb  of  many  a  merchant  who 
paid  with  business  failure  the  penalty  of 
his  own  nearsightedness. 

And  what  manner  of  man  is  this  who 
has  "no  time  to  read?"  We  know  him 
— possibly  you  do  also — and  his  acquain- 
tanceship is  one  of  our  personal  sorrows. 
"Business  is  not  what  it  used  to  be,"  he 
will  say,  as  he  glances  pathetically  at 
the  attractive  windows  of  his  live  com- 
petitor across  the  way  or  scans  his  half 
page  ad.  in  the  daily  paper.  He  thinks 
he  knows  it  all,  poor  fellow,  and  yet  his 
story  is  invariably  one  of  disappointment 
and  hopelessness.  He  fails  to  realize 
that  the  world  of  to-day  has  no  con- 
sideration and  little  patronage  for  the 
man  who  has  "no  time  to  read." 

What    The    Live    Traveler    Does? 

When  the  genuinely  alert  traveling 
man  comes  across  a  trade  paper  still  in 
its  wrapper  in  a  retailer's  store  and  is 
told   by  the   retailer  that  he   hasn't   had 


time  to  open  it,  he  goes  after  Mr.  Deal- 
er in  a  manner  somewhat  like  this: 

Traveler — "Have1    you    seen    A 's 

window  up  the  street?" 

Dealer — "No." 

Traveler  —  "Well,  you'd  better  keep 
your  eyes  open  as  to  what  the  other  fel- 
low is  doing." 

Dealer — "Oh,  I  know  about  it  all  right, 

A has  a  clerk  who  is  an  enthusiast 

on  window-trimming.  I  haven't  such  a 
clerk  and  I  haven't  time  to  do  it  my- 
self." 

Traveler — "That  clerk  of  A 's  gets 

a  lot  of  his  ideas  out  of  the  trade  paper. 
Why  not  get  one  of  your  clerks  to  fol- 
low the  trade  paper  carefully  for  ideas 
to  be  used  for  window  displays  and  for 
other  advertising  ideas  to  help  business 
— it  sure  will  pay  you!" 

The  traveler  who  sows  the  seeds  of 
progressive  merchandising  in  that  man- 
ner invariably  builds  up  bigger  orders 
in  that  store  for  his  goods.  He  livens 
up  the  merchant  and  his  whole  staff  and 
the  trade  paper  is  a  wonderful  agency 
in  keeping  them  alive,  thus  working 
hand-in-hand  with  the  traveler. 


Imagination  Helps  Travelers 

The  Salesman  Lacking  It  is  in  the  "Order-Taker"  Class — The 

Imaginative  Traveler  Spurs  On  Sluggish  Retailers  and 

Thus  Creates  Extra  Business  for  Both 


IT"  OR  the  traveling  salesman  as  well 
as  for  every  other  business  man 
imagination  is  a  most  valuable  asset. 
One  writer  has  put  forth  the  claim  that 
imagination  is  as  essential  for  success 
in  business  as  it  is  in  art  with  the  ex- 
ception of  the  production  of  imagina- 
tive literature,  where  it  is  all  in  all. 

Imagination  is  the  ability  to  construct 
around  an  object  its  probable  or  pos- 
sible environment;  thus,  apprehending 
any  force,  to  realize  what  produced  it 
and  what  it  will  produce.  The  man  of 
imagination  writes  a  drama.  His  drama- 
tic instinct  apprehends  the  power  of  con- 
trasts; he  constructs  a  plot;  he  realizes 
what  each  person  will  do  and  why  he 
will  do  it.  His  characters  take  posses- 
sion of  his  will;  they  act  out  their  own 
destiny  —  often  against  their  author's 
own  desire.     He  relates  it  all  together. 

The  same  principle  applies  to  business. 
The  successful  merchant  is  spurred  on 
by  imagination.  He  sees  with  his  mind's 
eye  an  artistic  and  attractive  store  ar- 
rangement, a  nopular  and  complete  stock 
and  a  host  of  customers,  all  contribut- 
in  to  his  financial  success,  which  is  ima- 
gination reduced  to  concrete  form. 

The  traveling  salesman  with  imagina- 
tion often  sours  on,  bv  reason  of  his 
possession  of  that  faculty,  many  a  mer- 
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chant  who  lacks  it  or  has  it  only  in  small 
degree.  Such  a  traveler  builds  up  or- 
ders where  the  unimaginative  traveler 
goes  away  with  little  or  no  business  other 
than  what  the  merchant  has  ready  for 
him.  The  travelers  lacking  imagination 
are  usually  referred  to  as  mere  "order 
takers." 

The  young  traveler,  in  fact,  every  man 
on  the  road,  should  keep  his  senses 
alert  to  avoid  falling  into  that  class. 
Such  a  mental  attitude  will  not  only 
keep  him  out  of  the  rut  but  will  be 
developing  in  a  most  effective  manner 
that  desirable  business  asset — imagina- 
tion. 


NEW  SPECIALTIES 

The  Elsane  glass  desk  pad  is  a  new 
item  in  the  line  of  L.  Sainberg,  of  New 
York,  now  represented  in  Canada  by 
the  Guy  Distributing  Co.,  of  Montreal. 
The  base,  which  holds  the  glass,  is  semi- 
flexible.  The  corners  are  nickled  and  the 
base  is  made  with  the  finger  notch  for 
lifting  up  the  glass.  By  its  use,  price 
lists,  calendars,  maps,  photos  and  other 
memoranda  are  kept  in  constant  sight 
without  chance  of  loss  or  mutilation. 

These  pads  are  made  in  sizes,  18  in.  x 
24  in.,  20  in.  x  34  in.  and  24  in.  x  36  in. 


Trade  Outlook  Most  Promising 

Western  Canada  in  Most  Confident  Mood  and  This  Optimism  is  True  of  the  Whole 

Trade  Based  on  Solid  Assurances 


FROM  all  fides  come  optimistic  fore- 
casts for  1920.  and  confident  mes- 
sages as  to  what  the  new  year  has 
in  store  for  the  several  trades  with  which 
this  paper  is  associated.  Particularly 
assuring  are  the  reports  is  regards 
Western  Canada,  and  with  good  times 
in  store  for  that  great  section,  all  the 
rest  of  the  Dominion  is  bound  to  share 
in  the  benefits,  because  of  the  indis- 
soluble trade  links  between  East  and 
West. 

West  Looks  Good 

Harry  Edy,  manager  of  the  Winnipeg 
branch  of  Valentine  &  Sons  United  Pub- 
lishing Co.,  was  in  Toronto  in  January, 
in  conference  with  William  Banks,  who 
is  head  of  the  Valentine  firm  in  Toronto. 

Mr.  Edy,  in  conversation  with  the  edi- 
tor of  BOOKSELLER  AND  STATION- 
ER, referred  in  most  confident  and  op- 
timistic terms  as  to  the  trade  outlook 
in  Western  Canada,  speaking  not  only 
with  reference  to  the  interests "  of  the 
book  and  toy  trades,  with  which  his  firm 
is  particularly  identified,  but  in  a  gen- 
eral way. regarding  the  state  of  the  re- 
tail trade  in  the  West.  Stocks,  he  had 
found  in  the  many  towns  from  which 
reports  had  reached  him,  were  excep- 
tionally low,  due  to  the  unprecedentedly 
good  business  done  in  the  Fall  and  holi- 
day trading  season  and  also  because  of 
the  inability  of  getting  shipments  of 
goods  anywhere  near  the  extent  of  or- 
ders placed.  This  was  true  of  the  whole 
West  as  regards  the  merchants"  selling 
books,  stationery  and  toys  and  this  in- 
cluded a  very  great  pronortion  of  the 
drug  stores  of  Western  Canada. 

This  general  condition  was  having  the 
effect  upon  the  wholesale  trade  of  start- 
ing 1920  on  an  even  stronger  basis  than 
a  year  ago. 

Another  circumstance  of  much  sig- 
nificance in  its  influence  on  the  future 
outlook  was  the  fact  that  there  had  not 
been  heavy  frosts  followed  by  snowfalls 
practically  throughout  the  whole  grain- 
growing  country.  This  guaranteed  the 
necessary  moisture  in  the  ground  to  pre- 
pare for  good  crops  irrespective  of 
whether  or  not  adequate  rainfalls  follow- 
ed in  the  Spring. 

In  years  when  this  favorable  winter 
condition  was  not  realized,  the  whole 
Western  people  became  a  unit  in  pray- 
ing for  good  soaking  rainfalls,  not  heavy 
storms,  because  the  latter  were  virtually 
floods  that  caused  the  water  to  run  away 
without  getting  a  chance  to  soak  into 
the  earth  in  order  to  do  some  permanent 
good  toward  helping  to  produce  good 
crops.  This  gamble  as  to  chances  for 
the  right  kind  of  rains  will  be  absent 
this  spring  because  of  the  favorable  con- 
ditions affectin",-  frosts  and  snowfalls 
already  referred  to  and  consequently 
1920  begins  with  a  most  optimistic  out- 
look for  a  good   year's   natural   produc- 


tion by  Mother  Earth  and  general  pros- 
perity always  follows  in  its  wake. 

LEATHER  GOODS  OUTLOOK 

Editor,  BOOKSELLER  &  STATIONER: 
We  have  your  letter  of  January  15 
and  might  say  that  the  general  outlook 
in  the  leather  goods  trade,  as  affecting 
lines  sold  by  stationery  stores,  was 
never  better.  The  reason  we  say  this 
is,  that  in  spite  of  increasing  prices 
these  stores  continue  to  materially  in- 
crease their  sales.  As  an  instance,  cow- 
hide commercial  portfolios  were  sold 
two  years  ago  for  about  $7.50  each, 
and  are  now  selling  for  $13.50  each. 
These  stores  are  using  double  the  num- 
ber they  were  formerly. 

Regarding  the  finer  leather  goods, 
such  as  wallets,  bill  folds,  etc.,  we  are 
experiencing  great  difficulty  in  obtain- 
ing nice  skins  in  morocco  and  goat 
=kins,  and  the  prices  are  very  high.  We, 
however,  make  an  assortment  of  lines, 
and  there  seems  to  be  no  difficulty  in 
selling  them,  and  the  trade  seem  to  quite 
expect  advances. 

Hoping    this    information    will    be     of 
some  value  to  you,  we  are, 
Yours  truly, 
THE  JULIAN   SALE   LEATHER 
GOODS  CO.,  LIMITED 


ASCENDING  PRICES 

Editor,   Bookseller   and   Stationer: 

I  am  writing  this  letter  in  compliance 
with  your  request  to  tell  the  readers  of 
BOOKSELLER  AND  STATIONER 
something  about  the  increase  of  prices 
of  American-made  books,  as  observed  by 
me  on  my  recent  visit  to  the  American 
publishing  centres. 

It  is,  of  course,  well  known  to  those 
in  the  book  trade  in  Canada,  that,  with 
few  exceptions,  the  books  sold  by  Can- 
adian publishing  houses  are  manufactur- 
ed either  in  the  United  States  or  Great 
Britain.  This  statement,  of  course,  does 
not  apply  to  books  that  have  a  Canadian 
value  only,  such  as  school  text-books,  or 
such  publications  as  "The  Canadian  Al- 
manac." The  books  I  refer  to  are  books 
that  have  a  wider  interest,  such  as 
novels,  juvenile  story  books,  books  of 
history,  travel,  etc. 

When  the  salesmen  for  the  Canadian 
publishing  houses  start  out  this  year, 
their  selling  prices  for  the  most  part 
will  be  higher  than  they  have  ever  been 
before,  and  in  consequence  they  will  pos- 
sibly be  confronted  with  objections  on 
the  part  of  the  buyers,  who  do  not  yet 
understand  the  reasons  for  the  increase 
in  the  prices  of  lines  of  books  that  thev 
have  been  buying  for  years  at  a  much 
lower  figure. 

The   main   reason   of   this    increase   in 

cost  is  the  larger  wafes  beintr  paid   at 

the  present  t'me  to  printers  and  binders 

and  the  increase  in  tbe  cost  of  raw  ma- 
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terials,  such  as  paper,  binders'  cloth,, 
etc. — the  latter  largely  due  to  increased 
wages  to  the  workmen  in  these  indus- 
tries. Take  for  example  the  new  copy- 
right novel.  A  few  years  ago  these  sold 
retail  at  $1.25,  $1.35  and  SI. 50,  but  have' 
now  become  $1.75,  $1.90  and  $2  retafi. 
In  most  cases,  the  author  receives  a 
royalty,  based  on  a  percentage  of  the 
retail  price,  which,  with  an  increased 
retail  price,  adds  a  further  cost  to  the 
production. 

Yours  sincerely, 
W.  COPP,  ' 

Vice-President, 
The  Copp  Clark  Co.,  Limited. 


ORGANIZATION 

While  some  returns  have  been  re- 
ceived answering  favorably  the  ques- 
tions on  the  coupon  appearing  in  Janu- 
ary issue  having  to  do  with  the  pro- 
posed organizations  of  the  booksellers 
of  Canada,  the  number  is  not  as  yet 
sufficiently  representative  to  warrant 
action  on  the  basis  of  those  questions.  It 
is  now  proposed  to  call  a  meeting  to  be 
held  in  Toronto  at  an  early  date,  prob- 
ably this  month,  all  retail  booksellers 
to  be  invited  to  attend.  Then  the  or- 
ganization questions  can  be  acted  upon 
in  earnest.  At  this  meeting  the  advis- 
ability of  forming  one  national  associa- 
tion, or,  a"s  an  alternative,  provincial  or 
sectional  associations,  will  be  discussed, 
and  it  will  also  afford  a  good  opportunity 
for  considering  a  line  of  action  as  tcv 
the  advisability  of  bringing  influence  to 
bear  upon  the  Ontario  Government  look- 
ing toward  school  text  book  reforms  that 
are  urgently  needed. 


ALERT  IN  EDMONTON 

Another  live  Western  bookseller  and 
stationer,  Mr.  Adam  Esch,  of  A.  H. 
Esch  &  Co.,  Ltd.,  Edmonton,  Alta.,  has 
sent  in  a  cheque  for  $10  to  BOOK- 
SELLER AND  STATIONER  in  trust 
as  an  earnest  toward  the  formation  of 
a  trade  association  along  the  lines  sug- 
gested by  Mr.  Osborne,  of  Calgary,  in 
the  December  issue. 

Mr.  Esch,  in  his  letter,  said  that  he 
would  do  everything  in  his  power  in 
Edmonton  to  get  the  rest  of  the  trade 
to  join  as  well. 

Mr.  Esch  considered  that  something 
should  be  done  to  make  the  selling  of 
books  more  profitable  for  retailers,  be- 
cause the  present  tendency  of  stationers 
was  to  minimize  their  attention  to  books 
in  favor  of  other  lines  that  yielded 
greater  profits.  He  feared  that  the  book 
publishing  houses  were  not  sufficiently 
alive  to  this  movement,  and  thought 
that  adequate  efforts  on  their  part 
would  result  in  making  the  book  busi- 
ness approach  what  it  really  ouejht  to- 
be.  The  canny  stationer,  he  said,  was 
not  prone  to  load  himself  up  with  small 
profit   goods. 


Business  Methods  for  the  Trade 

Valuable  Suggestions  and  Descriptions  of  Tried  and  Proved  Ideas 


MOVIES  HELP  BOOK  SALES 

ONCE  again  the  reminder  is  put 
before  booksellers  that  the  motion 
picture  theatre  can  be  made  an 
effective  medium  of  promoting'  book  sales. 

In  connection  with  this  it  is  well  to 
remember  that  only  the  best  books  are 
chosen  for  the  pictures,  and  those  which 
have  created  a  big  success  and  become 
popular. 

Popular  books  are  always  in  demand, 
and  when  reproduced  on  the  films  they 
are  given  a  new  lease  of  life  which  you 
should  turn  to  advantage. 

A  neatly  bound  volume  is  of  perma- 
nent value  and  has  a  powerful  appeal  if 
you  get  there  at  the  right  moment.  The 
film  puts  your  prospective  client  into  a 
-very  likely  mood  for  buying. 

Make  an  arrangement  with  your  local 
theatre  manager  to  show  a  slide  inform- 
ing the  public  that  the  book  can  be 
nought  from  the  attendants,  or  at  the 
■entrance  to  the  theatre,  and  also  at  your 
shop.  Arrangements  might  also  be  made 
for  the  distribution  in  the  theatre  of  cir- 
culars advertising  the  book  of  which  the 
screen  version  is  being  presented. 

SEND  INVOICES  PROMPTLY 

A.  H.  Jarvis,  of  Ottawa,  in  a  letter  to 
BOOKSELLER  AND  STATIONER, 
makes  a  suggestion  which  will  interest 
wholesale  houses.  It  is  that  an  investi- 
gation be  made  as  to  how  promptly  in- 
voices are  despatched  to  the  merchants 
to  whom  shipments  of  goods  are  made. 
Mr.  Jarvis  says  that  half  a  dozen  or 
more  firms  in  Toronto  are  negligent  in 
this  connection  and  that  four  or  five  of 
them  are  regularly  guilty  of  what  he 
characterizes  as  "This  abuse  of  business 
courtesy."  Some  of  the  other  offenders 
might  excuse  themselves  on  the  score  of 
business  rush  in  the  holiday  trade  sea- 
son, but  Mr.  Jarvis  pointed  out  that  this 
is  work  that  should  be  done  in  any 
event  and  should  be  just  as  easy  to  do 
the  same  day  that  shipments  are  made. 

Mr.  Jarvis  facetiously  opined  that  too 
great  devotion  to  "modern  office 
methods"  might  be  responsible  for  this 
state  of  affairs,  which  compared  most 
unfavorably  with  the  old-fashioned  sys- 
tem, when  the  entry  clerk  called  in  the 
charge  and  another  clerk  made  out  the 
invoice,  which  was  then  despatched  with- 
out delay. 

"It  is  important  for  merchants  to 
get  invoices  promptly,  especially  in 
these  days  of  changing  prices,"  con- 
cluded Mr.  Jarvis. 

THE  GROUND  FLOOR 

"We  are  showing  all  our  goods  on  the 
ground  floor  and  can  therefore  give  you 
immediate  service."  This  was  one  of 
the  advantages  set  forth  by  a  Buffalo 
store  in  the  holiday  season  publicity.     It 


was  also  used  as  a  window  card.  All 
one-floor  stores  have  this  advantage, 
and  can  cash  in  on  it  in  a  similar  man- 
ner in  their  publicity. 

FOR  A  BOOK   WINDOW 

An  appropriate  heading  for  a  book- 
seller's window:  "Every  hour  spent  in 
studying    books    on    your    trade    or    pro- 


fession   brings      your      opportunity    one 
hour  nearer." 

Query. — What  did  Mr.  Brown,  of  Col- 
lingwood,  say  to  the  advertising  man 
of  the  Collingwood  "Enterprise"  of 
Jan.  15  containing  in  Brown's  adver- 
tisement this  line:  "1950  pocket 
diaries."  This  is  advertising  for  future 
business  with  a  vengeance,  eh,  what? 


Electric  Specialties  for  Stationers 


IN  the  December  issue  something  was 
said  about  the  opportunity  stationers 
have  for  developing  extra  business  by 
stocking  and  pushing  the  sale  of  flash- 
lights, and  some  extracts  from  letters 
received  from  stationers  who  have  al- 
ready adopted  this  course,  to  show  just 
what  sort  of  opening  there  is  for  sta- 
tioners who  have  not  already  stocked 
this  line,  one  firm  in  St.  John,  Quebec, 
placing  their  annual  sales  of  flashlights 
and  supplies  at  $1,000  a  year,  as  against 
about  a  tenth  of  that  aggregate  five 
years  ago. 

What  was  then  said  about  flashlights 
is  largely  true  of  a  number  of  other 
electric  specialties  which  can  profitably 
be  stocked  in  stationers'  shops.  These 
specialties  are  particularly  good  for 
winter  trading.  Among  the  items  may 
be  mentioned:  cigarette  case  pattern 
pocket  lamps,  and  a  variety  of  other  de- 
signs of  pocket  lamps;  model  motors 
and  dynamos;  then  there  are  games, 
which    embody      the      electrical    feature. 


Such  a  game  is  "Contact,"  which  is 
played  by  throwing  discs  or  coins  on  an 
electrically-charged  board,  the  contact 
producing  light  in  a  fascinating  and 
amusing  manner.  Other  electrical  items 
include  luminous  buttons,  flowers, 
paint,  etc.  Some  stationers  have  ma- 
terially increased  their  profits  by  ad- 
ding a  more  ambitious  department  of 
electrical  goods,  comprising  such  useful 
household  articles  as  electrical  toasters, 
irons,  heaters,  and  the  numerous  other 
goods  of  a  similar  class  that  will  readily 
suggest  themselves  to  the  reader's 
mind. 

The  whole  subject  is  one  that  is  de- 
serving of  the  serious  attention  of  every 
stationer.  If  it  is  deemed  inadvisable 
to  go  to  the  extent  of  stocking  a  com- 
plete range  of  these  goods,  the  more 
popular  items  at  least  should  be  regu- 
larly carried  in  stock  and  given  good 
display.  They  will  prove  to  be  good 
year-round   sellers. 


How  to  Hold  or  Lose  Trade 


IN  ORDER  to  keep  up  a  store's  pres- 
tige the  aim  should  constantly  be  to 
excel  in  the  quality  of  goods  carried 
and  to  provide  assortments  affording 
adequate  choice,  so  as  not  to  leave  the 
impression  that  another  store  would  be 
likely  to  provide  a  better  selection. 

A  United  States  publication  tells  of 
the  experience  of  a  drug  clerk  in  a  fair- 
sized  town  in  selling  greeting  cards.  He 
'had  occasion  to  buy  gome  Christmas 
greeting  cards,  but,  visiting  one  book- 
store after  another,  he  found  stocks  com- 
pletely picked  over,  so  that  hundreds  of 
ready  purchasers  could  not  have  their 
wants  properly  met.  This  was  just  two 
weeks  before  Christmas. 

He  went  'back  to  his  proprietor,  the 
druggist,  and  got  his  permission  to  put 
in  a  stock  of  Christmas  cards  even  at 
that  late  date,  and  what  was  the  conse- 
quence? 

That  one  clerk  sold  over  $300  worth 
of  cards  in  two  weeks.  As  soon  as  the 
cards  arrived  they  were  smartly  dis- 
played and  advertised,  and  people  were 
soon  crowding  that  store  buying  Christ- 
mas cards. 
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Canada,  fortunately,  has  a  good  pro- 
portion of  booksellers  and  stationers  who 
realize  the  wonderful  opportunities  for 
profitable  selling  afforded  by  greeting 
cards,  calendars,  postcards  and  kindred 
lines,  and  their  business  with  these  lines 
is  constantly  expanding,  but  Canada,  too, 
has  its  delinquents  who  are  permitting 
much  of  this  business  to  get  away  from 
them  because  they  do  not  keep  stocks 
sufficiently  large  in  variety  and  because 
they  are  remiss  as  to  the  necessity  for 
displaying  and  advertising  these  lines, 
keeping  the  community  posted  and  alive 
to  the  fact  that  the  store  in  question  is 
in  the  van  in  selling  good  up-to-date 
greeting  cards,  not  only  season  goods, 
but  every-day  and  every-occasion  cards. 


L.  A.  Helen  conducts  a  store  in 
Duncan,  B.C.,  in  which  toys  and  music 
are  side  lines,  supplementing  books, 
stationery   and   magazines. 

The  "Post"  of  Buckingham,  Que.,  op- 
erate^ a  ffood  book  and  ■=l'ntionery  store. 

Taylor's  Bookstore,  Kamloops,  B.C., 
now  closes  every  evening  at  six  o'clock, 
with  the  exception  of  Saturday. 
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EMPLOYES   INSURED 

Following  cut  well-defined  lines  laid 
down  by  the  company  to  co-operate  in 
every  way  with  its  employes,  the  firm  of 
Clark  Bros.  &  Co.,  wholesale  stationers 
and  paper  warehousemen,,  of  Winnipeg, 
have  instituted  group  insurance  for  the 
stall  from  the  manager  down  to  the  er- 
rand boys. 

Under  the  arrangement  the  company 
insures  all  the  employes  for  sums  from 
$500  to  $1,000  as  long  as  they  are  em- 
ployed by  the  firm.  This  insurance  will 
be  raised  ten  per  cent,  each  year,  accord- 
ing to  officials  of  the  company. 

Ben  Toon,  formerly  with  the  Vancou- 
ver store  of  Davis  Spencer,  Limited,  in 
the  book  department,  is  now  in  charge  of 
the  book  end  of  the  business  of  the  Gran- 
ville Stationery  Company,  Granville 
Street,  Vancouver. 

Thomas  Allen  was  in  Boston  last 
month  consulting  with  Houghton,  Mif- 
flin &  Co.  about  the  1920  publications 
being  brought  out  by  that  house,  which 
he  represents  for  Canada. 

The  L.  E.  Waterman  Company  has  re- 
ceived a  permit  for  the  erection  of  a 
fountain  pen  factory  in  Peddie  Street, 
Newark,  N.  J.  The  plans  call  for  a 
building  to  cost  $1,500,000. 

The  Gibson  Art  Company  has  pur- 
chased the  property  at  Fourth  and  Plum 
Streets,  Cincinnati,  and  will  spend  about 
half  a  million  dollars  in  making  it  over 
into  a  modern  factory,  which  they  ex- 
pect to  occupy  by  midsummer  next.  It 
will  be  the  largest  building  of  its  kind 
in  the  United  States  devoted  to  greeting 
cards  and  similar  productions. 

'The  Roneo  Salesman,"  issued  by 
Roneo  Limited,  from  the  London  head- 
quarters, is  attractive  and  interesting, 
being  filled  with  ideas  and  inspirational 
articles. 

Besides  books  and  stationery,  H.  L. 
Shirt,  Shawinigan  Falls,  Que.,  sells  ath- 
letic goods,  phonographs  and  records, 
and  specializes  in  orders  ior  printing  and 
engraving.  The  office  supply  trade  is 
an'  important  branch  of  his  stationery 
business. 

NEW   AGENCY 

The  Polar  Manufacturing  Co.,  of 
Philadelphia,  who  make  various  office 
specialties,  and  also  chair  pads,  are 
now  represented  in  Can^i-in  by  the  A. 
R.   MacDougall  Co.,  Ltd.,  of  Toronto. 

A  VETERAN  BOOKSELLER 

Thomas  McAuley,  veteran  bookseller 
of  Kingston,  Ont.,  cast  his  sixtieth  vote 
in  municipal  elections  on  January  1. 
He  is  eighty-three  years  of  age.  . 


The  Gerlach-Barklow  Co.,  of  Joliet, 
111.,  manufacturers  of  commercial  calen- 
dars, are  opening  a  branch  factory  in 
Stratford,  Ont. 

FORTY   YEARS  IN   BUSINESS 

At  Wingham,  Ont.,  George  Mason, 
for  forty  years  in  the  stationery  busi- 
ness in  that  town,  is  retiring.  The  busi- 
ness is  being  carried  on  under  the  old 
name  of  Geo.  Mason  &  Son,  by  his  son 
Jack.  The  stock  includes  books,  sta- 
tionery, wallpaper,  druggists'  sundries, 
fancy    goods,    school    supplies    and    toys. 


BEST    ON    CONTINENT 

Nov.  28,  1919. 
The  MacLean  Publishing  Co.,  Ltd., 

Toronto,  Ont. 
Dear  Sirs: — 

Please  find  enclosed  renewal  for 
MacLean's  Magazine  and  for  the 
Dry  Goods  Review. 

Also  new  subscription  to  Men's 
Wear  Review  and  the  Bookseller 
&   Stationer. 

We  are  not  exactly  sure  of  the 
price,  but  if  the  enclosed  $2.00 
each  is  not  sufficient,  let  us  know. 

This  will  make  six  of  your  pub- 
lications on  our  list,  as  we  get 
the  Canadian  Grocer  and  the  Fin- 
ancial Post. 

We  find  them  all  a  great  aid 
and  it  is  a  poor  number  indeed 
that  is  not  worth  the  yearly  sub- 
scription price  if  intelligently 
read. 

It  is  impossible  to  keep  in  touch 
with  the  markets  without  good 
trade  journals  and  yours  are  the 
best  we  know  on  the  continent  for 
the  price. 

Yours  truly, 
Bighorn  Trading  Co.,  Ltd., 
Stuart  Kidd,  Mgr. 


NEW  CANADIAN  INDUSTRY 

Another  firm  has  begun  the  manu- 
facture in  Canada  of  wire  waste 
baskets,  desk  trays  and  other  wire 
goods  for  stationers.  This  concern  is 
the  Macdonald  Wire  Goods  Co.,  who 
have  begun  operations  at  Drummond- 
ville,  Quebec.  Their  line  includes  the 
Build-up  Tray,  already  well  known  to 
the  Canadian  trade,  having  been  im- 
ported from  the  U.  S.  makers.  Another 
item  is  the  indestructible  basket  carry- 
ing a  five-year  guarantee,  and  still  an- 
other number  is  the  "Smooth  Top" 
basket.  The  new  firm  has  issued  a 
catalogue,  which  will  be  helpful  to  sta- 
tioners in  connection  with  the  trade  in 
stationers'  wire  goods. 
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PAPER    PRODUCTS 

A  new  concern  recently  incorporated,, 
with  headquarters  at  Ottawa,  is  the 
Continental  Paper  Products,  Limited. 
Incorporators:  William  Henry  Dwyer, 
merchant;  John  Robinson  Osborne,  bar- 
rister-at-law;  Harold  Allen  Miller  and 
John  Arndy  Loa,  accountants;  John 
Milton  Montgomery  and  Joseph  Arthur 
Wistaff,  clerks;  and  Thomas  Charle- 
bois,  student-at-law — all  of  Ottawa. 
Capital  $1,000,000,  divided  into  10,000 
shares  of  $100  each. 

OPENING  CANADIAN  BRANCH 

One  of  the  latest  English  firms 
to  open  a  branch  in  Canada  is  Harper, 
Woodhead  &  Co.,  of  London,  who  have 
placed  C.  S.  Cairns  in  charge  of  the 
Canndian  business,  with  headquarters  in 
Toronto. 

Besides  their  greeting  cards  and  other 
art  publications,  with  which  many  Can- 
adian stationers  are  already  familiar, 
this  house  markets  note  paper  and  en- 
velopes, writing  pads,  and  kindred  sta- 
tionery lines,  fancy  leather  goods,  in- 
cluding pocket  books,  letter  cases,  wal- 
lets, writing  cases,  photo  cases  and 
handbags. 

Mr.  Woodhead  Is  one  of  the  English 
manufacturers  who  see  great  things 
ahead  of  the  British  export  trade  to 
Canada. 

Mr.  Cairns  is  not  a  stranger  to  the 
Canadian  trade.  Of  late  he  has  been 
travelling  for  the  firm  in  Scotland,  but 
was  in  Canada  before  the  war  in  the 
stationery  trade,  and  he  is  consequently 
well  posted  as  regards  the  requirements 
of  Canadian  retailers. 

HALIFAX  TRADE  NOTES 

Mr.  Walsh,  manager  of  the  book  de- 
partment of  T.  C.  Allen  &  Co.,  reported 
Christmas  book  sales  larger  than  any 
previous  year,  due,  in  a  large  measure, 
to  the  high  prices  of  larger  articles  for 
presents.  Mr.  Berringer,  manager  of  the 
retail  stationery  department,  reports 
sales  of  fountain  pen<;  and  papeteries 
unusually  large.  Of  papeteries  from 
$3.00  to  $5.00,  they  did  not  have  within 
50  per  cent,   enough  stock. 

Retail  stationers  in  the  Maritime 
Provinces,  after  tak'ng  stock  and  every- 
thing cleared  up,  will  possibly  find,  not- 
withstanding the  hard  conditions  of  do- 
ing business,  that  things  will  wind  up 
satisfactorily.  A;>  to  manufacturing 
stationers,  there  seems  to  be  entirely 
too  much  competition,  manufacturing 
stationers  being  too  anxious  to  get 
work,  not  taking  enough  consideration 
for  the  high  cost  of  doing  business  to- 
day. 


Greeting  Card  Plans  You  Can  Use 

Good   Live   Display   and   Selling   Ideas — Use    Them    Right    Now    to    Help    Along 

Valentine  Sales 


HAVE  you  done  anything  further 
in  connection  with  selling  valen- 
tines this  year,  besides  putting 
in  a  window  display  in  order  to  let  the 
people  of  your  community  know  about 
you  and  your  stock  of  valentines  ?  Valen- 
tines are  thus  specified  because  these 
are  the  particular  cards  to  the  fore  at 
the  present  time  but  the  same  remarks 
will  apply  to  every  kind  of  greeting 
card.  Are  you  constantly  reminding  the 
people  of  your  city,  every  time  they 
Iook  through  their  daily  newspapers, 
that  you  sell  greeting  cards  and  that 
.you  have  just  the  very  cards  they 
want? 

Hundreds,  perhaps  thousands,  of 
people  pass  your  store  every  day  but 
is  their  attention  attracted  to  a  strik- 
ing selection  of  your  best  and  most 
appropriate  cards  ?  With  home-made 
posters  or  show  cards  you  can  make 
your  window  so  attractive  and  so  con- 
spicuous that  no  one  can  get  by  your 
store  without  being  reminded  that  it  is 
headquarters  for  greeting  cards  and  that 
the  time  to  buy  them  is  as  early  as  pos- 
sible while  the  stocks  are  fresh  and  the 
choice  wide. 

Many  people  come  into  your  store 
every  day  to  purchase  other  articles. 
Are  you  reminding  them  and  urging  them 
to  buy  the  various  seasonal  greeting 
cards? 

Easter  will  soon  be  here  and  this  will 
give  you  another  opportunity  of  securing 
good  business  in  this  line.  There  should 
be  on  your  counters  displays  as  attrac- 
tive as  those  you  have  put  in  your  win- 
dow. 

In  any  store  where  greetting  cards  are 
sold  exclusively  it  is  of  course  quite  easy 
to  make  a  display  of  them  in  the  win- 
dow. In  a  store  that  sells  a  line  of 
mixed  merchandise  this  is  not  so  simple 
to  show  greeting  cards  properly  without 
injuring  the  display  of  the  other  mer- 
chandise. One  excellent  method  was  de- 
vised and  carried  into  effect  in  a  mixed 
store  in  an  eastern  city.  The  feature  of 
the  decoration  consisted  of  four  bands  of 
greeting  cards  on  ribbons  hung  vertically 
in  each  of  the  four  corners  of  the  win- 
dow. These  bands  showed  sixty-four 
different  greeting  cards  and  yet  did  not 
in  the  least  interfere  with  any  of  the 
other  merchandise  displayed. 

Not  only  was  an  excellent  display  of 
cards  made  at  no  expense  of  display 
space  but  the  cards  were  shown  in  such 
a  way  that  the  people  passing  the  store 
simply  had  to  stop  to  look  at  the  designs 
and  read  the  verses,  which,  when  dis- 
played in  this  way,  can  be  seen  better 
than  in  any  part  of  the  window. 

Quarter-inch  gold  ribbon  is  used  for 
supporting  the  cards.  Gold  or  white 
ribbon  is  preferable  to  that  of  any  other 
color.  Double  strips  of  ribbon  are  placed 
about  four  inches  apart,  a  card  is  in- 
serted between  the  two  double  bands  of 
"ribbon  at  the  bottom,  the  ribbon  is  then 


crossed  and  another  card  is  placed  on  top 
of  the  first  one  and  so  on  as  high  as  you 
wish  to  put  them.  This  method  of  dis- 
playing the  cards  in  the  window  will  at- 
tract more  attention  to  your  card  dis- 
play than  any  other  we'  have  noticed. 

To  display  cards  inside  the  store  is 
much  more  difficult  than  to  display  them 
in  the  window.  The  store  referred  to 
above  has  adopted  a  scheme  which  un- 
doubtedly possesses  many  advantages.  A 
rectangular  showcase  forty-two  inches 
from  the  ground  to  the  top  was  made. 
This  is  considerably  above  the  usual 
height,  and  makes  it  practically  impos- 
sible for  your  customers  to  lean  over  the 
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top  of  the  display  tray  or  to  place  nice 
wet  bundles  there  in  slushy  weather. 
Also,  on  account  of  its  being  high,  they 
can  read  the  cards  readily  without  touch- 
ing them. 

On  top  of  this  counter  or  showcase  a 
tray  is  placed,  the  bottom  of  which  is 
full  of  small  holes  one-half  inch  apart, 
into  which  are  stuck  the  two  ends  of 
pieces  of  wire  bent  into  the  shape  of 
three  sides  of  a  rectangle.  As  the  bot- 
tom of  the  tray  is  full  of  holes  these 
pieces  of  wire  can  be  placed  in  any  di- 
rection and  any  width  apart.  Thin 
wooden  partitions  separating  the  rows 
rest  loosely  between  each  row  when  the 
tray  is  filled.  On  account  of  the  mov- 
ability  of  the  pieces  of  bent  wire  and 
the  thin  wooden  partitions  you  may 
make  a  display  in  these  trays  of  an  as- 
sortment of  any  different  sizes  of  cards. 
As  the  tray  is  filled  an  envelope  is  put 
at  the  bottom  of  the  tray,  a  card  on  top 
of  it,  then  an  envelope  and  a  card,  and 
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an  envelope  and  a  card  again  until  you 
have  gone  as  high  as  you  wish.  As 
stated  above,  the  counter  is  so  high  that 
the  customer  does  not  have  to  handle  the 
cards,  and  when  *he  buys  one  of  them 
he  always  gets  the  top  card,  which  leaves 
a  fresh  one  for  display  underneath. 

This  scheme  of  selling  greeting  cards 
was  used  in  the  store  referred  to  during 
the  exceedingly  busy  Christmas  season 
and  the  display  counters  looked  just  as 
good  the  day  before  Christmas  as  they 
did  the  first  of  November. 

The  display  trays  are  rather  expen- 
sive to  make  but  they  will  be  found  to 
be  an  exceedingly  good  investment.  If 
you  do  not  wish  to  go  to  the  expense 
of  having  special  racks  made,  try  at  any 
rate  the  method  of  displaying  your  cards 
on  high  counters.  Take  a  few  empty 
boxes  for  temporary  equipment  and  build 
one  of  your  counters  to  a  height  of  forty- 
two  inches  and  on  top  of  this  place  a  box 
of  greeting  cards.  You  will  soon  see 
that  if  your  whole  counter  were  arrang- 
ed in  this  manner  your  customers  would 
not  handle  your  cards  anywhere  near  so 
much  as  they  do  at  the  present  time. 

In  addition  to  Valentines  and  Easter 
cards,  do  not  forget  that  there  is  a  good 
trade  to  be  done  in  birthday  cards  and 
postcards  all  the  year  round.  "Every 
day  is  Somebody's  Birthday"  is  a  saying 
which  it  will  pay  you  to  keep  constantly 
in  your  memory.  Keep  the  fact  con- 
tinually before  your  customers  and  the 
public  that  you  have  a  fine  supply  both 
of  birthday  cards  and  postcards  and  you 
will  find  that  not  only  will  your  card 
trade  increase  but  such  increase  will  in- 
evitably result  in  additional  business  in 
other  lines  as  well. 

Do  not  forget  the  children's  trade  in 
Valentines;  the  small  cards  with  some 
movable  device  upon  them  are  specially 
attractive  to  the  children,  and  if  proper- 
ly displayed  are  sure  to  bring  good  re- 
turns. 

It  will  pay  you  to  make  a  few  attrac- 
tive home-made  posters  suggesting  dif- 
ferent ways  in  which  people  may  use 
greeting  cards.  Put  one  of  these  posters 
in  your  window  and  others  inside  your 
store. 

Wording  for  them  will  readily  occur 
to  you.  Here  are  one  or  two  sugges- 
tions: 

For  Valentines— "She  (He)  Will  Ex- 
pect One  From  You.  Do  Not  Dis- 
appoint Her   (Him)." 

For  birthdays — "Every  Day  is 
Somebody's  Birthday.  Is  There  Not 
One  at  Hand  That  You  Should  Remem- 
ber?" 

For  Easter — "Scatter  Sunshine  With 
Easter  Greeting  Cards.  Make  a  List 
of  Friends  You  Wish  to  Remember. 
Easter  Cards  Cost  So  Little  and  Mean 
so  Much.  Come  in  and  See  Our  Fine 
Selection." 

For  postcards  a  suggestion  is  given 
in  the  panel  on  this  page. 


FOR  those  stationers  who  run  an 
office  equipment  and  furniture  de- 
partment in  connection  with  their 
business,  the  sale  of  show  cases  offers 
a  noteworthy  opportunity  for  increasing 
the  scope  of  their  trade.  The  manner  in 
which  goods  are  displayed  is  an  import- 
ant item  in  their  sales.  Show  cases  that 
set  off  the  merchandise  to  best  advant- 
age, and  an  attractive  arrangement  of 
the  goods  themselves  are  conducive  to 
buying.  This  is  a  business  axiom  that 
is  recognized  by  practically  all  dealers, 
but,  unfortunately,  it  is  not  always 
practised.  Take  for  example  the  display 
of  pencils  and  penholders.  Very  seldom 
is  the  actual  stock  on  display.  On 
shelves  behind  the  counter  will  be  found 
the  stock  in  its  original  packing,  and  a 
customer,  who  wishes  to  buy,  must 
either  call  for  the  pencils  by  name,  or 
state  what  kind  of  a  writing  instrument 
is  desired.  That  such  practice  does  not 
build  sales  is  readily  recognized.  The 
goods  that  sell  best  are  those  that  are 
attractively  displayed. 

A  clever  display  of  any  merchandise 
attracts  the  attention  and  results  in 
sales  to  customers  who,  perhaps,  had  no 
thought  of  buying  that  particular  item 
when  entering  the  store.  Particularly 
is  this  true  in  the  case  of  pencils  and 
penholders,  although  the  same  argument 
applies  to  all  articles  in  everyday  use. 
Both  of  these  are  items  that  every  buyer 
needs,  and  a  good  showing  of  this  mer- 
chandise, arranged  in  a  manner  that 
strikes  the  attention,  will  frequently  re- 
sult in  extra  sales. 

These  are  the  arguments  that  can  be 
used  by  the  seller  of  display  equipment 
in  advocating  the  purchase  of  show- 
cases. 

This  matter  of  display  of  pencils  and 
penholders  has  been  successfully  solved 
by  one  retail  stationery  house  by  the  use 
of  a  combined  show  case  and  stock- 
holder. The  top  portion  of  the  case  is 
devoted  entirely  to  the  showing  of 
pencils  and  penholders,  arranged  simi- 
larly to  the  familiar  cases  of  fountain 
pens.  Each  line  or  division  is  in  a 
separate  assortment,  and  against  the 
dark  cloth  bacl<""ound  the  brighter 
colors  of  the  merchandise  show  to  the 
greatest  advantage. 

The    lower   part    of   the    case    is    used 
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for  displaying  glassware — merchandise 
that  is  particularly  showy,  and  which 
enhances  the  value  of  the  display  of 
pencils. 

The  pencils  shown  under  the  glass  arc 
samples  only — the  sales  stock  being  car- 
ried in  drawers,  which  open  from  the 
back  of  the  case. 

A  useful  and  novel  idea  was  lately 
brought  to  the  writer's  notice,  and  might 
be  employed  by  the  stationer  both  in  his 
own  business  and  also  to  promote  the 
sale  of  rubber  stamps  to  his  fellow 
tradesmen  in  other  lines.  In  the  case  in 
question,  it  was  being  used  in  a  drug 
store.  The  clerk  used  a  rubber  stamp 
to  impress  a  message  upon  such  pencils 
before  handing  it  to  the  customer.  The 
latter,  naturally  curious  to  see  what  the 
clerk  had  stamped  on  his  parcel,  found 
the  query:  "Will  you  be  in  to-morrow?" 
This  was,  in  every  case,  stamped  on  the 
package  just  before  it  was  handed  to 
the  client.  In  practically  every  case  the 
latter  would  ask:  "Why  do  you  want  to 
know  if  I  will  be  in  to-morrow?" — and 
he  was  then  told  of  the  special  offering 
for  the  next  day. 

In  furtherance  of  the  sale  of  office 
equipment,  a  few  words  on  the  location 
arrangement  and  care  of  stock  will  be 
found  of  service  to  the  average  dealer. 

If  you  can  devote  a  separate  room, 
floor  or  section  of  your  store  to  the 
business,  you  can  make  a  much  more 
striking  display  than  otherwise. 

It  is  often  best  to  feature  bookcases 
and  filing  cabinets,  both  wood  and  steel 
together,  with  a  complete  line  of  cabinet 
supplies,  with  typical  system  outfits  to 
take  care  of  different  kinds  of  business.  ' 

Suggestion  is  the  successful  method 
of  appeal.  Show  a  prospect  the  right 
system  for  one  specific  branch  of  his 
business.  He  knows  that  branch,  and 
instantly  he  will  see  the  advantages  you 
have  to  offer.  Then  the  sale  of  the  filing 
cabinet  to  house  the  system  will  come  as 
a  natural  sequel.  You  have  revealed  to 
him  the  need;  he  buys  because  he  recog- 
nises your  knowledge  of  that  need  in  the 
product  which  satisfies  it. 

But  next  to  these  central  features,  it 
is  desirable  to  display  a  number  of  com- 
plete office  outfits  in  oak  and  mahogany. 
Arrange  them  exactly  as  they  would  be 
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grouped  in  any  up-to-date  office.  That 
brings  the  desired  atmosphere.  For  in- 
stance, a  roll-top  desk,  a  table  with  a 
revolving  chair,  and  several  side  chairs. 
Add  to  those  a  stenographer's  desk  and 
chair,  a  costumier  or  wardrobe,  and  a 
waste  basket  in  wood  to  match;  or  you 
may  add  with  advantage  a  four-drawer 
vertical  letter  file,  or  a  stack  of  hori- 
zontal  sections. 

In  the  matter  of  care  of  stock  dis- 
played, it  pays  to  be  extravagant  in  one 
direction — the  cleaners'  service.  A  furni- 
ture stock  should  be  gone  over  thor- 
oughly and  cleaned  well  every  morning. 
A  light  cleaning  should  be  given  also  in 
the  afternoon.  Take  care  to  re-arrange 
every  article  which  has  been  shifted  in 
the  last  sales'  talk. 

Care  should  also  be  taken  that  all 
desks,  tables,  chairs,  filing  cabinets  and 
bookcases  on  the  sales  floor  are  in  per-- 
feet  working  order.  Nothing  so  quickly 
los,es  a  sale  as  attempting  to  show  a 
desk  in  which  the  drawer  sticks,  or  a 
locking  device  refuses  to  work,  and  this 
is  especially  true  of  the  filing  cabinet 
line.  The  goods  should  all  be  gone  over 
frequently,  to  see  what  is  out  of  order, 
and  the  repair  man  kept  on  a  steady 
schedule,  attending  at  once  to  what 
needs  his  services.  The  matter  of  keep- 
ing the  office  furniture  stock  clean  and 
bright  is  one  which  should  be  attended 
to  with  scrupulous  care.  Clean,  well- 
polished  furniture  gives  back  the  light, 
and  shows  its  grain  and  finish  to  the 
would-be  purchaser.  It  is  a  good  ad- 
vertisement, too,  for  neatness  and  care 
bespeak  the  conscientious  and  careful 
mind.  The  customer  is  always  prepos- 
sessed in  favor  of  things  which  are  well 
cared  for. 

Every  salesman  should  be  a  head  re- 
pairman. It  is  not  beneath  any  man's 
real  service  to  his  house  to  look  after 
the  smallest  details  essential  to  its  suc- 
cess. Instruct  your  salesman  to  report 
instantly  anything  he  notices  which  is 
in  need  of  repair  and  alteration.  A 
special  memorandum  slip  for  the  pur- 
pose should  be  constantly  in  his  vest 
pocket.  See  to  it  that  every  report  of 
this  kind  is  treated  seriously,  and  ener- 
gize thus  the  efficiency  of  your  repair 
service  from  a  new  angle. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers  and  Stationers  in 

All  Parts  of  Canada 


Vernon,  B.  C— The  O.  K.  Stationery 
Store  held  in  book  sale  in  January  offer- 
ing $1  books  at  85  cents  each  and  75 
cent  books  at  60  cents  each. 

Parkhill,  Ont. — "Why  take  a  chance 
<on  giving  your  order  to  any  traveling 
stranger  who  solicits  your  order,"  asks 
Banham's  Bookstore,  in  a  newspaper 
advertisement  in  good  display  space 
headed  "Magazine  Subscriptions."  An- 
other paragraph  in  this  ad  reads: 

"We  guarantee  prompt  service  and 
give  publishers'  prices." 

Orfllia,  Ont. — Smith's  Bookstore  con- 
ducted a  January  "Clean  Sweep  Sale" 
for  two  weeks.  Items  advertised  ranged 
from  sets  of  books,  regular  $12.50,  offer- 
ed for  $9.05,  down  to  writing  pads,  spe- 
cially priced  at  5  cents  each.  The  space 
used  was  one  full  column  and  the  in- 
troduction to  the  advertisement  was  as 
follows : 

"January  is  our  stock-taking  month 
and  there  are  scores  of  odd  lines  in  our 
varied  stock  that  we  have  decided  to 
•clear  out  before  our  books  close  for  the 
year.  To  do  that  we  have  made  sweep- 
ing reductions  all  through  our  store 
for  just  two  weeks  beginning  Saturday. 
Come  in  and  look  for  the  Clean  Sweep 
Tickets." 

Kingston,  Ont.  —  The  College  Book- 
store frequently  devotes  its  entire  dis- 
play space  in  the  newspapers  to  adver- 
tising song  and  dance  music,  featuring 
the  most  popular  hits. 

Treherne,  Man. — George  Graham,  at 
i;he  beginning  of  the  year,  advertised  in 
his  regular  display  space  the  following 
"Notice  to  Debtors: 

"All  past  accounts  are  now  due.  To 
those  who  have  not  paid  up  their  ac- 
counts for  1919,  no  further  credit  will 
lie  granted  until  said  account  is  squared 
up.  Do  it  now  before  your  account  is 
passed  on  for  collection. 

"This  does  NOT  appy  to  those  who 
have  squared  up  their  accounts  for 
1919." 

Rapid  City,  Man. — A.  E.  Lyne,  in  ad- 
vertising his  circulating  library,  quotes 
these  terms.  "75  cents  to  join  and  15 
cents  to  exchange."  Thus  it  will  be  ob- 
served, he  is  guaranteed  against  loss  in 
case  a  book  is  not  returned. 

Yorkton,  Sask.  —  The  Yorkton  Drug- 
Co. 's  store  carries  a  large  store  of 
books  and  stationery.  In  January  they 
neld  a  clearance  sale  of  books,  advertis- 
ing 1,000  books,  regular  75  cents  to 
$3  each,  at  60  cents  or  3  for  $1.50. 

Qu'Appelle,  Sask.  —  Duncan's  held  a 
clearance  sale  for  one  week  in  January, 
selling  toys,  games,  dolls,  kiddie  kars, 
etc.,  at  a  reduction  of  25  per  cent. 

Picton,  Ont. — A.  E.  Bowerman  issued 
a  full-page  in  the  Picton  "Gazette"  of 
Jan.  15  advertising  his  "Big  Annual 
Sale."  Musical  instruments,  wallpaper, 
■electric    specialties,   chinaware    and    sta- 


tionery were  anions  the  lines  advertised 
in  good  display  type,  and  a  column,  full 
depth  of  page,  at  either  side,  was  de- 
voted to  various  classes  of  books,  regu- 
lar 25c  lines  being  offered  at  22c;  fic- 
tion at  $1.25  to  $1.75  each,  for  99c;  $2 
books  for  $1.50;  $2.50  books  for  $1.98; 
60c  books  for  48c;  35c  lines  at  25c;  75c 
books  at  59c;  45c  and  50c  books  at  38c; 
and   $1.50  volumes   ai    69c   each. 

Here  are  two  paragraphs  from  the  in- 
troduction to  the  page: 

"This  is  our  second  sale  of  this  kind, 
and  those  who  profited  a  year  ago  will 
have  the  opportunity  of  reducing  the 
high  cost  of  living  for  1920  by  attend- 
ing this  sale." 

Sale  lasts  one  week  only,  and  takes 
in  our  entire  stock.  City  prices  cannot 
equal  these.  Here  is  a  list  of  some  of 
the  prices,  but  our  bargains  will  have 
to  be  seen  to  be  appreciated." 

Bowerman's  apparently  have  the  right 
idea  as  to  the  manner  of  conducting  a 
sale,  and  to  have  a  genuine  sale  at  re- 
duced prices  is  quite  legitimate  for  any 
concern  without  laying  themselves  open 
to  the  charge  of  being  a  cut-rate  or 
two-price  concern.  Whenever  sales  of 
this  nature  are  put  on,  care  should  be 
taken  to  live  strictly  up  to  what  is  set 
forth  in  the  advertising.  If  the  sale  is 
to    last    one    week,    the    same    reduced 


prices  should  not  prevail  in  the  follow- 
ing week.  That  is  the  way  to  build  up 
store  character.  It  is  as  important  to 
carry  out  obligations  involved  by  a 
firm's  advertisements  as  it  is  to  meet 
accepted   drafts  when   they   fall  due. 

Norwood,  Ont.— K.  G.  Thomson  has 
been  doing  some  good  advertising  of  of- 
fice supplies  in  the  January  issues  of 
the  Norwood  "Register,"  featuring 
blank  books,  account  books,  clips,  per- 
forators, desk  calendars,  sponge  cups, 
paper  weights,  etc. 

Oakville,  Ont.  —  F.  W.  Grinham,  of 
"The  Bookshop,"  is  a  live  advertiser  and 
his  publicity'  during  the  Christmas  sea- 
son was  most  effective.  In  the  columns 
of  the  "Oakville  Record"  a  week  before 
Christmas  he  had  a  half-page  advertise- 
ment which  was  most  strikingly  effective. 
Over  half  this  space  was  devoted  to 
hooks  with  a  special  appeal  for  children's 
books.  Holiday  papeteries  and  greeting 
cards  also  came  in  for  good  attention  in 
this  fine  advertisement. 

Here  is  a  line  from  Mr.  Grinham's 
advertisement  which  gives  an  idea  of  the 
spirit  that  guides  him  in  building  up  a 
book  business: 

"With  us  the  selling  of  a  book  is  not 
so  much  a  mere  business  transaction, 
but  a  personal  dealing  between  the  ulti- 
mate reader  and  ourselves." 


Boyle's   drug  store   might  appropriately   be  called   Boyle's  stationery   store   because 
of  the  good  stock  of  stationery  carried.     The  same  is  true  of  books  and  periodicals. 
This    illustration    shows    that   at    Boyle's    they    know   how   to    put   in    good    window 
displays.      Observe   the  sign   "Wait  inside  for  your  car." 
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How  Wallpaper  is  Manufactured 

A  Visit  to  a  Modern  Factory — Finishing  Processes  Add  Lustre  or  Dim  Colorings 


BOOKSELLERS  and  stationers, 
most  of  whom  in  Canada  sell  wall- 
paper, will  be -interested  in  getting 
some  first-hand  information  about  wall- 
paper in  the  making.  A  representative 
of  this  paper  was  recently  given  the 
privilege  of  a  short  trip  through  one  of 
the  modern  wallpaper  mills  of  Canada, 
and  of  seeing  the  various  processes 
whereby  wallpaper  is  prepared,  printed, 
and  embossed. 

The  paper,  coming  from  our  own 
Canadian  pulp  mills,  is  first  "grounded" 
with  a  preparation  made  from  real 
Cornish  clay.  This  is  the  same  material 
used  in  chinaware  and  is  necessary  to 
protect  the  paper  from  heat  and  mois- 
ture. The  paper  is  carried  over  rollers 
and  the  preparation  is  applied  and  rub- 
bed in  with  a  series  of  brushes.  Then 
the  paper  is  caught  up  in  loops  by 
wooden  sticks  and  dried. 

Thence  it  is  carried  back  to  the  print- 
ing machine  where  the  pattern  is  ap- 
plied. All  the  colorings,  numbering 
sometimes  as  many  as  12,  are  put  on  in 
one  process.  The  designs,  one  for  each 
color,  are  made  by  copper  markers  ham- 
mered into  rollers.  These  markers  are 
kept  at  an  even  height  by  covering  the 
roller  first  with  several  thicknesses  of 
paper,  hammering  the  markers  tight  to 
the  surface  of  the  paper  and  then  tear- 
ing it  away.  The  same  machine  that 
prints  the  paper  cuts  the  edges  so  that 
they  may  be  trimmed  by  the  paper- 
hanger  by  just  knocking  the  roll  against 
a  hard  surface,  and  also  cuts  out  border. 
Designs  are  purchased  from  artists  in 
several  centres  of  art,  so  that  great 
originality  and  variety  is  obtained. 
Paris,  possibly,  provides  most  of  the 
high-class  patterns  used  on  Canadian 
papers. 

After  the  paper  has  been  printed  and 
again  dried  it  is  examined  for  defects 
as  it  passes    to    the  machine    which,  in 


the  case  of  cheaper  qualities,  rolls  and 
binds  the  paper  for  shipping. 

Better  papers  are  embossed  and 
treated  maybe  with  s  gilt,  "intaglio,"  or 
"over-print"  finish.  The  embossing  is 
done  on  rollers,  one  twice  as  large  as 
the  other,  the  smaller  one  measuring 
from  17  to  28  inches  in  circumference. 
This  is  the  upper  one  and  is  made  of 
steel,  on  which  the  design  to  be  em- 
bossed is  made  in  relief.  The  lower 
roller  is  made  of  a  disc  of  manila  paper 
strung  on  a  steel  cylinder  and  pressed 
down  with  hydraulic  power.  This  paper 
is  moistened  so  that  as  the  paper  passes 
through  the  pattern  is  indented  into  the 
surface  and  makes  a  counter  die. 

In  the  case  of  embossed  wallpapers, 
the  cutting  of  borders  is  not  done  until 
the  embossing  is  completed,  but  the 
necessary  appliance  is,  in  such  cases,  at- 
tached to  the  embossing  machinery.  The 
paper  is  then  drawn  up  over  a  rod,  from 
which  a  light  is  hung  so  that  the  oper- 
ator can  see  at  all  times  if  the  cutter  is 
working   accurately. 

Some  Modern    Finishing   Touches 

To  give  what  is  known  as  the  "in- 
taglio" finish,  coloring  matter,  care- 
fully selected  according  to  the  pattern 
of  the  paper,  is  applied  by  a  cylinder 
into  the  minute  crevices  of  the  embos- 
sing. This  tends  to  heighten  the  colors 
and  also  to  blend  them  into  each  other. 
According  to  "Gilt  and  Glimmer,"  the 
house  organ  of  Staunton's,  Ltd.,  at  the 
Toronto  Exhibition,  a  woman  was  over- 
heard to  remark  when  looking  at  a  room 
exhibit  showing  paper  with  the  "in- 
taglio" finish,  that  it  was  not  wallpaper 
at  all,  but  French  cretonne  stretched 
tightly  over  the  wall  in  one  piece,  for, 
she  claimed,  she  could  see  the  weave. 

Another  method  is  the  veiling  of  the 
pattern  by  an  "overprint"  which  softens 
the  colors,  subduing  them  to  such  an  ex- 


tent that  two  papers,  one  with  the  over- 
print and  one  with  the  "intaglio"  on  the 
same  design,  when  placed  side  by  side,, 
look  almost  like  different  patterns. 

This  over-printing,  which,  by  the  way, 
can  now  be  done  by  one  machine,  where 
formerly  three  were  necessary,  was 
originally  created  to  tone  down  the  de- 
signs on  papers  for  home  consumption. 
The  bright  colors,  it  was  found,  sold 
better  on  the  export  market,  because 
the  damp,  misty  atmosphere  of  England 
required  that  rooms  should  have  as 
light  wallpaper  as  possible.  Strange  to 
say,  though,  it  has  been  found  recently 
that  the  home  market  has  begun  to  take 
considerable  interest  in  the  brighter 
colorings  and  papers  of  the  "intaglio" 
finish  are  having  a  ready  sale. 

Wallpaper  in  the  21-inch  width  has 
recently  been  introduced  in  Canada  and 
is  being  manufactured  along  with  the 
standard  18-inch  variety.  The  21-inch  is 
new  in  this  country,  but  has  been  stand- 
ard in  England  and  France  for  some 
time.  With  this  paper,  1-7  less  is  re- 
quired for  a  room  than  with  the  18-inch 
and  a  consequent  reduction  in  the  paper- 
hanger's  time  is  noticeable. 


SCOTT  SUCCEEDS  HAY 

John  Lv.  Scott,  who  recently  bought  out 
the  retail  store  of  the  Hay  Stationery 
Co.,  at  173  Dundas  Street,  London,  Ont., 
removing  his  own  stock  to  that  stand, 
has  been  conducting  a  "formal  opening 
sale."  The  chief  lines  in  this  store  are 
stationery,  books,  china,  fancy  goods  and 
toys. 

J.  B.  Hay  has  quit  the  retail  business 
in  order  to  devote  more  time  to  his  sta- 
tionery manufacturing  business,  which 
includes  blank  books,  loose  leaf  special- 
ties and  greeting  cards. 


Lay-It-  Away  Sale  of  Wallpapers 

Here  is  a  piece  of  really  good  news  for  all  who  intend  to  repaper  their  homes  this  Spring.  Most  people 
know  that  wallpaper  prices  are  rising,  and  anyone  waiting  until  later  will  certainly  pay  a  good  deal  more  than 
at  present.  And  we  want  all  customers  who  are  willing  to  take  advantage  of  this  special  offer  to  read  about 
this  sale.  There  are  two  big  advantages  in  buying  now,  first,  we  give  a  discount  of  twenty  per  cent,  on  all 
wallpapers  except  those  already  reduced.  As  an  additional  advantage,  we  will  accept  a  cash  deposit  of  twenty 
per  cent.,  and  will  store  the  goods  for  you  until  required,  providing  the  time  limit  is  within  the  space  of  two 
months,  the  balance  of  the  purchase  price  to  be  paid  on  delivery. 

Just  figure  out  that  twenty  per  cent,  discount  will  pay  the  cash  advantage  and  you  will  realize  the  full  advan- 
tage of  buying  during  this  sale. 


The   above   advertisement   was   run   by   the  Paquet   Co.    of   Quebec   and   is   reprinted  for  its   suggestive  value  to  the  many  booksellers  and  stationers  who 

stock    wallpaper. 
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Canadian  Toys  for  Great  Britain 

Some  Data  as  to  the  Class  of  Toys  for  Which  Prospects  Are  Brightest  for  Canadian 

Exporters 


ACCORDING  to  investigations 
made  by  the  Dominion  Trades 
and  Commerce  Department,  Can- 
adian toy  and  sporting  goods  makers 
have  a  splendid  opportunity  to  sell 
large  quantities  of  their  production  in 
Great  Britain. 

An  extensive  enquiry  has  been  mcde 
in  this  district  as  to  the  products  re- 
quired and  the  firms  desirous  cf  im- 
porting from  Canada.  Many  articles 
should  find  a  sale  such  as  skittles,  nine- 
pins, soldiers  and  other  wooden  turned 
toys,  cricket  bats,  stumps,  balls,  build- 
ing blocks,  engines,  motors,  trains 
(clockwork  and  otherwise),  steam  en- 
gines, lanterns,  lead  furniture,  tin  din- 
ner sets,  and  similar  lines. 

Canadian  manufacturers  may  not  be 
able  to  compete  with  the  very  cheapest 
class  of  German  toys,  but  there  would 
appear  to  be  no  reason  why  the  market 
for  goods  of  a  slightly  higher  grade 
should  not  be  extensively  cultivated. 
The  goods  should  be  of  good  finish  and 
adapted  to  the  currency  of  the  country. 
Many  firms  have  been  communicated 
with  and  those  interested  in  importing 
toys  and  fancy  goods  state  as  follows, 
the  number  within  parentheses  being 
the  number  of  the  trade  enquiry  to 
which  reference  should  be  made: 

(54).  "I  am  interested  in  toys  and 
have  imported  many  from  Germany  in 
pre-war  days.  I  shall  be  very  pleased 
to  receive  quotations  from  Canada  with 
samples  of  the  goods  if  possible.  The 
class  of  metal  toys  we  import  includes 
engines,  motors,  trains,  etc.  (clockwork 
and  otherwise),  steam  engines  (vari- 
ous), magic  lanterns,  cinematograph 
lanterns.  Please  put  me  in  touch  with 
the  makers  as  I  am  open  to  carry  any 
suitable  lines  in  the  New  Year." 

(55).  "We  buy  all  classes  of  toys. 
Have  not  seen  any  samples  of  Canadian 
toys,  so  cannot  say  if  of  any  use  to  us. 
We  have  no  specification  we  can  sub- 
mit, but  we  buy  all  classes  of  toys, 
fancy  goods,  jewellery,  clocks,  in  fact 
ours  is  a  general  trade  without  any  spe- 
cial limit.  We  buy  both  home  goods 
and   import." 

(56).  "This  matter  greatly  interests 
us.  We  have  not  hitherto  imported 
toys  direct  from  Canada,  but  from  the 
United  States  and  other  friendly  coun- 
tries. We  shall  be  glad  if  you  will  add 
our  name  to  your  list  and  send  us  in- 
formation from  time  to  time  as  to  what 
goods  are  in  the  market.  Beyond  toys, 
we  are  also  greatly  interested  in  fancy 
goods,  leather  goods,  and  men's  and 
ladies'  wear  of  all  descriptions." 

(57).  "We  import  toys,  fancy  goods, 
glass,  china,  enamelled  ware  and  hard- 
ware." 

(58).   "We   shall   be  very   pleased    to 


have  further  information  respecting 
toys  you  refer  to.  Kindly  send  illustra- 
tions and  lowest  prices,  stating  best  de- 
liveries." 

(59).  "We  have  imported  all  kinds  of 
toys,  trains,  cinematograph  lanterns, 
magic  lanterns,  lead  furniture,  tin  din- 
ner sets,  etc.,  for  the  past  forty  years 
from  French  and  German  houses.  It 
will  be  very  interesting  to  us  to  seei 
what  Canada  can  do,  and  if  possible, 
we  shall  have  great  pleasure  in  passing 
an  order  to  some  of  our  Canadian 
friends." 

(60).  "We  are  interested  in  toys  of 
all  descriptions  and  should  like  to  have 
particulars  of  the  lines  your  friends  are 
making.  If  you  could  let  us  have  these 
particulars  we  could  then  let  you  know 
if  it  would  be  of  any  use  for  them  to 


send    us    samples.      The    price    must   be- 
free  delivery." 

(61.  "We  impo'rt  all  kinds  of  toys, 
fancy  goods,  china,  glass,  hardware, 
jewellery,  fancy  gilt  paste,  silver  and 
gold  jewellery,  also  leather  goods  such 
as  purses,  handbags,  etc.,  photo  frames, 
perfumes,  fancy  and  dressing  combs, 
stationery,  glass  and  china  vases,  clock 
sets,  toilet  and  trinket  sets,  and  all 
kinds  of  fancy  and  useful  articles  in 
china  and  glass,  brushes  and  hardware 
and  enamel  and  tin  goods,  etc." 

Any  Canadians  desirous  of  supplying 
the  required  products  to  the  above 
firms  can  obtain  their  names  on  appli- 
cation to  the  Commercial  Intelligence 
Branch  of  the  Department  of  Trade  and 
Commerce,  Ottawa,  quoting  the  num- 
ber within  parentheses. 


Canadian" Toy  Manufacturers 


In  the  light  of  the  aggressive  propa- 
ganda being  carried  on  at  the  present 
time  by  both  British  and  U.  S.  toy- 
making  concerns,  it  does  not  do  to  over- 
look the  big  fight  that  is  being  waged 
by  a  small  band  of  Canadian  toy  manu- 
facturers in  their  efforts  to  establish 
themselves  permanently  in  the  toy  busi- 
ness. 

Canadians  have  no  complaint  to  make 
about  the  propaganda  being  carried  on 
by  our  British  and  U.  S.  friends,  as  it  is 
directed  against  the  common  enemy. 
Indeed,  the  British  manufacturer  has 
showed  his  good-will  in  a  tangible  way 
to  the  Canadian  manufacturer  of  toys 
by  giving  important  orders  to  such 
firms  as  the  A.  C.  Gilbert-Menzies  Co., 
Limited,  and  the  Dominion  Toy  Manu- 
facturing Company,  and  advices  received 
by  Mr.  Menzies  direct  from  London  are 
to  the  effect  that  the  British  public 
took  up  the  Canadian-made  toys  with 
enthusiasm,  and  that  the  prospects  of  a 
permanent  market  in  Great  Britain  for 
Canadian  toys  seem  to  be  assured.  It 
would  seem,  therefore,  a  little  propa- 
ganda on  the  pai*t  of  Canadian  toy 
makers  is  desirable  at  the  present  time. 

The  Canadian  manufacturer  of  toys 
seems  to  have  started  out  with  high 
ideals  and  has  produced  an  article  of 
quality  that  will  bear  competition  with 
the  manufacturers  of  the  whole  world. 

All  the  Canadian  manufacturer  asks 
(and  he  is  entitled  to  nothing  less)  is 
an  even  break  with  his  competitors.  The 
attitude  of  the  best  class  of  trade  in 
Canada  is  one  of  encouragement  to    the 
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infant  toy  industry  of  this  country,  but 
on  the  other  hand  there  is  a  large  sec- 
tion of  the  trade  who  are  apathetic  and 
who  will  not  go  one  step  out  of  their 
way  to  find  out  what  the  Canadian  man- 
ufacturer has  to  offer. 

It  would  be  wronging  the  Canadian 
manufacturer  to  give  the  impression  in 
this  article,  that  they  are  seeking  char- 
ity. The  Canadian  has  proved  to  be  a 
good  sport  and  able  to  hold  his  own. in 
competition  with  other  markets.  The 
toy  manufacturers  in  this  country  have 
repeatedly  lost  many  fine  orders  to  the 
manufacturers  of  other  nations,  and  will 
continue  to  do  so  in  the  nature  of  things, 
but  their  object  is  to  win  and  have  the 
trade  of  this  country  support  them 
loyally  for  the  lines  that  they  do  make 
well  at  as  good  a  price  as  their  outside 
competitors,  which  will  be  a  means  to- 
wards helping  them  to  excel  in  other 
lines  of  toys  that  at  the  present  time 
they  are  not  able  to  produce  as  well  as 
the  British  or  American  manufacturers. 

As  regards  the  line  of  toys  that  the 
Canadians  can  manufacture  with  a  rea- 
sonable prospect  of  success,  it  would  be 
advisable  for  them  to  copy  the  Ameri- 
can manufacturer,  who  is  endeavoring  to 
produce  educational  and  vocational  toys 
to  take  the  place  of  gim-cracks. 

There  is  another  small  piece  of  advice 
which  might  well  be  offered  without  any 
ulterior  motive,  and  that  is  a  suggestion 
to  take  a  leaf  out  of  the  U.  S.  manufac- 
turers' book  and  assist  their  success 
with  printers'  ink.  This  is  propa.^nda 
that  everyone  can  understand. 


Big  Things  Ahead  in  the  Toy  World 

Something  About  the  Progress  That  Has  Been  Made  and  the  Bigger  Scale  of  Produc- 
tion and  Toy  Selling  That  1920  Will  Witness 


CANADA'S  expansion  in  toy  man- 
ufacturing .goes  on  apace.  Each 
year  sees  substantially  increased 
production  in  this  branch  of  trade  in 
Carada,  and  it  is  on  a  permanent  basis, 
not  like  the  misguided  outfits  that  es- 
sayed to  travel  the  royal  road  to  fortune 
via  toy  making  a  few  years  ago  when 
honeyed  but  unfounded  predictions  were 
made  by  Sir  George  Foster,  which  in- 
duced many  people  to  expect  that  easy 
fortunes  were  to  be  made  by  going  into 
toy-making.  Numerous  little  outfits 
tried  but  soon  fell  by  the  wayside.  The 
firms  that  really  knew  what  they  were 
doing  and  established  themselves  along 
the  right  lines  have  come  through  with 
colors  flying  and  some  important  branch 
factories  of  United  States  tDy-making 
concerns  have  been  among  these. 

Canadian-made  dolls,  for  instance, 
have  not  only  established  a  secure  place 
in  domestic  trade,  but  are  being  exported 
in  large  quantities  to  Great  Britain  and 
elsewhere.  The  German  dolls  were  cheap 
in  price  and  cheap  in  make-up.  They 
were  poorly  sewed,  filled  with  sawdust 
and  did  not  need  much  of  an  excuse  for 
showing  a  looseness  in  the  joints.  They 
filled  many  a  childish  heart  with  pain  on 
the  day  after  Christmas. 

Dolls  of  Canadian  and  American  man- 
ufacture have  glass  eyes  instead. of  cellu- 
loid eyes,  firmly  connected  joints,  and 
plenty  of  facial  "character."  They  are 
called  "Character  Dolls." 

Similar  improvement  is  true  of  many 
other  toys,  such  as  "choo-choos,"  carts, 
games,  and  all  novelty  lines. 

To  a  very  large  degree  the  United 
States  has  supplanted  Germany  in  the 
production  of  toys.  While  Canada's 
output  has  increased  to  a  satisfactory 
■degree,  the  United  States  is  filling  about 
fifty  per  cent,  of  the  requirements  In 
Canada. 

,  During  the  year  that  has  just  passed 
toys  were  not  so  plentiful  as  in  former 
years.  There  were  not  enough  to  go 
round.  Stocks  are  now  greatly  depleted. 
Strikes,  shortage  of  steel  and  other  trou- 
bles prevented  the  filling  of  many  orders. 
Early  purchase  of  the  larger  toys  is  rec- 
ommended as  good  business  for  toy  deal- 
ers this  year.  The  experience  they  have 
had,  however,  will  make  such  advice  seem 
.  rather  superfluous. 

The  situation  on  the  whole  is  most 
promising  for  the  1920  toy  trade. 

The  retailers  will  not  be  caught  asleep 
again.  A  year  ago  many  of  them  were 
influenced  by  the  pessimistic  croakings 
of  people  who  seemed  to  expect  to  see  the 
bottom  drop  out  of  all  commercial  en- 
terprises, flooding  the  market  with  goods 
at  greatly  reduced  prices.  On  the  con- 
trary, prices  went  up  as  the  year  1919 
proceeded,  and  now  in  the  early  part  of 
1920  there  is  every  indication  that  prices 
"will  go  still  higher,  while  goods  will  con- 


tinue to  be  comparatively  scarce  because 
of  the  ground  that  must  be  gained  in 
catching  up  with  orders  already  placed 
and  to  restock  empty  shelves  in  the  job- 
ing  as  well  as  the  retail  business. 

From  this  the  reader  will  gather  that 
there  is  every  reason  to  predict  that 
1920  is  going  to  be  a  banner  year  for 
this  trade  in  Canada,  as  regards  manu- 
facturing, importing  and  retailing. 

Retailers,  facing  this  eminently  satis- 
factory situation,  should  determine  to 
"make  hay  while  the  sun  shines"  by  mak- 
ing adequate  preparations  to  carry  on 
their  toy  business  on  a  bigger  scale  than 
ever  before.  Buying  and  selling  are 
equally  important.  If  the  merchant  buys 
right  he  can  sell  right.  He  must  buy 
goods  that  will  give  satisfaction  in 
actual  use  as  well  as  the  price  consider- 
ation. Every  sale  made  should  be 
looked  upon  as  a  step  toward  getting 
more  business  from  the  same  customer 
to  whom  the  sale  is  made.  That  is  the 
way  to  build  up  a  profitable  trade.  After 
buying  right  in  sufficient  quantities  to 
assure  a  secure  position  for  the  store 
against  competitors  in  the  same  town  as 
well  as  the  catalogue  houses,  equally 
serious  attention  should  be  paid  to  the 
question  of  displaying  and  advertising 
the  goods.  This  should  be  with  the  ob- 
ject in  view  of  making  toys  a  year-round 
merchandising  line.  The  old-fashioned 
idea  that  toys  can  only  be  sold  at  Christ- 
mas-time has  been  thrown  into  the  dis- 
card by  the  progressive  merchants  who 
have  kept  abreast  of  the  times  in  the  toy 
trade.  These  live  dealers  are  showing 
the  way  to  others  who  have  stuck  to  the 
old-fashioned  way  of  handling  the  toy 
trade. 

Some  who  are  alert,  aggressive  retail- 
ers so  far  as  books  and  stationery  are 
concerned,  have  signally  failed  to  see  the 
vast  strides  that  the  toy  trade  has  made 
in  the  past  half-dozen  years.  More  of 
these  men  are  waking  up  every  day,  and 
1920  bids  fair  to  witness  the  greatest 
awakening  of  all. 

BOOKSELLER  AND  STATIONER 
will  devote  more  attention  toward  keep- 
ing this  trade  informed  as  to  what  is  go- 
ing forward  in  the  toy-trade  world. 

The  case  of  the  toy-makers  in  England 
is  that  their  machinery  was  comman- 
deered by  the  Government  for  munitions 
purposes  just  when  they  were  at  a  point, 
during  the  war,  when  they  could  have 
beaten  Germany  easily  in  the  manufac- 
ture of  toys.  That  stoppage,  necessary 
though  it  undoubtedly  was,  crippled  the 
industry  to  such  an  extent  that  they  now 
ask  for  three  years'  prohibition  against 
German  toys. 

To  this  Sir  Auckland  Geddes  replied 
that  Germany  has  no  stock  of  toys  to  ex- 
port and  is  not  likely  to  have  any  for 
some  years,  so  that  prohibition  is  not 
necessary. 
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One  of  the  leading  toy-trade  papers 
is  said  to  have  received  a  letter  from  a 
German  house  offering  German  toy  man- 
ufacturers' advertising  to  the  tune  of 
£20,000  per  annum,  which  suggested  a 
clever  device  to  bribe  the  paper  into 
silence  regarding  a  state  of  things  in 
Germany  contrary  '  to  Sir  Auckland 
Geddes'  beliefs. 

The  toy  manufacturers'  association  is 
now  considering  the  question  of  an  ad- 
vertising campaign  to  boost  British  toys. 

FINGER   FOOTBALL 

An  unique  indoor  table  game  of  en- 
tirely new  conception  is  called  the 
"'Daisy'  Finger  Football."  Briefly,  the 
game  consists  of  a  table  with  small  semi- 
circular flaps  cut  out  of  it,  and  hinged 
thereto  in  pairs,  facing  reserve  direc- 
tions, each  flap  being  connected  with  a 
separate  key,  which  enables  the  player, 
from  his  end  of  the  table,  to  operate  any 
flap,  and  thus  propel  a  ball  from  any  po- 
sition toward  his  opponent's  goal. 

TOY  TRADE  PROPAGANDA 

Many  German  toy  factories  are  having 
films  made  of  their  works  and  produc- 
tions. These,  when  completed,  are  to 
be  printed  in  all  foreign  languages,  and 
used  for  an  extensive  propaganda  for 
recapturing  their  former  markets.  It 
is  believed  that  this  undertaking  is  to 
have  the  backing  of  the  German  Foreign 
Office. — "Toy  and  Fancy  Goods  Trader." 

BUYING   IN   GERMANY 

"We  hear  from  Conneberg  that  the 
buyers  from  the  American  firms  of  Geo. 
Borgfeld,  Messrs.  Woolworth  &  Co.,  and 
Messrs.  Kressgy  &  Co.  have  already  vis- 
ited that  town  for  the  purpose  of  buying 
toys,  says  the  "Toy  and  Fancy  Goods 
Trader." 

CAN  NOT  MAKE  100  PER  CENT. 

Remember,  when  you  figure  on  the  sale 
price  you  can  not  make  100  per  cent. 
Why?  Because  100  per  cent,  is  the 
total  of  anything,  and  unless  your  goods 
cost  you  nothing  you  can  not  get  the 
total  of  your  sale  price  as  margin.  Study 
that.  You  will  get  it  after  a  while. 
Meantime,  here  is  a  table  which  shows 
margins  realized  on  an  article  which 
costs  $1.    If  sold  for 

$2,  the  margin  is  50  per  cent. 

3,  the  margin  is  66  2-3  per  cent. 

4,  the  margin  is  75  per  cent. 

5,  the  margin  is  80  per  cent. 

6,  the  margin  is  83  1-3  per  cent. 

7,  the  margin  is  85.7  per  cent.  plus. 

8,  the  margin  is  87  1-2  per  cent. 

9,  the  margin  is  88.88  per  cent.  plus. 
10,  the  margin  is  90  per  cent. 

50,  the  margin  is  98  per  cent. 
100,  the  margin  is  99  per  cent. 
This  is  the  law  of  the  profits.     Take 
it  and  heed  it! 

—The  National. 
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NEW  WIRELESS  SETS 
More     Ambitious     Range     Now     Supple- 
ments  the  Small  House   Sets 

Among  the  new  productions  this  year 
of  the  A.  C.  Gilbert-Menzies  Co.,  is  an 
ambitious  range  of  wireless  sets  for 
amateurs,  supplementing  the  small 
house  sets  marketed  last  year. 

They  are  also  putting  out  receiving 
sets  that  will  pick  up  messages  with  a 
range  of  500  to  1,000  miles  and  trans- 
mitting sets  with  a  range  of  3  to  5 
miles.  The  illustration  shows  a  com- 
bination  receiving   and   sending  set. 


The  sale  of  these  amateur  sets  is  not 
confined  to  boys  and  youths,  but  is  evi- 
dently popular  with  young  ladies  and 
grown  men,  particularly  returned  sol- 
diers and  sailors,  who  have  had  wire- 
less experience  in  the  Great  War. 

In  the  U.  S.  these  sets  are  being 
widely  advertised  in  such  magazines  as 
"Saturday  Evening  Post,"  "Popular 
Mechanics"  and  magazines  for  boys. 
This  publicity  is  having  a  most  notice- 
able effect  in  pulling  enquiries  and 
orders  and  is  acting  as  a  great  spur 
to  dealers,  especially  those  who  are  on 
the  alert  for  just  such  indications  to 
guide  them  as  to  goods  likely  to  have 
an  increasing  public  demand. 


FANCY  LEATHER  GOODS 

Regarding  the  British  fancy  leather 
goods  trade,  an  English  trade,  an  Eng- 
lish trade  paper  had  the  following  to 
say  in  a  recent  issue: 

"In  the  manufacture  of  leather  for 
fancy  leather  goods,  morocco  leather, 
for  the  variety  of  art  leathers  for  which 
Great  Britain  has  long  been  famous, 
the  war-time  experience  has  been  bene- 
ficial, and  this  branch  of  the  industry  is 
continually  expanding.  If,  as  is  confi- 
dently anticipated,  the  fancy  leather 
goods  manufacturer  rises  to  his  oppor- 
tunity, he  should  be  able  to  build  up  a 
large  export  trade  in  his  productions, 
and  instead  of  so  much  British  fancy 
leather  being  exported  to  the  Continent 
as  in  pre-war  days,  a  much  greater  pro- 
portion than  hitherto  should  be  absorbed 
by  the  home  manufacturer  and  exported 
in  the  form  of  leather  goods  of  all  de- 
scriptions." 

■ — ♦ 

The  Standard  Distributing  Co.,  Guy 
Block,  Montreal,  are  now  acting  as  Can- 
adian representatives  for  L.  Sainberg, 
65-67  West  Houston  Street,  New  York, 
manufacturer  of  stationers'  specialties. 


News  About  Leather  Goods 

Indications  of  What  Styles  in  Handbags  Will  Be  in  Evidence 

This  Spring 

have  been  used.  The  price,  of  course, 
is  exceedingly  high,  but  this  tanned 
ostrich  skin  has  quite  a  decided  individu- 
ality in  its  graining.  Possibly  the  strong 
vogue  for  ostrich  feathers  and  trim- 
mings of  all  kinds  has  been  responsible 
for  the  leather  manufacturers  adopting 
this  finish  in  their  fine  leathers.  There- 
fore, we  see  almost  the  identical  grain 
of  the  ostrich  skin  when  it  is  pushed 
up  into  wrinkles  in  the  new  fash- 
ionable bag  leathers.  The  grain  is  deep 
and  uneven  and  of  quite  a  smart  appear- 
ance. This  finish  is  to  be  had  in  beaver 
color,  browns,  blues  and  other  shades 
desirable  for  carrying  with  Spring 
suits. 


THERE  are  some  interesting  new 
developments  to  be  had  on  the 
Canadian  market  in  puprses 
for  Spring.  Buyers  wil  find  these  of 
special  interest  for  the  Easter  trade, 
although  there  is  no  doubt  orders  will 
be  placed  for  earlier  business,  owing  to 
the  fact  that  there  has  been'  such  a  de- 
mand for  all  this  class  of  goods  for  the 
Christmas  season.  Leather  goods  manu- 
facturers state  that  they  have  never  had 
so  many  requests  to  get  last-minute 
goods  as  they  have  during  the  season 
just  closed.  The  long  stretch  of  extreme- 
ly severe  weather  in  the  West  slightly 
crrtailed  the  buying  in  that  part,  but 
everywhere  else,  where  climate  condi- 
tions have  not  interfered,  business  has 
been  phenomenal  and  merchants  are 
pretty  well  sold  out. 

A  decidedly  new  note  is  seen  in  the 
fashionable  purses  for  the  new  season. 
This  new  style  bag  is  called  the  "kodak 
bag."  It  is  a  flat  leather  purse  of  very 
fine  finish  and  oblong  in  shape,  the 
handle  being  attached  at  one  of  the  nar- 
row ends.  The  handles  themselves  are 
longer  than  have  been  the  custom  for 
some  time  and  are  suitable  for  slipping 
over  the  arm,  as  does  a  folding  kodak 
case,  for  ease  in  carrying.  The  bag 
itself  opens  in  envelope  fashion  and  is 
neatly  lined  with  silk  or  faille  to  match 
the  outside  and  is  fitted  with  mirror, 
eyebrow  pencil,  change  purse,  rouge 
box  and  other  vanity  accoutrements. 

While  the  popular  trade  likes  heavy, 
rather  conspicuous  leathers,  those  who 
prefer  quality  goods  will  purchase  the 
finest  of  pin  seals  and  soft,  velvet-fin- 
ished leathers  in  these  purses. 

It  may  not  be  generally  known  that 
ostrich  skin  has  been  tanned  and  used 
for  various  purprses  fcr  which  fine  skins 


Speaking  of  new  leathers,  one  manu- 
facturer mentioned  to  BOOKSELLER 
AND  STATIONER  that  he  was  called 
upon  recently  by  a  traveller  represent- 
ing a  firm  specializing  in  shark  skin. 
Readers  of  BOOKSELLER  AND  STA- 
TIONER will  remember  about  a 
year  ago  that  this  attempt  to 
tan  and  dress  shark  skin  for  the  various 
purposes  for  which  hides  have  been  used 
was  described  at  that  time  and  now  we 
have  the  samples  of  the  leather  on  the 
market.  The  fact,  however,  that  it  is 
exceedingly  high  in  price  forbids  its  "se 
almost  entirely,  although  the  quality  of 
the  leather  is  said  to  be  very  fine.  It 
is  more  suitable,  however,  for  suit 
cases  and  club  bags  and  articles  of  that 
sort,  where  good,  heavy  qualities  are  re- 
quired. Some  of  the  New  York  firms, 
however,  are  experimenting  with  the 
article  and  have  placed  on  the  market 
some  initial  samples.  They  give  it  the 
name  of  ocean  leather.  One  number 
shown  is  almost  square  and  has  a  flat 
side  strap  and  gold  clasp.  The  lining 
is  silk  moire. 


Fashionable  Bags  For  Spring 

A  popular  type  of  avenue  bag  is  shown  at  the  left.      It  is  of  patent  leather  with  wide 
stripe.     This  one  has  no  interior  fittings,  but  is  gotten  up  for  general  pursoses. 
In  the  centre  is  a  new  canteen  vanity  bag.      It  is  of  fine  grained  patent   leather  lined 
with  gold  color  faille  and  fitted  with  mirror,  purse,  nickel  puff  box,  lip  stic>.  and  hair- 
pin boxes  and  handkerchief  pocket. 

One  of  the  new  kodak  bags  is  also  illustrated;  it  is  in  kebn  grain  with  figured  satf-n 
lining,  and  is  fitted  with  oval  mirror,  purse  and  small  nickel-covered  shopping  pad  with 
pencil.     It  has  three  compartments,  stamp  pockets,  etc. 
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WANT  LONGER  DISCOUNTS 

Winnipeg,  Jan.  23. — In  Winnipeg  the 
retail  booksellers  have  an  active  section 
■of  the  Retail  Merchants'  Association  of 
Canada.  Their  last  meeting  was  at  a 
luncheon  at  the  Olympia  Hotel  on  Thurs- 
day, Jan.  22. 

Book  Discounts  was  the  chief  subject 
'discussed,  and  it  was  the  feeling  of  the 
meeting  that  the  discounts  allowed  the 
trade  were  inadequate  in  view  of  the 
increasing  cost  of  doing  business. 

The  section  put  itself  on  record  as 
standing  out  for  a  minimum  discount  of 
40  per  cent,  on  all  books,  excepting 
school   text-books. 

It  was  contended,  allowing  for  freight 
•or  express,  that  this  really  meant  only 
30  per  cent,  to  33  per  cent,  when  the 
goods  were  landed  in  Winnipeg. 

There  was  considerable  criticism  of 
the  policy  of  Canadian  jobbers  being 
given  exclusive  rights  on  the  sale  of 
any  book,  or  series  of  books,  unless  such 
an  arrangement  carried  with  it  a  guar- 
antee of  prices  fair  to  the  retail  trade. 

Instances  were  quoted  of  good  trade 
being  worked  up  for  some  particular 
book,  or  series  of  books,  imported  direct, 
■only  to  have  a  Canadian  jabbing  house 
;step  in  between  publisher  and  retailer, 
the  profits  obtainable  by  the  retailer  be- 
ing thereafter  considerably  cut  down. 
'One  instance  quoted  was  of  a  $5  book 
sold  to  a  bookseller  in  Canada  at  a  price 
$1.20  higher  than  the  price  at  which 
book  could  be  purchased  from  the  U.  S. 
publisher.  This  meant  more  than  a  dol- 
lar tribute,  even  after  due  allowance  for 
the  exchange  rate.  Of  this  book  the 
sales  in  Canada  are  said  to  exceed  over 
5,000  copies  a  year. 

The  question  was  introduced  as  to  ih'i 
advisability  of  forming  a  co-operative 
buying  association,  if  satisfactory  dis- 
counts could  not  be  arranged,  the  idea 
being  to  have  the  principal  booksellers 
throughout  Canada  act  together,  engag- 
ing a  live  agent,  thoroughly  conversant 
with  the  buying  of  books  direct  from 
publishers.  Then  entire  editions  could 
be  bought  and  distributed  at  cost,  pluj 
a  small  percentage  to  cover  the  ex- 
penses of  a  central  office. 

It  was  decided  to  acquaint  all  dealers 
in  Western  Canada  with  the  proceedings 
of  this  meeting. 

What   Jobbers   Say 

Two  or  three  of  the  wholesalers  were 
interviewed  briefly  as  to  their  views  on 
this   situation.     George   McLeod    pointed 


out  that  the  jobbers  were  making  less 
money  to-day  than  before  the  war.  They 
had  held  down  prices  and  increased  the 
discount  on  small  quantity  orders,  realiz- 
ing that  the  retailers  were  up  against 
new  handicaps.  Prices  were  going  still 
higher,  as  would  be  realized  by  April. 
Any  member  of  the  trade  in  touch  with 
U.  S.  publishers  realized  this  full  well. 
There  was  greater  necessity  than  ever 
before  for  the  utmost  co-operation  be- 
tween jobber  and  retailer.  The  solution 
of  the  main  difficulty  was  to  base  sell- 
ing prices  on  actual  costs,  the  same  as 
other  lines  of  merchandise. 

Thomas  Allen  said  the  jobbers  were 
interested  in  all  that  affected  retailers, 
because  what  they  wanted  was  pl-jaseri 
customers.  To  help  the  price  situation, 
no  prices  were  being  stamped  on  book 
jackets  this  season.  Mr.  Allen  pointed 
out  that  it  was  the  jobber  who  Dore  the 
loss  occasioned  by  the  exchange  situa- 
tion of  1919.  In  reference  to  the  dis- 
count situation,  he  thought  there  was  a 
tendency  to  confuse  terms.  One-third 
discount  was  the  same  as  one-hall'  ad- 
vance. For  instance,  book  listing  at 
$1.50  at  1-5  off  cost  the  dealer  $1.00, 
and  in  the  case  of  an  article  costing  the 
dealer  $1.00,  upon  which  he  wishes  to 
add  50  per  cent,  profit,  the  selling  price 
became   $1.50. 

In  the  opinion  of  John  McClelland,  of 
McClelland  &  Stewart,  if  any  readjust- 
ment was  to  be  accomplished  the  ques- 
tion would  have  to  be  approached  in  the 
proper  spirit  by  both  publishers  and 
booksellers.  Some  booksellers  seemed  to 
take  the  attitude  that  there  was  no  place 
for  the  jobber  and  labored  under  the  im- 
pression that  they  were  paying  the  job- 
ber for  services,  whereas  facts,  which 
could  easily  be  proved,  were  to  the  con- 
trary. The  Canadian  jobbers  had  saved 
the  retail  booksellers  of  Canada  a  great 
deal  of  money,  time,  trouble  and  worry. 

The  population  of  Canada  was  so  small 
and  operating  expenses  so  heavy  that  it 
was  necessary  to  combine  jobbing  and 
publishing  in  order  to  do  a  profitable 
business.  That  no  exclusive  book  job- 
bing house  or  co-operative  book  house 
could  operate  successfully  in  Canada  was 
his  strong  conviction.  Neither  could  a 
house  restricted  to  publishing  books  for 
selling  through  the  trade,  carry  on  with- 
out the  adjunct  of  a  book  jobbing  busi- 
ness. 

One  remedy  would  be  to  advance  list 
prices  in  Canada  to  a  basis  that  would 
allow  a  better  working  margin  for  the 
retailer.  Consumers  in  Canada  were 
used  to  paying  higher  prices  in  other 
lines  than  what  the  same  articles  sold  for 
in  the  U.  S.  Why  should  books  be 
excepted  ? 

The  costs  of  operating  were  so  heavy 
48 


BEST  SELLING  BOOKS  IN  CANADA 
Fiction 

Re-Creaiion    of    Brian    Kent,    Wright..     81 

Sky    Pilot   of   No   Man's    Land,   Connor     61 
Great    Impersonation,    Oppenheim     ....      56 

44 

Non-Fiction 

Rhymes     of    a     Red     Cross    Man, 

Ser- 
50 

....      37 

23 
22 

Canada's  Hundred  Days,   Livesay 
Industry  and  Humanity,   King   . . . 

15 
,  ,    ,        13 

that  it  would  surprise  and  open  the  eyes 
of  some  dealers  harboring  the  idea  that 
a  co-operative  buying  association  would 
solve  their  problems.  Mr.  McClelland's 
conclusion  was  that  higher  prices  and 
bigger  turnover  provided  the  remedy. 

READING  INCREASES 

Notwithstanding  the  fact  that  the 
Toronto  public  libraries  were  open  only 
11  months  during  the  past  year  on  ac- 
count of  the  smallpox  epidemic,  statis- 
tics in  the  report  of  Dr.  George  H. 
Locke,  Chief  Librarian,  show  an  increase 
in  the  use  of  books  of  80,000.  The  in- 
crease brings  the  total  number  of  books 
circulated  up  to  1,369,180,  and  analysis 
of  these  figures  show  that  only  a  little 
over  50  per  cent,  of  the  books  were 
works  of  fiction. 

MERMAID 

Grant  Overton's  latest  romance  is 
"Mermaid,"  a  most  engaging  love  story 
with  unusual  situations. 

THE  GRAY  MASK 

A  new  kind  of  detective,  one  who 
makes  mistakes  and  has  a  boy's  heart 
under  his  badge,  is  introduced  by  Wads- 
worth  Camp  in  his  book,  "The  Gray 
Mask,"  just  out. 

RED  BELTS 

Hugh  Pendexter's  "Red  Belts"  is  a 
tale  of  the  early  days  of  Tennessee, 
when  it  was  looked  upon  as  the  "Far 
West."  A  renegade's  ambition  to  be- 
come an  emperor  is  the  theme. 

JUNGLE  TERROR 

A  jungle  tale  of  South  America  is 
Harvey  Wickham's  "Jungle  Terror,"  in 
which,  facing  death  many  times,  a 
secret  service  agent  foils  a  gigantic  plot 
to  destroy  the  world,  a  demoniacal  man 
having  fashioned  a  terror  of  flame  and 
thunder,  before  which  the  vei-y  beasts 
fled. 

BROMLEY  BARNES  AGAIN 

A  new  Bromley  Barnes  detective  story 
by  George  Barton  is  in  train  for  publi- 
cation. Its  title  will  be  "The  Pembroke 
Mason  Affair." 
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Selling  Points  About  Timely  Books 
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LORD  HALDANE'S   BOOK 

"Before  the  War"  is  an  after-the-war 
book  that  looms  up  as  one  of  major  im- 
portance. Its  author  is  the  much- 
abused,  but  heroically  patient  Lord 
Haldane.  The  book  appeared  in  London 
-on  January  15.  The  "Daily  Telegraph" 
in  dealing  with  it  editorially  supports 
Lord  Haldane's  contention  that  Germany 
■came  to  grief  through  attempting  to  be 
strong  at  sea  as  well  as  by  land,  and 
points  out  that  when  the  question  is 
asked  if  "we  were  prepared,"  it  must  be 
remembered  that  the  British  fleet  had 
already  taken  up  its  war  stations  before 
the  German  ultimatum  of  August,  1914, 
had  expired,  and  also  reminds  its  read- 
ers of  the  saying  that  the  "Empire  floats 
on  the  sea. 

The  "Daily  Telegraph"  further  be- 
lieves that  Lord  Haldane  was  justified 
in  drawing  attention  to  the  fact  that 
Britain  fulfilled  its  contract  to  the 
French  by  mobilizing  without  a  hitch  an 
expeditionary  force  and  the  territorials. 
""We  believe  that  history  will  honorably 
acquit  this  country  of  being  unready  for 
the  ordeal,"  says  the  "Telegraph." 

A   POET  AT  FOURTEEN 

The  latest  literary  sensation  in  Lon- 
don is  Annette  Bryce  Wilson,  a  volume 
of  whose  poems  were  recently  published. 
She  is  fourteen  years  old. 

HAPPY-GO-LUCKY 

Ian  Hay's  "Happy-Go-Lucky"  is  to  be 
produced  in  its  stage  version  in  America. 
Under  the  title  of  "Tilly  of  Bloomsbury" 
the  play  has  made  an  enormous  success 
in  London,  and  its  author  has  been  in 
America  for  the  last  two  months  super- 
intending the  rehearsals  of  the  American 
•cast. 

STELLA  BENSON 

"Living  Alone,"  by  Stella  Benson,  is 
•described  by  the  London  "Times"  as 
'"an  exquisitely  fantastic  absurdity,  full 
of  beautiful  ideas,  beautiful  imaginings, 
heautiful  feeling.  A  study  in  faery 
fancy  of  the  phantom  dwelling  places 
of  the  souls  of  'all  alone  people,'  that  is 
at  the  same  time  a  satire  on  the  arti- 
ficial life  of  the  gregarious  crowds." 

THE  1919  SHORT  STORIES 

"The  Best  Short  Stories  of  1919,"  a 
January  issue,  is  dedicated  to  Anzia 
Yezierska.  Her  story,  "The  Fat  of  the 
"Land,"  is  considered  by  Mr.  O'Brien  as 
the  best  short  story  which  appeared  in 
American  periodicals  from  November, 
1918,  to  September,  1919. 


BOOK  ON  ICE  CREAM 

Professor  Walter  W.  Fish  has  writ- 
ten The  Book  of  Ice-Cream,  a  new  vol- 
ume in  the  Rural  Text-Book  Series,  of 
which  Professor  Liberty  H.  Bailey  is 
editor. 

THE  NEW  SOCIAL  ORDER 

A  new  order  of  living  is  necessary; 
economic  pressure  and  idealistic  im- 
pulses are  bringing  it  nearer  swiftly. 
What  principles  will  shape  it  and  what 
programs  of  to-day  approximate  it? 
Professor  Harry  F.  Ward  of  Union 
Theological  Seminary  considers  the  an- 
swer in  his  new  book,  The  New  Social 
Order. 

GRAHAM   AND  HUDSON 

Neil  Munro,  in  the  Glasgow  "News," 
said  recently:  "I  should  plump  for 
Stephen  Graham  and  William  Henry 
Hudson  as  the  greatest  stylists  among 
living  writers." 

ANNE  AND  POLLY  ANNA 

Mary  Miles  Minter  has  portrayed  fas- 
cinatingly the  adorable  heroine  of  "Anne 
of  Green  Gables,"  appearing  on  the 
screen  now  in  all  parts  of  America,  and 
Mary  Pickford,  who  is  engaged  in  pre- 
paring "Pollyanna,"  says  enthusiasti- 
cally that  it  is  the  best  picture  she  has 
ever  made.  To  celebrate  the  success  of 
these  two  well-known  and  beloved  hero- 
ines in  filmdom  there  will  be  published 
soon  a  Mary  Pickford  edition  of  "Polly- 
anna," and  a  Mary  Miles  Minter  edition 
of  "Anne  of  Green  Gables."  Both  of  the 
books  will  be  profusely  illustrated  with 
half-tone  reproductions  from  the  motion 
picture  productions  and  each  will  have 
on  the  cover  jacket  a  portrait  reproduced 
in  full  color  of  the  Mary  who  is  playing 
the  story  on  the  screen. 

MRS.  ASQUITHS  BOOK 

That  the  memoirs  of  Mrs.  Asquith, 
wife  of  the  former  British  Premier,  will 
be  readable,  goes  without  saying.  This 
book  is  to  come  in  the  forthcoming 
season,  and  advance  speculations  are  to 
the  effect  that  there  will  be  wie;s  on 
the  green.  Her  memoirs  are  very  likely 
being  awaited  with  anything  but  pleasur- 
able anticipation  by  a  number  of  Eng- 
land's "governing  classes." 

CONDEMNS  "MARY  OLIVIER" 

Canon  D.  Russell  Smith,  rector  of 
Saint  Paul's  Church,  Fort  Erie,  Ont., 
has  resigned  from  the  village  library 
board  because  his  colleagues  have  re- 
fused to  withdraw  from  circulation  May 
Sinclair's  novel,  "Mary  Olivier."  The 
Canon's  objection  to  the  book  is  that  it 
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"teaches  disrespect  for  parents,  condones 
immorality  and  dishonors  God."  The 
controversy  has  been  raging  for  many 
weeks,  making  "Mary  Olivier"  the  most 
popular  of  the  4,000  volumes  in  the  Fort 
Erie  library,  although,  according  to  the 
"Welland  Telegraph,"  the  village  folk 
who  have  read  it  say  that  it  is  not  easy 
going  for  minds  which  have  been  trained 
on  Robert  W.  Chambers  and  Harold  Bell 
Wright. 

GOES  TO  LONDON 

Arthur  Beverley  Baxter,  author  of  "A 
Blower  of  Bubbles,"  has  left  Toronto  for 
London,  where  he  becomes  an  editorial 
writer  on  "The  Daily  Express,"  Lord 
Beaverbrook's  paper.  His  novel,  "Parts 
Men  Play,"  after  running  serially  in 
"MacLean's  Magazine,"  will  be  brought 
out  in  book  form. 

BRIEF    WAR    HISTORY 

The  Story  of  the  Great  War,  by 
Roland  G.  Usher,  is  now  ready.  It  is 
written  in  a  vivid,  simple,  and  interest- 
ing style.  The  arrangement  is  espe- 
cially clear  and  the  hook  i=  provided 
with  illustrations,  maps,  charts,  dia- 
grams, and  tables. 

WILSON  AT  PARIS 

Ray  Stannard  Baker,  head  of  the 
United  States  official  press  service  at 
the  Peace  Conference,  has  writen  the 
story  of  "What  Wilson  Did  at  Paris." 
This  volume  is  one  that  has  been 
awaited  with  particular  interest.  More 
probably  than  any  other  American  now 
at  liberty  to  talk  on  the  subject,  Mr. 
Baker  is  qualified   to  tell  his  story. 

PETER 

The  latest  book  by  the  renowned  Eng- 
lish preacher,  F.  B.  Meyer,  D.D.,  is 
"Peter:  Fisherman,  Disciple,  A.postle." 
It  follows  other  worthy  biographies  of 
Biblical  saints  by  the  same  author. 

In  twenty-five  chapters  of  absorbing 
interest,  the  story  of  the  p-reat  Apostle's 
strenuous  life  is  told  in  clear  and  im- 
aginative style,  with  striking  present- 
day  application. 

To  this  latest  work  Dr.  Meyer  has 
brought  the  fruit  of  a  life-time's  experi- 
ence and  reading,  as  its  perusal  will 
abundantly  prove. 

The  book  is  published  by  Morgan  & 
Scott  of  London. 


Seumas  Macmanus,  the  Irish  novelist, 
was  in  Toronto  for  a  brief  visit  in  Janu- 
ary and  gave  several  addresses  while  in. 
this  city. 


BOOKSELLER     AND     STATIONER 


Harold  McGRATH 

"The  Man  With  Three  Names"  is  the 
title  of  Harold  McGrath's  new  mystery 
story  that  ends  only  when  the  book  ends, 
and  at  the  crest  of  a  tidal  burst  of  emo- 
tions. It  is  a  return  from  spies  and  plot- 
ters to  the  mystifying  and  fascinating 
men  and  women,  the  stirring  scenes  of 
the  writer  of  "The  Man  on  the  Box." 

STRONG  HOURS 

One  of  the  outstanding  novels  of  the 
midwinter  book  season  is  "Strong 
Hours,"  by  Maud  Diver,  an  English  au- 
thor who  has  come  most  rapidly  to  the 
fore.  This  book  presents  the  lesson  that 
strong  men  count  for  more  than  institu- 
tions in  the  development  of  the  world, 
and  great  leaders  more  than  collections 
of  people. 

The  plot  concerns  the  experiences  of 
the  Blounts  of  Avonleigh  during  a  decade 
or  more,  including  the  vears  of  the  Groat 
War. 

The  reader  will  not  soon  forget  Derek 
Blount,  unselfish  to  a  chivalrous  degree; 
he  is  that  high  type  of  the  sturdy  young 
Englishmen  to  whom  honor  is  more  than 
life  or  happiness. 

The  story  is  a  moving  one,  full  of  liv- 
ing characters  who  will  be  indelibly  im- 
printed on  the  reader's  mind.  It  is  a 
brilliant  picture  of  those  strong  hours, 
perhaps  the  most  momentous  hours  in 
the  history  of  the  world. 

A  RANCH  NOVEL 

"The  Ranchman"  is  another  new 
Western  tale  by  Charles  Seltzer,  who 
knows  how  to  produce  a  gripping  story. 
This  book  appeared  in  January. 

OPPENHEIM 

E.  Phillips  Oppenheim  lives  up  to  his 
best  form  in  his  latest  novel,  "The  Great 
Impersonation,"  published  last  month. 

MARINE  FICTION 

"On  Great  Waters"  is  a  stirring  and 
most  entertaining  new  novel  by  a  clever 
writer,  Frank  H.  Shaw.  It  is  a  January 
issue. 

ADVENTURE 

"Bartimeus,"  who  scored  so  success- 
fully with  his  war  stories,  is  represented 
in  January  novel  issues  with  "An  Aw-, 
fully  Big  Adventure." 

THE  WEST 

A  new  story  of  the  expansive  West 
that  will  strongly  appeal  to  lovers  of 
out-door  life  is  Florence  Ward's  novel, 
"The  Singing  Heart,"  which  has  just  ap- 
peared. 

ABDULLAH 

Achmed  Abdullah  has  a  new  detective 
book  out  this  month,  entitled  "The  Man 
on  Horseback."  This  writer  is  gaining  a 
good  following,  because  of  the  enthral- 
ling interest  he  works  into  his  mystery 
.tales. 

THE  SHEPHERD  OF  THE  SEA 

Henry  Leverage's  new  novel.  "The 
Shepherd  of  the  Sea,"  is  suggestive  of 
Jack  London,  a  tale  of  the  North,  or 
snow  and  hunger  and  of  strong  men. 
The  shepherd,  semmingly  a  hopeless 
tenderfoot,  turns  out  to  be  a  fighting 
missionary. 


PACKARD  AGAIN 

"From  Now  On"  is  a  new  novel  by 
Frank  L.  Packard,  which  has  just  been 
put  out  by  the  Copp  Clark  Co. 

It  is  a  well-told  story,  absorbingly 
interesting,  and  suggestive  of  the  Jim- 
mie  Dale  tales  which  proved  so  popular. 

NEW  AND  FORTHCOMING 

Next  Fall  there  will  be  a  new  novel 
by  Sir  Gilbert  Parker. 

"Glinda  of  Oz"  will  ,be  the  title  of  the 
1920  Oz  book.  These  books,  by  the  way, 
will  all  be  advanced  to  $2.00  this  year. 

MYSTERY  NOVELS 

Detective  tales  are  ever  popular,  and 
William  J.  Flynn's  latest,  "The  Barrel 
Mystery,"  will  prove  no  exception. 

"The  Bite  of  Benin"  is  another  new 
detective  story  just  ready,  a  full-length 
novel,  the  work  of  Robert  Simpson. 

Still  another  new  one  just  out  is  "The 
Disappearance  of  Kimball  Webb,"  by 
Rowland   Wright. 


W.    M.    CURRER. 

Who  has  been  appointed  manager  of  the  Canadian 
branch    of    the   John    C.    Winston    Co..    with    head- 
quarters  in   Toronto. 


Fred  Thomas,  who  conducts  a  news 
store  in  the  Temple  Building,  Bay  St., 
Toronto,  has  the  sympathy  of  the  trade 
in  the  loss  of  his  wife,  who  was  killed 
by  being  struck  by  a  street  car  in  Dun- 
das  street,  during  the  heavy  snow-storm 
which  raged  on  the  evening  of  Jan.  16. 
Mr.  Thomas  was  formerly  an  employee 
of  the  MacLean  Publishing  Co.,  in  the 
composing  room.  His  little  son,  who  was 
with  his  mother  at  the  time  of  the 
accident,  was  injured  and  was  taken  to 
a  hospital,  but,  fortunately,  is  recover- 
ing nicely. 


Through  the  instrumentality  of  the 
Great  War  Veterans  of  Trenton,  Ont., 
that  town  is  likely  soon  to  have  a  free 
public  library. 
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PERIODICAL  NOTES 

Maclean's  Magazine  enters  on  a  new 
era  with  the  February  issue  of  1920. 
From  that  time  on,  it  will  be  published 
twice  a  month — on  the  first  and  fif- 
teenth. Uuder  the  new  arrangement,, 
the  magazine  is  going  to  be  better, 
brighter,  and  more  vital  than  before. 
The  editorial  program  mapped  out  for 
1920  is  a  remarkable  one,  and  includes 
some  new  features.  Janey  Canuck  will 
commence  in  February  a  series  of  ar- 
ticles dealing  with  the  illicit  traffic  in: 
drugs.  An  interesting  new  feature  will 
be  a  series  of  biographical  sketches  of 
men — and  women — from  all  parts  of 
Canada  who  have  done  something  worh 
while,  and  who  have  a  story  to  tell.  To 
handle  a  series  like  this,  adequately, 
Maclean's  has  increased  its  editorial 
staff,  so  that  one  or  two  writers  of  note 
will  travel  over  the  Dominion  interview- 
ing interesting  personalities  and  gather- 
ing unique  stories  which  will  be  read 
with  deep  interest  by  every  reader.  Four 
splendid  serial  stories  have  been  pur- 
chased, to  appear  this  year:  "The  Parts 
Men  Play,"  by  Arthur  Beverley  Baxter, 
a  rising  young  Canadian  writer;  "The 
Small  Town  Woman,"  a  novel  of  life  to- 
day, by  C.  W.  Stephens;  and  W.  A. 
Fraser  will  again  fascinate  with  a  fine 
new   Bull-Dog   Carney   story. 

"The  Dial,"  formerly  published  fort- 
nightly in  Chicago,  and  latterly  in  New 
York,  is  now  a  monthly  and  in  its  gen- 
eral make-up  is  quite  different  from  the 
average  run  of  American  magazines.  It 
is  more  like  such  staid  reviews  as  Black- 
wood's, but  is  illustrated,  half-tones  and 
line  drawings  being  reproduced  on  spe- 
cial pages  of  coated  stock,  while  the  text 
is  printed  on  book  paper.  The  first  of 
the  monthly  issues,  January,  presents  a 
most  creditable  appearance  and  an  array 
of  literary  contents  rich  in  merit.  It  is 
edited  by  Schofield  Thayer,  with  Clar- 
ence Britton  as  associate  editor.  The 
managing  editor  is  Stewart  Mitchell. 

The  December  "University  Magazine," 
a  quarterly,  completes  its  eighteenth  an- 
nual volume. 

A  ten  per  cent,  advance  in  cost  to  the 
trade  of  many  of  the  United  States 
periodicals  took  effect  at  the  first  of  the 
year.  Most  dealers  have  advanced  their 
selling  prices  for  these  magazines  ac- 
cordingly. 

Another  advance  that  conditions  have 
forced  this  year  Is  that  of  the  well- 
known  series  of  Van  Dyke  books,  from 
$1.50  to  $2.00  per  volume. 

Curwood's  "River's  End,"  which  has 
been  unavailable  since  the  day  before 
Christmas,  is  out  in  a  new  edition,  and 
the  demand  from  the  trade  is  keeping 
up  remarkably.  The  same  is  true  of 
Thurston's  "World  of  Wonderful  Real- 
ity." 

From  Crowley,  the  Magazine  Man  of 
New  York,  comes  the  annual  issue  of 
Crowley's  Subscription  Guide.  It  lists 
leading  magazines  and  newspapers  of 
the  United  States  and  Canada.  The  cat- 
alogue comprises  44  pages. 


To  Get  More  Books  Into  the  Homes 

Details  of  an  Aggressive  Plan  of  Action  for  Booksellers  to  Boost  the  Sales  of  Children's 

Books  by  Special  Drives 


IN  the  course  of  an  interview  with 
John  McClelland,  of  McClelland  & 
Stewart,  he  spoke  in  enthusiastic 
support  of  the  movement  inaugurated  in 
the  United  States  for  the  promotion  of 
year-round  selling  of  books,  regarding 
which  he  had  heard  a  great  deal  when 
in  New  York  recently. 

It  has  often  been  said  that  December 
constitutes  one-fifth  of  the  bookstore's 
general  business,  but  one-half  of  the 
children's  book  business.  This  surely 
does  not  need  to  be,  as  many  successful 
experiments  have  shown.  Children  read 
the  year  round,  and  parents  can  be 
■easily  taught  to  consider  the  reading 
needs  of  the  boys  and  girls  in  its  wider 
aspects. 

Mr.  McClelland  thought  that  Canadian 
booksellers  should  be  able  to  set  the  pace 
in  selling  children's  books  if  they  will 
but  study  the  possibilities  of  making  it 
a  year-round  business. 

One  of  the  first  essentials  is  that 
someone  in  the  store  or  department 
should  take  particular  charge  of  this 
feature  of  the  business.  The  better  the 
manager  of  the  children's  department, 
the  surer  will  be  the  results.  Those  who 
have  usually  allowed  their  selling  of 
children's  books  to  lapse  after  Christ- 
mas because  of  lack  of  any  manager  in 
that  department,  should  carefully  con- 
sider a  better  ordering  of  this  condition. 
If  a  competent  person  is  given  a  good 
stock,  a  good  place  in  the  store,  good 
lights,  counters,  display  facilities,  an  oc- 
casional window  display,  a  special  mail- 
ing list  and  a  small  advertising  appro- 
priation, a  good  start  has  been  made  to- 
ward a  successful  year  round  business. 
The  sales  of  this  department  will  be  a 
clear  gain  to  the  year's  totals  and  the 
store  will  be  enabled  to  attract  a  class 
of  customers  that  appreciate  this  sort 
of  service,  as  well  as  being  able  to  build 
the  tastes  of  young  people,  so  that  they 
will  be  the  buyers  of  the  future. 

"The  committee  of  the  American 
Booksellers'  Association  having  this 
campaign  in  charge  have  made  three 
special  suggestions  for  children's  book 
campaigns  for  the  next  three  months," 
said  Mr.  McClelland.  The  first  of  these 
is  to  be  devoted  to  American  history  and 
American  heroes.  This  is  set  for  Febru- 
ary. In  Canada  this  must,  of  course,  be 
changed  to  works  of  dealing  with  Can- 
ada and  great  figures  of  our  own  coun- 
try. 

Next  comes  Out-of-Doors  Week  (April 
■26  to  May  1).  In  this  campaign  books 
of  sports,  games  and  nature  study  are 
to  be  featured. 

The  third  is  Summer  Reading  Week 
(June  28  to  July  3). 

Applying  this,  the  immediate  move 
for   the   retailers   is   to   make   February 


Canada's  Month  in  the  book  trade. 
February  is  an  indoor  month  for  chil- 
dren, when  they  aro  naturally  interested 
in  books. 

The  schools  will  give  unusual  em- 
phasis to  Canadian  history  this  year, 
and  the  libraries  will  be  more  than  will- 
ing to  co-operate  in  such  an  effort. 
There  is  no  limit  to  the  ways  that  might 
be  devised  for  a  co-operation  in  summer 
reading  needs  of  the  boys  and  girls. 

Out-of-Doors  Week 

In  planning  for  the  week  of  out-of- 
door  books,  the  dealer  will  obtain  helpful 
co-operation  from  the  Boy  Scouts  and 
Girl  Scout  leaders,  who  are  at  that  time 
anxious  to  emphasize  the  call  of  the 
out-of-doors.  Although  customers  may 
not  start  on  their  vacations  until  later, 
it  is  in  the  spring  time  that  the  pull 
of  the  open  country,  of  camping,  of  na- 
ture study,  and  travel,  is  most  keenly 
felt.  This  campaign  can  be  made  to 
work  side  by  side  with  a  similar  em- 
phasis on  adult  books  in  the  other  de- 
partment. The  publishers  with  books  of 
this  character  will  offer  helpful  ma- 
terial for  the  window  and  the  parapher- 
nalia of  out-of-door  life  offers  supple- 
mentary decoration  for  window  or  de- 
partment entrance.  Many  features 
could  be  worked  out  to  get  for  this  week 
special  attention  in  any  city. 

Summer  Reading  Week 

For  several  years  successful  dealers 
in  children's  books  have  been  finding 
increased  demand  for  story  books  for 
boys  and  girls  at  vacation  time  and 
have  made  special  drives  to  secure-  the 
attention  of  the  parents.  During  the 
summer  holidays  children  are  omnivor- 
ous readers.  Many  go  to  the  country 
where  they  are  far  from  their  usual 
supply,  and  parents  who  have  their 
children's  good  in  mind  need  only  to  be 
solicited  to  show  interest  in  the  reading 
needs  of  their  young  people.  Special 
methods  can  be  found  to  reach  parents 
who  are  just  starting  for  the  country, 
or  to  reach  boys  and  girls  who  are  just 
winding  up  their  school  year. 

THAT  DAMN   Y 

The  extraordinary  spectacle  is  present- 
ed this  month  of  a  book  appearing  with 
the  endorsation  of  the  Y.  M.  C.  A.,  with 
the  remarkable  title  of  "That  Damn  Y." 
The  title  does  not  sound  quite  so  extraor- 
dinary to  those  who  were  at  the  front  in 
France,  who  recall  the  frequency  of  the 
use  of  that  term  over  there.  This  book, 
by  the  way,  has  to  do  especially  with  the 
Y.  M.  C.  A.  as  conducted  in  connection 
with  the  American  Expeditionary  Force. 
The  author  is  Katherine  Mayo. 
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HOCKING'S   LATEST 

The  latest  Joseph  Hocking  novel,  "The 
Everlasting  Arms,", lives  up  to  the  high 
standard  of  fascinating  interest  set  by 
the  many  previous  books  of  this  eminent- 
ly popular  novelist.  This  book  has  re- 
cently been  put  out  by  Hodder  &  Stough- 
ton,  Limited.  An  evidence  of  its  time- 
liness is  that  adventures  in  Bolshevist 
Russia  are  embodied  in  the  tale,  which, 
besides  setting  forth  stirring  experiences, 
presents  an  engaging  romance  typical  of 
novels  by  Hocking. 

AVONLEA  AGAIN 

Nathan  Haskell  Dole  has  compared 
Miss  L.  M.  Montgomery's  "Avonlea"  to 
Longfellow's  "Grand  Pre,"  in  an  appre- 
ciative introduction  which  he  has  written 
for  her  fifth  book  about  the  people  of 
Prince  Edward  Island,  "Further  Chron- 
icles of  Avonlea,"  about  to  be  published. 
Mr.  Dole,  who  is  the  author  of  "The  Spell 
of  Switzerland,"  one  of  the  famous  Spell 
Series,  and  the  editor  of  several  scholar- 
ly editions  of  the  "Rubaiyat,"  predicts 
that  these  new  Chronicles  will  be  re- 
ceived with  as  great  pleasure  as  Miss 
Montgomery's  earlier  tales,  and  adds. 
"There  is  something  in  these  continued 
'Chronicles  of  Avonlea'  like  the  delicate 
art  which  has  made  'Cranford'  a  classic." 

THE  CANADIAN  ALMANAC 

A  most  creditable  production  is  the 
1920  edition  of  "The  Canadian  Almanac," 
edited  by  Arnold  W.  Thomas  and  pub- 
lished by  the  Copp,  Clark  Co.  This  is 
the  73rd  annual  issue  of  this  invaluable 
Canadian  compendium.  Booksellers  in 
introducing  the  volume  to  people  not 
as  yet  as  familiar  with  it  as  they  ought 
to  be  might  point  out  that  it  presents 
besides  standard  statistical  information 
Canadian  character,  such  information  as 
the  Income  War  Tax  Act.  with  latest 
amendments  and  a  brief  history  of  the 
World  War.  Especially  valuable  nre  the 
pages  giving  the  Canadian  Customs 
tariff,  complete  lists  of  Canadian  Post 
Offices,  postal  data,  and  information 
about  patents  and  copyrights. 

In  John  Murray's  two-shilling  library 
has  just  appeared  "The  Nebuly  Coat," 
by  John  Meade  Falkner.  It  is  a  book 
of  318  pages,  in  good  readable  type. 

NEW  PUBLISHING  HOUSE 

A  new  publishing  house,  Leonard  Par- 
sons, Limited,  is  shortly  to  start  busi- 
ness in  Portugal  Street,  London.  The 
managing  director,  Mr.  Leonard  Par- 
sons, has  been  connected  with  a  pub- 
lishing firm — that  of  Eveleigh  Nash — 
since  it  came  into  existence  in  1903;  and 
he  will  have  associated  with  him  Mr. 
Maurice  A.  Marston.  who,  since  his  dis- 
charge from  the  Army,  has  been  en- 
gaged in  publishing. 


Broadening  the  Scope  of  Bookselling 

Third  of  a  Series  of  Articles  on  Developing  Sales  of  Books  With  Special  Classes- 
Business  Books  a  Profitable  Field 


IN  THE  past  few  years  business  books 
and  technical  books  have  come  so 
rapidly  to  the  fore  that  it  is  no  ex- 
aggeration to  say  that  through  this  me- 
dium bookselling  as  a  profitable  vocation 
may  be  rehabilitated  so  as  to  rank  with 
the  prosperous  times  which  the  book 
trade  used  to  enjoy  a  generation  or  more 
ago.  Books  on  business  are  a  new  de- 
velopment, and  technical  books,  which 
have  for  half  a  dozen  years  been  coming 
to  the  fore,  took  a  big  place  in  the  book 
trade,  with  the  big  demand  that  came 
from  soldiers  seeking  to  take  up  new 
courses  of  study  to  fit  themselves  for 
new  posts  upon  being  demobilized. 

Booksellers  should  exert  care  to  buy 
business  books  wisely.  Some  rather  poor 
stuff  is  being  palmed  off  on  a  gullible 
world,  but  fortunately  an  increasing 
number  of  well-balanced  hand-books  deal- 
ing with  all  phases  of  business  methods 
are  being  brought  out  each  succeeding 
year. 

The  modern  business  man  realizes  that 
accounting  is  as  exact  a  science  as  the 
mathematics  on  which  it  is  based;  that 
retail  salesmanship  has  tactics  and  strat- 
egies as  carefully  worked  out  as  those 
of  the  art  of  war  and  solidified  into  as 
generally  accepted  practice;  that  adver- 
.  tising  depends,  not  on  luck,  but  exact 
knowledge;  that  credit  has  its  rules  and 
laws  quite  as  fixed  and  defensible  as 
those  of  bridge-building. 

This  change  of  attitude  has  stimulated 
first  magazine,  and  then  book  treatment 
of  commercial  and  business  problems.  It 
has  also  made  the  task  of  selling  such 
books  a  comparatively  easy  matter.  No 
business  man  will  grudge  for  one  min- 
ute the  cost,  or  hesitate  over  the  purchase 
of  a  book  that  he  believes  may  help  him 
make  more  money.  The  bookseller's 
problem  is  simply  to  call  his  attention 
to  the  book,  by  word  of  mouth,  by  'phone, 
by  personal  letter  or  post  card,  and  by 
newspaper  publicity. 

Don't  waste  your  ammunition.  Make 
sure  first  that  the  new  book,  whatever  it 
is,  is  really  authoritative,  new,  vital  and 
intrinsically  worth  while.  Then  notify 
only  the  men  who  will  be  really  interest- 
ed in  it;  the  more  specialized  it  is,  the 
fewer  but  the  more  certain  the  possible 
sales. 

In  a  book  intended  for  retailers,  en- 
titled "Attracting  and  Holding  Cus- 
tomers," edited  by  Wheeler  Sammons, 
executive  editor  of  the  A.  W.  Shaw  Co., 
of  Chicago,  much  of  value  is  presented 
far  the  retailer  who  wants  to  know  what 
other  successful  retailers  have  found  out 
through  years  of  experience  about  con- 
tact with  customers.  After  all,  it  is  the 
customer,  actual  or  prospective,  who 
makes  or  breaks  any  business  enter- 
prise. There  is,  for  one  thing,  the  ques- 
'  tion  of  how  much  to  spend  for  publicity. 
It's   a   question   that   deserves   consider- 


able thought — and  one  that  few  men 
would  want  to  decide  without  advice. 
One  chapter  tells  what  1,000  concerns 
decided  about  their  advertising  appro- 
priation, gives  the  actual  percentages  of 
advertising  to  net  sales  in  all  kinds  of 
stores,  hardware,  drugs,  jewelry,  dry 
goods,  and  so  on.  And  it  suggests  in 
addition  how  to  apportion  appropriation 
to  the  various  advertising  mediums,  how 
to  apportion  it  to  the  departments  or 
lines  of  goods  advertised,  what  items  to 
charge  to  the  advertising  account,  how 
to  handle  donations,  how  to  estimate 
what  window  space  is  worth,  and  so  on. 

The  book  contains  also  plans  for  mak- 
ing publicity  pay,  developing  a  business 
personality,  locating  prospects,  sizing  up 
the  field,  choosing  the  right  medium, 
meeting  mail-order  competition,  finding 
the  selling  points  of  merchandise,  mak- 
ing publicity  timely,  arousing  the  cus- 
tomer's interest,  and  cashing  in  on  dull 
periods.  And  the  appendix  contains  ad- 
ditional material  on  special  sales,  an- 
niversary, harvest,  spring,  employees, 
and  so  on. 

The  book,  which  is  one  of  the  Shaw 
Retailing  Series,  lolls,  not  what  may 
be  done  to  attract  and  hold  customers, 
but  what  has  been  done  by  progressive, 
profit-making  retailers  all  over  the  coun- 
try. 

It  is  illustrated  with  75  photographs, 
and  charts,  and  contains  230  pages. 

Another  volume  of  similarly  strong 
appeal  to  wide-awake  retailers,  also 
edited  by  Mr.  Sammons,  is  "Making 
More  Out  of  Advertising." 

Practically  any  retailer  will  agree  that 
it  is  important  and  necessary  to  the  suc- 
cess of  his  business  for  him  to  answer 
adequately  the  question  of  advertising; 
when  to  advertise,  how  to  advertise,  and 
where  to  advertise. 

Dealing   with    the    actual    preparation 


of  the  advertisement,  the  first  chapter, 
"Writing  Copy  That  Pulls,  takes  up, 
among  other  things,  the  importance  of 
truth  telling,  how  to  use  restraint  ef- 
fectively, why  it  pays  to  keep  scrap 
books  of  your  advertisements,  how  to 
get  the  personal  touch,  when  "smart- 
ness" becomes  dangerous,  and  in  addi- 
tion the  results  of  an  investigation  to 
determine  what  sales  methods  appeal 
most  to  women. 

One  chapter,  Illustrations  That  At- 
tract, shows  just  how  to  choose  illustra- 
tions that  will  bring  dollars  into  the 
cash  drawer;  it  tells,  too,  how  to  make 
color  work  for  you,  how  illustrations 
can  express  personality,  and,  not  the 
least  interesting  point,  a  number  of  ad- 
vertisements are  reproduced,  commented 
on,  criticized,  and  improvements  sug- 
gested. There's  a  chapter  on  layouts — 
there's  a  chapter  on  type — one  on  letters 
and  booklets,  another  on  mailing  lists, 
another   on   checking  up  the  results. 

And  especially  valuable  is  the  material 
on  the  mechanical  side  of  advertising, 
how  to  select  cuts  judiciously,  the  ins 
and  outs  of  line  engravings,  zinc  etch- 
ings, half-tone  engravings,  when  it  pays 
to  use  hand-stippled  cuts,  the  advantages 
of  the  Ben  Day  process,  and  everything 
else  the  advertiser  needs  to  know  about 
the  preparation  of  cuts,  the  mechanical 
side  of  typography,  the  preparation  of 
electrotypes,  and   so  forth. 


DEATH  OF  W.  R.  ANDERSON 

The  death  occurred  in  Chicago  on  Jan. 
17  of  W.  R.  Anderson,  vice-president  of 
the  P.  F.  Volland  Co.,  with  which  he  had 
been  associated  since  its  establishment 
in  1908.  He  had  for  many  years  had 
charge  of  the  New  York  branch  and  had 
gone  to  Chicago  to  assist  headquarters 
in  the  matter  of  fall  and  Christmas 
lines. 


AUTOMOBILE  REG! 
IN  THE  DOMINION  C 

Year                                Ont.       Sask.       Alta.       Man.         Que. 
1903     220       

STRATK 
)F  CANA 

B.C.        N.S.        N.B. 

175          62       

263           45         104 
504          69         167 
1,026         148        299 
2,220        228        483 
4,289        456        700 
6,138        511       824 
6.668        544     1.260 
7,440         971      1,900 
8,576     1,728     2.986 
11,386     5.678     5.249     3 
15.S28     8.103     6.475      4 
19,500     9,900      8,061      9 

DNS 

.DA 

PK.I.  Total 

220 

535 

553 

1,217 

2,100 

2,901 

4,711 

8,937 

21,682 

34.789 

26       50.469 

30       67,415 

35       87,673 

50     120.318 

01      199,302 

81     269,722 

99     324,886 

1P04      535       

1905      553       

1906      1,176       41' 

1907          1.500            54             55       254 

1908      1.700             36             45          412           296 

1909      2,400          149          275          662           485 

1910      4,200           530           423       1,524           786 

1911      11,339        1.304       1,631       2,599       1.878 

1912      16.266       2,268       2,505       4,770       3.535 

1913      231,700       4,659       3;7713>       5,406       5y,452 

1914      31,724       8,027       4,728       7,001        7.413 

1915      42,346     10,225       5,832       8,027     10,112 

1916      54,375     15.600       9,703     11,953     15,347 

1917      84,353     32,500     20,800     17.333'    21,702 

1918      109,374     47,239     29,500     24,389     28,333 

1919      139,288     54,792     34.000     29,163     29,183 

The  significance  of  this  table  for  booksellers   is  that  the  potentialties  of  the  automobile  book  market  in- 
crease in   proportion   with   the  stupendous   growth  of  the   number  of  automobiles   in   Canada. 
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Board's  Powers  Are  to  be  Defined 


Retail  Merchants  Bring  Matter 
of  Board  of  Commerce  Activi- 
ties to  a  Head  at  Ottawa — 
Supreme  Court  to  Sit  on 
the  Case ;  Counsel  for  Ar- 
gument to   be   Selected 
by  the  Government. 

AT  ITS  February  sitting  the  Su- 
preme Court  will  define  exactly 
the  powers  of  the  Board  of 
Commerce  and  counsel  will  be  selected 
by  the  Government  to  argue  the  case. 
This  issue,  which  has  been  brought  about 
by  the  retail  merchants  of  the  Dominion, 
is  considered  of  great  importance,  for  if 
the  constitutionality  of  the  board's 
powers  and  the  right  of  Parliament  to 
delegate  such  wide  authority  be  success- 
fully attacked,  much  of  that  body's  util- 
ity will  disappear. 

Within  the  past  two  weeks  various 
important  business  organizations  repre- 
sentative of  both  retail  and  manufactur- 
ing interests  made  it  unmistakably  plain 
to  the  Government  that  the  workings  of 
the  Board  of  Commerce  are  meeting  with 
anything  but  their  approval. 

Those  interested  in  challenging  the 
activities  of  the  Board  of  Commerce,  it 
is  stated,  include  such  organizations  as 
the  Canadian  Manufacturers'  Associa- 
tion, the  Retail  Merchants'  Association, 
the  Canadian  Credit  Men's  Association, 
and  other  organizations. 

Will   Find   Out 

In  the  meantime  the  Board  of  Com- 
merce, on  its  own  behalf,  has  submitted 
to  the  Supreme  Court  of  Canada  a 
stated  case  and  asks  that  the  tribunal 
establish   the   Board's   jurisdiction. 

At  the  meeting  to-day  a  delegation 
from  the  Dominion  Board  of  the  Retail 
Merchants'  Association  of  Canada,  which 
is  holding  its  annual  meeting  here,  pre- 
sented a  resolution  which  had  been 
adopted  and  which  included  the  follow- 
ing:— 

First — That  the  Board  of  Commerce 
be  reorganized  and  that  its  personnel 
consist  of  a  consumer,  a  producer,  a 
manufacturer,  a  retailer  and  a  chairman 
with  judicial  experience.  They  recom- 
mended that  Judge  Robson  retain  the 
latter  position.  By  implication  it  would 
appear  that  they  desire  the  removal  of 
W.  F.  O'Connor. 

Second— That  the  board  be  recon- 
structed to  take  the  nature  of  an  Inland 
Trade  Commission,  one  of  whose  duties 
it  would  be  to  regulate  the  operations 
of  wholesalers  who  refuse  to  sell  to  cer- 
tain retailers  and  to  supervise  all  agree- 
ments between  wholesalers  and  retailers. 
The  recommendations  of  the  delegation 
in  this  regard  were  somewhat  vague. 

Third — That  the  price-fixing  functions 
of  the  Board  be  abolished  on  the  ground 


that  the  exercise  of  them  constitutes  a 
restriction  on  trade  and  production. 
Have  Found  No  Combines 

The  resolution  claims  that  the  investi- 
gations of  the  Board  in  regard  to  retail 
merchants  have  not  disclosed  any  com- 
bines or  excessive  profits;  that  the  ele- 
ment of  competition  among  retail  mer- 
chants prevents  undue  profit  making; 
that  conditions  of  merchandising  in  the 
various  parts  of  Canada  are  so  varied 
that  no  general  regulations  as  to  mar- 
gins of  profit  can  be  made  which  will 
be  fair  to  the  merchants  and  the  con- 
sumers; that  the  orders  of  the  Board 
of  Commerce  have  resulted  in  a  great 
deal  of  disturbance  in  retail  trade  circles 
and  that  the  uncertainty  as  to  what 
further  orders  will  be  made  from  time 
to  time  is  still  more  disturbing  not  only 
to  retail  merchants,  but  to  manufactur- 
ers, wholesalers,  bankers,  the  laboring 
classes  and  consumers. 

They  Have  Suggestions 
A  series  of  further  suggestions  as  to 
"How  the  Board  of  Commerce  would  be 
of  greater  service  to  Canada,"  were 
made  by  the  delegation.  These  were, 
mainly: — 

The  Board  of  Commerce  should  meet 
properly  appointed  committees  from  the 
Canadian  Manufacturers'  Association, 
the  Wholesale  Merchants'  Association, 
the  Retail  Merchants'  Association,  the 
United  Farmers  and  other  organized 
commercial  bodies  to  secure  proposals 
how  trades  could  be  improved  by  proper 
regulations. 

Instead  of  the  court  attempting  to  dic- 
tate to  the  commercial  classes  how  they 
should  conduct  their  affairs,  they  should 
become  a  useful  court  to  decide  on  the 
evidence  laid  before  them  on  any  com- 
mercial matter. 

Should  Give  Reasons 
All  agreements  made  either  by  manu- 
facturers among  themselves,  between 
the  manufacturers,  wholesalers  or  re- 
tailers, etc.,  should  be  laid  before  the 
Board  of  Commerce,  and,  if  necessary, 
parties  should  appear  to  give  reasons 
why  the   agreements  were  made. 

All  price-contract  agreements  regard- 
ing trade-marked  goods  should  be  laid 
before  the  Board  for  final  ratification. 

That  charges  could  be  made  to  the 
Board  by  any  person  subjected  to  un- 
fair and  unethical  methods  of  trading, 
and  those  engaged  in  unfair  practices 
dealt  with. 

Further  suggestions  made  were  that 
the  Board  should  be  given  authority  to 
make  recommendations  to  the  Govern- 
ment if  any  commercial  legislation  is 
found  to  be  operating  unfairly;  that  all 
agents  or  subsidiary  agents  in  connec- 
tion with  the  Board  should  be  abolished; 
that  all  classes  of  the  community  buy- 
ing or  selling  merchandise  should  come 
under  the  operations  of  the  Board;  that 
the  Board  should  devote  their  time  to 
seeing  that  the  proper  channels  of  trade 
are  not  interfered  with,  and  that  all 
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statistical  reports  jn  connection  with 
commerce  should  come  under  the  direc- 
tion of  the  Board. 

No  Excess  Profits 

Joseph  Banfield,  of  Winnipeg,  who 
presented  the  case,  declared  that  the 
Board  had  found  no  excess  profits  or 
unfair  dealing  among  the  retailers.  It 
was  useless  to  seek  to  redress  a  wrong 
which  did  not  exist.  "It  is  not  so 
much,"  he  said,  "what  the  Board  does 
as  what  it  threatens  to  do  which  in- 
jures us  and  that  injury  affects  the 
wholesaler,  the  manufacturers,  the 
banks  and  everybody  else." 

Sir  Henry  Drayton  asked  what  was 
meant  by  threats. 

"We  hear  of  a  man  being  threatened 
for  selling  sugar  at  a  cent  or  so  over 
the  fixed  price,"  said  Mr.  Banfield.  "The 
Board  appears  to  go  after  us  retailers 
because  we  are  closest  to  the  consum- 
ers." 

Asks  Court  Questions 

In  the  meantime  the  Board  is  submit- 
ting the  following  questions  to  the 
Supreme  Court  of  Canada: 

1.  Whether  or  not  Section  17  of  the 
Combines  and  Fair  Prices  Act  is  intra 
vires  of  the  Parliament  of  Canada.  This 
section  deals  with  the  undue  accumu- 
lation of  necessaries  of  life. 

2.  Whether  or  not  the  Parliament  of 
Canada  has  power  to  establish  a  court 
of  record  or  any  other  hearing  or  de- 
termining body. 

Question   of   Penalties 

3.  Whether  or  not  the  Parliament  of 
Canada  has  power:  (a)  to  impose  penal- 
ties for  the  acts  or  omissions  which  are 
declared  to  be  offences;  (b)  to  authorize 
and  require  the  superior  courts  of  a 
Province  to  record  and  enforce  the  or- 
ders of  the  Board. 

4.  Whether  or  not  the  Board  has 
jurisdiction  to  decide  as  to  what  shall 
be  deemed  an  unfair  profit  upon  trans- 
actions of  sale  of  necessaries  of  life 
which  transactions  are  originated  and 
completed  within  a  Province. 

5.  Whether  the  Board  has  power"  to 
decide  what  shall  be  an  unfair  profit 
in  transactions  of  sale  of  an  inter- 
provincial  character. 

6.  Whether  or  not  the  Board  may  re- 
strain or  prohibit  persons  from  export- 
ing commodities  being  necessaries  of 
life  from  Canada,  or  from  one  Province 
to  another  in  cases  where  the  practice 
of  so  exporting  is  in  the  opinion  of  the 
Board  designed  or  calculated  to  unfair- 
ly enhance  the  cost  on  price  of  such 
commodities. 

At  the .  annual  meeting  of  the  Retail 
Merchants'  Association,  attended  by 
more  than  600  delegates,  among  other 
subjects  discussed  was  that  of  the  co- 
operative stores,  and  a  resolution  was 
passed  voicing  the  strong  opposition  of 
the  Association  to  any  legislation  which 
would  give  these  stores  any  special  ad- 
vantages which  would  be  detrimental  to 
the  retail  trade  of  the  country. 


THE  "BIG  THING"  IN  SELLING 

The  One  Rule  That  Has  Stood  the  Test  of  50  Years' 
Experience  in  Managing  Salesmen 

By  E.  C.  SIMMONS 


TRAINING  men  to  sell  has  been  a 
part  of  my  work  for  more  than 
half  a  century.  We  began  with 
1  salesman  and  have  gradually  worked 
up  to  about  600.  That  is  the  size  of  our 
sales  force  to-day — and  as  long  as  a 
salesman  is  with  us  he  never  quite 
escapes  the  instruction.  I  have  followed 
the  work  of  all  these  men  closely,  and 
modified  the  teaching  according  to  the 
results  they  were  getting,  until  to-day  it 
is  close  to  100  per  cent,  the  outgrowth 
of  demonstrated  needs.  And  if  I  were 
asked  what  I  teach  mostly,  in  all  truth 
I  would  have  to  say  that  I  teach  com- 
panionableness. 

This  Goes  Deep 

Of  course,  this  goes  deep.  There  is 
no  companionableness,  none  worth  men- 
tioning, without  the  fundamental  busi- 
ness virtues.  It  breaks  down  and  van- 
ishes without  knowledge,  honesty  and 
service.  It  must  be  accompanied  by  an 
intelligent  and  conscientious  regard  for 
the  customer's  interest  and  one's  own. 
to  be  any  good  at  all.  So  that  in  teach- 
ing these  things,  1  have  taught  com- 
panionableness. 

But  after  a  man  knows  his  line,  and 
understands  the  principles  of  selling  and 
service,  something  still  is  needed  to 
make  him  companionable  and  a  real 
salesman.  And  this  something,  while 
it  may  at  times  appear  trivial  and  alto- 
gether irrelevant,  is  nevertheless  of  the 
greatest  importance,  and,  I  know  from 
experience,  it  is  one  of  the  hardest 
things   to   teach. 

Part  of   Training 

It  is  the  part  of  the  salesman's  train- 
ing that  enables  him  to  find  his  custom- 
er's level  and  bring  his  merchandising 
message  right  there.  My  experience  has 
been  that  salesmen  most  often  fail  in 
just  this.  They  have  not  learned  how 
to  be  ordinarily  agreeable  and  interest- 
ing  with    their   customers. 

I  find  that  a  great  many  more  men 
want  to  be  companionable  than  know 
how.  And  not  a  few  think  they  are  so 
when  they  are  not.  It  is  surprising  how 
many  men  have  been  brought  up  in 
good  homes,  gone  through  good  schools, 
and  even  spent  years  in  business,  with- 
out having  learned  the  rudiments  of  it 

Must    Look   Happy 

Sometimes  intelligent  men  look  at  mt 
sourly  and  speak  of  the  importance  of 
being  good  mixers.  They  would  like  to 
be  popular  and  yet  they  look  glum.  It 
can't  be  done  that  way.  The  first  lesson 
in  companionableness  is  to  look  happy. 
I  tell  our  men  to  get  their  good  nature 


Reproduced  by  courtesy  of  "System" 

on  the  outside  of  them;  nobody  can  see 
it  when  it's  down  in  their  boots. 

And  I  realize  that  they  cannot  do  this 
to  the  best  advantage  without  the  help 
of  the  boss. 

Not  long  ago  I  had  an  interesting  talk 
with  a  man  who  now  has  a  large  busi- 
ness of  his  own,  but  who  was  formerly 
with  us. 

Can  Always  Find  a  Chance 

"You  told  me  something  20  years 
ago,"  he  said,  "that  has  stuck  with  me 
ever  since.  I  had  written  a  letter  to  some 
of  the  salesmen  and  brought  it  to  you 
for  criticism  before  sending  it  out. 
After  you  had  read  it,  you  said: 

"  'It's  good,  but  you  forgot  one  thing. 
You  forgot  to  encourage  them.  There  is 
always  some  ground  for  encouragement. 
You  could  at  least  have  told  them  that 
they  were  faithful.' 

"It  was  one  of  my  great  lessons,"  he 
said,   in   simple   appreciation. 

No  matter  what  cautioning  or  correct- 
ing I  have  to  do,  I  always  make  the  most 
of  every  opportunity  I  can  find"  for  en- 
couragement. And  the  pay  envelope  is 
one  of  the  best  opportunities. 

Salaries    Are   Good 

Our  salesmen's  salaries  are  good, 
many  of  them  earn  bonuses,  and  at  the 
end  of  the  year  their  records  are  care- 
fully gone  over  so  that  we  may  catch 
anything  that  may  justify  further  pay- 
ments. 

This,  I  can  see,  is  building  content- 
ment, and  therefore  companionable- 
ness. 

But  there  are  several  other  things  be- 
sides a  long  face,  things  just  as  easily 
avoided,  too,  that  keep  salesmen  from 
getting  merchants  to  warm  up  to  them. 

Any  little  display  of  greenness  will  do 
it.  I  have  known  new  salesmen  to  lose 
good  customers  simply  by  having  to 
look  up  something  in  the  index  of  the 
catalogue,  instead  of  turning  directly  to 
the  page  they  wanted.  One  of  the  first 
things  we  have  salesmen  do  is  to  learn 
the  index  by  heart.  It  is  a  small  thing, 
but  one  of  those  small  things  that  count 
big. 

Slow  to  Change 

Merchants  are  mighty  slow  to  change 
these  bad  first  impressions.  For  this 
reason,  we  seldom  break  in  a  new  sales- 
man in  the  territory  he  is  to  have  per- 
manently. We  let  him  make  his  mis- 
takes somewhere  else,  and  then  leave 
them  behind  him.  When  he  goes  to  his 
permanent  customers,  he  is  experienced. 

Big-headedness  is  one  of  the  worst 
non-conductors  of  companionableness.  I 
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find  I  must  take  special  precautions 
against  this,  because  I  want  our  sales- 
men to  feel  that  their  work  is  the  most 
vital  part  of  our  business.  I  tell  them 
so;  it  is  a  fact,  and  knowing  it  gives 
them  a  proper  sense  of  responsibility. 
But  their  work  is  not  vital  if  they  are 
big-headed;  it  is  deadly.  Companion- 
ableness is  what  we  are  after,  and  the 
essence  of  it  is  meeting  the  other  fellow 
on  his  level. 

Stand   In   His   Way 

Sometimes,  however,  a  man's  very 
efforts  to  be  genial  stand  in  his  way. 
That  was  the  case,  I  remember,  with  a 
young  Southerner  we  employed  a  few 
years  ago.  He  didn't  do  at  all  well,  and 
I  finally  called  him  in  to  see  what  was 
the  matter.  I  found  out  before  he  had 
been  in  my  office  10  minutes.  He  sat 
down,  pulled  out  one  of  the  side  drawers 
of  my  desk,  and  put  his  feet  on  it.  Then 
he  began  talking  in  an  unpleasant 
slangy  drawl — and  did  most  of  the  talk- 
ing. 

He  was  too  friendly. 

I  pointed  out  some  of  his  good  quali- 
ties, the  qualities  that  had  caused  us  to 
employ  him,  and  told  him  I  believed  he 
had  it  in  him  to  make  a  good  salesman. 
It  is  generally  a  good  plan  to  put  the 
honey  before  the  uting,  I  find.  Then  I 
proceeded  to  explain  that  it  was  mer- 
chants, not  college  freshmen,  that  he 
had  to  please. 

He  must — simply  must — consider  their 
point  of  view,  I  told  him,  and  adapt 
himself  to  them.  The  strategy  of  the 
thing  was  to  do  what  would  make  them 
warm  up  to  him,  not  warm  up  forth- 
with to  them.  Last,  but  not  least,  he 
simply  must  cultivate  a  pleasant  voice 
— how  many,  many  business  men  need 
to  do  that  very  thing! 

Well,  the  Southerner  has  for  months 
been  one  of  our  bonus  men. 

An  End  to  a  Bad  Practice 

One  of  the  worst  of  the  wrong  ways 
of  being  sociable  with  customers  is 
drinking  with  them.  Happily  that  is 
passing  everywhere  now,  but  I  think  the 
most  courageous  think  I  ever  did  was 
to  set  my  foot  down  on  the  practice 
back  in  the  early  days  of  our  business. 
It  was  in  1869,  I  believe,  and  we  had 
only  four  salesmen.  Three  of  them 
were  only  fair,  and  the  fourth  was  con- 
sidered the  best  hardware  salesman  in 
the  United  States,  in  point  of  total 
sales,  but  he  drank  with  his  customers. 

I  asked  him  to  stop,  explaining  all 
my  reasons,  but  he  didn't.  I  told  him 
he  must  stop  and  he  didn't.  I  told  him 
again  that  he  must,  and  he  finally  said 
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plainly  that  he  had   no  intention  what- 
ever of  stopping  it. 

Then  I  paid  him  and  let  him  go. 

Was    Conventional 

It  was  especially  courageous,  because 
in  those  days  the  practice  was  more  or 
less  conventional.  But,  aside  from  the 
momentary  setback  we  got  just  then, 
our  first  stand  on  the  question  has  been 
an  immense  advantage  to  us  from  the 
beginning;  and  in  a  way,  this  has  been 
a  triumph  of  sociability.  For  drinking 
with  customers  is  at  bottom  largely  a 
process  of  selling  them  by  dulling  their 
judgment — whether  intentionally  or  not. 
That  is,  of  course,  just  the  opposite  of 
true  companionableness;  and  it  sooner 
or  later  runs  upon  its  own  limitations. 

It  is  not  always  easy,  when  a  sales- 
man is  not  doing:  well,  to  see  what  Lhe 
trouble  is.  Sometimes  I  have  found  oat 
by  writing  to  his  customers.  After  all, 
it  is  the  customer's  point  of  view  that  is 
needed.  And  the  mere  fact  of  the  in- 
quiry often  binds  the  customer  closer 
to  us. 

What  Helps  it? 

But  these  things  are  mostly  negatn  e 
— things  that  are  obstructions  to  com- 
panionableness.    What  helps  it  along? 

Good  small  talk,  for  one  thing.  Its 
value  is   inestimable. 

I  have  been  speaking  of  salesmen  in 
the  narrow  sense,  but  most  of  what  I 
have  said  applies  to  everybody  in  busi  - 
ness.  We  are  all  selling  something. 
And  for  the  sake  of  small  talk,  if 
nothing  else,  it  is  a  very  good  thing  for 
all  of  us  to  have  some  hobbies.  I  nave 
for  years  been  very  fond  of  bridge  and 
golf,  and  the  two  games  have  been  an 
opening  wedge  into  the  hearts  of  a 
number  of  people.  They  have  furnished 
an  easy  point  of  contact,  both  as  some- 
thing to  play  and  as  something  to  talk 
about,  and  have  led  into  some  much- 
prized   friendships. 

My  sons,  who  are  now  the  active 
heads  of  our  business,  are  all  fond  of 
sports,  I  am  glad  to  say.  They  are  just 
average  players.  Probably  they  are 
better  off  than  if  they  were  stars.  They 
are  less  likely  to  waste  time  at  the 
games,  and  are  companionable  with 
more  players. 

This  Is  Useful 

Some  familiarity  with  the  theatre  is 
useful,  especially  in  the  cities;  in  many 
circles  it  is  the  stock  self-starter  of  con- 
versation. And  wherever  a  man  is,  all 
that  he  knows  about  business  and  re- 
ligion and  politics  may  not  give  him  as 
easy  an  approach  to  a  customer  as  the 
simple  fact  of  his  having  read  a  book 
like  "The  Young  Visiters." 

The  truth  is  that  people  do  not  usual- 
ly get  into  conservation  first  by  way  of 
their  vital  interests.  They  discover — 
"get  used"  to  one  another,  as  the  ne- 
groes say,  by  small  talk,  and  then  go 
on  from  that  to  the  serious  business. 
Thus  the  man  with  no  small  talk  is 
handicapped  in  every  direction. 

Our  own  salesmen  deal  entirely  with 
retail   merchants,   and   their   problem   is 


consequently  to  adapt  themselves  to  the 
interest  of  retailers.  It  is  a  peculiar 
problem,  and  different  in  some  respects 
in  different  parts  of  the  country.  One 
way  we  have  of  meeting  it  is,  having  our 
salesmen  live  in  the  territory  they  sell. 
As  soon  as  one  of  our  salesmen  is  given 
a  permanent  territory,  he  goes  out  and 
makes  his  home  in  it. 

There  are,  of  course,  several  reasons 
for  this.  It  enables  the  salesman  to 
spend  more  time  with  his  family.-  His 
expenses  are  reduced.  But,  important 
as  these  advantages  are,  the  most  im- 
portant is  that  living  in  the  community 
gives  him  more  nearly  the  point  of  view 
of  his  customers. 

More  Companionable 

He  can  see  their  needs  better.  He 
learns  to  talk  their  language.  His  own 
public  and  private  interests  coincide 
more  with  theirs.  He  becomes  more 
companionable  with  his  trade. 

We  make  it  a  point,  also,  to  have  at 
headquarters,  as  sales  manager  for  each 
district,  a  man  who  has  lived  in  the 
district.  Besides  knowing  its  peculiar 
needs,  he  can  talk  about  people  and 
things  there  in  a  way  that  will  make 
merchants  who  visit  the  store  feel  at 
home. 

In  addition  to  special  local  interests, 
I  have  found  that  there  are  four  subjects 
that  are  good  for  small  talk  with  prac- 
tically all  retail  merchants;  and  in  their 
training,  and  afterward  through  my 
weekly  letters,  I  am  continually  re- 
minding the  salesmen  of  these  four 
subjects. 

Start  With  Question 

I  teach  them  that  the  way  to  open  up 
these  subjects,  or  any  others,  is  with  a 
question  rather  than  an  opinion.  An 
opinion  may  shut  the  merchant  up  tight. 
He  may  not  agree  with  it,  and  he  may 
not  care  for  the  salesman's  opinion  any- 
way. A  question  on  any  one  of  these 
subjects,  however,  is  usually  appreci- 
ated, and  usually  gets  the  merchant  to 
talking  in  a  friendly  way  with  the  sales- 
man, and  that  is  the  purpose. 

One  of  the  subjects  is  insurance.  The 
merchant  is  practically  always  ready  to 
talk  about  it.  He  nearly  always  feels 
that  it  costs  him  too  much.  If  he  hasn't 
burnt  up,  he  generally  wishes  he  hadn't 
had  the  insurance.  Consequently,  it  is 
a  live  subject. 

If  the  merchant  has  children,  he  will 
appreciate  an  interest  in  the  local  school 
facilities,  and  be  glad  to  talk  about 
them. 

He's  Bound  To  Like  You 

A  merchant  with  children  is  generally 
pleased  if  you  ask  him  if  he  has  a 
picture  of  them  with  him.  More  often 
than  not  he  has,  and,  in  any  case,  he  is 
glad  to  tell  you  about  them. 

Fourth,  he  will  often  be  glad  to  talk 
about  his  strongest  competitor.  He  likes 
the  salesman  to  be  interested  in  both 
his  difficulties  and  his  triumphs. 

I  would  not  have  a  salesman  open  up 
one  of -these  subjeets,  or  any  subject, 
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if  his  interest  was  not  perfectly  sincere. 
My  advice  to  our  salesmen  is  to  be 
interested  in  the  subjects  first.  With 
the  interest  established,  the  questions 
and  the  talk  about  them  come  spontane- 
ously. 

Right   and   Wrong 

Of  course,  there  are  right  times  and 
wrong  to  bring  up  any  of  these  sub- 
jects, but  the  salesman  who  bears  them 
in  mind  will  find  many  occasions  when 
they  will  serve  him.  He  will  find 
occasions  when,  if  he  would  begin  with 
gimlets  and  screws,  he  would  probably 
get  nowhere;  but  when  a  casual  dis- 
cussion of  one  of  these  subjects  will 
lead  up  to  an  order,  an  invitation  to 
supper  at  the  merchant's  home,  and  last- 
ing friendship  with  the  merchant.  I 
have  seen  it  happen  many  times. 

It  may  not  be  easy  to  see  why  busi- 
ness and  human  intercourse  in  general 
proceeds  by  these  methods.  But  it  does 
— and  that  is  the  essential  thing. 

Help  Customers 

We  encourage  our  salesmen  to  do 
everything  in  their  power  to  help  our 
customers  to  prosper.  If  they  see  an 
unusually  attractive  display  of  goods  in 
the  windows  of  a  store,  we  suggest  that 
they  say  to  merchants  in  other  towns: 
"May  I  tell  you  how  So-and-so  dresses 
his  windows  very  attractively  with  such- 
and-such    goods?" 

A  great  many  retail  merchants  are 
not  possessed  of  any  particular  skill  in 
window  dressing,  and  my  experience 
has  taught  me  that  they  are  always 
pleased  to  have  suggestions  of  this 
kind,  if  properly  made,  and  in  a  modest 
.  manner. 

Again,  if  there  is  something  that  is 
selling  very  freely  in  other  places,  it 
may  be  well  to  bring  it  to  the  attention 
of  the  merchant,  especially  if  it  is  a 
new  article  which  the  salesman  can 
truthfully  speak  of  as  a  coming  article 
to  sell. 

The  Vacuum  Cleaner 

The  vacuum  cleaner  has  been  such  an 
article  with  us.  A  few  years  ago,  we 
sold  hardly  any  of  them.  Now  they  are 
in  great  demand.  But  the  demand 
existed  potentially  before  all  the  mer- 
chants were  aware  of  it. 

Our  salesmen  have  often  managed  to 
be  of  considerable  assistance  to  cus- 
tomers in  pointing  out  how  the  building 
of  electric  plants  and  the  increasing- 
wealth  of  the  people  had  made  for  the 
sale  of  vacuum  cleaners  in  other  towns. 

The  same  might  be  said  of  washing 
machines.  Ofttimes,  a  salesman  can  say 
to  a  customer:  "Our  mutual  friend  down 
at  is  selling  a  great  many  wash- 
ing machines.  Have  you  had  that  kind 
of  experience  here?" 

Keep  Well   Posted 

Again,  our  salesmen  have  found  it 
worth  while  to  keep  reasonably  well 
posted  on  the  topics  of  the  day.  The 
salesman — through  the  advices  of  the 
house  or  the  house  organ,  as  well  as 
through    the    daily    papers — is    usually 
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better  informed  on  current  affairs  than 
the  merchant  he  visits;  and,  while  I 
believe  it  is  better,  in  many  cases,  for 
him  not  to  introduce  these  topics,  yet  it 
is  a  good  thing  for  him  to  be  prepared 
to  answer  when  the  merchant  asks. 

In  other  words,  the  salesman  should 
bring  the  customer  something  in  the 
way  of  interesting  news  or  information 
ori  every  visit;  and  if  he  has  not  suffic- 
ient resourcefulness  of  his  own  to  do 
this,  he  should  write  to  his  sales  man- 
ager for  suggestions,  and  he  should 
never  be  ashamed  to  do  it  either,  be- 
cause no  one  man  knows  it  all. 

Tell    Him  to  Save  It 

If  the  salesman  has  the  opportunity 
to  read  an  illustrated  paper,  and  sees 
something  in  it  that  would  interest  a 
customer,  we  tell  him  to  save  it,  and 
when  he  visits  the  customer  say,  in  the 
most  modest  way  possible:  "Have  you 
seen  this  ?  It  is  rather  interesting."  In 
other  words,  we  tell  the  salesmen  to  do 
some  little  act  of  kindness  every  day, 
and  as  many  times  a  day  as  he  can. 

Many  times  merchants  have  told  me 
they  were  particularly  glad  to  see  our 
salesmen,  because  they  always  brought 
them  something  new  and  interesting. 

There  is,  of  course,  no  end  of  subjects 
that  merchants  like  to  talk  about.  I 
nearly  always  find  some  new  ones  to 
suggest  in  my  weekly  letters  to  the 
salesmen — perhaps  some  experience  of 
my  own,  with  a  point  to  it;  or  some- 
thing about  business  conditions,  based, 
•likely  as  not,  on  the  reports  of  our 
salesmen;  or  any  apt  saying  I  run 
across,  like  "Short  accounts  make  long 
friendships,"  or  those  lines  of  Kipling's: 


It  wasn't  the   bloomin'   armaments,   nor 

the  funds  that  they  could  pay, 
But    the    close    co-operation    that    made 

them  win  the  day; 
It  wasn't  the  individual,  nor  the  army  as 

a   whole, 
But   the   everlastin'   teamwork    of   every 

bloomin'   soul. 

It  would  have  been  hard,  of  course, 
not  to  tell  them  about  the  old  woman 
who,  when  she  was  asked  how  she  felt, 
said:  "I  do  feel  better,  but  when  I  feel 
better  I  always  feel  bad;  because  I  know 
how  bad  I  am  going  to  feel." 

I  find  that  almost  anything  that  in- 
terests me  interests  the  customers. 

There  are  a  few  subjects,  however, 
which  I  carefully  avoid,  and  tell  the 
salesmen  to  avoid.  One  is  politics. 
Another  religion.  People  differ  too 
radically  and  violently  on  them.  Con- 
troversial matters,  in  general,  are  better 
left  alone  until  a  man  is  sure  of  his 
ground.  The  object  is  to  do  business, 
not  to  run  the  country  or  unite  the 
creeds. 

Practises  It,  Too 

Now,  I  do  not  teach  the  salesmen  to 
be  companionable,  and  let  it  go  at  that. 
I  try  to  be  companionable  myself,  for 
my  own  sake  as  well  as  the  salesmen's. 
I  try  to  be  companionable,  first  of  all, 
with  the  salesmen.  That  is  the  tone  of 
my  weekly  letters.  I  do  not  write  down 
to  the  men.  I  write  as  one  salesman 
to  another.  And  this  is  the  tone  of  my 
personal  dealings  with  them. 

In  the  old  days,  I  used  to  have  them 
all  come  out  to  my  house  for  dinner 
around    Christmas-time,  not    to    get    ac- 


quainted with  the  boss,  but  because 
they  were  acquainted  with  him — in  a 
way,  I  like  to  think,  that  made  the 
dinner  the  most  natural  thing  in  the 
world.  The  number  of  men,  and  their 
scattered  homes,  have  long  since  made 
the  Christmas  party  impossible;  but,  as 
far  as  I  can,  I  keep  up  the  same  relation- 
ship with  them. 

Made  Special  Study 

I  also  try,  as  every  executive  in  the 
business  does,  to  be  companionable  with 
customers,  just  as  we  ask  the  salesmen 
to  be.  For  one  thing,  I  have  made  a 
special  study  of  the  art  of  entertaining 
customers  who  visit  the  store,  and  do 
everything  in  my  power  to  make  their 
visits  agreeable. 

So  it  goes.  Golf  talk  spells  compan- 
ionableness  for  a  golf  player,  a  book 
for  a  woman  on  a  journey.  Kindliness 
on  one  side,  and  appreciation  on  the 
other — that  is  the  essence  of  it.  And  it 
is  an  open  sesame  to  business. 

The  Essential  Way 

I  hope  I  have  made  it  plain  that  we 
think  these  methods  good  only  as  they 
are  symbols  of  a  deeper  kindliness. 
When  we  built  a  hatchet  that  would 
balance  on  the  claw,  and  an  ax-handle 
that  would  not  tire  the  workmen's  arms 
so  soon;  when  we  have  told  merchants, 
as  we  do  on  every  letter-head  that  goes 
out  to  them,  that  "The  recollection  of 
quality  remains  long  after  the  price  is 
forgotten";  when  we  accepted  the  prin- 
ciple that  "A  jobber's  first  duty  is  to 
help  his  customers  to  prosper" — we 
were  being  companionable  in  the  essen- 
tial way. 


AN  ACTIVE  INFANTS'  DEPARTMENT. 

The   infants'   department   in    Smallman    &   Ingram's   store   at   London,    Ont.,    carries    complete    lines  as    well    as    pilaythings    and    nursery 

accessories   for  children   up  to  three  years   of  age.      Note   the  neatly   labelled    boxes    on    the    shelves.  The    arrow    points    to    the    weighing 

basket    where   babies   are   weighed   regularly.      London   mothers   appreciate  its   service. 
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STABIL/ry 


Build  Up  Tray 

No.  20 


Manufactured  by 

Macdonald  Wire  Goods  Co. 

Drummondville,  P.  Q. 


RIVET-0 


^ 


Tr^&z  AVark  Red. 


HANDY  OFFICE  PUNCH 

For  Punching  Holes  and  Fastening  Papers 


V 


Easy  to  Handle  as  a  Pair  of  Scissors 

Double  Hole  Binder  Punch  is  only  one  made  punch- 
ing two  standard  (3-16  in.  and  hi  in,)  holes  for  loose 
leaf  binder  sheets. 

Eyelet  Punch  punches  and  fastens  heavy  or  light 
thicknesses  of  paper  with  neat,  maroon,  easy-squeeze 
eyelets;  permanent  fastening,  or  instantly  removable 
with  same  punch. 

Cutter  Punch  pierces  heavy  thicknesses  of  paper  for  Prong  Fasteners. 
Deep  throats,  long  handles,  easy  leverage.  Retail  for  $2  each  in 
factory-sealed  packages.  Supply  of  'asteners  goes  with  Eyelet  and 
Cutter   Punches. 

Dealers!     Write  for  Big  Offer. 

RIVET-0  MFG.  CO.  -  Dept.  B   -   ORANGE,  MASS. 

Stationery  Specialties  Developed  and  Marketed 


LEADING  BOXES 

B-l — 8   semi-moist   pans   6   standard   colors  .with   sepia   and    char- 
coal gray. 

B-l — Special-    S    ser  i-moist    pans,    6    standard    colors    with    white 
and  black. 

A   variety  ni  other  assortments  kept  in  stock. 


THERE  ARE  REASONS 

for  the  largely  increased  sales  of  Bradley  Water 
Color  Boxes  and  Crayons  for  schools.  The  stan- 
dard of  quality  has  been  maintained  and  prompt 
deliveries  are  always  made. 

For  sale  by  the  leading  jobbers,  or  trade  orders 
will  be  promptly  filled  by 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street,  -  Toronto 

Sole    Canadian    Ag:ents    for    Milton    Bradley's    Art,    Primary 
and  Kindergarten  Materials. 
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The  Self-Filling 


/LLAJ8D 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United  States   Government. 

Send  for  Illustrated  Catalog 
and  Net  Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


The 
"Premier" 

(Reg.  No.  14345) 

Paper 
Binder 


634  644 

Made  in  lengths  of  1/4"  to  6". 

Sole  Makers 

TWIGG  &  BEESON 

Ludgate  Works, Bir  mingham 
England 

;  Also  makers  of 

-Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London    Office:     27  Paternoster  Square,  E.C.  2. 


DESK  PADS 

Good  Merchandise — Fair  Prices 
Satisfaction  Guaranteed 

on    all    specialties 

Leather    and    Brass    Corner 

Desk   Pads 

(Flexible  and  stiff— 60  styles) 

Glass  Desk  Pads 

(3  styles — 3  sizes) 

Cloth    Covered   Card   Index 

Cabinets 

(Standard  Sizes) 

L.  SAINBERG 

657  W.  Houston  St.       New  York 

Canadian  Representative 

Standard  Distributing  Co.,  Guy  Block 

Montreal,  Que. 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


FOLDING  DESK   PAD 

A  folding  desk  pad,  having  two  wings 
which  fold  over  the  pad,  is  a  new  intro- 
duction by  the  Geo.  E.  Fox  Co.,  of  Chi- 
cago. Its  use  enables  the  desk  man  to 
cover  his  papers  when  a  visitor  calls 
while  he  is  engaged  on  confidential  work. 
The  wings  conceal  the  papers  which  are 
being  worked  upon.  The  same  feature 
enables  one  to  work  in  a  draft,  as  one 
wing  can  be  closed  down  on  the  papers 
and  half  of  the  pad  used  as  a  working 
space.  When  the  wings  are  open,  the 
pad  measures  24%  inches  high  and  48% 
inches  long.  Folded  the  length  is  24% 
inches.  The  working  surface  is  arranged 
like  any  blotter  pad  with  black  imita- 
tion or  genuine  leather  corners,  accord- 
ing to  the  grade  of  pad.  The  bottom  is 
covered  with  felt  and  the  outside  of  the 
pad  with  imitation  or  genuine  leather. 
When  folded,  the  desk  pad  has  the  ap- 
pearance of  a  closed  book.  There  is  suf- 
ficient expansion  at  the  hinges  of  the 
wings  to  allow  for  concealing  a  large 
number  of  papers. 

NEW   CHAIR   PADS 

Felt  seat  pads  made  of  all-wool  felt 
in  maroon,  green  and  brown,  with  gen- 
uine leather  straps,  have  been  provided 
by  one  of  the  companies  in  this  field. 
The  pads  are  made  under  the  trade-mark 
"Economy,"  by  the  Economy  Seat  Com- 
pany, Chicago,  111.  Anotner  new  chair 
pad  is  the  "De  Luxe,"  made  by  the  Geo. 
E.  Fox  Co.,  of  Chicago.  The  bottom  as 
well  as  the  top  of  this  cushion  is  made 
of  brown  billiard  felt.  It  is  welted  with 
a  one-inch  strip  of  the  same  material, 
well  sewed  and  tufted.  Carded  wool  is 
used  as  a  filling  to  prevent  any  tendency 
toward  packing  and  becoming  hard. 

NEW  FILE  CLIP 

Cushman  &  Dennison  Manufacturing 
Company,  New  York,  have  introduced 
the  "Cleko"  file  clip,  which  binds  from 
one  sheet  to  capacity  as  firmly  as  though 
stapled.  To  release,  the  tongue  of  the 
clip  is  raised.  The  binder  is  made  of 
black  press  board. 

BANKERS'  MOISTENER 

A  new  unbreakable  moistener  for 
banking  and  other  offices  is  made  en- 
tirely   of    metal,    mostly    brass,    and    a 
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The  Moistener 
De  Luxe 


Bankers' 
Sanitary  Moistener 


$1.00 


Unbreakable  with  ordin- 
ary use,  made  entirely  of 
metal,  mostly  brass.  Guar- 
anteed rust  proof.  Extra 
wide  moistening  roll  — 
three  inches  wide,  of  spe- 
cial composition  that  car- 
ries water  in  a  thin  film, 
adequate  for  all  purposes; 
yet  will  not  flood  small 
gummed  labels  and 
stamps,  destroying  their 
adhesive  qualities  before 
affixing. 

Our  De  Luxe  finish  is  distinc- 
tive, and  makes  an  attractive 
addition  to  any  office.  Packed 
in  individual  cartons.  The  illus- 
tration is  actual  size — 3%x3%x 
0%.  Our  distributors'  discounts 
are  worth  while. 

We  are  the  patentees  and  manu- 
facturers of  Ryco  Sealing  Tape 
Moisteners  and  Sealing  Tapes; 
also  mill  exporters  of  papeter- 
ies,  paper  bags,  toilet  papers 
and  bond  papers. 


RYCO 

ADDS  TO  PROFITS 


TAPE 
MOISTENER 


Retail        price, 
$5  each. 

Wholesale 
price. 

$2.50  each 
F.O.B.  Bellows 

Falls,  Vt. 
Made  of  pres- 
sed steel,  tukes 
any  standard 
width  roll,  and 
is  so  simple 
sales  talks,  de- 
monstrations 
or     "approval" 

sales  are  unnecessary.  Users  like 
them  because  in  speeding  wrap- 
ping and  packing  they  moisten  tape 
perfectly.  Put  in  a  stock  now  and 
lose  no  sales  when  customers  call. 
Orders   shipped    day    received. 


WRITE  FOR  PRICES 
AND  SAMPLES  OF 
SEALING  TAPES 


J.  F.  Ry»n  &  Co. 

52    Vanderbilt   At*. 

NEW   YORK 
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INKSTANDS 

OF    ALL    STYLES 


Manufactured   by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  lines. 


WEBER    ARTISTS' 
MATERIALS 

TEMPERA  COLORS 
Tempera  Canvases  and  Academy 
Boards 
Students'  Tempera  Colors 
Finely    Prepared    Artists'    Oil    and 
Water  Colors 
Pastels  and  Pastel  Painting 
Materials 
Fine  Quality  Brushes 
Poster  Show  Card 
Colors 
Air  Brushes  and 
Materials 
Catalogue  on  Request 

F.  WEBER  &  CO. 

Manufacturing     Artists 

Color-men    since    1854. 

Factories  and  Main  House : 

Philadelphia,    Pa. 

Branches : 

St.    Louis,    Mo.  ;    Baltimore, 

Md. 


GAMES 

NEW  CATALOGUE  NOW  READY 

ALSO 

TOY  BOOKS 
DREAM  BOOKS 
EXERCISE  BOOKS 
DRAWING  BOOKS 
RIDDLE  AND  JOKE  BOOKS, 
TABLE  BOOKS 
READY  RECKONERS 
MEMO  BOOKS 

FORTUNE  TELLING  BOOKS 
ETC.,  ETC. 

GOODE    BRO|    LTD. 

ARIEL  WORKS, 

88-90  CLERKENWELL  ROAD 

LONDON,     E.C.  1. 

ENGLAND 


valuable  feature  is  that  it  is  guaranteed 
rust-proof.  This  item,  which  is  a  pro- 
duct of  J.  F,  Ryan  &  Co.,  of  VanderbilL 
Avenue,  New  York,  is  called  "the  moist- 
ener  de  luxe."  It  has  an  extra-wide 
moistening  roll  of  special  composition 
that  carries  water  in  a  thin  film,  ade- 
quate for  the  purpose  for  which  it  is 
designed,  carrying  just  the  right  amount 
to  obviate  the  flooding  of  labels  or 
stamps,  so  as  to  destroy  the  adhesive 
qualities  before  affixing. 

NEW  PAPETERIE  IDEAS 

"Twilight  Tints"  is  the  name  given  to 
a  most  attractive  new  line  of  boxed  sta- 
tionery put  out  by  the  Copp  Clark  Co. 
in  delicate  shades  of  blue,  pink,  helio- 
trope and  amber.  The  packages  have 
bordered  ribbons  of  white,  with  borders 
that  match  the  tints  of  the  paper,  pro- 
ducing a  most  pleasing  effect  that  can- 
not fail  to  greatly  assist  selling.  Another 
similar  line  of  papeteries  has  white 
stock  with  borders  of  different  tints, 
and  again  the  bordered  ribbon  effect  is 
pleasingly  introduced. 

This  ribbon  idea  is  used  also  in  the 
new  Killarney  series,  in  which  the 
dominating  color  is,  of  course,  green,  as 
regards  the  borders  and  the  boxes  them- 
selves. This  K'llarney  package  is  a 
most  attractive  one  that  should  not  only 
sell  most  readily,  but  will  enhance  any 
display  in  show  window  or  show  case. 

Packaging  and  trimming  in  keeping 
with  those  already  described  have  also 
been  put  into  effect  with  Copp's  kid 
finish  and  Copp's  fine  linen,  as  well  as 
with  a  meritorious  new  line  of  paper, 
which  is  called  Copp's  Suede  finish. 

NEW   EXECUTIVES 

Some  interesting  changes  in  execu- 
tives have  recently  been  made  by  the 
Eaton,  Crane  &  Pike  Co.,  of  Pittsfield, 
Mass.  Col.  William  H.  Eaton,  after 
more  than  a  year's  service  abroad  with 
the  A.E.F.,  retains  his  title  as  treasurer; 
Col.  Winthrop  M.  Crane,  Jr.,  also  back 
from  service,  assumes  the  duties  of 
secretary;  and  General  Charles  Brew- 
ster Wheeler  has  been  elected  3rd  vice- 
president,  in  charge  of  manufacturing. 
General  Wheeler  recently  resigned  from 
the  army  after  thirty  years  service. 

When  America  entered  the  war,  Gen- 
eral Wheeler  established  the  supply 
division  of  the  Ordnance  Department, 
and  was  then  made  acting  chief  of  ord- 
nance to  succeed  General  William 
Crozier.     Later,  he  was  selected  as  chief 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 

We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,   Cushions   and   Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising  Signs   and   Banners. 
Purses,  Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir   Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

If  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


DUO  FASTENERS 


Pat.  Feb.  22.  1916 

A  New  BLACK  BOX  Product 

Lightest    Weight — Most    Economical    of 
Prong    Fasteners. 

Made  in   two  sizes   for  Standard  punching: 
No.    1 — Prongs    1%    in.    long 
No.   2 — Prongs   2%    in.   long 

Packed    50    in     a    Black    Box. 

Cushman  &  Denison  Mfg.  Co. 

NEW  YORK 


Why  is  the  Peerless 
the  Best  Moistener? 

$1.00 

Ask  any  of  the  thousands  of  users 
and  they  will  tell  you  it  is  the  best 
on  the  market. 

Simple — Useful — Economical 
We   also   make   a   large   moistener 
for  large  offices  and  shipping  rooms 
at  $2.75  each.     Samples  sent  on  ap- 
proval. 

PEERLESS  MOISTENER  CO. 

826   S.  Claremont  Ave.     CHICAGO 
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I     Known  and  sold  wherever  Rubber 
t  Stamps  are  used 

r  B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,  1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$-2.10  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228   Intervale  Avenue,  New  York 


Manufacturers  of 

Adding  Machine  Rolls 
DieWiping  Paper 

and 
ALL  CLASSES  OF  SMALL  ROLLS 
FOR    AUTOMATIC    REGISTERS 


j  Paper  Manufacturers   Co. 

i     Philadelphia  Penna. 


ordnance  officer  of  the  entire  American 
Expeditionary  Forces  under  General 
Pershing,  and  served  abroad  from  April, 
1918,  to  July,  1919.  General  Wheeler 
received  the  medal  of  the  Legion  of 
Honor  from  France  last  April  and  in 
November,  the  Prince  of  Wales  made 
him  a  Companion  of  the  Order  of  the 
Bath.  The  investiture  took  place  on 
the  battleship  Renown  just  before  the 
Prince   sailed  for  England. 


•  •lAliiAlllAllllilliilUM 

The  Guarantee  of  Quality" 


ULTON 


Self-Inking 


Monthly  Record  of  New 
Books 

S.  B.  GUNDY 

Fiction 

The  Man  with  Three  Names,  Harold 
MacGrath,  cloth,  $1.75;  The  Grey  Mask, 
Wadsworth  Camp,  cloth,  $1.75;Mermaid, 
Grant  Overton,  cloth,  $1.75;  The  Iron 
Furrow,  George  Shedd,  cloth,  $1.75; 
The  Shepherd  of  the  Sea,  Henry  Lever- 
age, cloth,  $1.75;  Jungle  Terror,  Harvey 
Wickham,  cloth,  $1.50;  The  Typhoon's 
Secret,  Sol.  N.  Sheridan,  cloth,  $1.50; 
Red  Belts,  Hugh  Pendexter,  cloth,  $1.50; 
Bloom  of  Cactus,  Robert  Ames  Bennett, 
cloth,  $1.50. 

Non-Fiction 

The  Enchanted  Golf  Clubs,  Robert 
Marshall,  cloth,  $1.00;  Keeping  the  Seas, 
Capt.  E.  R.  G.  R.  Evans,  cloth.  $1.75 
The  Adventures  of  a  Nature  Guide,  Enos 
A.  Mills,  cloth,  $3.50;  Americanism 
Versus  Bolshevism,  Ole  Hanson,  cloth, 
$1.75;  Life  of  General  Pershing,  George 
Mac  Adam,  cloth,  $4.00;  The  New  Free- 
dom, Woodrow  Wilson,  cloth,  $1.25. 

THE  MUSSON  BOOK  CO.,  LTD. 
Fiction 

The  Book  of  the  Damned,  Charles 
Fort,  cloth,  $1.90;  Outland,  Mary  Austin, 
cloth,  $1.60;  Potash  and  Perlmutter 
Settle  Things,  Montague  Glass,  cloth, 
$2.00;  The  Heart  of  Pinocchio,  Collodi 
Nipte,  cloth,  $1.25;  The  Fairy  Detective, 
Rupert  Hughes,  cloth,  $1.25;  The  Awak- 
ening of  Asis,  Charles  Fort,  cloth,  $1.90; 
Young  Soldier  Hearts  of  France,  Agnes 
M.  Machar,  cloth,  $1.50. 

Non-Fiction 

The  Young  Russian  Corporal,  Corp. 
Paul  Iogolevitch,  cloth,  $1.35. 


Line  Daters 
Numberers 
Sign  Marker* 
Rubb6r  Type 
Printing 
Outfits 
Manufactured  by 

FULTON  SPECIALTY  CO. 

New  Jersey 


<  Stamp  Pads 


•4 

^    Elizabeth, 
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GRAMOPHONE 
NEEDLES 

Buyers   should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    ttone    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERIES  of  any  quantities  can 
be  despatched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood  Bank 
REDDITCH,  ENGLAND 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — parr 
ticularly  for  foreign  letters.  Attrac- 
tive, strong:,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for   samples   and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 
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BOOK  BUYERS'  GUIDE 


A  $2.00  BOOK  FOR  fUll  V  $1.50 

WtA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Dr.WINFIELD  SCOTT  HALL,  PhD. 

Noted  Authority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE  — 

What  every  young  man  and  young 
woman,  every  young  w  ife  and  young 
husband,  every  father  and  mother, 
teacder  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
In  plain  wapper  for  onlj 


Book  111 

to  Read    postage  10  cents  extra. 


$1.50 


McClelland  &  stewart 

Limited 
215  Victoria  St.,  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE  IN   THE  U.S.A. 
Grammar  Separate,  $1.00 

Grammar  with  Key   $1.25 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 


One  of  these 

Buyers'  Guide 

spaces 

iy2"  x  2Vi" 

costs  $3  a 

month  on 

yearly  contract. 

Highly  Effective 

Publicity  at 
Minimum  Cost 


Classified  Advertising 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug:  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award   at  many   Expositions. 


LANGUAGES 

U/DRLD-ROMIC  SYSTEM.  MASTERKEY 
to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c  ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  Weat 
47th,  New  York. 


1»        PROFIT!      "SCIENTIFIC     SALES- 
I         manship     Course."     20     booklets,     2i0 
I  lessons,    $2  ;    "Mail-Method  Merohan- 

/  g^     dising,"     24     lessons,     $2;     "Hearth - 
I   mM     Wealth"      Method,      great     27-lesson 
I     ^^     health  culture  course,  25c  ;  "Cure  of 
Consumption,"     10c ;     "Sexual     Phil- 
osophy,"    world's     greatest     sex     manual,     12c. 
Booksellers,   50%   discount.     Prepaid.     "Health- 
Wealth"  Pub.  House,  Lawrence,  Massachusetts. 


GIFT  LINES'WANTED 

W.  T.  Wellner,  of  Charlottetown,  P.E.I., 
is    starting    a 

GIFT  STORE 

and  would  like  any  firm  carrying  lines 
that  could  be  handled  in  a  store  of 
this  kind  to  communicate  with  him. 
Address     letters    to 

P.O.    Box    65. 


McClelland  &  stewart 

Fiction 

The  Bite  of  Benin,  Robert  Simpson, 
cloth,  $2.00;  The  Great  Impersonation, 
E.  Phillips  Oppenheim,  cloth,  $2.00;  The 
Ranchman,  Charles  Alden  Seltzer,  cloth, 
$2.00;  The  Man  on  Horseback,  Achmed 
Abdullah,  cloth,  $2.00  ;  Helena,  Mrs. 
Humphry  Ward,  cloth,  $2.00;  Sunrise 
from  the  Hill-top,  Beatrice  Barmby, 
cloth,  $1.75;  The  Search,  Grace  Living- 
ston Hill  Lutz,  cloth,  $1.75;  The  Singing 
Heart,  Florence  Ward,  cloth,  $1.75;  The 
Barrel  Mystery,  William  J.  Flynn,  cloth, 
$2.00;  September,  Frank  Swinnerton, 
cloth,  $2.00;  The  Disappearance  of  Kim- 
ball Webb,  Rowland  Wright,  cloth,  $2.00. 
An  Awfully  Big  Adventure,  "Bartim- 
eus,"  cloth,  $1.50;  The  Tidal  Wave,  Ethel 
M.  Dell,  cloth,  $1.50;  The  Veldt  Trail, 
Gertrude  Page,  cloth,  $1.50;  The  Star  of 
India,  Alice  Perrin,  cloth,  $1.50;  Sheep- 
skins and  Grey  Russet,  E.  Temple  Thur- 
ston, cloth,  $1.75;  On  Great  Waters, 
rank  H.  Shaw,  cloth,  $1.50;  The  Man 
Who  Broke  the  Rule,  May  Edginton, 
cloth,  $1.50;  The  Doctor  of  Pimlico,  Wm. 
Le  Quex,  cloth,  $1.50;  Second  Youth, 
Warwick  Deeping,  cloth,  $1.50. 
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CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per   dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 

Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband  Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women: — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of    45    Ought    to 

Know. 

$1.20  Each. 


THE  RYERSON  PRESS 


Publishers 


Toronto 


YOUR  ADV. 
HERE 

WILL  BE 

RECEIVED  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 


BOOKSELLER     AND     STATIONER 


RELIANCE  INK 

"The  Ink  You  Can  Rely  On" 

11 


New 

Graceful 

Bottle 


WmNGFLtilB 


New 

Attractive 

Label 


Reliance  Ink  Co.,   Limited 
Winnipeg,  Man. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this     paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING   MACHINE   BOLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry     St.. 
Philadelphia. 

ART    SUPPLIES. 
Artists'    Supply    Co.,    77    York    St.,    Toronto. 
A.   Ramsay   &   Son    Co.,   Montreal. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St., 
Toronto. 

BELTS 
Davis   Novelty   Co.,   Mappin   Bldg.,   Montreal,   Que. 

bXMllcKS 
Elbe    File   &    Binder   Co.,    97    Reade   St..   N.Y.    City. 

BLACKBOARDS    (Slate   and   Hyloplate) 
Geo.   M.   Hendry    &    Co.,   215   Victoria   St.,  Toronto. 

BILL    FOLDS 
Davis    Novelty    Co.,    Mappin    Bldg.,    Montreal,    Que. 

BLANK    BOOKS. 
Boorum   &    Pease   Co.,    Brooklyn,    N.Y. 
Buntin,    Gillies    &   Co.,   Hamilton. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
Dominion    Blank    Book    Co.,    Berthierville,    Que. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
The  Copp,    Clark    Co.,  Toronto. 
Warwick    Bros.    &   Rutter,   Toronto. 

BLOTTING    PAPERS. 
Eaton-Dikeman   Co.,  Lee,  Mass. 
Menzies    &    Co.     Limited     Toronto. 

CASH    REGISTER    ROLLS. 
Ppper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

CELLULOID    GOODS 
E.    Davis    &    Co.,    Drummond    Bldg.,    Montreal. 
Pugh    Specialty    Co.,    38    Clifford   St.,   Toronto. 

CODE    BOOKS. 
The     American     Code     Co.,     83     Nassau     St.,     New 

York. 
Tnternatianal    Cable    Directory,    17    State   St.,   New 
York,   N.Y. 

CRAYONS. 
Binney    &    Smith,   New   York. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 
Toronto. 

DIE    WIPING    PAPER 
Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 
EYELETTING  MACHINES  AND  EYELETS 
Elbe   File   and    Binder   Co.,   New   York.   N.Y. 
Menzies    &    Co..    Limited.    Tornr.to. 
Rivet-0   Mfg.    Co.,    Orange.   M*ss. 
ENVELOPES. 
Buntin,    Gillies   &    Co..    Hamilton. 
Copp.    Clark    Co.,    Toronto. 

W.    V.   Dawson.    Limited,    Montreal,   Toronto,    Win- 
nipeg. 
Menzies   &   Co.,    Limited.   Toronto. 
Warwick    Bros.    &    Rutter.    Toronto. 

ERASERS. 
Menzies    &    Co..    Limited     Toronto. 
Weldon    Roberts    Rubber   Co..    Newark.    N.J. 

FANCY    PAPERS.    TISSUES    AND    BOXES. 
Dennison   Mfg.    Co.,    Boston. 
Menzies    &    Co.,    Limited     Toronto. 

FILES 
Elbe   File   &    Binder   Co..   97   Reade   St.,   N.Y.    City. 

FOUNTAIN    PENS. 
Modern    Pen    Co..    New    York. 
Mabie.   Todd    &    Co..    473    College   Ct..   Toronto. 
A.     R.     MacDougall     &     Co..     468     King     St.     W.. 

Toronto. 
L.   E.   Waterman    Co..   Montreal.    Que. 

INKS.   MUCILAGE    AND   GUMS. 
Chas.    M.    Higsdns    &    Co..    Brooklyn,   N.Y. 
The  Carter's   Ink    Co..   Montreal. 
W.      V.      Dawson.      Limited,      Montreal,      Toronto, 

Winnipeg. 
Reliance    Ink    Co..    Winnineg.    Man. 
Royal    Ink    Co..    53    Yonge    St..    Toronto. 
S.    S.    Stafford     Co.,    Toronto. 

"Glucine."    Menzies    &    Co..    Limited,    4S9    King    St. 
W..   Toronto. 

INDELIBLE   INK. 
Carter's    Ink    Co..    Montreal. 
Payson's    Indelible   Ink. 
S.     S.     Stafford     Co.      Toronto 

INKSTANDS. 
A.     R.     MacDougall     &     Co..     468     King     St.     W.. 
Toronto. 

KINDERGARTEN    MATERIALS. 
Geo.    M.    Hendry    Co..     Limited     215    Victoria    St.. 
Toronto. 

LADIES'    PURSES 
Davis   Novelty   Co.,   Mappin   Bldg.,   Montreal,   Que. 

LEATHER     GOODS 
E.    Davis    &    Co.     Drummond    Bldg..    Montreal. 
Davis    Novelty    Co.,    Mapi  in    Bldg.,   Montreal,    Que. 


MAPS 

We  can  supply  the  trade  with  anything  in 
the  map  line  as  well  as  undertake  any  kind  of 
Map-Making.  Road  Maps,  Motor  Guides, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,   Limited 

36  James  St.  N..  Hamilton,   Ont. 


WATERSTON'S 


"BEE" 


BRAND 


SEALING   WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.   ONT. 


TICKET    and  CONDUC 
TOR   PUNCHES 

the  best  made 

The  Fred  J.  Meyer  Mfg.  Co, 

HAMILTON.  OHIO.  U.S.A. 


To  U.S.  Publishers 
of  Music,  Fiction, 
and  General  Litera- 
ture, secure  Imperial 
British  Copyright 
rapidly  and  at  a 
nominal  charge  of 
$2.50  each  title. 

S.  E.    Garland    Copyright   Office 

Garland  Building,      -     St.  John's,    Nfld. 
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The  Davis  Novelty  Company 

(Reg'd) 

A  large  assortment  of  Billfolds  and 
Ladies'  Purses  in  stock. 
Also  Men's  Leather  Belts,  Boy  Scout 
Belts,  School  Bags  for  boys  and  girls, 
Photo  and  Certificate  Cases,  Cigar- 
ette Cases,  etc. 

Mappin    Building,        Montreal 

Telephone  Uptown  398 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thin?  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame  them  at  low  prices.  I  manufacture 
600  different  pieces  of  beautiful  French  bronze 
finished  s'atues.  $75.00  will  make  a  beauti- 
ful  display. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  "^  orks  Lngland 

Manufacturers  of  Cheap  Stationery 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO         -         CANADA 


This   Space   $3.00    a 

Year  on   Yearly 

Contract 


LEAD  AND  COPYING  PENCILS. 

American    Pencil   Co.,  New    York. 

Wm.    Cane   4    Sons,    Newmarket,    Ont. 

A.     R.     MacDougall     &     Co.,     468     King     St.     W.. 

Toronto. 
Menzies    4    Co.,    Limitec,   Toronto. 

LOOSE    LEAF    BOOKS,    BINDERS    AND 
HOLDERS. 
Boorum    4    Pease   Co.,    Brooklyn. 
Buntin.    Gillies    &    Co.,    Hamilton. 
W.      V.      Dawson,      Limited,      Montreal,      Toronto, 

Winnipeg. 
The  Copp.   Clark  Co..   Toronto. 
Luckett   Loose   Leaf,    Limited,    539    King   St.    West, 

Toronto. 
National    Blank    Book    Co.,    Holyoke,    Mass. 
Rockhill   &   Vietor,  22  Cliff  St..   New  York  City. 
Elbe    File   &    Binder   Co.,   97   Reade   St..   N.Y.    City. 

MAPS   AND   GLOBES 
Rand,    MeNally    &    Co..    Chicago. 
The   Copp.   Clark    Co.,    Toronto. 
Geo.   M.   Hendry    Co.,    215    Victoria   St.,   Toronto. 
The    Scarborough    Co.    of    Canada.    Hamilton,    Ont 

PAPER    BALERS 
Climax    Baler    Co.,    Hamilton,    Ont. 
/'APER  FASTENERS. 
O.    K.    Manufacturing    Co.,    Syracuse,    N.Y. 

PAPER    MAKERS 
Bowater     4     Sons,     Limited.     W.     V.,     159     Queen 
Victoria     St..     London.     E.C. 

PAPETERIES    AND   WRITING    PAPERS. 
The    Copp    Clark    Co..    Toronto. 
Buntin.    Gillies    4    Co..    Hamilton.    Ont. 
Clark    Bros.    4    Co..    Winnipeg,    Man. 
W.   V.   Dawson,    Limited.   Montreal,   Toronto,    Win- 
nipeg. 
Menzies    &    Co..    Limited.   Toronto. 
A.     R.     MacDougall     4     Co..     468     King     St.     W., 
Toronto. 

PLAYING   CARDS. 
Goodall's   English    Playing   Cards.    A.   O.    Hurst.   32 

Front   St     W..   Toronto. 
Standard  Playing  Card  Co.,   Chicago,  111. 
TI.   S.  Playing  Card   Co..   Windsor.   Ont. 
E.    Davis    &    Co..    Drummond    Bids..    Montreal. 

PHONOGRAPH     SUPPLIES 
H.   A.   Bemister,    10  Victoria   'it.,   Montreal,   Que. 
Arthur  K.   Kempton,   511  St.  Catherine  St.,  Mont- 
real,  Que. 

PHOTO     CASFS 
Davis    Novelty    Co.,    Mappin    Bldg.,   Montreal.    Que. 

POST    CARDS.    GREETING    CARDS.    ETC. 
W.   E.   Coutt3,    145   Adelaide   St.    W..  Toronto. 
Menzies    4    Co..    Limited.    Toronto. 
Pugh    Specialty   Co..    38-42   Clifford    St.,   Toronto. 
Valentine    4    Sons    Publishing    Co..    Toronto. 

PUNCHES    (Cutter,   Eye!e»,    Round-Hole,   etc.) 
Rivet-0   Mfg.   Co.,    Orange.   M"ss. 

PRONG    FASTENERS 
Rivet-0    Mfg.    Co..    Orange.    Mass. 

RUBBER    STAMPS.     STENCILS,    ETC. 
Fulton    Specialty    Co..    E'izaheth.    N.J. 
SCIENCE    APPARATUS 
Geo.   M.   Hendry    &   Co..   215   Victoria    St..   Toronto. 

SCHOOL    SUT>PIIFS. 
Geo.    M.    Hendry    Co..    Limited,    215    Victoria    St.. 
Toronto. 

SCHOOL    BAGS 
Davis    Novelty    Co.,    Mappin    Bldg.,   Montreal,    Que. 

SCHOOL    ANn    OFFICE    RULERS. 
Westcott  Jewell  Co.,  Seneca  Falls,  N.Y. 

SHEET    MUSIC. 
McKinley   Music   Co..    1501-15    East    Fifty-Fifth   St.. 
Chicago. 

STATIONERS'   SUNDRIES. 
Buntin.   Gillies   4   Co..   Hamilton. 
The    Copp.    Clark    Co..    Wholesale    Stationers.    To- 
ronto. 
Clark   Bros.    4   Co..    Ltd..    Winnipeg.    Man. 
W.   V.   Dawson.   Limited.   Montreal,   Toronto,   Win- 

n  ioeg. 
E.    Davis    4    Co..    Drummond    Bld<r..    Montreal. 

STEEL    WRITING     PENS. 
John    Heath.    8    St.    Bride    St..    B.C..    London. 
Hinks.    Wells   4   Co..    Birmingham.   Eng. 
Esterbrook    Pen    Co..    Brown    Bros..    Ltd..    Toronto. 
Canadian    Representatives. 

T"r  ^t  coons 

E.    Davis    4    Co.,    Drummond    Rldg..    Montreal. 
TOYS,  DOLLS.   PUZZLES.   ETC. 

A.    C.    Gilbert. 

Merzies   4    Co..    Limited    Tot   nt 

E.    Davis    4    Co.,    Drummond    Rldar.,    Montreal. 


Excellent   for   holding   Essays,   Class    Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made    in    all    sizes.      Capacity    of    back,    %" 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of    phone. 

School  Rings. 

Elbe  No.  1   Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


PENNANTS    PILLOW-TOPS 
CHAIR-PADS 

MADE  BY 

Canadian  Manufacturing 

of  Novelty 

13  Boucher  St.  MONTREAL 
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British  Goods  Are  Standards  of  Value 


■^•j4iiSSSl)^Sia®i€&ffiSas&'- 


CARDED  GOODS 

are  the  busiest  members  of  a  sta- 
tioner's stock.  They  work  while 
other  goods  sleep.  To  the  man  in 
a  hurry  they  are  an  open  directory 
of  his  daily  wants.  Other  goods 
wait  for  the  demand — these  Bri- 
tish Carded  Goods  create  it.  They 
have  a  knack  of  getting  in  the  way 
of  coins,  tipping  them  up  and  con- 
veying them  to  the  cash  till.  In 
short  they  are  silent  but  forceful 
examples  of  the  business  maxim, 
"It  pays  to  advertise." 

ASK  NOW  FOR  NEW  POST-WAR 
CATALOGUE  AND  TERMS  TO 
CANADIAN    IMPORTERS,    of 

H.  A.    COOMBS 

10  Farringdon  Avenue 

LONDON,  E.C.  4,  ENG. 


300%  PROFIT ! 


Booksellers   can  make  this  by  handling 
specimens  of 

The  "Nightingale"  Music 

High-class,  all  British, Songs 

"      Piano  Solos 
"      Violin  Solos 
"     Harmonium 
which  retail  here  at  21-  each 

40  Assorted  Copies,  Prepaid 

^      $5.50      ^s 

All  Copyrighted  at  Washington 

NIGHTINGALE  &  CO. 

101  Mortimer  St.,  Regent  St.,  London,  W.  I 

Cable  Address:  "Echometer/'London 


BOOKSELLER 
&  STATIONER 

IS  READ  BY  THE 
TRADE  FROM 
COAST  TO   COAST 


£l4s.2d. 

PER  MONTH 

WILL  BRING  YOUR 

GOODS    TO    THEIR 

ATTENTION    EACH 

MONTH. 


Hold  the  Line 

Here's  the  line  to  hold 
—John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  he- 
cause  it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole- 
tale  Houses  in  Toronto  &  Montreal 

(Registered) 
Lendon  (Enf .)  Eipert  Af incj 

8  St.  Bride  Street 
LONDON,  E.C. 
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The  McKinley  Edition  of  Ten  Cent  Music 


will     always     hold     first     place     as     an     Edition     of 

Standard,     Classic  and     Teaching     Music, 
as    an    established     demand     for    this     line     of    Music    exists     through- 
out the  United   States   and   Canada. 

It    meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has   proved   itself  to   thousands   of   dealers   to  be  the  best  foundation 
for    a    sheet    music    department. 


Every  copy  of  The  McKinley  Edition  sold  means  a  profit  of  over  150 
per   cent,    to    the   dealer. 

The  McKinley  Edition  (Revised  for  Canadian  Trade)  conforms  in  every 
detail    with    Canadian    copyright    laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer"  is  the  cata- 
logues bearing  the  dealer's  imprint  which  are  supplied  with  this 
Edition.  These  catalogues  will  attract  more  customers  to  your  store 
than    any    other    medium    you    could    employ.  • 


Write    us    for   samples    and    particulars   to-day. 


McKINLEY  MUSIC  CO. 

The    Largest  "  Exclusively   Sheet  Music  House  " 
in  the   World 


New  York  City:  145  W.  45th  Street 

Chicago:    1501-15  East  Fifty-Fifth   St. 


PLAYTHINGS 

The  American  Toy  Journal 

18th  year  of  publication  and  the 
largest  Toy  Magazine  in  the 
World. 

—  The  editorial  pages  give  all  the  news  of 
the  Industry  and  there  are  300  to  500 
Business  Announcements  in  every  issue 

Subscription  — $2.00     per    year.     {Foreign    $3.00) 
I  end    your     subscription     NOW 


Playthings  l 


18  E.  28th  Street 
NEW  YORK 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   0 

EST'D.   1842.    MONTREAL. 


MODERN  BUSINESS  ESSENTIALS 

EFFICIENT  and  ECONOMICAL 


*££^te$r 


"»oSTrf^* 


Wilson-Jones  Loose  Leaf  Company 

Largest  Manufacturers  of  Loose  Leaf  Products  in  the  World 

Chicago  -  New  York 
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(^ynLkJ^hy  AcM^y^A^ 


THE  SUPERIORITY  OF 

THE  "A. A."  FOUNTAIN  PEN 

so  universally  conceded,  has  created 
such  a  tremendous  demand  that,  not- 
withstanding our  increased  produc- 
tion facilities,  orders  can  now  be  ac- 
cepted only  for  future  deliveries. 

Prices,  export  discounts  and  information 
on  special  assortments  upon  request. 

MODERN  PEN  COMPANY 

170  BROADWAY 

NEW  YORK  CITY,  U.S.A. 


Make  Your  Show  Windows  Pay  Your  Rent 

M.iny  Sales  are  made  on  the  Sidewalk 

Window  Display  Fixtures 


A    W Itrtul 

Foi  dilplayin*  Books, 
Yean  (iuod  Service 


nlcd    Interchangeable   Window   Diipla 
,.  Office  Supplies  snd  Sundries,    Sec  » 

E  Hade  pullinji  window  Irimi. 


II  (ivc  1U 


Made  "I  Oak.  eilliei  Golden,  (Mvi  . 

■    II     d I    Hinted    I  .J   Si„r*    Chei 

umli  not  in  lice.      I  here  arc  ihoutands  ol 


No.  20      Sei  hat  89  Inlei 
No.  20'i    Set  hoi  50  Intcrchi 

carried  in  Hamilton,  Onl.     Older  direct 


hanjealilc  Younili  Fat  Large  Slor 
hanjeable  Younili  For  Small  Si,ir, 


r  Weathered  Finish      Su  ii 
,   a   flood   place    I  i    I    Cp 
;ls  ,,,  dail)  use 

c  Windows,    S38.50 
Windows,    $23.10  . 


r  (hru  Hour  jobher      Send  lor  catalog     Patented  and  made  in  Canada. 


The  Oscar  Onken  Co.    2650  Fourth  Street    Cincinnati.  Ohio,  U.  S.  A. 

Fixtures  Set  Dp  Without  the   Aid  of  «.  Tod. 


oore    Push-Pins 

ILLION  PEOPLE    will    see  Moore 
-Pin  Advertising  during  this  year. 
Look  up  your  Stock  today. 


This  Style  L  Cabinet  f 

of  MOORE 
PUSH-PINS 

sells  twice  as  much  with 
half  the  effort.  Get  one  to- 
day   from    your    Jobber 


Cost 
Sells 


$12.50 
$18.75 

than    double 


Will     more 
your   sales. 

MOORE   PUSH-PIN    CO 

Berkley  St.,  Philadelphia,  Pa. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 

THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet  Housatonic 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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BUILDING  TRADE  WITH 
B.&P.  PROGRESS  LEDGERS 

The  stationer  who  carries  Progress  Ledgers 
can  fully  satisfy  his  customers  regarding  price 
and  quality.  They  combine  with  these  two 
features,  sturdy  durability  and  attractive 
appearance. 


Corduroy  Sides 


Canvas   Sides 


In  every  detail  these  Ledgers  are  manufac- 
tured with  care,  skill  and  high-grade  mate- 
rials. The  mechanism  is  strong,  effective  and 
very  simple — no  unnecessary  parts. 

Made  in  two  attractive  styles :  With  red  f abri- 
hide  back  and  corners  and  corduroy  sides ;  or, 
with  full  canvas  with  fabrihide  corners. 


BOORUM  &  PEASE  COMPANY   .*£», 


Manufacturers  of  "Standard"  Blank  Books  and  Loose  Leaf  Devices 
The  Line  of  10,001   Numbers 

HOME  OFFCES  : 

Front  St.   and  Hudson  Ave.,   Brooklyn,  N.Y. 

Factories:  Brooklyn,  N.Y.  and  St.  Louis,  Mo, 

SALESROOMS  : 

109-111  Leonard  St.,  New  York.  Republic  Bldg.,  Chicago,  111. 

Old  South  Bldg.,  Boston,  Mass.  4000  Laclede  Ave.,  St.  Louis,  Mo. 


5000  Facts 

about 

CANADA 

now  ready  for  1920 

Edited  by  Frank  Yeigh 

Chock-full  of  new,  striking  and  sug- 
gestive facts.  Indispensable  to  every 
wide-awake  Canadian — and  news- 
dealers, too. 

Stock  up  from  your  News  Company. 

Write  us  for  suggested  window 
display. 

Canadian  Facts PublishingCo. 

588  Huron  St.,  Toronto 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest   and   best   Inks   and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  It  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 
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MACLEAN'S 

Now  Published  Semi  -  Monthly 

THE  first  issue  as  a  semi-monthly  will  be  out  on  February  15th  and  the  editors  say 
that  in  many  respects  it  will  be  the  best  number  of  MACLEAN'S  ever  printed. 
In  addition  to  the  supreme  interest  of  its  contents  the  next  number  will  appear  in 
a  new  typographical  dress. 

The  following  are  a  few  of  the  features  that  will  be  found  in  February  15th  issue : 

The  Grave  Drug  Menace — By  Emily  F.  Murphy 

The  first  of  a  series  of  sensational,  but  authoritative  articles  on  the  growth  of  the  drug  habit  in 
Canada.  Mrs.  Murphy,  who  is  police  magistrate  in  Edmonton,  is  in  a  position  to  tell  the  whole 
story  of  this  insidious  evil  and  to  point  out  the  steps  that  must  be  taken  to  check  it. 

The  Mantle  of  Elijah— By  J.  L.  Rutledge 

The  story  of  Ernest  Lapointe,  M.P.  for  Kamouraska,  who  is  regarded  as  the  certain  leader  of 
the  Quebec  wing  of  the  Liberal  party — how  he  made  his  entry  into  politics  and  the  steps  by 
which  he  has  since  risen  to  a  position  of  leadership.  It  is  a  fascinating  piece  of  political 
history. 

The  Land  of  Nannabijou — By  Charles  Christopher  Jenkins 

There  is  a  tremendous  tract  of  land  in  Canada  of  unlimited  agricultural  possibilities  that  for 
some  strange  reason,  has  been  practically  overlooked  by  Canadians.  It  is  the  land  of  promise 
for  the  future,  perhaps  some  day  it  will  be  the  market  basket  of  Canada.  Mr.  Jenkins  tells  all 
about  this  great  country. 

The  Story  of  the  Aliens — By  Floyd  S.  Chalmers 

A  few  years  ago  Jule  and  Jay  J.  Allen  ran  a  little  movie  theatre  in  Brantford,  Ontario.  To-day 
they  own  or  control  costly  theatres  from  one  coast  to  the  other  in  both  Canada  and  the  United 
States,  valued  at  $20,000,000.  They  have  become  the  biggest  exhibitors  and  distributors  of 
moving  pictures  in  the  world.  The  story  of  how  they  accomplished  this  miracle  is  clearly  and 
interestingly  told  by  Mr.  Chalmers. 

The  Blood  Brother — By  W.  A.  Fraser 

A  virile,  gripping  tale  of  the  northern  mining  country  by  this  master  of  the  short  story  whose 
"Bulldog  Carney"  stories  were  so  popular  with  readers  of  MACLEAN'S  last  year. 

The  Diamond  Hunters — By  Henry  P.  Holt 

A  story  of  adventure  that  involves  two  Canadian  seamen  in  a  search  for  diamonds  in  the  South 
Seas. 

Two  generous  instalments  of  "The  Thread  of  Flame"  and  "Spanish  Doubloons"  will  appear. 

There's  a  Big  Demand  for  MACLEAN'S.     And  there's  a  Big  Profit ! 
Are  you  getting  your  share  of  this  easily-made  money? 

If    not,     cut    OUt  Cut  off  here  and  mail 

this    coupon  I      The  Circulation  Manager, 

I  MACLEAN'S  MAGAZINE, 

Toronto. 
Dear  Sir: — 

I  am  a  newsdealer,  but  am  not  handling  MACLEAN'S.    Please 
let  me  know  how  to  get  it — in  fact,  send  me  full  particulars. 

,  ..   ..  i     Name 

and  mail  it  | 

Right    NOW.  I     Address 

t 

•  
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This  merchant  finds  it  easy  tn  make  nut  Ms  income  tax  report 
H 


E  has  a  checking  account  at  the 
bank  and  he  uses  an  up-to-date 
National   Cash   Register. 

From  his  bank  check  book  and  his  bills  he 
gets  the  cost  of  running  the  store,  cost  of 
merchandise  bought,  and  a  record  of  pay- 
ments made. 

From  his  National  Cash  Register  he  gets  a 
record  of  (1)  cash  sales,  (2)  charge  sales, 
(3)  received  on  account,  (4)  petty  cash  paid 
out,  and  (5)  clerks'  sales. 


These  records  give  him  the  figures  he  needs 
for  his  income  tax.  They  also  give  him 
control  over  his  business  every  day  of  the 
year. 

This  merchant  knows  that  his  register 
records  are  complete  and  accurate,  whether 
they  are  made  when  business  in  his  store  is 
quiet  or  when  there  is  a  rush  of  selling. 

Without  an  up-to-date  National  Cash 
Register,  these  necessary  figures  would  be 
hard  to  get,  hard  to  keep,  impossible  to 
verify,  and  expensive  to  record. 


An  up-ti-date  National  Gash  Register  will  give  you  the  records  you  need  to  control  your  business 

The  National  Cash  Register  Campany  of  Canada,  Limited 

Factory:  Toronto,  Ontario 
Branch  Offices: 

CALGARY 714  Second  Street,  W. 

EDMONTON 5    McLeod    Bldg. 

HALIFAX 63  Granville  Street 

HAMILTON 14   Main   Street,   E. 

LONDON 350   Dundas   Street 

MONTREAL 122  St.  Catherine  Street,  W. 

OTTAWA 306  Bank  Street 


QUEBEC 133   St.   Paul   Street 

REGINA 1820   Cornwall    Street 

SASKATOON    265  Third* Avenue,   S. 

ST.  JOHN 50  St.  Germain  Street 

TORONTO 40  Adelaide  Street 

VANCOUVER 524  Pender  Street,  W. 

WINNIPEG 213   McDermot   Avenue 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 
Vol.    XXXVI.  FEBRUARY,   1920  No.  2 

IN  THIS  ISSUE 

The  Traveller  Who  Walks  in  His  Sleep. 
Trade  Outlook  Most  Promising. 
Business  Methods  For  the  Trade. 
Greeting  Card  Plans  You  Can  Use. 
How  Wallpaper  is  Manufactured. 
Big  Things  Ahead  in  the  Toy  World. 
Leather  Goods  For  Spring. 
Phonographs  Are  Profit-producers. 
Book  Discount  Controversy, 
(jetting  More  Books  Into  the  Homes. 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 

JOHN  BAYNE  MACLEAN,  President  H.  T.  HUNTER,  Vice-President 

H.  V.  TYRRELL,  General  Manager  T.  B.  COSTAIN,  General  Managing  Editor. 

Publishers  of  Hardware  and  Metal,  The  Financial  Post,  MacLean's  Magazine,  Farmers'  Magazine, 
Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review,  Printer  and  Publisher,  Bookseller  and 
Stationer,  Canadian  Machinery  and  Manufacturing  News,  Power  House ,  Sanitary  Engineer, 
Canadian  Foundryman,  Marine  Engineering  of  Canada,  Canadian  Motor,  Tractor  and  Implement 
Trade   Journal    and    Druggists'    Weekly. 

Cable    Address :    Macpubco,    Toronto ;    Atabek,    London,    Eng. 
ESTABLISHED    1887 

BOOKSELLER  AND  STATIONER 

FINDLAY  I.   WEAVER,   Manager 

CHIEF   OFFICES: 

CANADA — Montreal,  Southam  Building,  128  Bleury  Street,  Telephone  Main  1004.  Toronto,  143-153  University  Ave., 
Telephone  Main  7324.  Winnipeg,  1103  Union  Trust  Building,  Telephone  Main  3449.  Vancouver,  39  10th 
Avenue,    West. 

JREAT  BRITAIN— LONDON,  The  MacLean  Company  of  Great  Britain,  Limited.  88  Fleet  Street,  B.C.,  E.  J.  Dodd. 
Director.     Telephone  Central  12960.     Cable  Address:  Atabek,   London,   England. 

UNITED    STATES     New    York,    Mrs.    E.    C.    Gibb.    Room    1606     St.     James    Building,     1133     Broadway     (comer    26th 
Street)  ;    Boston.    C.   L.    Morton,    Room    734,    Old   South   Building,  Telephone  Main   1204.     A.   H.  Byrne,   Room   1402, 
#  Lytton    Bldg.,    14    E.    Jackson    Street,    Chicago:    Telephone  Harrison   9133. 

SUBSCRIPTION  PRICE! — Canada,  Great  Britain,  South  Africa  and  the  West  Indies,  11.00  a  year:  United  States, 
S1.60   a    year;   other    countries.    81.00   a   year;    Single   Copies.     10    cents.      Invariably    in    adranee. 
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DOMINION  FIGURING  BOOKS 


For  your  customers  who  have  cost  accounting 
departments  the  Dominion  Figuring  Book  of- 
fers a  wide  variety  of  sizes  and  rulings.  This 
is  only  one  example  of  the  splendid  range  of 
commercial  blank  books,  bound  and  loose  leaf, 
offered  by  the  Dominion  line.  Sold  to  dealers 
only — never  to  consumers!  Let  us  quote  you 
on  your  requirements. 


Beaver 
Trade- 
mark 


Dominion  Blank  Book  Company 

Limited 
BERTHIERVILLE,  P.  Q. 


PoeIedger 

WEEKLY 

23 

#~                                          "lil 
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NATIONAL  DUE  LEDGERS 

Convenient  and  accurate  collection  records  are  easily  obtained  by  using 
National  Due  Ledgers.  They  are  designed  to  simplify  the  work  of  instalment 
house  cashiers,  society  treasurers,  etc.  There  are  sizes  to  accommodate  from 
700  to  2000  accounts,  in  weekly  or  monthly  collections.  These  are  attractive 
books,  substantially  bound  with  Texhide  Back  and  Corners  and  cloth  sides. 

National  Blank  Book  Company 

Holyoke,    Massachusetts 
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FEATHERWEIGHT     ^^ 


912 

This  Featherweight  Flexible  is  a  ruler  that  no  stationer  should  be  without.     It  is  light 
and  flexible  beyond  all  conception  of  the  strength  of  clean,  white  maple. 
Scaled  as  correctly  as  your  watch  dial  and  finished  as  nicely  as  your  piano. 

Westcott-Jewell   Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


American    News    Co 

Artists'  Supply  Co 
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The  BIG 
SELLERS 

M  &  V  Typewriter 
Ribbons  are  the  big 
sellers  in  the  world 
of  typewriter  rib- 
bons. 


A  fair  (rial  will  con- 
vince you  of  the  great 
selling  features  of  M. 
&   V.    Products. 


For  durability,  permanency  and 
indelibility  —  the  three  vital 
points  so  essential  to  good  rib- 
bons— you  will  find  M  &  V 
brands  incomparable. 


Eureka  improved  ribbons  are  favorite  sell-     tional  service  is  unsurpassed  by  any  other 
ers  everywhere.     They  are  made  for  every      brand, 
type  of  machine.     Their  record  for  excep- 

Mittag  &  Volger,  Inc. 

Principal  Office  and   Factory  :  Park  Ridge,  N.J.,  U.S.A. 

Agencies  all  over    the    World 
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HIGH   quality  Canadian-made   Pencil  that  sells  well  and 
yields  an  excellent  profit. 

The  fine  display  case  featured  above  will  speed  up  your 
pencil  sales.    Have  your  wholesaler  send  you  this  attractive 
Cane  Counter  Carton  and  keep     it     filled     with     Cane's     "All- 
Canadian"  Pencils.    Then  watch    your  pencil  sales  jump. 

The  Wm.  Cane  &  Sons  Company 

NEWMARKET,  ONTARIO 
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Banfin,  Gillies  6  Co. 


HAMILTON 


LlMITE    D 


CANADA 


On  the  Way 


Advance  Samples  for  Christmas  1920 

During  the  next  few  weeks  our 
salesmen  will  be  showing  Gift 
Stationery,  Booklets  and  Cards, 
Gift  Dressings  and  Accessories  for 
next  season.  You  will  make  no 
mistake  in  seeing  them  before 
ordering. 


Dutch  Fabrik 

(Made  in  Canada) 

The  most  widely  known  me- 
dium-priced stationery  on  the 
market.  Satisfied  customers 
everywhere  are  looking  for  the 
"note-paper  in  the  red  box." 
You  should  be  getting  your 
share  of  this  business. 

New  Window  Cards 

We  have  ready  a  series  of  four 
beautiful  Dutch  scenes  strik- 
ingly mounted  on  red.  People 
can't  help  stopping  to  admire 
them.  See  that  you  get  a  supply. 


6  an  tin. 


HAMILTON 


LlMITE   D 


CANADA 


AND  OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years  the  recognized  authority  for  those  interests. 


vol.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     MARCH,     1920 


No.  3 


You  Will  See  These  and  Other  Assortments  of  High 
Grade   Papeteries   for   1920  Christmas  Trade,  All   Canadian-Made,   at   the 

EXHIBITION  OF  HOLIDAY  GOODS 

This  year's  Exhibition  begins  March  8.     Write  telling  us  when  you  are  coming 

and  we  will  make  special  arrangements  so  that  you  may  be  assured 

of  the  best  possible  attention  and  service 

This  Exhibi' ion    Will  Afford  You  Jn   Exceptional  Opportunity  Ffffr 'itikantazeous JBuying 
Books,  Greeting  Cards,  Games  and    other    Holiday    Specialties 


iiciff„f™i;ct 


TORONTO 


495-517  WELLINGTON  ST.  WEST 


BOOKSELLER  AND  STATIONER,  March,  1920.  Volume  XXXVI.  Published  every  month.  Yearly  subscription  price.  $1.00.  Entered  as  second- 
class  matter,  July  1st,  1912,  at  the  Post  Office  at  Buffalo,  under  the  Act  of  March  3rd,  1879.  Entered  as  second-class  matter  at  the  Post  Office  De- 
partment.  Ottawa. 
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Another  big 
business  builder 
for  every  dealer 
handling  Bicycle 
and  Congress 
Playing  Cards ! 


HERE  is  another — the  sixth — of  the 
large,  attractive  series  of  adver- 
tisements designed  to  make  your 
turnover  on  Bicycle  and  Congress  Play- 
ing Cards  even  faster  than  in  the  past. 

It  is  based  on  Auction  Bridge — per- 
haps the  most  popular  card  game  in  the 
country  today.  And  it  is  so  written 
that  it  will  not  only  interest  those  who 
play  this  most  fascinating  game,  but 
also  the  countless  numbers  who  would 
like  to  learn. 

By  increasing  the  number  of  people 
who  piay  cards,  and  making  the  con- 
firmed players  play  oftener,  we  auto- 
matically increase  the  number  of  playing 
cards  used. 

It's  up  to  you  to  see  that  these  play- 
ing cards  are  bought  from  you. 

It  will  pay  you  to  devote  a  window 
to  Bicycle  and  Congress  Playing  Cards 
occasionally.  We  will  furnish  you  with 
new  and  attractive  display  material  — 
sent  postpaid  without  a  cent  of  expense 
to  you.     Write  for  it. 

This  advertisement,  in  much  larger  size, 
appears  in  such  national  publications 
as  The  Saturday  Evening  Post,  Literary 
Digest,  American,   Red  Boo\,  etc.,  etc. 


^Joxn  us  at 
Qy/luction  - 

Let  Foster  teach 
you— free — in  a 
few  minutes! 

ERE  is  what 
thousands 
have  been 
waiting  for  —  the  complete  rules  of  Auction 
Bridge,  simplified  and  made  so  clear  that  any- 
one can  now  easily  learn  to  piny  this  most  fasci- 
nating game.  This  booklet,  written  by  Mr.  R.  F.  Foster, 
the  recognized  expert,  is  actually  vwhat  its  name  implies 
— auction  at  a  glance.  We  will  mail  a  copy  free  to  every- 
body sending  20  cents  for  "The  Official  Rules  of  Card 
Games"— the  250-page  card  playing  encyclopaedia,  con- 
taining the  complete  rules  for  over  300  different  games. 
Use  the  coupon  below — or  simply  send  your  name  and 
address  with  ten  two-cent  stamps. 

BICYCLE™0 


CARDS 


make  anv  card  gam?  more  enjoyable.  They  are  easy  to  shuffle  because  they 
slide  easily  and  never  stick  or  gum.  They  insure  accurate  dealing  (or  the 
same  reasons  Their  large,  easily  read  indexes  speed  up  the  game  and  save 
eye-strain.  The  quality  material  used  in  their  manufacture  enables  them 
to  outlast  several  ordinary  decks. 

Congress  Playing  Cards  have  gold  edges,  full  color  art  backs,  and  ^, 
come  in  telescope  cases.     Ideal  for  prizes,  gifts  and  social  play.        ^-' 

Revelation  Fortune  Telling  Cards 

Of  course  you  have  heard  of   Revelation  For- 
tune Telling  Cards  — the  ne 
deck  that  reveals  the  past  and  prophe 
sies    the    future.      Everybody 
talking  about  them  —thou- 
sands arc  buying  them.  Get 
a  p.iirk  md.iv  One  color  back     ^\ 
design,  hi  luck  case.   50  cents  \  \ 
per  deck.   Colored  back  design,         i 
gold  edges,  in  telescope  case.  70     '  B 
cents  per  deck.  At  your  dealer's 
or  postpaid 

Send  this  coupon  with  ten  two- 
cent  stamps  and  we  will    mail 
postpaid.  "The  Official  Rules  of 
Card  Games",  and  Mr.  Foster's 
new   booklet.   "Auction  at 
Glance ".  free. 

THE  U   S   PLAYING  CARD  CO 

Dcpt    


+ 


,-'' 


THE  U.  S.  PLAYING  CARD  COMPANY 


Dept.  4 


CINCINNATI,  OHIO,  U.  S.  A.  and  WINDSOR,  CANADA 


U= 


B  O  0  K S E  L  L  E  .  i   AND   STATIONER 


SALE   OF   MILITARY  AND 

Other  Government   Stores 

Equipment   and   Supplies  for  Hospitals,  Institutions,  Bunk- 
houses,  Camps,  Dining-Rooms,  Kitchens,  etc. 

Bedsteads,  Furniture,  Hardware,  Dry  Goods,  Rubbers,  Overshoes  and  other 
Footwear,  Blankets,  Sheets,  P    ows,  Baskets,  Woodenware, 

Brushes,  etc. 

CONSTRUCTION  EQUIPMFNT  AND  MACHINERY- 
AMBULANCES. 


The  Stores  are  located    at  various  places  throughout   Canada 


Instead  of  or  in  addition  to  sales  by  sealed  tender 

PRICE    LISTS    WILL    NOW    BE    ISSUED 

for  most  articles — the  goods  being  offered  in  lots  for  purchase  by  wholesale 
houses,  jobbers,  and  the  trade  generally. 

TRADE    ONLY  SUPPLIED 

except  that  arrangements  previously  announced  for  sale  to  returned  sol- 
diers and  sailors  and  widows  and  dependents  of  same  through  the  G.  W.  V. 
A.  and  similar  organizations  and  to  hospitals  and  philanthropic  institutions 

will  be  continued. 


SALES  WILL  CEASE  IN  MARCH.  Any  balances  left  will  be  cleared 
by  public  auction  shortly  thereafter.  This  advertisement  will  not  be  repeat- 
ed. Those  interested  should  therefore  apply  AT  ONCE  for  price  lists  and 
other  information  to  the 

SECRETARY  OF  THE  WAR  PURCHASING  COMMISSION,  BOOTH  BUILDING,  OTTAWA 

February,   1920 


BOOKSELLER     AND     STATIONER 


Sell  Gold   Medal 

Colored  Chalk  Crayons 


for  better 
blackboard  work 

Teachers  and  students  alike 
appreciate  chalk  which  does 
not  annoy  and  interrupt  the 
trend  of  thought. 

Cash  in  on  the  fact  that  there 
is  real  satisfaction  in  the 
smooth  working  qualities  of 
Gold  Medal  Chalk  Crayons. 
The  wide  variety  of  colors 
and  rich  tones  is  another  rea- 
son why  these  goods  move 
so  rapidly. 


Write  us  for  samples,  dealer 
proposition,  prices,  etc. 


BINNEY  &   SMITH  CO. 

81-83  Fulton  St.,  New  York  City 


<Jhe  Larqesi  Selling 
icJiMLliiy  Pencil  in. 
th%>rld 


CMBODY  in  their  per- 
■I— J  fection  over  half  a 
century's  experience  in 
pencil  making. 


17  Black  Degrees 
and  3  Copying 


The  Pre-eminent  QUALITY  of 
VENUS  Pencils,  recognized  wher- 
ever pencils  are  used,  make  them 
one  of  the  most  staple  items  in 
a   stationer's    stock. 

American  Lead  Pencil  Co. 

220  Fifth  Avenue,   New  York 
and  London,   Eng. 


BOOKSELLER     AND     STATIONER 


In  Big  Demand 
Throughout  Canada 

Always  sharp  yet  never  sharpened,  Eversharp 
is  always  ready  to  write  smoothly  for  everybody. 

Convenient  and  time-saving,  Eversharp  is  in 
the  vest  pockets  of  Canada's  professional  and 
business  men. 


The  symbol  of 
perfect  writing — 
the  mark  of  the 
Eversharp  Pencil 
anrJTempoint 
Pen 


Economical,  giving  lifelong  service,  Eversharp 
is  used  constantly  by  thousands  of  office 
employes. 

Priced  to  appeal  to  all  classes,  Eversharp  is 
also  rapidly  gaining  favor  with  high  school  and 
college  students. 

Beautiful,  designed  with  jeweler  precision,  Ever- 
sharp  is  popular — with  everybody. 

Throughout  all  Canada,  Eversharp  is  selling  fast 
and  steadily;  selling,  selling,  selling,  day  after  day. 

And  there  is  a  big  repeat  business  in  Eversharp 
Leads,  which  have  a  fineness,  firmness  and 
smoothness  all  their  own. 

For  Eversharp  catalog  and  interesting  sales 
literature  address  Canadian  representatives: 

Rowland  &  Campbell,  Ltd. 

Winnipeg,  Manitoba 

Consolidated  Optical  Company 

Toronto,  Canada,  and  Montreal,  Quebec 


The   name  is  on   the  pencil 


Made  and  Guaranteed  by 

THE  WAHL  COMPANY,  Chicago 


15  O  OK  SELLER     AND     STATIONER 


BAGSTER  BIBLES 

BAGSTER  Teacher  Bibles 
Good  Clear  Type 

BAGSTER   Daily  Light  on    the 
Daily  Path. 

Large  Type,  Small  and    Gem. 

BAGSTER   Bible  Students'  Books 
BAGSTER  TinyText  Books 
BAGSTER  Bible  Books 


At  all  Booksellers. 


Lists  free  by  Post 


BAGSTER,  15  Paternoster  Row 

LONDON,  ENGLAND 


Canadian  Representative  : 

Frederick  D.  Goodchild,  266  King  St.  W.,  Toronto,  Ont. 


A  popular 

quick   selling  pen 

THE 

"ROB  ROY 


W 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  ->en  will  prove  a  mighty 
fine  seller  for  erery   lire  dealer. 


Be  sure  to  see  samples  Wore  you  order  your  nerw  stock.   You'll 
find  our  prices  art  right 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


The  Only  Guaranteed  Marking  Ink 

The  only   Marking   Ink   sold  on  the  guarantee   to  refund  the 
price   if   not  satisfactory. 

JOHN   BOND'S 

"CRYSTAL  PALACE" 

MARKING  INK 

This  is  a  reason  why  you  should  recommend  it  and  why  it  is 

the  Ink  recommended  by 
The  Copp  Clark  Co.,  Limited,  -  Toronto 

In  IS  ahd  30  cent  bottles  ;  or  by  the  oz.,  pint,  or  quart. 

REQUIRES  NO  HEATING 

It  pays  to  push  this  ink. 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 

BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 


l 


Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303,  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON,  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb,  London. 


liOOKSELLER     AND     STATIONER 


Eslabltehal  1752 


By  appointment  to 
.MM.tlttKlni&Quttn 
H.M.  Quten  AUxandra 


HENRY  GRAVES  &  CO.,  Ltd. 

6  PALL  MALL,  LONDON,  S.W.  1. 
ENGLAND. 


Messrs.  Henry  Graves  &  Co.,  Ltd.,  beg  to  advise  their  cus- 
tomers in  Canada  that  their  representative,  Mr.  Charles 
Braun,  is  now  in  America  with  a  splendid  collection  of 
paintings,  water  colours,  mezzotints  in  colour  and  original 
etchings.  The  collection  of  etchings  and  mezzotints  con- 
tains works  by  Sir  Ernest  George,  R.A.,  A.  E.  Howarth, 
S.  Anderson,  A.  H.  Fisher,  C.  H.  Barraud,  Richard  Smythe, 
L.  Busiere,  etc.,  etc. . 

Customers  can  communicate  with  Mr.  C.  Braun  by  writing  to  him 

c/o  Messrs.  H.  C.  Dickins, 
Frances  Buildings, 
665  Fifth  Avenue, 
New  York  City,  U.S.A. 


William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main   Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:-22.  Ivy  Lane.  Paternoster  Row.  E.C.  4 


Story  Books 
Toy  Books 
Painting  Books 


See  the  new  Dainty 
WEE  SfERIES  and 
M  O  N  DAY'S 
CHILD  SERIES 


PRELIMINARY  LIST 
for  1920  NOW  READY 

Canadian    Representative 

W.  C.  B.  WADE 

Carlaw  Building 

28-30  Wellington  St.  W. 

Toronto 

GALE  &  POLDEN  Limited 

2  Amen  Corner,  London,  E.C. 


Aldershot 


Portsmouth 


BOOKSELLER  AND   STATIONER 


Selling  a  Copy  of 

Webster's   New   International 

DICTIONARY 

is  extremely  profitable  business. 

Our  advertising  is  constantly  empha- 
sizing its  merits  to  every  home, 
school  and  office  in  your  locality. 
This  stock  will  bear  pushing  at  all 
seasons. 


Are  you 
telling 
customers 
about   the 
Addenda   of 
new   words 
and     recent 
war  terms? 

You  will 
find  people 
eager  for 
this  timely 
informa- 
tion. 


G.  &  C.  MERRIAM  CO., 


PUBLISHERS 


SPRINGFIELD, 

MASS. 
U.  S.  A. 


Jaikmn  Slu*  S't.  *  > -' 


The  Reputation  of 
Esterbrook  Pens  is 
based  on  Excellence 
of  Performance 

When  you,  Mr.  Dealer,  show 
a  customer  a  comprehensive 
assortment  of  Esterbrook 
Pens,  in  one  of  the  Esterbrook 
Counter  Display  Cases,  he  is 
sure  to  be  satisfied  with  the 
service.  And,  he's  sure  to  be 
satisfied  with  the  pen  he  se- 
lects. A  satisfied  customer 
is  a  strong  asset  for  you. 

Write  us  about  the  new  counter  dis- 
play cases  and  signs — Esterbrook  Pens. 

THE  ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER    STREET 

CAMDEN,  N.J. 

Canadian  Agents :     Brown   Bros..  Ltd.,  Toronto,  Canada 


Esterbroolz 

I^6HS  "Easiest  to  sell!" 


JACKDAW 
LOOSE  LEAF  EQUIPMENT 


Sheets 


Adco 
Binders 


Bind 


ers 


Indexes 

Flexible 
Chain 
Posts 


ADDRESS  DEPT.  A 

•^OR    COPY    OF    LOOSE    LEAF 

PRICE  LIST 


Order  early  as  stocks  are  very  complete. 


ADDRESS  DEPT.  A 

FOR  COPY  OF  LOOSE  LEAF 

CATALOGUE 


MONTREAL 


BOOKSELLER     AND     STATIONER 


SLUCKETT'S      **% 
terlinQ 
LINE U 

MADE   IN   CANADA 

and  MADE  RIGHT 


It  makes  all  the  difference  in  the  world — those  three 
words— <( and  MADE  RIGHT" 

We  are  loose-leaf  specialists.  We  manufacture  our  own  goods. 
We  are  the  only  company  making  Memo  and  Ring  Metals  in  this 
country. 

AND  OUR  PRODUCT  IS  "MADE  RIGHT" 

The  only  way,  therefore,  that  you  can  be  sure  of  a  Canadian  article 
of  guaranteed  construction  is  to  sell  nothing  in  loose-leaf  without 
this  imprint — 

SLUCKETT'S     ^^ 
TERLINlj 
LINE U 

MADE    IN    CANADA 

PROTECT  YOUR  CUSTOMERS— PROTECT  YOURSELF 

(1 )  A  Canadian  Company  (not  a  branch  of  a  foreign  firm) 

(2)  Canadian  "Made  Right"  Goods 

(3)  No  Duty — No  Exchange — No  Customs  Bother 

(4)  No  Consumer  Big  Enough  to  Buy  From  Us 

"Canadian  Money,  Canadian  Made, 

Should  Stay  in  Canada  for  Canadian  Trade." 

Luckett  Loose  Leaf,  Limited 

TORONTO 


BOO K  SELLER    AND   STATIONER 


mi 


The  Moistener 
De  Luxe 

Bankers' 
Sanitary  Moistener 

Unbreakable  with  ordinary  use, 
made  entirely  of  metal,  mostly 
brass.  Guaranteed  rust  proof. 
Extra  wide  moistening  roll — three 
inches  wide,  of  special  composition 
that  carries  water  in  a  thin  film, 
adequate  for  all  purposes;  yet  will 
not  flood  small  gummed  labels  and 
stamps,  destroying  their  adhesive 
qualities  before  affixing. 

Our  De  Luxe  finish  is  distinctive  and 
makes  an  attractive  addition  to  any 
office.  Packed  in  individual  car- 
tons. 


Our  distributors'  discounts  are 
worth  while 


RYCO 


TAPE 
MOISTENER 


ADDS  TO  PROFITS 


Retail    price, 

$5    each. 

Wholesale    price. 

$2.50   each. 

F.O.B.    Bellows 

Falls.   Vt. 


Made  of  pressed  steel, 
takes  any  standard 
width  roll,  and  is  so 
simple  sales  talks,  de- 
monstrations or  "ap- 
proval" sales  are  un- 
necessary. Users  like 
them  because  in  speed- 
ing wrapping  and  pack- 
ing they  moisten  tape 
perfectly.  Put  in  a 
stock  now  and  lose  no 
sales  when  customers 
call.  Orders  shipped 
day  received. 


WRITE    FOR     PRICES 

AND    SAMPLES    OF 

SEALING  TAPES 


J.  F.  RYAN  &  CO. 

52  Vanderbilt  Ave.  New  York 


Standard 

B6P 

Blank 

Books 

andLooseLeaf 
Devices 

THE  LINE  OFIOOOI  NUMBERS 


Modem  facilities 
backed  6)T80 
years  of  experi- 
ence assure; 
the  quality  of 
Standard B&P 
Products 


SOLD    ONLY  THROUGH 
DEALERS 


Boorum£>  Pease  Co. 
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NEW  YORK 


HO  OK  SELLER   AND   STATIONER 


What  About  Everyday  Cards? 

Are  you  frequently  asked  for  Cards  that  you  have  not  in  stock  ? 

There  is  a  Coutts*  Card  for  every  occasion. 

SOME  OF  OUR  LEADING  LINES 


Acknowledgment  of 

Sympathy 
Birth  Announcements 
Birthday  Cards 
Birth  Congratulations 
Blank  Folders  and  Cards 
Bon  Voyage  Cards 
Bordered  and  Bevelled 

Cards 
Boxed  Greeting   Cards 

Assorted 
Calendars 
Christmas  Blotters 
Christmas  Greeting  Cards 


Condolence  Cards 
Convalescence  Cards 
Dance  Programmes 
Easter   Cards 
Flower  Cards 
French   Text   Greeting 

Cards 
General  Congratulations 
Gift  Enclosure   Cards 
Hospitality 
Invitation  Cards 
Mass  Cards 
Money  Holders 
Mother's  Day  Cards 


Motto  and  Friendship 

Cards 
New  Year  Greeting  Cards 
Place  Cards 
Shower   Cards   and 

Invitations 
St.  Patrick  Cards 
Tally  Cards 
Vacation  Cards 
Valentines 

Wedding  Anniversary 
Wedding  Congratulations 
Wedding   Announcement 

Acknowledgments 


No  Duty       —       No  Exchange       —        Prompt  Service 

Wm.  E.  COUTTS 

145  Adelaide  St.  West.  TORONTO 


1 


.V    '/, 


Are 


YOU 


the  Man 


Th        is  an  openin,  on  our   staff  ^^^SSTL^Z 
'men  ana  wo^en^hlsr/e-nofmere.y  taken  their  orders. 
He  is  naturally  ambitious-has  been  looked  np  to  in  the  town  he 
comes  from,  can  present  a  clean  sheet. 

&  sari  s^&rvsssz  =„« 

own  future  and  set  his  own  salary. 

»fi»r2M5M? "— t  tip! 

Trade  Newspaper",Department 

MACLEAN  PUBLISHING  CO.,  LTD 

143-153  University  Ave.         --         Toronto 


BOOKSELLER  AND  STATIONER 


NICHOLAS  L.  BROWN 

Publisher 

Of  New  York  City 

announces  the  opening  of  his  Canadian 
office  in  Montreal,  Que. 
The  Book  Trade  of  Canada  is  respect- 
fully urged  to  apply  for  lists  of  publica- 
tions and  announcements,  as  well  as 
trade  discounts  to 

NICHOLAS    L.  BROWN 

90  ST.  JAMES  STREET 
Suite  702  Montreal,  Que. 


We  are  open  to  appoint  agencies  in  cities  and  towns 
where    not    at    present    represented. 

This  offers  a  first-class  proposition  for  Office  Specialty 
Distributors. 

For   full   particulars   apply 

The]  Empire'  Typewriter  J  Co. 

^^  ofJCanada,  Limited  ^ 

126  St.  PETER*ST.^  ~  •  <»^r  JMONTREAL,*RQ. 


100%  PROFIjiT 

is  now  being  made  by  a  consider- 
able number  of 

Booksellers  and 
Stationers 

handling  my  lines  of 

Phonograph 

Accessories  and 

Supplies 

Write  to-day  for  a  copy  of  my 
latest  catalogue,  and  get  your 
name  on  my  mailing  list. 


H.  A.  BEMISTER 

10   VICTORIA  ST.,   MONTREAL,  QUE. 


Contented  Customers  and 
Quicker   Sales 


At  first  glance  these  two  ideas  may 
not  seem  to  fit.  Yet  the  contented  cus- 
tomer is  the  one  who  has  always  found 
the  goods  he  wanted  in  your  stock, 
found  them  to  be  standard  in  brand 
and  satisfactory  in  service,  and  more- 
over has  found  them  to  be  the  best 
that  the  market  affords. 

Such  a  customer  will  waste  little  of 
his  time  or  yours  in  making  his  pur- 
chase. He  knows  he  can  depend  on 
you. 

In  their  field,  Carter  Inx  Products 
absolutely  insure  contented  customers. 

THE  CARTER'S  INK  COMPANY 

Mount  Royal  Ave.  and  Drolet  St. 
MONTREAL,  QUEBEC 


L- 


!fi§ 


Every   Dealer   Should   Sell 


THE  SANITARY  "O.K."  ERASER 

DISPLAY  FURNISHED  WITHOUT  CHARGE 

This  display  case  holds  one  carton  Typewriter 
and  one  carton  Pencil  Erasers,  one  doz.  to  each 
caiton;  two  boxes  Typewriter  and  two  boxes 
Pencil  Fillers,  one  doz.  to  each  box.  The  case 
being  adapted  to  receive  the  two  cartons  and  four 
boxes,  it  can  be  readily  and  easily  refilled  from 
stock  as  required. 

This  case  is  finished  in  five  colors  having  a 
strong  metal  frame  and  is  exceedingly  attractive. 
We  prefer  to  send  this  case  out  filled,  charging 
only  for  the  Erasers  and  Fillers  at  the  regular 
trade    price. 

This  silent  salesman  tells,  in  a  nice  way,  a 
story  that  is  convincing.  Sent  through  your  job- 
ber  or  direct. 

The  O.K.  Manufacturing  Co.,  Syracuse,  N.Y.,  U.S.A 
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BOOKSELLER     AND     STATIONER 

Books  for  Mid-winter  Selling 

NEW  BOOKS.     JUST  READY 

From  Now  On  Frank  L.  Packard 

Uneasy  Street     -----        Arthur  Somers  Roche 
The  Abolishing  of  Death  -        -        -        -        -     Basil  King 

SOME  OF  LAST  YEAR'S  SUCCESSES 
The  River's  End        -        -  James  Oliver  Curwood 

The  World  of  Wonderful  Reality         -         -     E.  Temple  Thurston 
The  Night  Operator  -  Frank  L.  Packard 

Saint's  Progress  -  John  Galsworthy 

The  Tin  Soldier     ------        Temple  Bailey 

The  Valley  of  Vision          -  Henry  Van  Dyke 

The  Path  to  Home Edgar  A.  Guest 

NEW  REPRINT  EDITIONS 
The  World  For  Sale.    A  Romance  of  the  Canadian  North-west 

Sir  Gilbert  Parker 
Kiddies J.  J.  Bell 

The  Copp,  Clark  Co.,  Limited 

495-517   Wellington   Street  West,  Toronto. 


MODERN  BUSINESS  ESSENTIALS 

EFFICIENT  and  ECONOMICAL 


Wilson-Jones  Loose  Leaf  Company 

Largest  Manufacturers  of  Loose  Leaf  Products  in  the  World 

Chicago  -  New  York 


BOOKSELLER     AND     STATIONER 


NATIONAL  COLUMNAR  BLANK  BOOKS 

The  National  Columnar  Books  are  offered  in  a  wide  range  of  sizes  and 
rulings.  They  are  bound  in  Russia  Texhide  Back  and  Corners  with 
Black  Cloth  sides.  Ruled  with  Folios,  Columns,  Box  Headings  and 
Footlines  and  contain  from  2  to  36  columns.  Stock  these  columnar 
books.    They  are  thoroughly  "National"  in  construction. 

NATIONAL  BLANK  BOOK  COMPANY 

HOLYOKE,  MASSACHUSETTS 


DOMINION  LOOSE  SHEET  HOLDERS 

The  three  types  of  Sheet  Holders  illustrated  above  are  important  mem- 
bers of  the  Dominion  Line.  The  first  type  has  a  capacity  of  about  150 
sheets  and  is  adapted  for  the  Office  Desk,  being  especially  convenient  as 
a  binder  to  contain  current  subjects  for  ready  reference.  The  second 
type  is  both  strong  and  durable  and  is  adapted  for  use  where  one  side  of 
a  leaf  is  to  be  written  upon.  The  last  type  is  made  of  aluminum,  strong, 
light  and  rustless,  especially  adapted  to  out-door  use.  Stock  these  three 
"made-in-Canada"  books. 

Sold  Only  to  Dealers. 


Beaver 
Trade- 
mark 


Dominion  Blank  Book  Company 

Limited 
BERTHIERVILLE,  P.  Q. 
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ALLEN  LINERS 


March  Publications 


"Basil  Everyman"  represents  its 
author,  Elsie  Singmaster,  as  an 
American  novelist  of  definite  sig- 
nificance who  presents  authentic 
pictures  of  American  life.  Book- 
sellers should  strongly  recommend 
this  novel.  ($2.00) 


For  all  lovers  of  stories  of  the 
virile  outdoor  life  of  the  West,  the 
publication  of  a  new  book  by  Wil- 
liam MacLeod  Raine  is  an  event 
of  consequence.  His  new  tale, 
"Oh,  You  Tex!"  is  one  of  his  best 
yarns.  ($2.00) 


"The  Red  Lady,"  by  Katherine 
Newlin  Burt,  although  in  an  en- 
tirely different  vein,  shows  the 
same  knack  of  story-telling  that 
made  "The  Branding  Iron"  one  of 
the  most  popular  books  of  last 
season.  ($1.90) 

Variety  is  certainly  the  spice  of 
John  G.  Millais'  book,  "A  Sports- 
man's Wanderings."  The  author  is 
a  son  of  Millais  the  painter.  He 
was  a  friend  of  Roosevelt  and 
helped  him  equip  his  African  ex- 
pedition. ($5.50) 


The  Millais  book  is  one  of  the 
season's  outstanding  books  for  lov- 
ers of  the  out-of-doors  and  travel. 

The  woman's  side  of  the  Labra- 
dor Grenfell  Mission  is  portrayed 
in  "Le  Petit  Nord :  Annals  of  a 
Labrador  Harbor,"  by  Anne  Gren- 
fell and  Katie  Spalding.  It  is  rich 
in  pathos  and  humor.  ($1.65) 

*        *        * 

"Recreation"  is  a  most  interest- 
ing new  book  by  Viscount  Grey, 
presenting  the  familiar  personal 
side  of  this  noted  British  states- 
man in  his  passion  for  fly-fishing, 
birds  and  the  reading  of  books. 
($1.65) 

A  wonderfully  illuminating  book 
is  "The  Island  of  Sheep,"  in  which 
the  characters  of  the  story,  Amer- 
ican, French  and  English  in  na- 
tionality, come  together  at  a 
house-party  in  Scotland.  They 
are  politicians,  soldiers  and  labor 
leaders,  and  their  discussions  of 
current  problems  reveal  deep 
thought  by  the  authors,  "Cadmus" 
and  "Harmonia."  ($1.65) 


A  Son  of  Courage 


ARCHIE  P.  McKISHNIE 

Canadian   Author,   who    has 

Produced  His  Masterpiece 

in 

A  SON  OF  COURAGE 

Booksellers  will  have,  in  the 
coming  of  "A  Son  of  Courage,"  a 
new  Canadian  novel  of  the  first 
category.  It  is  significant  that 
the  American  edition  is  being  en- 
thusiastically exploited  by  the  pub- 
lishing house  that  marketed  the 
novels  that  made  the  great  repu- 
tation  of  Harold   Bell  Wright. 

The  new  McKishnie  novel  is  a 
tale  of  Western  Ontario  in  the 
days  of  the  famous  oil  boom  of  the 
sixties  of  last  century.  It  is  a 
book  of  all-round  merit,  mirroring 
the  character  of  Canadian  life  and 
combining  an  exceptionally  strong 
tale  about  REAL  boys  with  a  mosr 
engaging  love  romance  as  well  as 
mystery  story  that  maintains  the 
reader's  interest  at  high  tension. 

It  is  a  sure  bet  that  "A  Son  oT 
Courage"  is  going  to  have  a  place 
among  truly  representative  Cana- 
dian novels,  and  besides  being  a 
BEST  SELLER  this  year,  it  will  be 
a  regular  seller  in  future  years. 
What  better  sort  of  book  could 
there  be  for  the  wide-awake  book- 
seller to  push? 


The  boys  of  "A  Son  of  Cour- 
age" are  boys  all  through  the  book 
and  they're  boys  of  the  sort  that 
inspire  justifiable  pride  in  the 
breasts  of  Canadians.  These  boys 
rank  with  the  boy  characters  of 
Mark  Twain  and  of  Kipling. 

"A  Treasury  of  English  Prose" 
is  a  new  book  which  every  book- 
seller will  welcome  because  of  its 
all-round  merit.  It  ranges  from 
Chaucer  to  Bernard  Shaw.  The 
compiler,  Logan  Pearsall  Smith,  is 
well  known  as  the  author  of 
"Trivia."  ($1.90) 

"Rhymes  of  a  Homesteader,"  by 
Elliott  C.  Lincoln,  will  strongly 
appeal  to  the  average  man  and 
woman.  The  virility  and  grim 
pathos  of  tlhis  poetry  strongly 
suggest  Robert  W.  Service. 

($1.65) 

Who  is  not  inquisitive  about  the 
Dardanelles  affair,  that  famous 
though  disastrous  enterprise?  A 
comprehensive  survey  of  the  great 
adventure  is  afforded  in  "The  Dar- 
danelles," by  Sir  C.  E.  Callwell, 
K.C.B. —  A  most  worth-while  vol- 
ume. ($5.50) 

•  *        • 

Every  housewife  is  a  good  pros- 
pect for  a  sale  of  "Food  Facts  for 
the  Homemaker,"  by  Mrs.  Harvey, 
the  noted  food  expert  of  the  Diet 
Kitchen  of  Brookline,  Mass. — 
Most  instructive  for  the  novice 
and   the  practised  matron  as  well. 

($2.75) 

•  »        * 

"Food  Facts"  is  a  most  timely 
book  because  it  helps  the  house- 
wife to  make  the  smallest  sum  of 
money  supply  the  greatest  possi- 
ble amount  of  nourishment  and 
the  most  palatable  dishes. 

•  •       • 

Dr.  Grenfell's  book,  "The  Lab- 
rador Doctor,"  which  continues  in 
strong  demand,  has  been  described 
as  the  strongest  autobiography 
since  "The  Education  of  Henry 
Adams." 

William  MacLeod  Raine's  new 
novel  is  in  every  respect  worthy 
of  the  author  of  "The  Yukon 
Trail,"  "The  Sheriff's  Son,"  and 
"A  Man  Foar-Square."  These 
stories  have  been  movieized  and 
this  has  occasioned  many  addition- 
al sales  for  the  books. 


"Strong  Hours"  is  now  in  its  Fifth  Thousand  in  Canada 


I 


THOMAS  ALLEN,  Publisher  JKL 

'  1BOOKS  OF  MERfD 

TORONTO  2F*T 

1920  is  the  Book  Year 
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It  takes  5,000  houses 
to  shelter  the  workers 
who  make  up-to-date 
National  Cash  Registers 

T 


HESE  5,000  houses  are  the  homes  of  more 
than  25,000  people — a  city  in  itself. 


They  are  good  homes,  too,  because  the  workers  at 
the  N.  C.  R.  factory  are  intelligent,  skilled 
mechanics  who  are  able  to  demand  exceptionally 
good  living  conditions. 

The  factory  in  which  they  work  comprises  21 
modern  buildings,  providing  over  40  acres  of  floor 
space. 

It  has  taken  35  years  of  the  hardest  kind  of  work 
to  develop  this  tremendous  organization — an 
organization  engaged  solely  in  the  manufacture 
of  labor-saving  machines  that  help  merchants  all 
over  the  world. 

The  National  Cash  Register  Company  of  Canada,  Limited 

BRANCH  OFFICES: 

r-.i  —  rx-  -u  <^,,i,J  str,rt  W  Edmonton  .  5  McLeod  Bid*.  Halifax 63  Granville  Street  Hamilton 14   Main   Street  E. 

S2^::::U™£J?&xZk  0«™^°  /. .  .  .  .    306  Bank  StMt  Quebec.  .133  St.  Paul  Street  Retina ^  ^wall^tree, 

Montreal 122  St.  Catherine  Street  W.  Toronto 40  Adelaide  Street  Saskatoon  .2_65_Third^ Avenue  S 

Vancouver 524    Pender  Street  W.  St.    John 50  St.    Germain    Street 


Winnipeg 213  McDermot  Avenue 


FACTORY  i  TORONTO.  ONTARIO 
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See  what  they're  saying— 


As  to  W.  J.  LOCKE'S 


Prominent  Reviewers'  opinions  of  our  new 

Spring  Books  should  mean  big 

business  for  you 

THE  HOUSE  OF  BALTAZAR 


"A  new  story  which  goes  beyond  any  of  his  former  work  in  its  sweep,  its  outlook,  its  daring.  It  is 
a  new  departure,  one  which  will  be  held  by  many  a  3  a  brilliant  success.  There  is  a  vibrant  strength 
about  it  that  holds  us  equally  enthralled  to  its  auth  or's  genius.  .  .  A  book  to  read  and  re-read.  Its 
characters  positively  throb  with  life.  .  .  I  think  I  like  this  book  the  best  of  all  the  books  Mr.  Locke 
has  written.  It  is  in  every  sense  a  big  book — bi  %  in  conception,  big  in  execution,  and  big  in  the  all- 
embracing  breadth  of  that  sweet  human  charity  without  which  the  most  impressive  of  creations  must 
of  necessity  lack  the  spark  of  genius  that  lights  m  en's  souls."  —  S.  Morgan-Powell,  in  the  Montreal 
Daily  Star. 

As  to  JEFFERY  FARNOL'S 

THE  GESTE  OF  DUKE  JOCELYN 

"I  venture  to  think  that  even  the  soberest,  be-wh  'skered  adult  who  wades  into  this  mediaevally- 
worded  narrative  will  stay  with  the  book  until  page  333,  where  finis  occurs.  Young  people  of  high 
school  age  can  learn  not  only  the  color  and  form  of  life  in  the  middle  ages  from  this  story,  but  can 
obtain  a  fine  introduction  to  fourteenth  century  English,  so  far  as  vocabulary  is  concerned,  by  read- 
ing this  story." — W.  T.  Allison,  in  the  Edmonton  J  ournal. 

"The  story  itself  is  full  of  excitement  and  adventure,  with  many  a  good  fight  with  swords  and  dag- 
gers and  sometimes  with  fists.  The  grand  old  D  uke  is  a  rare  character,  with  wit  and  pleasantry 
ever  on  the  tip  of  his  tongue,  and  altogether  the  b  00k  is  a  dainty  morsel  for  the  literary  epicure." — 
Kingston  Whig. 


As  to  ARCHIBALD  MARSHALL'S 


SIR  HARRY 


"Marshall  can  write  about  the  commonplace  and  make  it  interesting;  he  knows  how  to  find  drama  in 
the  gentle-folk.  .  .  In  these  days,  when  the  m  ajority  of  literary  men  labor  to  do  unusual  things 
with  their  language,  Marshall  remains  unique  in  tiie  fact  that  he  is  an  artist  in  his  use  of  refined 
English.  .  .  The  character  studies  in  "Sir  Harr/"  are  among  the  best  that  Marshall  has  produced. 
In  no  recent  novels  have  contrasted  characters  bean  handled  more  deftly." — Fred  Jacob,  in  the  Tor- 
onto Mail  and  Empire. 

As  to  TREVOR  DAVIES' 

SPIRITUAL  VOICES  IN  MODERN  LITERATURE 

"Gems  of  literary  thought  and  spiritual  expression  Dr.  Davies  has  made  a  contribution  to  the  litera- 
ture of  the  present  day  which  will  stand  the  test  of  time.  The  reader  cannot  fail  to  be  carried  away 
by  the  enthusiasm  of  the  preacher  and  the  artistry  of  the  writer,  which  are  combined  to  form  a 
volume  of  rare  charm." — Kingston  Whig. 


Other  Big  Spring  Sellers 


ANDERSON  CROW,  DETECTIVE— By  George 
Barr   McCutcheon. 

THE  LINE'S  BUSY— Bv  Albert  Edward  Ullman. 

WE  NEED  THE  BUSINESS— By  Joseph  E.  Aus- 
trian. 


THE   OUTLAW— By  Maurice  Hewlett. 
GRAY  DUSK— By  Octavus  Roy  Cohen. 
MISS  LULU  BETT— Bv  Zona  Gale. 
LOTUS  SALAD— By  Mildred  Cram. 
AS  YOU  WERE,  BILL— By  Edward  Streeter. 


THE  RYERSON  PRESS 

PUBLISHERS 

TORONTO 
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NEW   PUBLICATIONS 


HAROLD    MacGRATH 

The  Man    With   Three  Names 

Under  one  name  he  had  captured  the  book   world.     Under  another  he   was  fighting   in  a  human   cause  against  the  father  of  the  girl 

he   loved.      Under   the   third    ?     It  was   a   name  that  must   not  be  known.      Love,   honor,   all   the  good   fruits   of  life   would  be 

seared  by  the  disclosure.      But  his  enemy  knew  that  the  tale  of  every  man's   life  has  an   unwritten   chapter.     And   secretly,   unrelent- 
ingly,   he  strove    to   find    it  out. 

How  the  mystery  is  solved  makes  a   climax   that  leaves  the  reader  on   the  tide  of  emotion. 

The  old,   inimitable  Harold  MacGrath,  back  again   with  a   novel   to  stir  the  hearts   of  all    who   love  a  good   tale  of  mystery   and  'love. 
Illustrated,  $1.75. 


OLE  HANSON 

AMERICANISM  vs.  BOLSHEVISM 

Mr.  Hanson,  the  former  mayor  of  Seattle,  knows  the  enemies 
of  Americanism,  from  bomb  thrower  to  Parlor  Bolshevik.  His 
own  experiences  with  their  activities  furnish  his  proofs;  the  utter- 
ances of  their  own  leaders  and  their  own  propaganda,  his  testi- 
mony. His  writing  is  virile,  sincere,  impassioned;  it  is  besides, 
a  convincing  and  significant  restatement  of  democracy  in  terms 
of  American  ideals.     $1.75. 

WADSWORTH   CAMP 

THE  GRA  Y  MASK 

The  strange  quest  of  two  detectives,  one  a  woman,  and  daugh- 
ter of  the  chief — the  other,  the  man  who  loved  her.  The  woman 
was  "the  best  detective  on  the  force,"  but  'love  gave  the  man 
super-powers  ;  and  he  providentially  overreached  her,  in  time  to 
save  her  life.  A  swift,  stirring,  and  human  story,  with  detectives 
who  love  and  laugh,  and  wear  human  hearts  under  their  badges. 
$1.75. 

GRANT  M.   OVERTON 

MERMAID 

Mermaid  inherited  her  name  from  the  ship  she  survived.  A  re- 
tired captain  brought  her  up,  among  boys  for  playmates,  and 
with  his  secret  dark  in  the  background.  The  playmates  become 
lovers  eventually,  but  the  secret  grew  also.  Its  revelation,  and 
Mermaid's  bitter-sweet  love  story,  will  stand  out  as  fictional 
achievement  of  the  first  rank.     $1.75. 

WILLIAM   ALLISON 

THE  SECRET  OF  THE  SEA 

No  living  thing  was  on  the  ship — no  sign  of  struggle.  But 
as  Manners  entered  the  cabin  he  saw,  looking  at  him  from 
the  case  of  a  still  ticking  watch  on  the  dresser,  the  face  of  the 
woman  he  loved.  A  stirring  and  distinctive  mystery  story. 
$1.75. 


GEORGE  ADE 

HAND-MADE  FABLES 

The  first  book  of  Ade  fables  in  several  years.  It  proves  again 
that  slang  is  a  fine  art,  and  that  humor  distinctly  belongs  to 
American  literature.  The  McCutcheon  pictures  make  it  a  verit- 
able gallery   of  portraits   and   pictures    of   American    life.      $1.75. 

GEORGE  C.   SHEDD 

THE  IRON  FURROW 

A  tale  of  the  sun-white  stretches  of  the  Southwest,  which 
strong  men  are  turning  into  farmland  against  the  will  of  Nature 
— and  sometimes  against  the  will  of  men.  Lee  Bryant  succeeded, 
against  the  machinations  of  an  unscrupulous  Mexican,  the  treach- 
ery of  his  own  engineer,  and  the  faithlessness  of  the  woman  he 
loved.      $1.75. 

HENRY   LEVERAGE 

THE  SHEPHERD   OF   THE  SEA 

Pulled  out  of  the  sea  from  his  foundered  yacht,  the  tenderfoot 
was  faced  with  a  journey  to  the  frozen  Northwest,  with  a  mighty 
two-fisted  missionary,  vthe  Shepherd,"  for  company,  or  being 
dropped  back  into  the  sea.  Necessity  gave  him  his  firt  harden- 
ing. But  there  was  Moona  ;  and  in  the  days  that  followed,  he 
found  hi»   way  to  manhood.     Illustrated,   $1.75. 

ENOS  A.   MILLS 

THE  ADVENTURES  OF  A  NATURE  GUIDE 

This  book  is  fascinatingly  full  of  stories  of  adventurous  con- 
tact and  struggle  with  Nature  ;  becoming  sometimes,  as  in  the 
account  of  the  author's  lonely  snowblindness  on  the  mountain, 
a  matter  of  life  and  death.  The  naturalist  has  here  taken  ad- 
vantage of  his  large  resources  for  narrative,  and  has  given  a 
truly  stirring  book.  Mr.  Mills's  humorous  point  of  view  adds 
greatly  to  the  charm  of  the  volume.     Illustrated,  $3.50. 


LOUIS    JOSEPH    VANCE 

THE   DARK   MIRROR 

In  this  story  Mr.  Vance  has  made  another  departure   from   the   beaten  track   of   mystery   stories 
and  has  presented  a  unique  and  staggeringly  powerful  situation.     $1.75. 


THE  BOOK   OF   THE  HOUR 

THE  UNSOLVED   RIDDLE   OF 
SOCIAL  JUSTICE 

By  Stephen  Leacock,  B.A.,  Ph.D. 

All  the  world  to-day  is  thinking  of  one  and  the 
same  thing,  the  new  social  unrest.  As  the  echoes  of 
the  war  die  away,  the  sound  of  a  new  conflict  rises 
on  the  car.  The  industrial  world  is  filled  with  agi- 
tation. Everywhere  there  are  strikes.  In  Europe 
whole  countries  are  overwhelmed  in  a  social  cataclysm. 

What   does   it  all   mean  ? 

In  this  book  the  attempt  is  made  to  analyze  the 
nature  of  what  is  happening ;  to  view,  in  the  light 
of  the  events  of  the  war,  the  failures  and  defects  of 
the  industrial  policy  of  the  nienteenth  century,  and 
to  trace  as  far  as  may  be  in  the  mist  of  current  events 
the   pathway   to   our   future  safety.        $1.25. 


THE  ENCHANTED 
GOLF  CLUBS 


By  Robert  Marshall 

Major  Jacky  Gore,  sportsman  and  self-confessed  ex- 
pert in  every  known  sport  except  golf — of  which  he 
knows  nothing — being  madly  in  love  with  a  million- 
aire American  widow  who  is  also  a  golf  enthusiast, 
is  driven  into  a  jealous  frenzy  by  the  golfing  exploits 
of  his  fellow  clubman  and  rival  in  love.  On  the  spur 
of  the  moment  he  challenges  this  champion  to  a 
match  on  the  St.  Magnus  links  on  even  terms,  allow- 
ing himself  one  week  to  learn  the  game.  A  fair  field 
to  win   the  lady   is  the  stake. 

The  outcome  develops  in  the  most  humorous  golf 
story  ever  told.     $1.00. 


MAKE  INCREASED  BOOK  SALES  PAY      HS  YEAR'S  STORE  RENT 

Doubleday  Page  &  Co. 

Country  Life  Press 
Garden  City     -     N.Y. 


S.  B.  GUNDY, 


OXFORD 


25  Richmond  St.  W. 

Toronto,       Canada 
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Will  Be  Sold  at  Retail  This  Year 


The  most  sensational  event  in  the  history  of 
merchandising  on  this  continent  was  the  sale  in 
the  United  States  of  50,000  Stewart  Phonographs 
from  one  advertisement.  So  far  this  year,  Can- 
ada has  outstripped  the  United  States  in  sales  per 
capita.  At  the  present  rate  of  sale  100,000 
Stewart  Phonographs  will  be  sold  at  $15  00 
retail  ($15  50  in  the  West)  in  Canada  this 
year.  Merchants  and  jobbers  will  pocket  over  a 
half-million  dollars  in  profits.  Many  merchants 
will  have  profits  running  into  more  than  $1000 
from  Stewart  Phonographs  alone. 

Over   $500,000   profits   will   be  divided  by  Merchants 
in  these  lines : 


Departmental  Stores 
General  Stores 
Music  Stores 


Jewellers 
Drug 

Book  Stores 
Novelty  Stores 


Furniture 
Hardware 
Electrical  Goods 


PISi 
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PHONOGRAPH 


Plays  all  records — Wonderful  volume  and  tone  quality 
— Silent,  smooth-running  motor — Universal  tone  arm — 
Speed  regulator  —  Beautiful  mahogany  enamel  with 
nickel  finish  trimmings.  A  handsome,  sturdy  phono- 
graph— strong  enough  for  everyday  use — fine  enough 
for  any  gathering.  Its  only  competitors  sell  for  many 
times  its  price. 


IS 


BOOKSELLER  AND  STATIONER 


The  Greatest  Phonograph  Advertising 
Campaign   Ever   Launched  in  Canada 

To  Bring  Customers  to  Merchants'  Stores 

The  Wonderful  Stewart  Phonograph  is  not  going  to  blush 
nadvertised.  In  a  few  days  millions  of  people  from  coast  to  coast 
all  be  reading  the  first  advertisement  of  a  nation-wide  campaign 
-city  people,  town  people,  village  people,  farmers,  everybody.  The 
reatest  selling  effort  ever  put  behind  a  phonograph  in  Canada  will 
elp  merchants  sell  the  Stewart  Phonograph.  We  must  have  rapid 
ales  to  maintain  the  low  price. 


ivery  Important  Newspaper 
in  the  Country 

The  list  of  newspapers  carrying  Stewart 
lonograph  advertising  is  as  long  as  your  arm. 

includes  every  important  newspaper  in 
anada.  These  papers  reach  every  city,  town 
rid  village  in  the  country  and  hundreds  of 
lousands  of  farms.  You  read  one  of  them 
ourself.  Nearly  every  man  and  woman  in 
anada  reads  one  of  them.  We  are  adver- 
sing  in  French  and  English.  We  are  adver- 
sing  to  rich  and  poor.  We  are  advertising 
t  morning  papers  and  evening  papers.  Our 
ewspapers  alone  reach  over  4^  million  readers. 

arm  Papers  And  Magazines 

We  want  to  be  sure  that  we 
lo  not  miss  a  single  Canadian 
nth  our  advertising. 

So  we  are  using  the  big  farm 
)apers  and  magazines.  Full  page 
idvertisements.  It  costs  a  lot  of 
noney,  but  it  will  sell  a  tremen- 
lous  number  of  Stewart  Phono- 
graphs. 

Every  advertisement  will  Reach 
,294,469  people.  Hundreds  of  them 
ve  near  your  store  —  scores  of  them 
re  your  customers.  Have  the  Stewart 
Ponograph  ready  when  they  ask  for  it. 


An  Advertisement  Every  Few 
Days-Over  3 1  Million  in  All 

This  year  will  see  over  31  million 
Stewart  Phonograph  ads.  appear  in  Can- 
ada. They'll  be  in  the  papers  every 
few  days  from  now  to  the  end  of 
the  year — March,  April,  May,  June, 
July,  August,  September,  October,  No- 
vember, December — ten  months  of  in- 
tensive selling,  with  a  big  drive  at 
Christmas  time. 

Each  AD.  About  Half  Page 

You  know  what  half-pages  in  the  news- 
papers do  when  it  comes  to  selling  goods.  Then 
just  picture  these  big,  dominating  Stewart  Phono- 
graph advertisements  appearing  every  few  days. 
Beautiful  illustrations.  Clear,  convincing  lan- 
guage. An  urgent  message  to  the  customer  to 
buy  a  Stewart  Phonograph  now — and  to  buy 
it  in  your  kind  of  store. 
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ORDER- 


See  the  next  page — 
use  the  other  side  of 
this  form — order  from 


your  jobber  or  from  us. 

Stewart  Phonograph  Corporation 

Limited 

1110  Temple  Building 

Toronto,  Ontario 


BOOKSELLER    AND    STATIONER 


tirfMi 


The  Stewart  Phonograph  proposition  is 
one  of  big  profits  and  big  sales.  Some  dealers 
are  now  selling  three  or  four  machines  a  day. 
Only  100,000  machines  from  our  output  have 
been  allotted  to  Canada — the  rest  are  for  ex- 
port. It  won't  take  very  many  dealers  to  sell 
that  number  of  machines.  Obviously  the  wise 
thing  to  do  is  to  get  some  machines  in  stock  now. 


PRICES 

Ask  for 

Discount  on 

Quantities 


Order  Through 
Your  Jobber 

Jobbers  in  all  lines  will  have 
Stewart  Phonographs  in  stock. 
Send  your  order  to  your  re- 
gular jobber.  If  he  hasn't  got 
them,  he  will  get  them  for  you. 
Get  this  order  in  soon  so  that 
you  will  have  Stewart  Phono- 
graphs when  people  are  asking 
for  them. 

Or  Send  This  Order  to  Us  — 


Stewart  Phonograph  Corporation  Ltd. 
1110  Templei Building,  Toronto,  Ontario 

I  want  Stewart  Phonographs 

Name 

Address 

Jobber's  Name 

City 


First  Come 
First  Served 

Jobbers  will  be  supplied  in  thi 
order  in  which  they  make  ap 
plication  to  us.  Several  jobber 
have  contracts  with  us  now  whicl 
will  make  quite  a  hole  in  ou 
output.  The  best  thing  the  re 
tail  merchant  can  do  to  insure  i 
supply  of  Stewart  Phonograph 
for  his  store  is  to  write  his  jobbe 
at  once  or  to  send  us  this  orde 
which  will  be  filled  through  th 
jobber. 

Ill  Write  us  to-day  for  the  Stewa: 

•JwDDClS  Phonograph  proposition. 

This  announcement  is  going  to  retailei 
through  this  and  other  papers.  A  giant  broac 
side  is  being  mailed  to  every  retailer  in  Canad 
who  can  handle  Stewart  Phonographs.  News 
paper  advertising  is  in  the  hands  of  the  paper: 
The  orders  will  be  on  their  way  to  jobbers  in 
few  days.  Some  of  the  jobbers  are  ready.  Ho 
about  you  ?  We  have  an  attractive  propositioi 
GET  IN  TOUCH  WITH  US  NOW. 
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BEST  SELLERS  for  1920-ORDER  AT  ONCE! 


The   Modern  Gasoline  Automobile,  Its   Design,  Con- 
struction and  Operation. 

By  Victor  W.  Page,  M.S.A.E.  This  is  the  most  complete,  prac- 
tical and  up-to-date  treatise  on  gasoline  automobiles  and  then- 
component  parts  ever  published.  In  the  new  revised  and  en- 
larged 1920  edition,  all  phases  of  automobile  construction,  opera- 
tion and  maintenance  are  fully  and  completely  described  and  in 
language  anyone  can  understand.  1,000  pages.  1,000  illustra- 
tions. 

The  Model  T  Ford  Car,  Its  Con- 
struction, Operation  and  Repair, 
Including  the  Fordson  Farm 
Tractor.  The  F.  A.  Starting  and 
Lighting  System  and  the  Worm 
Drive  1-Ton  Truck. 

By  Victor  W.  Page.  This  is  the  most  com- 
plete and  practical  instruction  book  ever 
published  on  the  Ford  car  and  the  Fordson 
tractor.  Illustrated  by  specially  made  draw- 
ings and  photographs.  All  parts  of  the 
Ford  Model  T  Car  are  described  and  illus- 
trated in  a  comprehensive  manner  —  noth- 
XggSsSa  ;ng,  js  ]eft  for  the  reader  to  guess  at.  The 
=s>°*ssa^  construction   is   fully  treated  and  operating 

principle     made     clear     to     everyone.       425 
pages.     150  illustrations. 

How  to  Run  an  Automobile. 

By  Victor  W.  Page.  This  treatise  gives  concise  instructions  for 
starting  and  running  all  makes  of  gasoline  automobiles,  how  to 
care  for  them,  and  give  distinctive  features  of  control.  De- 
scribes every  step  for  shifting  gears,  controlling  engines.  178 
pages.      72    illustrations. 

Abrasive  and  Abrasive  Wheels. 

By  Fred  B.  Jacobs.  A  new  book  for  everyone  interested  in  abra- 
sives or  grinding.  A  careful  reading  of  the  book  will  not  only 
make  mechanics  better  able  to  use  abrasives  intelligently,  but  it 
will  also  tell  the  shop  superintendent  of  many  short  cuts  and 
efficiency-increasing  kinks.  The  economic  advantage  in  using 
large  grinding  wheels  are  fully  explained,  together  with  many 
other  things  that  will  tend  to  give  the  superintendent  or  work- 
man a  keen  insight  into  abrasive  engineering.  340  pages,  200 
illustrations.     This  is  an   indispensable  book  for  every  machinist. 

Automobile  Repairing   Made  Easy. 

By  Victor  W.  Page.  A  thoroughly  practi- 
cal book  containing  complete  directions  for 
making  repairs  to  all  parts  of  the  motor  car 
mechanism.  Written  in  a  thorough  but 
non-technical  manner.  This  book  also  con- 
tains Special  Instructions  on  Electric  Start- 
ing, Lighting  and  Ignition  Systems,  Tire 
Repairing  and  Rebuilding,  Autogenous 
Welding,  Brazing  and  Soldering,  Heat 
Treatment  of  Steel,  Latest  Timing  Prac- 
tice, Eight  and  Twelve-cylinder  Motors, 
etc.,  etc.  You  will  never  "Get  Stuck"  on  a 
Job  if  you  own  this  book.  1,000  specially 
made  engravings  on  500  plates.  1,056 
pages   (5%  x  8).     11   folding  places. 

Machine  Shop  Arithmetic. 

By  Colvin-Cheney.  Most  popular  book  for  shop  men.  Shows 
how  all  shop  problems  are  worked  out  and  "why."  Includes 
change  gears  for  cutting  any  threads ;  drills,  taps,  shrink  and 
force  fits ;  metric  system  of  measurements  and  threads.  Used 
by  all  classes  of  mechanics  and  for  instruction  in  Y.  M.  C.  A. 
and  other  schools.     Seventh  edition.     131  pages. 

Steel:    Its  Selection,  Annealing,  Hardening  and  Tem- 
pering. 

By  E.  R.  Markham.  This-  work  was  formerly  known  as  "The 
American  Steel  Worker,"  but  on  the  publication  of  the  new,  re- 
vised edition,  the  publishers  deemed  it  advisable  to  change  its 
title  to  a  more  suitable  one.  This  is  the  standard  work  on  hard- 
ening, tempering,  and  annealing  steel  of  all  kinds.  This  book 
tells  how  to  select,  and  how  to  work,  temper,  harden,  and  anneal 
steel  for  everything  on  earth.  It  is  the  standard  book  on  select- 
ing, hardening,  and  tempering  all  grades  of  steel.  400  pages. 
Very  fully   illustrated.     Fourth  edition. 

Saw  Filing  and  Management  of  Saws. 

By  Robert  Grimshaw.  A  practical  hand-book  on  filing,  gumming, 
swaging,  hammering  and  the  brazing  of  band  saws,  the  speed, 
work,  and  power  to  run  circular  saws,  etc.  A  handy  book  for 
those  who  have  charge  of  saws,  or  for  those  mechanics  who  tlo 
their  own  filing,  as  it  deals  with  the  proper  shape  and  pitches  of 
saw  teeth  of  all  kinds  and  gives  many  useful  hints  and  rules  for 
gumming,  setting,  and  filing,  and  is  a  practical  aid  to  those  who 
use  saws  for  any  purpose.  Third  edition,  revised  ?.nd  enlarged. 
Illustrated. 


Autcmcbile  Welding  with  the  Oxy-Acetylene  Flame. 

By  M.  Keith  Dunham.  Explains  in  a  simple  manner  apparatus 
to  be  used,  its  care,  and  how  to  construct  necessary  shop  equip- 
ment. Proceeds  then  to  the  actual  welding  of  all  automobile 
parts,  in  a  manner  understandable  by  everyone.  167  pages,  fully 
illustrated. 

» 

Brazing  and  Soldering. 

By  James  F.  Hobart.  The  only  book  that  shows  you  just  how  to 
handle  any  job  of  brazing  or  soldering  that  comes  along  ;  it  tells 
you  what  mixture  to  use,  how  to  make  a  furnace  if  vou  need  me. 
Full  of  valuable  kinks.  The  fifth  edition  of  tnis  book  has  just 
been  published,  and  to  it  much  new  matter  and  a  large  liumber 
of  tested  formulas  for  all  kinds  of  solders  and  fluxes  have  been 
added. 

Model  Making 

By  Raymond  Francis  Yates.  A  new  book  for  the  mechanic  and 
model  maker.  This  is  the  first  book  of  its  kind  to  be  published 
in  this  country  and  all  those  interested  in  model  engineering 
should  have  a  copy.  The  first  eight  chapters  are  devoted  to  such 
subjects  as  Silver  Soldering,  Heat  Treatment  of  Steel,  I.pthe 
Work,  Pattern  Making,  Grinding,  etc.  The  remaining  twenty- 
four  chapters  describe  the  construction  of  various  models,  such 
as  rapid-fire  naval  guns,  speed  boats  .model  sleam  engines,  tur- 
bines, etc.  This  book  must  not  be  contused  with  those  describ- 
ing the  construction  of  toys  now  on  the  market.  It  is  a  practi- 
cal treatise  on  model  engineering  and  construction.  400  pages. 
3'01   illustrations. 

House  Wiring. 

By  Thomas  W.  Poppe.  Describing  and  illustrating  up-to-date 
methods  of  installing  electric  light  wiring.  Intended  for  the 
electrician,  helper  and  apprentice.  Contains  just  the  informa- 
tion needed  for  successful  wiring  of  a  building.  125  pages,  fully 
illustrated,  flexible  cloth. 

Electrician's  Handy  Book. 

By  Prof.  T.  O'Connor  Sloane.  The  1920  revised  and  enlarged  edi- 
tion of  this  book  has  just  been  issued..  It  is  intended  for  the 
practical  electrician  who  has  to  make  things  go.  The  entire 
field  of  electricity  is  covered  within  its  pages.  It  is  a  work  of 
the  most  modern  practice,  written  in  a  clear,  comprehensive 
manner,  and  covers  the  subject  thoroughly,  beginning  at  the  A 
B  C  of  the  subject,  and  gradually  takes  you  to  the  more  advanced 
branches  of  the  science.  It  teaches  you  just  what  you  should 
know  about  electricity.  A  practical  work  for  the  practical  man. 
Contains  forty-eight  chapters.  The  publishers  consider  them- 
selves fortunate  in  having  secured  the  services  of  such  a  well  and 
favorably  known  writer  as  Prof.  Sloane,  who  has  with  the 
greatest  care  completed  a  master  work  in  concise  form  on  this 
all-important  subject.  600  engravings,  824  pages,  handsomely 
bound  in  cloth.     Fifth  edition. 

The  Lathe — Its  Design,  Construction  and  Operation, 
With  Practical  Examples  of  Lathe  Work. 

By  Oscar  E.  Perrigo.  A  new  revised  edition,  and  the  only  com- 
plete American  work  on  the  subject,  written  by  a  man  who 
knows  not  only  how  work  ought  to  be  done,  but  who  also  knows 
how  to  do  it,  and  how  to  convey  this  knowledge  to  others.  It  is 
strictly  up-to-date  in  its  descriptions  and  illustrations.  A  num- 
ber of  difficult  machining  operations  are  described  at  length  and 
illustrated.  The  new  edition  has  nearly  500  pages  and  350  illus- 
trations. 

Henley's  Twentieth  Century  Book  of  Recipes,  Formu- 
las and  Processes. 

Edited  by  Gardner  D.  Hiscox.  The  most  valuable  techno-chemical 
formula?  book  published,  including  over  10,000  selected  scientific, 
chemical,  technological  and  practical  recipes  and  processes.  This 
book  of  800  pages  is  the  most  complete  book  of  recipes  ever  pub- 
lished, giving  thousands  of  recipes  for  the  manufacture  of  valua- 
ble articles  for  every-day  use.  Hints,  helps,  practical  ideas  and 
secret  processes  are  revealed  within  its  pages.  It  covers  every 
branch  of  the  useful  arts.  Contains  an  immense  number  of 
formulas  that  every  one  ought  to  have  that  are  not  found  in 
any  other  work.     New   edition.      Cloth. 


Starting,     Lighting,     and     Ignition 
Systems. 


By  Victor  W.  Page.  A  practical  treatise  on 
modern  starting  and  ignition  system  prac- 
tice. This  practical  volume  has  been  writ- 
ten with  special  reference  to  the  require- 
ments of  the  non-technical  reader  desiring 
easily  understood  explanatory  matter  relat- 
ing to  all  types  of  automobile  ignition, 
starting  and  lighting  systems.  It  can  be 
understood  by  anyone  even  without  elec- 
trical knowledge.  Nearly  500  pages.  297 
specially  made  engravings.     New  edition. 


Any  of  these  books  sent  prepaid  on   receipt  of  price.     FREE  —  Our  new  1920  Catalog  of  Practical  Books  sent  free  on  request 


THE  NORMAN  HENLEY  PUBLISHING  COMPANY, 


2  WEST  45th  STREET 
NEW  YORK 
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j§     STRONG      FICTION      FOR      SPRING      SELLING     g 

|  THE  BLOWER  OF  BUBBLES  | 

I  By  ARTHUR  BEVERLEY  BAXTER  g 

EE     A  New  Star  in   the  Fiction  Firmament,  already  a  great  success  in    Great     g5 

Britain  and  the  United  States,  sure  to  be  just  as  popular  over  here  H 

EE  == 

London  Bookman:  "The  Blower  of  Bubbles  is  a  remarkable  first  book  by  a  Can-  — 

adian  author.     Basil  Norman  stands  out  vividly  as  a  character  of  extraordinary  __~ 

charm  and  a  man  of  extraordinary  courage."  ,  ~ 

London  Book  Monthly :  "When  you  find  a  new  author  who  has  humor,  genuine,  =r 

good  humor,  you  are  conferring  a  boon  on  us  all.     Mr.  Arthur  Beverley  Baxter  22 

SE3  is  one  of  those  writers  who  unconsciously  get  themselves  into  their  books  as  an  22 

S5  actor  is  said  to    'come  over  the  stage.' "  ~ 

Glasgow  News:  "He  is  of  the  school  of  Mr.  W.  J.  Lock© — humorous,  lightly  philo-  = 

sophical,  tender.     Mr.  Baxter  will  never  fail  to  please  plain   readers  whatever  = 

2g  his  plots  may  be."  22 

I  SEPTEMBER  | 

I  By  FRANK  SWINNERTON  = 

=  = 

A  new  novel  by  Frank  Swinnerton  has  come  to  be  an  important  event  in  publish-  ~ 

ing  circles.    Ever  since  the  success  of  NOCTURNE,  Swinnerton  has  been  a  name  = 

5  to  conjure  with  among  the  more  discriminating  American  readers.    SEPTEMBER  =r 

is  a  delightful  surprise.    Although  unlike  any  other  novel  Swinnerton  has  written  — 

22  it  has  all  the  dramatic  intensity  of  NOCTURNE.     A  tale  of  a  passionate  conflict  — 

in  love  between  two  strongly  contrasted  temperaments,  a  mature  woman  and  a  ^ 

young  girl.     Nothing  he  has  done  so  finely  shows  Swinnerton's  command  of  the  ™ 

secrets  of  the  human  heart.     From  every  point  of  view  it  is  a  novel  of  extra-  ~ 

ordinary  interest.     SEPTEMBER  is  uniform  with  Swinnerton's  other  novels.     It  2 

5  'will  be  in  immediate  demand  among  your  best  trade.  52 


George  A.  Birmingham 
"UP,  THE  REBELS" 

A.  Conan  Doyle 
"DANGER" 

Phillips  Oppenheim 
'THE  GREAT  IMPERSONATION' 

Cleveland  Moffat 
"POSSESSED" 

Corra  Harris 
"HAPPILY  MARRIED" 

Mrs.  Humphry  Ward 
"HELENA" 


William  Henry  Ward 
"THE  BRIDGE  OF  TIME" 

B.  M.  Crocker 
"THE  PAGODA  TREE" 

Henry  James  Forman 
"FIRE  OF  YOUTH" 

Warwick  Deeping 
"SECOND  YOUTH" 

Gertrude  Page 
"THE  VELDT  TRAIL" 

Stephen  McKenna 
"SHEILA   INTERCEDES" 


McClelland  &  stewart  limited 

CANADA'S  LIVEST  BOOK  HOUSE  TORONTO 
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The  Cover 
Reproduced 
Herewith 
Shows  the 
Actual  Size 
of  This  Book 

Fits  the  Pocket 

It  is  complete 
and  authentic, 
prepared  with 
the  valuable 
assistance  of 
the  Department 
of  Highways 
together  with 
the  co-operation 
of  County 
Engineers. 

Retail  at  50c. 
Covering  Ontario 
and  Quebec. 

Western  Ontario 
Edition  35c. 

Eastern  Ontario 
and  Quebec  35c 


Order  these 

NOW 
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THE  MAN  OF 
THE  FOREST 

Zane  Grey 


VT'OU  can  sit  by  the 
*  camp-fire  to-night  in  a 
mountain  paradise  .  .  . 
And  awake  to  the  glory  of 
the  sunrise  on  the  peaks  .  . 
Feel  a  Western  pony  un- 
der you. 

Sniff  the  freshness  of 
mountain  air,  zestful  with 
the  scent  of  pine  .  .  . 
Taste  the  thrill  of  daring 
and  adventure  and  exalta- 
tion of  romance  ... 

All  in  the  pages  of 
THE  BIG  NOVEL  OF  1920 


Escape 


AREN'T  there  times  when 
the  humdrum  and  com- 
monplace of  the  daily  grind 
become  oppressive,  and  you 
dream  of  romance,  of  ad- 
venture, of  the  freedom  of 
life  in  the  open  .  .  .  the 
glory  of  the  mountains,  the 
glow  of  your  own  camp-fire, 
and  in  the  circle  of  its  danc- 
ing light,  the  face  of  the  one  , 
woman — the  girl  you  have 
saved  from  a  thousand 
perils? 

You  can  find  escape,  adven- 
ture, romance — all  of  this 
TO-NIGHT  in  the  pages  of 

The  Big  Novel  of  1920 


ZANE  GREY 

The  Big  Novel  of   1920 

"The  Man  Of  The  Forest" 


What  You  Are  Buying: 

392  pages  of  Zane  Grey 
at  his  best,  attractively 
bound  in  cloth,  illustrated, 
with  a  striking  wrapper  in 
full  color.  A  large 
amount  of  national  adver- 
tising will  reach  not  only 
Zane  Grey's  host  of 
friends,  but  will  win  him 
many  new  readers. 

Anyone  who  glances  at 
his  book  is  a  sure  cus- 
tomer. The  action  begins 
on  the  third  page  and  is 
too  enthralling  for  him  to 
put  the  book  down. 


What    You    Are   Selling 
Your  Customer: 

The  latest  tale  by  a 
writer  he  knows — a  writer 
who  is  fast  approaching 
the  zenith  of  his  literary 
power — the  story  of  two 
girls  from  the  East  who 
are  thrown  into  a  moun- 
tain Paradise,  pursued  by 
outlaws,  rescued  by  THE 
MAN  OF  THE  FOREST, 
the  most  splendid  figure 
yet  created  by  the  great 
Western  story-teller.  A 
trip  to  the  mountains  of 
the  far  West  full  of  rush- 
ing adventure. 


$2.00  Net 
GET  READY  FOR  THE  BOOM! 


BOOKS  TO  BE   PUBLISHED  DURING  MARCH 

THE  INSIDE  STORY  OF  THE  PEACE  CONFERENCE.     By  Edward  J. 

Dillon.     Post  8vo,  Cloth   about  net  $2.50 

RAYMOND    ROBINS'    OWN    STORY.      Set    down    by    William    Hard. 

Illustrated.      Crown  8vo   • about  net     2.25 

WHAT    THE    CENSOR    FORBADE.      By    Philip    Gibbs.      Illustrated. 

Crown  8vo,  Cloth about  net     3.50 

RUSSIA  AS  AN  AMERICAN  PROBLEM.     By  John    Spargo.      Crown 

8vo,   Cloth    • about  net     2.50 

A  WORLD  REMAKING.     By  C.  W.  Barron.     Post  8vo,  Cloth,  about  net     2.50 

PRESENT   AND   PAST   BANKING    IN   MEXICO.      By   Walter   Flavius 

McCaleb.    Crown  8vo,  Cloth  *  . .  about  net     2.25 

WHAT   OUTFIT,  BUDDY?     By  T.  Howard  Kelly.     Illustrated.      Post 

8vo,  Half  Cloth    about  net     1.75 

LIGHTNIN'.     By  Frank   Bacon.     Frontispiece.     Post  8vo,  Cloth    

about  net     2.00 

BALLADS    OF    OLD    NEW    YORK.      By    Arthur    Guiterman.      Illus- 
trated.    Cloth   about  net     1.75 

OUR  UNSEEN  GUEST.     Anonymous.     Crown  8vo,  Half  Cloth 

about  net     2.25 

THE  UNKNOWN.     By  Camille  Flammarion.     Post  8vo,  Coth  .about  net     2.25 

The  Musson  Book   Co.,  Limited 

Publishers  TORONTO 
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Sweethearts  Unmet 

-:-       BERTA  RUCK'S  NEW  NOVEL       :-: 


The  charming  girl  who  "doesn't 
know  any  young  men";  the  young 
man  who,  through  force  of  circum- 
stances, never  meets  any  girls  of  the 
kind  he  would  wish  to  marry — these 
are  the  principal  characters  of  this 
romance  of  London,  to-day. 

"There's  a  sweetheart  waiting  somewhere 
in  the  world  for  everyone,  they  say.  All  I  say 
is,  if  there's  the  sweetheart,  why  can't  I  meet 
him?"  This  is  the  complaint  of  the  little 
heroine,  who  lives  alone. 

The  other  side  of  the  picture  is  given  by 
the  young  hero  of  the  book,  who  knows  abso- 
lutely no  girls.  Straight,  simple-hearted  and 
affectionate,  without  any  home  of  his  own, 
what  has  life  to  offer  him?  It  seems  to  be 
nobody's  business  to  introduce  him  to  the 
right  girl 

This  story  states  a  problem  of  youth  in  all 
our  great  cities.  It  is  a  plea  for  those  who  do 
not  speak  for  themselves;  the  lonely  lads  and 
girls,  the  unloved  lovers  of  the  world,  sweet- 
hearts unmet.  Here  is  another  of  those  de- 
lightful romances  which  Berta  Ruck  knows 
so  well  how  to  write. 


One   of   the  most 

delightful  of  all 
Berta  Ruck's  Novels 


fe  SWEETHEAKT^ 

I   "Berta  *£#k 


The  Best  Bookjjto 
feature  during  Leap  Year 


CharnC 


The  Story  of  those 
who  do  not  speak 
for   themselves. 


Illustrated  Cloth 
$1. 75  net. 


HODDER  &  STOUGHTON  LIMITED,  Publishers  Toronto 
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To 
WHOLESALERS 

Yours  for  Covering  Canada" 


U^ff 


THE 

ANNUAL 
SPRING  NUMBER 

OF 

BOOKSELLER  &  STATIONER 

Our  readers  will  expect  to  find  messages  from  all 
the  important  distributing  houses. 

All  Advertising  Copy  Must  Be  In  By  March  24 

Bookseller  &  Stationer  goes 
to  Retailers  and  Jobbers  of 
Books,  Stationery,  Toys  and 
kindred  goods  throughout 
Canada. 

The  Only  Paper  in  Canada  for  these  interests  and 
for  over  35  years  their  Trade  authority 
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This  Page 

presents  some  salient  facts  about  the 
Canadian  field  as  affecting  the  book, 
stationery  and  toy  trades.  This  infor- 
mation is  of  value  to  manufacturers  and 
jobbers  of  these  lines  AND  FOR  AD- 
VERTISING AGENCIES. 

For  Dealer  Advertising 

of  goods  coming  under  the  headings  of  Books,  Stationery  and  Toys,  there  is 
only  one  medium  in  Canada.  It  is  BOOKSELLER  AND  STATIONER,  now 
in  its  36th  year  of  continuous  publication. 

Everywhere  throughout  Canada  the  book  and  stationery  merchants  get 
BOOKSELLER  AND  STATIONER  and  we  have  many  of  these  dealers  as 
subscribers  who  have  subscribed  for  it  regularly  ever  since  it  was  established 
thirty-five  years  ago. 

For     first-hand     evidence 

from  representative  retail     ho"°2"  """"""* 

booksellers  and  stationers  The  Olds  Drug  Co.,  Ltd 

we  would  refer  you  to:  "Th" R<,xo" s'°"' 

Drugs.    Stationery    and     Fancy     Goods 
Hibben'S,   Victoria,   B.C.  :  :  :  Kodak    Supplies    a    Specialty   :     : 

Granville  Stationery  Co., 

Vancouver,  B.C.  olds.  Alberta,  ,Hov,  .20_  I9  19 

F.  E.  Osborne, 

Calgary,  Alta.  iu«*««»  publishing  oo.,Li»it«d, 
A.  H.  Esch  &  Co.,  Toront0' 0nt- 

Edmonton,  Alta.  Dear  slr,,: 

Canada    DrUg    &    BOOk    CO.,  "»  take  pleasure  m  enclosing  $1.  being  the  eubscrip- 

•tiegina,   OaSK.  tlon  for  Bookseller  and  Stationer  for   one  year  In  adTance.     We 

Russell-Lang  &  Co., 

TTr.  .  ~r  think  this  is  one  magazine  that  the  trade  would  find  It  rery 

Winnipeg,  Man. 

'MT'Tri       Tvrrell     &     CO  hard  t0  eet  alonE  without.     For  ourselTes,  If  ths  price  was 

TOrOntO  iS.  per  year  we  would  still  be  a  subscriber.     He  read  e»ery 

Chapman's  Bookstore,  copy  froB  C0Tar  t0  COTer. 

Montreal 
Nelson's,  St.  John,  N.B.  rhankine  you'  we  b'6 10  r~,in' 

T.  C.  Allen  &  Co.,  You"  tru1^ 

Halifax,   N.S.  The  Olds  Drug  Co.  Ltd. 

Garrett  Byrne,  ^o,     a    y- 

St.  John's,  Nfld.  *<*£&-: £\J./*!rj 

ADVERTISING  RATES 

1  3  6  12 

Insertion  Insert's  Insert's  Insert's 

One   page,    10x6%    in $45  00  $40  00  $35  00  $30  00 

Half  page,  5x6%   in.;  10x3%   in 25  00  22  00  20  00  18  00 

Quarter  page,  2x6%  in.;  5x3%  in 15  00  12  50  11  00  10  00 

Specialty  pages,  space  2%x3  in 7  00  6  45  5  85  5  00 

Buyers'  Guide  pages,  space  l1/2x2%  in.   .         4  20  4  00  3  45  3  00 

Yours  for  Covering  Canada 
Bookseller  &  Stationer 

143-153  University  Avenue         -        Toronto,  Canada 
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The  Big  Year  Round  Sellers 
Eagle  Brand 

TOY  BALLOONS 


BIG  PROFITS 
AND  STEADY 
SALES. 


Just  inflate  a  dozen  of 
these  rapid  sellers  and  put 
them  in  your  window. 
They'll  sell  like  "hot 
cakes."  They're  made  in 
a  great  variety  of  shapes 
and  beautiful  colors  and 
the  profit  on  each  sale  is 
most  attractive.  Order  a 
good  supply  of  these  pro- 
fit-earners to-day.  Don't 
delay. 


THEY 

SELL 

THEMSELVES. 


Jobbers  will  find  that 
the  Eagle  Brand  Toy 
Balloons  will  net  them 
a  worth-while  profit. 
They  sell  quickly  year  in 
and  year  out.  Write  us 
to-day  for  full  particu- 
lars of  our  proposition. 


THE  EAGLE  RUBBER  CO. 

Ashland,  Ohio,  U.S.A. 

New  York  Office:    33  Union  Square  West 

Largest  Factory  in  the  U.  S.  A.  Making  Toy  Balloons  Exclusively 


Canadian  Agents: 

Menzies  &  Co.,  Ltd., 

439  King  Street  W.  Toronto,  Canada 
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5-oz.  size,  with  cap  and  brush,  30c.  retail 
11-oz.  size,  with  cap  and  brush,  60c.  retail 
30-oz.  size,  for  refilling,     -     -     $1.00  retail 

BE  PATRIOTIC 

AND    SAVE    MONEY-BUY    BRITISH    GOODS 

GLUCINE 

The  good  old  liquid  adhesive  is  back  again — and  this  time  it  is  going  to  ''stick." 
WE  GUARANTEE  that  GLUCINE  never  goes  bad— never  dries  up— has  no  odor. 
As  you  know,  it  is  a  thoroughly  reliable  adhesive — is    always    clean    and    sweet — 
is  economical. 
Send  in  your  order  NOW  for  April  delivery.     Order  in  grosses  and  make  a  nice  profit. 

LYONS  BANK  WAX 

Lyons  Parcel  Wax — Perfumed  Wax 
LYONS  WRITING,  COPYING  AND  RED  INK 

There  is  no  better  ink  made  than  Lyons. 

We  have  always  talked  quality  heretofore — Now  we  can  talk  PRICE  as  well. 

We   wish    to    place    local    agencies    throughout    Canada.      Write    for   our 

proposition  NOW. 

MTd  by  LYONS  INK,  LIMITED,  MANCHESTER,  ENGLAND 

Canadian  Agents: 

MENZIES   &    COMPANY,   LIMITED 

439    KING    STREET    WEST,    TORONTO 
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Your  Business  Horizon 

can  be  enlarged  to  include  new  fields  and  new  opportunities 
through  the  use  of  timely  information  about  your  line  of 
business,  gathered  from  all  parts  of  Canada. 

Do  you  see  the  advertisements  of  competitors  or  news  items 
which,  if  followed  up,  mean  more  new  business  for  you  as  a 
manufacturer,  agent  or  wholesaler.  We  can  keep  you  posted 
regularly  on  all  changes  or  developments  that  affect  your 
market  or  your  products. 

Would  you  like  information  on  any  of  the  following : 


Book  Stores 
Stationery  Stores 
Novelty  Stores 
Variety  Stores 
Music  Stores 
Picture  Stores 
Drug  Stores 
Children's  Goods 


School  Supplies 
Office  Supplies 
Wall  Papers 
Paper  Mfgs. 
News  Agents 
Publishers 
Xmas  Goods 
Advertising 


These  items  create  opportunities  for  you  whether  you  are  in 
the  wholesale  or  retail  business.  We  will  be  glad  to  give  you 
rates  on  any  subject  or  suggest  a  service  that  will  be  of  value 
to  you. 

Canadian  Press  Clipping  Service 

143-153  UNIVERSITY  AVE.,  TORONTO 

Name 


Address 
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Leading  Fiction  by  Best  Authors 


Paper    Covers, 
Clear  Type, 


Picture  Wrappers, 
Favourite    Authors 
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96 

120 
123 

126 
147 

155 
156 
157 

166 
169 
174 
179 

180 
182 


195 
208 
214 


Rodney  Stone  A.   Conan   Doyle       220 

Montezuma's  Daughter 

H.  Rider  Haggard 
Col.  Quaritch,  V.C.  H.  Rider  Haggard 
The   World's  Desire 

H.  Rider  Haggard  and  Andrew  Lang 
Beatrice  H.   Rider  Haggard 

Light  Freights  W.  W.  Jacobs 

Allan's  Wife  H.  Rider  Haggard 

Master  of  Craft  W.  W.  Jacobs 

Black  Heart  and  White  Heart 

H.  Rider  Haggard 
Odd  Craft  W.  W.  Jacobs 

Mystery  of  Cloomber     A.  Conan  Doyle 
The  Long  Night  Stanley   Weyman 

A  Shadowed  Happiness 

Effie  Adelaide  Rowlands 
Dialstone  Lane  W.  W.  Jacobs 

One  Man's  Evil 

Effie    Adelaide    Rowlands       263 
Bitter  Sweet 

Effie    Adelaide    Rowlands 
The  Love  Stone 

Alice  and  Claude  Askew 
The  Blue   Lagoon 

H.    de    Vere    Stacpoole 
Short  Cruises  W.  W.  Jacobs 

Adventures  of  Gerard  A.  Conan  Doyle 
Iris  Charles  Garvice 


221 
222 
224 
225 

229 
231 
233 
236 

238 

244 
250 

257 


264 
265 
268 
289 

297 

345 
360 


My  Friend  the  Chauffeur  367 

C.  N.  and  A.   M.   Williamson  377 

Verdict  of  the  Heart     Charles  Garvice  399 

My   Lady  of  Shadows     John   Oxenham  404 

Fickle   Fortune  Charles   Garvice  406 

Arsene  Lupin 

Edgar  Jepson  and  M.  le  Blanc  408 
Fate                                      Charles  Garvice 

Sailors'   Knots  W.  W.  Jacobs  409 

Adrien   Leroy  Charles  Garvice  411 

The  Drums  of  War  412 

H.  de  Vere  Stacpoole 

Revelations  of  Secret  Service  413 

William   Le  Queux  416 
A  Relenting  Fate           Charles   Garvice 

The  Indiscretions  of  a  Lady's  Maid  418 

William   Le  Queux  419 

All   Is  Not  Fair  in   Love  420 

Charles   Garvice 

The  Return  of  Sherlock  Holmes  421 

A.  Conan  Doyile 

The  Lady  of  the  Barge     W.  W.  Jacobs  422 
The  Loom  of  Fate         Charles   Garvice 

Round  the  Red  Lamp     A.  Conan  Doyle  423' 

Arrest  of  Arsene  Lupin  424 

M.    LeBlanc  425 

Many  Cargoes  W.  W.  Jacobs  426 

The  Prisoner  of  Zenda     Anthony  Hope  427 
Ann  Veronica                            H.  G.  Wells 


White   Fang  Jack   London 

The  Firing  Line  Robt.  W.  Chambers 
Secret  Sin  William   Le  Queux 

Room  of  Secrets  Wm.   Le  Queux 

An  Irregular  Marriage 

Sidney   Warwick 
City  of  Beautiful  Nonsense 

E.  Temple  Thurston 
The   White  Lie  Wm.   Le  Queux 

The  Lady  in  the  Car  Wm.  Le  Queux 
The  Way  of  the  Strong 

Ridgwell   Cullum 
The  Stage  Door  Arthur  Applin 

The  Second   Lady   Kendal 

Meta  Simmins 
The  Jewels  of  Death  Robt.  Halifax 
The  Top  Dog  Fergus  Hume 

Life's  Golden  Web 

J.  B.  Harris-Burland 
The   Island  of   Galloping   Gold 

Edgar  Wallace 
Her   Husband 

Effie  Adelaide  Rowlands 
Treasure  of  Israel  Wm.    Le   Queux 

The  Man  Who  Knew  Edgar  Wallace 
The  Passionate  Friends  H.  G.  Wells 
Shadow  on  the  Purple  A  Peeress 

The   Devil's   Keg  Ridgwell   Cullum 


NEWNES  STRAND  LIBRARY 

Handy  Pocket  Size  (4"  x  6"),    Clear  Type, 
Stiff  Paper  Cover  with  3-Colour  Picture 


14 

Sally  Bishop 

E.  Temple  Thurston 

15 

Ann  Veronica 

H.  G.  Wells 

19 

Bourgeois 

H.   de   Vere   Stacpoole 

20 

Donald's  Trust 

Amy  McLaren 

22 

The  Stage  Door 

A.   Applin 

23 

The   Love  Stone 

Alice  and  Claude  Askew 

2-4 

The  Compact 

Ridgwell  Cullum 

The  City  of  Beautiful  Nonsense 

E.  T.  Thurston 
One  Man's  Evil  E.  A.  Rowlands 

Traffic  E.  T.  Thurston 

A  Son  of  the  Sun  Jack   London 

Bealby  H.  G.  Wells 

The  Hollow  Needle     Maurice   Le   Blanc 
After  Many  Days 


33 


34 


Effie   Adelaide    Rowlands         37     The  Night   Riders 


Arsene  Lupin 

Edgar  Jepson  and  Maurice  Le  Blanc 
This  Man  and  This   Woman 

Lady  Troubridge 
Raven,  V.C. 

Coralie  Stanton  and  Heath  Hosken 
The  God  of  His  Fathers  Jack  London 
The  Sporting  Spirit  Hylton  Cleaver 


Ridgwell   Cullum 


NEWNES  TRENCH  LIBRARY 

Similar  to  Above  with  Coloured 
Picture  Wrapper 


1 

Smithy 

Edgar  Wallace 

12 

2 

Nobby 

Edgar  Wallace 

16 

7 

Four  Just  Men 

Edgar  Wallace 

17 

10 

Pigs  Is   Pigs 

Ellis   Parker   Butler 

22 

Sunk  Island  J.  B.  Harris-Burland 

McGlusky   the  Reformer  A.  G.  Hales 

Amazing  Mr.  Bunn  Bertram  Atkey 

Grif  B.  L.  Farjeon 


23 
24 


26 


Troddles  in  Trenches  R.   Andom 

The  Meddler 

H.  de  Vere  Stacpoole  and  W.  A.   Bryce 
Blue  Bird's  Eye  George  Edgar 
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d  NEWNES  "ALL-STAR"  LIBRARY 

Splendid  Stories,  in  clear  type,    each  by  a  recognized 
writer,  and  with  a  live  illustrated  3-coloured  cover  (7x9) 


6 


Clue  of  the  Twisted  Candle 

Edgar  Wallace 
Sons  of  Satan  William  Le  Queux 

The  Eye  Witness 

Lillias  Campbell  Davidson 
The  Prodigal  Daughter  Temple  March 
The  Hidden  Peril  J.  B.  Harris-Burland 
Fate  Charles   Garvice 

A  Wilful  Maid  Charles  Garvice 

The  Loom  of  Fate  Charles  Garvice 

Adrien  Leroy  Charles  Garvice 


11  The  Jewels  of  Death  Robt.  Halifax 

12  The  Love  Stone 

Alice  and  Claude   Askew 

13  The  Girl  Without  a  Heart 

Charles    Garvice 

14  Fickle    Fortune 

15  The  Stage  Door 

16  The  Man   Who  Knew 

17  Judas  of  Salt  Lake 

18  The  Drug  Slave 
19 


The   Paradise  of  Fools 


Charles    Garvice 

Arthur  Applin 

Edgar  Wallace 

Winifred   Graham 

Mary  Lake 


Derek  Vane 


20  The  Golden   Lure 

21  The  Woman  Who— 

22  Miracle  of  the  Turf 

23  Bondage  of  the  Law 

24  The  Price  of  a  Soul 

25  Cats'  Eyes 

26  Pyramids  of  Snow 

27  The  Revue  Girl         T. 

28  Seen   in  the  Shadows 

29  No  Limit 

30  Story    of   the    Stage 


Almaz  Stout 

Arthur  Applin 

Winifred  Graham 

Meta  Simmins 

Paul  Trent 

Sidney  Warwick 

Edith  Metcalfe 

Arthur   Plummer 

Fergus  Hume 

Arthur  Applin 

Ranger    Gull 


Mt7\Y/METQ  FICTION   IS  WORLD -POPULAR 

lNIL  W  IN  CO  EXPORT  ORDERS  PROMPTLY  EXECUTED 

LONDON  :      GEORGE  NEWNES,  Ltd.,    8-11  SOUTHAMPTON  ST.,  STRAND,  W.C. 
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Quality    Always    Paramount 

The  time  is  rapidly  approaching  when  production  will  catch  up 
with  sales.  When  that  time  comes,  Roger  W.  Babson  predicts  an 
era  of  most  intensive  competition.  This  does  not  necessarily  mean 
a  competition  of  price,  but  of  quality  and  service.  The  slacking 
of  quality,  which  the  unprecedented  conditions  of  the  past  few 
years  have  in  a  measure  excused,  has  in  many  lines  thrown  pre- 
war standards  into  discard.  This  condition  cannot  continue. 
Wise  buyers  are  already  applying  the  brakes  and  are  watching 
carefully  to  see  that  they  are  not  loaded  up  with  goods  of  inferior 
quality  which  may  be  difficult  to  move  in  this  coming  time  of 
keen  competition. 

We  are  daily  proving  to  I-P  Dealers  that  they  need  have  no  fear  on  this 
point,  because  we  are  constantly  building  to  higher  quality  standards  thruout 
our  line.  In  Spite  of  many  handicaps  we  are  making  bettter  goods  today  than 
ever  before.     Check  UP  ^"5  statement — it  is  worth  proving.    ^Jg|  **    UP 

IRVING-PITT  MANUFACTURING  CO. 


CHICAGO 


KANSAS  CITY 


NEW  YORK 


'''  "it  «„  W*= 


?!s  '-r-r    ...«'  fflffiS    " 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 


Vol.  XXXVI. 


MARCH.  1!>2< 


N. 


APRIL 


THE   ANNUAL   SPRING    NUMBER 

will  appear  next  month  and 
will  be  rich  in  practical  ar- 
ticles of  genuine  business- 
building  value  that  will 
mean  Money  for  the  wide- 
awake retailer.  Its  appear- 
ance will  be 

THE  TRADE  EVENT  OF 
THE  SEASON 


Dollars  for 
Dealers 


THE  MOST  IMPORTANT  ANNOUNCEMENTS  OF  THE 
YEAR  WILL  BE  MADE  IN  THE  ADVERTISING  PAGES 
BY  THE  LIVEST  WHOLESALE  HOUSES  IN  THE  TRADE 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 


JOHN  BAYNE  MACLEAN,  President 
H.  V.  TYRRELL,  General  Manager 


H.  T.  HUNTER,  Vice-President 
T.  B.  COSTAIN,  General  Managing  Editor 


Publishers  of  Hardware  and  Metal,  The  Financial  Post.  MaeLean's  Magazine,  Farmers'  Magazine. 
Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review,  Printer  an<l  publisher,  Bookseller  and 
Stationer,  Canadian  Machinery  and  Manufacturing  News,  Power  House,  Sanitary  Engineer,  Canadian 
Foundryman,  Marine  Engineering  of  Canada,  Canadian  Motor,  Tractor  and  Implement  Trade  Journal 
and  Druggists'  Weekly. 

Cable  Address:    Macpubeo,   Toronto;    Atabek,   London,   Eng. 
ESTABLISHED   1887 

BOOKSELLER  AND  STATIONER 

FINDLAY   I.   WEAVER,  Manager 

CHIEF  OFFICES: 

CANADA — Montreal,   Southam   Building,   128   Bleury  Street,    Telephone  Main   1004.      Toronto,    143-153   University   Ave., 

Telephone  Main  7324.       Winnipeg,   1103   Union  Trust  Building,   Telephone  Main   3449.       Vancouver,   39   Tenth   Ave. 

West. 
GREAT   BRITAIN  —  LONDON,    The   MacLean    Company    of  Great  Britain.   Limited,  88  Fleet  Street,  EC,   E.  J.  Dodd, 

Director.      Telephone  Central   12960.     Cable  Address :     Atabek,   London,   England. 
UNITED   STATES— New   York,   Mrs.   e!   C.   Gibb,   Room    1606  St.  James  Building.  1133  Broadway  (corner  26th  Street)  ; 

Boston,  C.  L.  Morton,  Room  734  Old  South  Building,  Telephone  Main  1204.     A.  H.  Byrne,  Room  1402  Lytton  Bldg., 

14   E.   Jackson   Street,    Chicago;   Telephone   Harrison    Si  133. 

SUBSCRIPTION  PRICE — Canada,  Great  Britain.  South  Africa  and  the  West  Indies,   $1.00  a  year;   United  States,   $1.50 
a  year;   other   countries,   $2.00   a   year.     Single    Copies,    10c.      Invariably   in    advance. 


B O  O K SELLER   AND   STATIONER 


There's  still  magic  in 

the  number  SEVEN! 


Just  SEVEN  years  ago  Grosset  &  Dunlap  brought 
out  in  the  Popular  Edition  the  first  SEVEN  of  those 
famous  rollicking  stories  of  the  West  by  B.  M.  BOWER. 

The  list  of  titles  has  now  grown  from  SEVEN  to 
SEVENTEEN,  and  for  popularity  they  are  second  only 
to  the  great  Zane  Grey  books. 

In  order  to  properly  celebrate  the  SEVENTH  anni- 
versary of  taking  over  the  B.  M.  BOWER  books,  we 
have  prepared  a  big  special  selling  campaign,  backed 
up  by  every  sort  of  dealers'  help  and  advertising. 

March  1st  the  date  of  publication  of  the  new 
BOWER  reprint  SKY  RIDER  will  open  this  cam- 
paign. Get  ready  for  the  fray  bv  ordering  a  full  stock 
of  the  following  SEVENTEEN^.  M.  BOWER  titles: 

SKYRIDER   : 

CHIP  OF  THE  FLYING-U 

THE  FLYING-U'S  LAST  STAND 

FLYING-U  RANCH 

GOOD  INDIAN 

THE  GRINGOS 

THE  PHANTOM  HERD 

STARR  OF  THE  DESERT 

THE  LURE  OF  THE  DIM  TRAILS 

THE  HERITAGE  OF  THE  SIOUX 

THE  LOOKOUT  MAN 

THE  LONG  SHADOW 

HER  PRAIRIE  KNIGHT 

THE  LONESOME  TRAIL 

THE  UPHILL  CLIMB 

THE  HAPPY  FAMILY 

THE  RANGE  DWELLERS 


Grosset  &  Dunlap,  1140  Broadway,  New  York 
George  J.  McLeod,  Limited,  Toronto 
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ROBINSON  REMINDER 

X  f\     v  1  ^M'^S^5^.!         Nationally  Advertised  In 

When  At-        I^HB^^L^i    LITERARY 
tended  to  f^^B|lP^  H»        DIGEST 

Each     memo     separate;  (q\      -,***?!?^^f£^  /\IUGxlCcUl 

moves  the  last  excuse  for  'Sfe^  V         Wfr*^^?^''''^^"  Metropolitan 

pocket  in  cover.     Made  in  ',-Jj         NOTES  IVlcC^lure  S 

fa:,.-.. ,        -  'WJm  And  Elsewhere 

Witn  each   Reminder  is   an   extra   filler 

Asa. 11.  <-mii       .  in  Size  B  3  in.  x  5  in.    Size  A  3  1-2  in.  x  7  in. 

Million      SolH      AnH     RlKinPSS  Handsome      Black       Leather       $1.26  $2.00 

iviiiiiuii   ooiu    /\na    ous>inebi>  In  Cross  Grain  (fast  co]oiB)      17S     .     .     *275 

J.      /->■      ...              tt      j           iir          |                                                                           In     India     Calf     2.50  3.50 

ust  (jetting  Under  Way!  rn  cowhide 2.75  375 

*  In   Genuine  Morocco   3.00       -       -         4.00 

„  jji  ...  j  rm.  ,.     ,.  ,  RETAIL  in    Imitation    Leather    .75       -  1.00 

Demand  on  dealers  gets  stronger  every  day.     There  is  no  limit  to  "                           rn  cloth   (without  extra  filler)      .25       -       -          .SO 

the  sales   possibilities.     Dealers   say   they've  never  seen   anything  PRICES:         Ladies'  Shopping  Reminder,  Size  L,  2  34  in.  x  3  34  in., 

.,       ..       _                              ,                        ,       ,                 ...                             .  with    pencil    and    extra    filler.    $1.50;    in    patent    leather, 

like   it.      Every  man   and  woman   who  has   anything   to   remember  $1.75;   in    Genuine    Morocco,    $2.25. 

is   an    almost   certain    prospect,   sooner   or    later.      Write   for   our  _       .  _.    B5TSA   ,?I'LL.BIH5„,  „     „ 

Per  dozen:  Size  B,  75c.    Size  A.  $1.00.     Size  L,   7Cc 
dealer's  proposition   and  discounts.  •  Name  in  gold  leaf  on   cover— 25c  extra 

Dealers    Write  These  prices  subject  to  change  without  notice. 

ROBINSON  MFG.  CO.,  74  Elm  Street,  WESTFIELD,  MASS.,  U.S.A. 


This  Dealer  Sells 

WORK-ORGANIZERS 

Simply  by  Keeping  Them  in  Sight 

"We  have  had  a  window  display  of  WORK-ORGANIZ- 
ERS which  was  very  successful  as  you  will  no  doubt 
note  from  the  two  recent  orders   sent  you." 

That's  how  WORK-ORGANIZERS  move  for  Stevens-Maloney 
&  Co.,  in  Chicago.  They'll  move  quickly  for  you,  too.  All  you 
have  to  do  is  keep  them  where  cus- 
tomers can   see  them. 

ALL  DESK  WORKERS 
NEED   THEM 

The   Big   Boss   is  glad 
to   buy    them,    they    are 
so   practical   and   valua- 
ble ;  make  good  in  use ; 
repeat  great;  margin  is 
liberal.  Every  man  who 
works  at  a  desk  or  has 
records     to     keep     is     a 
prospect      for      WORK- 
ORGANIZERS. 
SUPPLY 
YOUR   BIG 
CUSTOMERS 

Don't  let  the 
big  firms  send 
out  of  town 
for  these  —  let 
them  know 
YOU  have 
them. 

Just  a  Few  of  the 
Thousands  of  Big  Users 

Eberhard  Faber 
John    Wanamaker 
Ford    Motor    Co. 
I.arkin   Co. 

New  York   University. 
Remington   Arms. 


No.  332,  10 
pkts.,  $5.25  : 
No.  330,  6 
pkts.,  S?"^ 
Letter  size 
black  seal 
grain,  Fabrikoid  cover.  All  flat, 
open  in  front,  your  own  sjbject 
labels. 

In    Drawer    No.    734,    handsome 
paper,    15   pkts.,    $2.25 ;   No.    732 
10     pkts.,      $1.90;     No.     730,      6 
pkts.,    $1.50.      Letter   size.       Ten 
other   styles. 


Work-Organizer  Specialties  Co. 

87  JEFFERSON  AVE.    DETROIT,  MICH.- 


BUXTON  |- 


KEY  KASE 

Advertised  in 

LITERARY  DIGEST,  AMERICAN, 
MACLEAN'S,  SYSTEM,  LESLIE'S 

and  thru  other  effective  channels 


$2.50 
Ret. 


Flat,  smooth,  neat  —  fits  vest  or 
hip  pocket,  or  ladies'  handbag 
without  bulging.  Saves  clothes. 
Keys  easy  on,  easy  off,  easy  to 
locate  even  in  the  dark.  Each 
hook   holds    two. 

A  RED-HOT  SELLER! 
Whoever  Carries  Keys 
Needs       a        Key       Kase 

and  our  advertising,  reaching 
hundreds  of  thousands  of  men 
and  women  prospects,  sends 
them   to   your  store. 


Retal   Prices 

Genuine  Cowhide 

Hooks    50c 

Hooks    65c 

Hooks    85c 

Real    Pig   Skin 

Hooks    $0.60 

Hooks    0.80 

Hooks    1.10 

Goat   Morocco    Lined 

Hooks    $0.85 

Hoks     1.10 

Hooks    1.26 


Write  for  Dealer  Offer! 

LAW.  NOVELTY  CO. 

Dept.  K,  Springfield,  Mass.,  U.S.A. 
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The  AIGNER  Way 

Saves  Half  the  Time 

Aigner's  Patent  Cut  Index  Tabs  come  in  strips  or  gangs 
already  cut,  leaving  the  tabs  in  one  strip  with  a  1/1(5  at- 
tachment on  rear  edge.  One-half  turn  separates  the  tabs  — 
no  mixing  of  tabs,  as  they  come  in  alphabetical  order:  the 
next  letter  is  always  at  the  top  of  the  strip.  Tabs  are  linen- 
lined  on  inside,  gummed  and  ready  for  use. 
Stationers  and  manufacturers  come  to  us  for 

Index   Tabs  of  all  kinds 

Index   Shields  for  reinforcing 

Name,   Law  and   Number  Labels  for  Law   Work 

Gold  Stamping  and   Embossing 

Special  Die  Cutting 

Cloth  for  reinforcing  Index  Sheets 

Index  sheets   with  Tabs  attached  to  Sheets. 

Write    for    information    and    catalogue  —  It's   free. 

G.  J.  Aigner  &  Company 

Sole  Manufacturers  of   Patent  Cut   Index   Tabs 
Dept.  C.  554  Adams  St.  Chicago,  111.,  U.S.A. 


PROTECTS  YOUR  FINGER 


7\ 


"ARGUS"  Paper  Fasteners 

New  patent — finger  guard  absolutely 
prevents  point  pricking.  Made  of  steel 
and  always  stays  in  place.  Cost  no 
more  than  others  and  sell  readily. 
Write  for  FREE  sample. 

You  Can't  Lose  Pen  or  Pencil 

This  wonderful  UP-TO-DATE 
«,  combination  clasp  and  yearly 
£  calendar  will  more  than  pay  for 
_  itself  by  saving  pencils  and 
,=  time.    At  all  good  stationers  or 

from  us  15c.  stamps  or  coins. 


State  for  Pen  or  Pencil 


ARGUS  MFG.  CO. 


Dept  10 


402-406  N.  Paulina  St.,  CHICAGO,  ILL. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


"($jfnJU) 


The  McKinley  Edition  of  Ten  Cent  Music 


will     always     hold     first     place     as     an     Edition     of 

Standard,.    < 'lassie  and     Teaching     Music 
as     an    established     demand    for    this     line     of    Music    exists     through- 
out the  United  States  and  Canada. 

It    meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has   proved   itself  to  thousands   of   dealers   to  be  the  best  foundation 
for    a    sheet    music    department. 

Write    us    for   samples 

McKINLEY  MUSIC  CO. 

The   Largest  "  Exclusively    Sheet  Music  House  " 
in  the  World 


Every  copy   of   The  McKinley   Edition   sold   means    a   profit   of   over    150 
per   cent,   to   the   dealer. 

The  McKinley  Edition   (Revised  for  Canadian  Trade)   conforms  in  every 
detail    with    Canadian    copyright   laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer"   is  the  cata- 
logues   bearing     the    dealer's     imprint    which    are    supplied     with    this 
Edition.      These    catalogues    will   attract   more   customers    to   your   store 
than    any    other    medium    you    could    employ. 
and    particulars   to-day. 

New  York  City:  145  W.  45th  Street 

Chicago:   1501-15  East  Fifty-Fifth  St. 


CETTHEBEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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Setten   &   Durward 


In  C 


anaaa 
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Another  connection  of  importance  to  the 
Canadian  trade  has  been  closed,  by  which 
we  will  in  future  represent  Setten  and 
Durward,  of  Birmingham,  England,  for 
Canada  and  Newfoundland.  This  arrange- 
ment was  made  when  Mr.  MacDougall, 
President  of  our  Company,  was  in  Eng- 
land recently. 

Setten  &  Durward 

are  the  largest  MANUFACTURERS  in 
Great  Britain  of  Stationery,  Metal  Sun- 
dries and  Wood  Specialties  for  stationers. 

During  the  war  their  plant  was  to  a  very  large 
extent  devoted  to  the  production  of  war 
necessities  for  the  British  Government,  but  they 
are  now  coming  into  the  Canadian  trade  in  a 

large  way. 

There  are  two  immense  Setten  and  Durward 
factories  in  Birmingham.  One  is  devoted  to  the 
manufacture  of  a  varied  line  of  products  of 
wood,  such  as  Stationery  Cases,  bases  for  Ink 
Stands,   etc. 

In  the  other  factory  are  manufactured  metal 
specialties,  such  as  Brass  Paper  Fasteners, 
Compasses,  Dividers,  Protractors/and  the  various 
items  going  to  make  up  Drawing  Sets,  as  well  as 
other  School  Supplies.  Cash  Boxes  and  Deed 
Boxes  are  extensively  manufactured.  Still 
another  important  line  comprises  various  carded 
goods  for  stationers. 

This  new  connection  rounds  out  the  Aro-Mac 
lines  in  such  a  manner  as  to  furnish  the  most 
complete  and  most  efficient  service  to  the 
stationery  trade  of  Canada. 


lei 


te.tv.li.  ■',:  ,  ■■■.<i„'''-  :/ 


j 


An        mar  |^  11      n      p  I    ■  J        Representatives  for  Canada  and  Newfoundland 

.  K.  MaCLlOllgall  &  LO.,   Ltd.    468  King  Street  West    -    Toronto 
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PENCIL 
SHARPENERS 


Low-priced  machine — Twin  milling  cut- 
ters. Sharpens  pencils  of  standard  size. 
Fitted  with  stop  that   prevents  waste. 


This  model  is  like  the  Chicago  but  has 
device  that  permits  sharpening  of  all 
sizes  of  pencils. 


The  acme  of  value  and  perfection  in 
hand-feed  sharpeners.  Point-adjuster 
enables  user  to  produce  any  desired  point 
blunt  or  fine. 


W 


GUARANTEED 


Guaranteed  for 
Five  Years 

Clean—Solid 

Sides  and 

Bottom 

Fire  Resisting 

Good  Profit  for 
Dealer  • 


Other  Important  Line 

Easthampton  Rubber  Bands 

Erie  Art  Metal  Goods 

Hunt's  Round  Pointed  Pens 

Superior  Fasteners 

Non-Shine  Chair  Pads 


YOU  FARE  BEST  BUYING  FROM 
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Vul-Cot  ask'  baskets  possess  all  the  selling 
power  of  a  novelty,  yet  they  might  he  called 
conservatives  among  staples.  The  better  they 
are  known  the  more  strongly  do  they  become 
entrenched  in   public   favor. 

The  Vul-Cot  is  an  aristocrat  among  waste  bas- 
kets. Tt  has  a  distinctive  personality  that  singles 
it  out  from  among  its  associates — wicker,  wood 
and  metal — and  gains  the  attention  of  the  care- 
fid  buyer. 

Yet  Yul-Cots  cost  little  more  than  ordinary 
waste  baskets.     They  are  easy  to  sell. 

A  little  pushing,  like  an  occasional  window  dis- 
play, a  favorable  position  inside  the  store  and 
the  calling  of  your  customers'  attention  to  them 
will  easily  make  them  one  of  your  most  profit- 
able lines. 

They  have  done  that  much  for  others. 
Write  for  full  particulars 


ou  Should  Carry  in  Stock: 

Trussell's  Loose  Leaf 

Memos  and  Price  Books 

Webster's  Ink  Powders 

Smigel's  Desk  Pads 

Excelsior  Stamp  Pads  ah  colors 

James  MacNeil  &  Sloan's 
Sealing  Wax 


Sengbusch  Specialties 


'"'"Him 

JBm 

No.    320— Plain    Glass. 


No.     300 — Plain     G!ass. 


A.  R.  MacDOUGALL  &  CO.,  LIMITED 

468   KING   STREET   WEST,   TORONTO,    CANADA 


s» 
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Increasing  Sales 

Indicate  Satisfied  Buyers 


CRA^EL 


5ix  Standard  Colors  |'| 

WITH    BLACK    AfO  B«P*N        | 

TO.  STANDARD  CRAVON  CO.  1 

PANVCPj     WH. 1 


7  ABSOBTED  COLORS 

TOR  SUPERIOR   PASTEL  WORK,    I 


Get  Samples  and  Prices 
For  School  Tender 


A.  R.  MacDougall  &  Co.,  Ltd., Toronto 

Representatives  for  Canada  and  Newfoundland 
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Here  Are  Five  Leaders  in  Pencils 
For  Your  School  Trade 

These  [are  in  stock  in  Toronto.     Ready  to  ship 
to  you. 

Interview  school  and  collegiate  principals  and  get 
them  to  recommend  these  pencils  to  the  pupils. 

NONE[BETTER    MADE 

A.  R.  MacDougall  &  Co.,  Ltd.,    -   Toronto 

Representatives  for   Canada  and  Newfoundland 
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The  Swan  Pen  is  made  in  all  styles.  Standard,  Safety  and  Self-filling  and  in  a 
complete  range  of  sizes  and  points  to  suit  every  hand.  Fine,  medium,  broad, 
stub,  turned  up,  oblique  and  special  points  for  Manifolding,  Bookkeeping  and 
stenography. 

Its  increasing  popularity  is  the  result  of  its  efficiency  as  a  writing  instrument, 
the  smoothness  of  the  Gold  Pen  points,  and  the  instant  response  on  touching  the 
paper  are  a  source  of  satisfaction  to  user  while  the  excellence  of  manufacture  and 
high  finish  add  to  its  beauty  and  gracefulness. 

Used  and  kpown  all  over  the  world 

MABIE,  TODD  &  COMPANY 

MANUFACTURERS 


London 


Paris 


Toronto 


New  York 


Chicago 
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BOOM 
YOUR 

GREETING 
CARD 

BUSINESS 


Can  You  Afford  to  Run 

The  Same  Lines  Year  After  Year? 

Why  not  at  least  wait  and  see  something  really  new? 

A  NEW  LINE  ENTIRELY 
THE  DREYFUSS  ART 

Christmas    and    New    Year 

Greeting  Cards  and  Booklets 

New  Artists  New  Designs 

New  and  Original  Sentiments 

The  largest  variety  of  any  line  shown  and  for  the  first  time  Sold  Direct  to  the 
Trade,  meaning  better  value  for  you  and  your  customers. 


1920 


These  cards  are  bound    to   WIN  their  way 
into    the    best   stores    throughout   Canada. 


WILL    BE    THE    BIGGEST    OF    ALL    YEARS 
FOR  CHRISTMAS  GREETING  CARD  TRADE 


VALENTINE  &  SONS  UNITED  PUBLISHING  CO., 

LIMITED 

TORONTO  WINNIPEG 
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THE  JOBBER  IS  INDISPENSABLE 

THE  prediction  has  been  frequently  made  that 
in  the  progress  of  merchandising  and  reducing 
the  cost  of  goods  the  wholesaler  or  jobber  would  in 
course  of  time  be  eliminated.  The  opinion  of  those 
responsible  for  such  an  opinion  appears  to  be  that 
in  dispensing  with  his  services  an  unnecessary  profit 
would  be  saved  to  the  retailer  who  would,  under  the 
changed  circumstances,  purchase  direct  from  the 
manufacturer.  To  anyone,  however,  who  is  acquain- 
ted with  conditions  governing  the  manufacturing 
and  retail  businesses  such  a  prediction  will  appear 
little  likely  of  fulfilment,  On  the  contrary,  the  jab- 
ber of  to-day,  in  spite  of  his  oft-heralded  extinction, 
is  probably  more  securely  fixed  in  his  position,  and 
his  existence  is  more  necessary  to  the  efficient  work- 
ing of  the  business  machine  than  at  any  previous 
period  in  the  history  of  commerce.  The  reasons 
for  this  are  obvious. 

In  the  first  place  the  mediation  of  the  jobber  in 
the  process  of  the  distribution  of  goods  is  an  economy 
rather  than  an  expense.  The  manufacturer's  over- 
head expense  for  travelling  representatives  and  other 
charges  which  he  would  be  bound  to  incur  in  selling 
his  own  goods  and  in  supplying  fifty  or  one  hun- 
dred different  customers  with  small  orders  rather 
than  the  whole  to  one  customer  would  be  so  enor- 
mously increased  that  he  would  'be  compelled  to 
charge  much  more  for  his  product.  In  addition  to 
this,  the  retailer  would  be  compelled  to  give,  say, 
fifty  separate  orders  to  various  manufacturers  where 
at  present  he  gives  the  whole  order  to  a  single  job- 
ber, thus  saving  himself  the  trouble  of  keeping  fifty 
separate  accounts  and  making  fifty  separate  pay- 
ments. The  services  of  the  jobber  are,  therefore,  a 
distinct  and  almost  indispensable  benefit  both  to 
retailer  and  manufacturer.  Again,  it  will  hardly  be 
disputed  that  the  average  retailer  is  likely  to  have 
less  experience  and  less  facilities  for  buying  than  a 
large  jobbing  house.  The  latter  carefully  selects 
goods  at  the  lowest  possible  price  and  the  retailer 
shares  in  the  advantages  accruing  from  the  jobbers' 
buying  abilities. 

Glance  round  a  stationery  store  or  a  drug  store 
and  consider  the  immense  labor  that  would  be  involv- 
ed wree  these  merchants  compelled  to  purchase  every 
article  direct  from  the  manufacturer.  Sorting-up 
orders,  too !  How  could  these  be  filled  several  times 
during  the  season  were  it  not  for  the  jobbing  .-ales- 
man,  to  say  nothing  of  his  being  able  to  buy  staple 
lines  in  small  quantities,  when  otherwise  he  would 


have  to  place  orders  possibly  beyond  his  actual  re- 
quirements. 

It  will  thus  be  seen  that  the  jobber,  instead  of 
being  a  cause  of  needless  expense,  renders  services 
which  are  a  source  of  economy  to  the  retail  trade. 


KEEP  TRADE  POSTED 

THE  demand  for  practically  all  varieties  of 
stationery  products  has  leaped  to  undreamed-of 
proportions.  Factories  everywhere  are  straining  to 
the  utmost  to  supply  the  world  with  its  needs.  The 
manufacturers  of  these  lines,  in  order  to  promote 
efficiency  in  the  trade,  must  not  only  increase  pro- 
duction, but  should  proclaim  increased  production 
by  means  of  judicious  advertising  as  a  guide  to  the 
trade  they  serve.  Another  aspect  for  them  to  ever 
keep  in  mind  is  that  the  salesman  of  to-day  may  be 
the  proprietor  of  to-morrow;  and  he  who  fails  to  keep 
this  big  fact  in  mind  is,  beyond  question,  missing 
golden  opportunities  for  building  up  business  for 
the  future.  Things  that  cannot  'be  seen  or  felt  by 
the  people  of  the  world  have  no  reality — nothing 
but  darkness.  No  radiance  glows  from  the  light  be- 
neath a  bushel  and  to  the  world  it  is  nothing  but 
darkness. 


CULTIVATE  STORE  SPIRIT 

STORES,  in  order  to  achieve  maximum  results, 
must  have  a  definite  business  policy.  They  can- 
not be  conducted  along  the  line  of  a  hitror-miss 
policy.  A  most  important  development  of  follow- 
ing out  definite  business  principles  is  what  many 
merchants  call  a  "store  spirit."  It  shows  itself  in 
increased  efficiency,  in  closer  co-operation,  and  makes 
for  smoother  relations  in  all  departments.  This 
store  spirit  should  be  cultivated,  even  while  it  is 
being  developed.  The  idea  would  be  instilled  into 
the  mind's  of  the  clerks  that  they  are  a  part  of  the 
store  and  that  on  their  work  ,to  a  much  larger  extent 
than  they  often  realize,  hinges  the  success  of  the 
various  departments.  Many  proprietors  of  the  most 
successful  hardware  stores  hold  regular  conferences 
with  the  men  in  their  employ,  and  talk  over  with 
them  each  situation  that  affects  the  store.  Informa- 
tion and  ideas  that  are  invaluable  are  often  gained 
in  this  way.  From  the  employee's  standpoint,  it 
gives  him  an  added  interest  in  the  welfare  of  the 
store  and  makes  him  feel  that  he  is  a  part  of  a 
growing  institution  and  responsible  for  its  standards. 
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ThrSchool  Text  Book  Question 

Statement  by  Education  Department  of  New  Government  of  Ontario  Brings  Out 

Spirited  Criticism 


FOLLOWING  is  a  statement  sent 
out  to  the  press  by  the  Department 
of  Education,  and  this  is  followed 
up  by  a  letter  written  by  C.  L.  Nelles, 
of  Guelph,  Oht.,  in  reply.  Mr.  Nelles  is 
one  of  the  moving  spirits  in  connection 
with  the  prospective  organization  of  a 
trade  association  of  the  booksellers  of 
Canada: 

"Owing  to  the  great  increase  in  the 
cost  of  producing  text  books  in  the  last 
few  years  on  account  of  new  conditions 
prevailing  in  respect  to  labor,  paper, 
binding,  etc.,  it  has  been  found  necessary 
either  to  increase  to  the  purchaser  the 
cost  of  many  of  the  text  books,  or  to  pay 
to  the  publishers  of  the  books  an  amount 
sufficient  to  enable  them  to  carry  on  if 
the  present  retail  prices  are  retained. 

"The  Hearst  Government  favored  the 
latter  plan,  and  luring  the  current 
school  year  (1919-1920),  in  accordance 
with  arrangements  made  last  summer, 
the  Ontario  Readers,  the  Ontario  Public 
School  Grammar,  and  the  Ontario  Public 
School  Arithmetic,  while  selling  at  the 
former  prices,  are  costing  the  Govern- 
ment the  difference  between  the  former 
prices  and  the  actual  amount  required  to 
•meet  the  just  claims  of  the  publishers 
concerned.  The  present  Government  has 
decided  that  this  arrangement  is  equit- 
able and  that  it  should  be  continued  in 
respect  to  the  books  just  named. .  It  has 
also  been  decided  that  an  equivalent  ar- 
rangement is  to  be  followed  in  the  case 
of  all  new  contracts  now  being'  arranged 
for  next  school  year.  This  plan  appears 
to  be  a  fair  and  just  middle  course  be- 
tween a  plan  which  would  distribute  free 
text-books  to  the  schools  and  a  plan 
which  would  oblige  the  pupils  to  pay  an 
abnormal  price  due  to  post-war  condi- 
tions. 

•  "The  following  Public  School  text- 
books, therefore,  on  the  list  for  next 
school  year  (1920-1921)  will  be  issued 
under  the  plan  now  outlined:  The  On- 
tario Readers,  The  Ontario  Public  Scho'.M 
Arithmetic,  The  0  itario  Public  School 
Composition  and  Grammar  (new  book). 
The  Ontario  Public  School  History  of 
England  and  Canada.  If  the  same  ar- 
rangement should  be  made  for  other 
books,  due  notice  will  be  given.  It 
is  expected  that  the  Revised  Primer  and 
the  Revised  Manual  on  Primary  Reading 
will  be  ready  for  tne  schools  next  Sep- 
tember. 

"As  to  High  School  text  books,  the 
purchaser  will  continue  to  pay  the  full 
cost.  It  is  expected  that  two  Revised 
Hijrh  School  text  books  and  one  new 
High  School  text  book  will  be  ready  for 
the  schools  next  September,  namely,  The 
Ontario  High  School  English  Composi- 
tion (revised),  The  Ontario  High  School 
Geometry  (revised),  and  The  Ontario 
High  School  Geography       (new  book)." 


Must   Have  Fair   Profit 

Following  is  a  copy  of  a  letter  on  the 
subject  of  school  text-book  prices  sent  to 
the  new  Minister  of  Education  by  C.  L. 
Nelles  of  Guelph,  which  booksellers  ev- 
erywhere will  read  with  interest: 

"February  23rd,  1920. 
"Hon.   L.   H.   Grant,   Minister  of  Educa- 
tion, Parliament  Buildings,  Toronto. 

"Dear  Sir — I  notice  in  the  papers  that 
you  have  made  arrangements  with  the 
publishers  in  regard  to  school  books,  ap- 
parently without  consultation  with  the 
distributors  throughout  Ontario.  The 
item  of  school  books  in  retail  stores  has 
been  a  big  argument  with  the  late  gov- 
ernment, and  it  is  the  intention  of  the 
booksellers  to  make  the  retail  price  of  all 
school  books  satisfactory  to  the  dealers 
without  any  regard  to  published  prices. 
This  line  has  been  carried  for  years  at  a 
loss,  and  now  that  express  and  freight  are 
doubled,  it  is  either  a  case  of  the  Govern- 
ment supplying  them  free  or  the  price  re- 
tail being  made  satisfactory  to  the  deal- 
ers. We  did  not  expect  any  action  would 
be  taken  by  your  department  in  the 
meantime  and  were  arranging  a  meeting 
to  appoint  a  deputation  to  meet  you  and 
go  into  the  matter.  As  it  is  too  late  for 
that  now  we  will  meet  and  arrange  re- 
tail prices  of  school  books  to  suit  our- 
selves, regardless  of  published  ones  in 
the  books. 

"We  cannot  afford  to  pay  for  the  edu- 
cation of  all  the  school  children  in  On- 
tario, which  is  the  case  at  present,  owing 
to  the  unreasonable  demands  and  ar- 
rangements of  educational  departments 
who  may  control  the  publishing  but  not 
the  selling  prices. 

"I  remain,  vours  faithfully, 

(Sgd.)        C.  L.  NELLES, 

Guelph." 

PREFER  BRITISH   BOOKS 

One  effect  of  the  increasing  price  of 
educational  textbooks  of  U.S.  publica- 
tions is  that  many  of  these  are  being 
eliminated  by  Canadian  schools  and  col- 
leges, being  replaced  bv  textbooks 
from  England  and  others  published  here 
in  Canada.  The  teachers  and  professors 
are  nothing  loath  to  change  to  the  Brit- 
ish and  Canadian  publications  and  it 
seems  probable  that  this  tendency  will 
continue  to  grow  and  that  the  change 
will  become  permanent  even  though 
prices  of  U.S.  books  may  subsequently 
go  down  again  to  normal  prices.  One 
of  the  latest  recommendations  along  this 
line  is  that  of  President  MacLean  of  the 
University  of  Manitoba  to  reolace  U.S. 
textbooks  used  there  bv  ordering  in- 
stead Canadian  and  British  books  in 
cases  where  educational  advantages  do 
not   intervene. 
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WITH  the  example  that  has  been 
set  in  the  Western  Provinces  in 
the  matter  of  uniform  public 
school  text  books,  and  the  tendency  in 
that  direction  in  the  Maritime  Provinces, 
is  it  not  time  for  Ontario  to  realize  the 
opportunity  that  this  opens  up  toward 
greater  efficiency  and  the  advancement 
of  national  ideas?  Why  shouldn't  all 
Canadian  children  have  the  very  best 
possible  school  text  books  ?  Joint  action 
by  all  the  provinces  will  certainly  tend 
that  way,  and  the  new  Government  of 
Ontario  might  well  work  toward  that 
end  in  the  reforms  which  it  is  understood 
they  have  in  mind  for  the  Education  De- 
partment. 

For  Uniform  Text-Books 

Representing  New  Brunswick,  Dr.  W. 
S.  Carter  and  Dr.  H.  S.  Bridges,  of  St. 
John,  have  recently  been  in  consultation 
with  Nova  Scotia  authorities  discussing 
the  possibilities  of  agreeing  on  certain 
standard  books  which  might  be  used  in 
common  by  the  various  Provinces,  and 
thus  greatly  reduce  the  cost.  The  text- 
book committee  of  the  New  Brunswick 
Board  of  Education  has  decided  that  sev- 
eral of  the  books  in  use  in  that  Province 
should'  give  place  to  better  works,  but 
has  not  yet  recommended  any  in  their 
places.  The  movement  toward  greater 
uniformity  is  reported  gaining  ground 
steadily,  and  already  an  agreement  has 
been  reached  by  the  Provinces  of  Mani- 
toba, Alberta  and  Saskatchewan  and 
British  Columbia.  In  a  statement  issued 
following  this  conference  the  New  Bruns- 
wick Chief  Superintendent  of  Education 
gave  out  that  there  would  have  to  be 
considerable  delay  in  issuing  the  new 
geography,  history  and  readers,  because 
the  boundaries  in  the  eastern  hemisphere 
have  not  as  yet  been  made;  the  history 
and  literature  have  not  been  compiled 
and  selected. 

"For  many  reasons  a  number  of  our 
present  text-books  must  be  changed. 
Some  are  obsolete.  Others  can  no  longer 
be  obtained,  and  still  others  have  so  in- 
creased in  price  that  we  can  no  longer 
pay  the  prices  asked."  The  advantages 
of  one  Province  combining  with  ethers 
in  the  purchase  of  text-books  are  the 
lower  prices  offered  for  large  quantities. 

It  is  not  likely  that  any  changes  in 
texts  will  come  into  effect  in  New  Bruns- 
wick for  a  year  or  two,  as  it  is  necessary 
to  enter  into  contracts  for  a  number  of 
years. 


The  book  section  of  the  Annual  Spring 
Number  is  going  to  be  of  special  interest 
ind  with  the  announcements  by  pub- 
lishers will  constitute  a  most  valuable 
guide  to  the  season's  publishing  activi- 
ties. 


Organization 


|  What  Osborne  of  Calgary  Says 
Some  Reforms  That  Are  Needed 


Based  on  an  Interview  With  F.  E.  Osborne  During  a  Call  at  the  Office  of  Bookseller 

and  Stationer 


FE.  OSBORNE,  of  Calgary,  called 
upon  "Bookseller  and  Stationer" 
when  in  Toronto  early  in 
February  and,  in  the  course  of  a  con- 
versation on  the  subject  of  trade  organ- 
ization, cited  some  trade  benefits  that 
might  be  attained  by  united  action  on 
the  part  of  the  retail  booksellers 
throughout  Canada.  His  attitude  was 
that  it  was  necessary  that  there  should 
be  better  profits  in  the  book  business 
for  the  retailer,  and  he  said  that  he 
appreciates  the  necessity  for  the  best 
possible  degree  of  co-operation  between 
retailers  and  the  wholesale  houses. 
While  in  Toronto  he  had  conferred  with 
several  of  the  wholesale  houses  on  this 
matter  and  had  been  pleased  to  find 
that  there  was  a  strong  tendency  to- 
ward putting  the  book  business  on  a 
proper  price  basis,  so  that  books  might 
be  sold  by  the  retailers  at  prices  that 
bore  the  proper  relationship  to  their 
cost  to  the  dealer.  The  first  step,  and 
a  big  step  in  this  direction,  was  the 
elimination  of  printed  prices  from  book 
jackets,  this  reform  going  into  imme- 
diate effect. 

Mr.  Osborne  had  been  much  inter- 
ested in  the  practical  suggestions  of 
Mr.  Nelles,  of  Guelph,  in  the  January 
issue  of  "Bookseller  and  Stationer" 
toward  forwarding  the  organization 
movement  and  learned  with  pleasure 
of  the  keen  interest  that  was 
being  shown  by  Fred  Cloke  of  Hamilton, 
Paul  Trebilcock  of  Peterborough,  Adam 
Esch  of  Edmonton,  and  other  represen- 
tative men  of  the  trade. 

Referring  to  other  trade  benefits 
that  could  be  realized  through  organ- 
ization, Mr.  Osborne  referred  to  freight 
rates  on  books.  In  the  United  States 
books  were  given  the  benefit  of  third 
class  freight  classification,  and  fifth 
class  in  car  lot  shipments;  whereas  in 
Canada  the  railroad  classed  them  as 
first  class  and  third  class  in  car  lots. 
The  compact  manner  in  which  books,  by 
reason  of  their  shape,  could  be  packed, 
as  compared  with  other  merchandise, 
was  another  argument  in  favor  of  favor- 
able freight  classification.  Blank  books 
at  present  get  second  class  classifica- 
tion, the  reason  for  this  preferred  rate 
over  printed  books  being  the  assumption 
by  the  railroad  that  the  latter  are  more 
valuable,  whereas,  as  every  bookseller 
and  stationer  knows,  the  blank  books  he 
buys  are  in  most  cases  of  higher  in- 
voice value  than  printed  books.  The 
ethical  of  printed  books  should  not  come 
into  consideration  in  fixing  freight  rates 
upon  them  by  the  railroads.  A  ^ood 
strong  trade  organization  of  booksellers 
could  bring  influence  to  bear  that  would 


result  in  getting  proper  freight  classifi- 
cation   for   books. 

Another  question  that  should  have 
the  united  attention  of  the  retailers  was 
that  of  unfair  customs  tariff  classifica- 
tions. One  of  these  was  the  ruling  of 
the  department  that  necessitated  the 
paying  of  higher  duty  on  painting  and 
drawing  books  having  blank  pages  or 
outlines  to  be  painted  or  drawn  upon, 
than  on  such  books  without  this  fea- 
ture. This  was  mere  red  tape.  The  de- 
partment classed  such  books  as  blank 
books,  because  they  were  books  "to  be 
written  or  drawn  upon."  This  hair- 
splitting tendency  at  Ottawa  could  be 
minimized  by  the  retailers  were  they  to 
take  this  question  up  as  an  organized 
body.  This  would  be  a  case  calling  for 
joint  action  with  the  wholesale  trade 
toward  bringing  about  this  reform. 

A  similar  case  was  that  of  school 
text-books  with  blank  pages,  while 
school  text-books  were  free  of  duty.  If 
a  text-book  happened  to  have  a  few 
pages  for  notation,  customs  officers,  in 
some  cases,  made  them  subject  to  duty 
and  found  support  for  their  decisions 
in  the  wording  of  the  tariff  clauses.  Mr. 
Osborne  considered  that  the  trade  should 
hold  out  for  a  clear  ruling  that  would 
classify  a  book  in  accordance  with  its 
predominating  nature.  A  book  with 
over  50  per  cent,  text  should  be  classed 
as  a  text-book,  because  that  was  its  real 
nature.  Nobody  would  buy  a  book  with 
over  half  its  pages  printed  in  order  to 
use  the  unprinted  pages.  That  would 
be  ridiculous.  They  would  naturally  buy 
a  book  without  any  printed  pages  for 
reasons  that  were  most  obvious. 

Mr.  Osborne  said  he  had  a  bone  to 
pick  with  some  of  the  church  publishing 
houses,  who  put  out  hymn  books  and 
kindred  books,  some  of  the  discounts  to 
the  trade  being  as  low  as  20  per  cent. 
That  did  not  allow  a  living  profit,  and 
Mr.  Osborne  did  not  consider  that  this 
was  in  keeping  with  the  precepts  of 
Christianity.  An  association  of  book- 
sellers should  be  able  to  bring  influence 
to  bear  that  would  relieve  that  situa- 
tion. 

As  to  conditions  relative  to  school 
text-books,  Mr.  Osborne  considered  that 
the  Ontario  booksellers  were  in  a  far 
worse  position  than  Western  retailers, 
who  got  prices  for  school  texts  that  at 
least  approached  the  proper  relationship 
to  actual  cost,  in  spite  of  whatever  price 
was  stamped  on  the  book.  He  realized 
that  it  would  be  more  difficult  for  On- 
tario booksellers  to  do  this,  but  he  was 
strongly  of  the  opinion  that  the  book- 
sellers, with  the  U.  F.  O.  Government 
now  in  tlie  saddle,  should  get  after  this 
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new  Government  in  .the  strongest  pos- 
sible manner,  and  that  alone  was  suf- 
ficient incentive  for  the  Ontario  book- 
sellers to  get  into  an  organization  for 
strengthening  the  influence  they  could 
bring  to  bear  upon  the  Government. 

Mr.  Osborne  is  a  member  of  the  Cal- 
gary municipal  council,  being  one  of  a 
group  of  business  men  who  now  domin- 
ate that  body.  This  was  brought  about 
by  organization  to  offset  "Red"  ten- 
dencies that  had  manifested  themselves 
in  that  city.  The  success  of  the  busi- 
ness men  in  the  elections  there  had 
proved  most  beneficial  to  the  civic  in- 
terests of  Calgary. 

Favors  Joint  Organization 

In  sending  in  the  coupon  as  appear- 
ing in  the  January  issue,  answering  all 
questions  in  the  affirmative,  D.  C.  Mc- 
Rae,  of  McRae  Bros.,  Prince  Rupert, 
B.C.,  writes  as  follows  under  date  of 
Feb.  2: 

"Attached  you  will  please  find 
coupon  re  'The  Organization  Question.'* 
I  am  very  glad  to  see  you  make  the 
move,  though  I  anticipate  that  the  num- 
ber of  replies  will  not  be  large.  People 
hesitate  to  travel  unfamiliar  seas,  but 
the  waters  are  well  charted.  The  Na- 
tional Association  of  Stationers  and 
Manufacturers  (of  the  U.  S.)  was  or- 
ganized in  1904.  Their  sixteen  years'  ex- 
perience is  at  our  command.  Further- 
more, they  (the  N.A.)  have  volunteered 
to  send  over  some  of  their  most  ex- 
perienced men  to  help  us  organize.  Get- 
ting started  on  right  lines  is  invaluable. 

At  present  there  are  twelve  firms  in 
Canada  that  are  members  of  the  N.  A. 
of  S.  &  M.  You  say:  'Will  you  pay 
your  share  up  to  $10.00  per  year  for  a 
secretary?'  Here  we  have  alr.eady 
twelve  firms  in  Canada  paying  their 
$15.00  per  year  for  the  privilege  of 
standing  outside  the  fence — watching- 
the  game.  They  receive  twice  per 
month  the  'Association  News'  and  learn 
what  is  going  on,  while  the  most  import- 
ant work — the  recommended  resale 
prices  by  the  Catalogue  Commission,  are 
of  no  service  to  the  Canadian  members, 
but  would  be  worth  several  times  the 
dues,  if  applicable  to  Canada.  The  Na- 
tional Association,  organized  sixteen 
years  ago,  now  has  a  membership  of 
over  1,200.  Commencing  with  1920  the 
dues  have  been  advanced  to  $30.00  per 
annum  for  retailers,  and  from  $75  to 
$100  for  wholesalers  and  manufacturers. 
Every  one  of  the  twelve  firms  that  are 
now  members  of  the  National  Associa- 
tion can  be  depended  upon  to  join  a  Do- 
minion association.  We  have  in  Canada 
the    material    for    a    strong   progressive 
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association.  A  large  membership  is  not 
to  be  expected  at  the  start.  The  past 
four  years  the  National  Association  has 
had  out  field  secretaries  to  organize 
local  associations  and  get'  members  for 
the  National. 

The  remarks  of  J.  S.  Luckett,  in  your 
January  issue,  are  good,  and  the  ob- 
servations of  Mortimer  W.  Byers  in 
the  'Association  News'  of  Aug.  15, 
1919,  are  well  worth  reproduction. 

You  have  done  fine  in  calling  for  a 
show  of  hands  ,and  I  hope  that  in  the 
near  future  a  convention  of  all  book- 
sellers and  stationers,  wholesalers,  re- 
tailers and  manufacturers  will  be  called 
to  meet  in   Toronto." 

Yours   truly, 

D.   C.   McRAE. 

It  will  be  observed  that  Mr.  McRae's 
idea  is  to  have  an  association  taking  in 
wholesalers  and  manufacturers,  as  well 
as  retailers.  This  is  a  point  regarding 
which  there  is  bound  to  be  considerable 
discussion,  because  some  of  the  advo- 
cates of  organization  have  all  along 
been  of  the  opinion  that  it  should  be 
restricted  to  retailers.  One  thing  beyond 
dispute,  however,  is  the  fact  that  the 
plan  which  Mr.  McRae  advocates  has 
been  an  outstanding  case  in  the  case  of 
the  National  Association  of  Stationers 
and  Manufacturers  of  the  U.  S. 

"HIGHER,  STILL  AND  HIGHER" 

Stationers  in  Canada  are  pretty  well 
posted  as  to  the  paper  situation  and  are 
riot  prone  to  entertain  any  fond  expec- 
tations of  lower  price  when  they  are 
neither  in  sight  nor  at  all  probable.  It 
is  not  amiss,  however,  to  quote  the  fol- 
lowing from  the  manager  of  a  United 
States   manufacturing   concern: 

"  I  think  that  there  is  no  possibility 
of  lower  prices  at  this  time.  If  any- 
thing, the  tendency  would  appear  to  be 
toward  increased  costs  which  must 
of  course,  mean  increased  prices.  I  am 
very  much  in  hopes  that  this  may  be 
avoided,  but  if  present  conditions  con- 
tinue we  all  know  what  the  possibilities 
will  be. 

.  "We  have  four  paper  machines  mak- 
ing practically  all  high-grade  papers. 
We  have  hardly  lost  a  day  on  any  of 
the  machines  for  the  past  five  years,  and 
we  have  never  been  so  pressed  on  the 
entire,  equipment  as  now  and  over  the 
entire  year  of  1919.  To-day  we  are 
disturbed  at  the  volume  of  business 
ahead  of  us,  and  the  consequent  poor 
service  which  we  are  giving — this  in 
spite  of  the  fact  that  we  are  soliciting 
no  new  business  from  any  source. 
Therefore,  the  situation  in  which  we  are 
placed  is  due  entirely  to  the  volume  of 
business  placed  with  us  by  our  regular 
customers." 

Here  is  how  the  paper  situation  con- 
fronts magazine  publishers  in  the  U.S. 
as  indicated  by  an  Associated  Press  de- 
spatch: 

"Never  before  have  publishers  of  peri- 
odicals found  themselves  facing  siuh  a 
serious  situation.  Practically  all  the 
paper  to  be   produced  this  year  has  al- 
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British  Columbia  Merchant    Makes    Bid    for 
Big  Trade  from  Outside  Districts 

A  MERCHANT  who  makes  a  specialty  of  getting 
■'•*•  after  outside  trade,  not  being  content  to  take  what 
comes  to  him  from  his  own  vicinity,  is  W.  J.  Atchison, 
manager  or  tne  Cranbrook  krug  ancl  Book  Company, 
Cranbrook,  B.C.  All  mail  orders,  Mr.  Atchison  im- 
presses upon  the  public,  will  be  promptly  attended  to. 
In  announcing  the  receipt  of  a  new  and  very  complete 
stock  of  flashlights  and  batteries  of  all  kinds,  Mr.  At- 
chison said:  "If  you  are  in  the  out-of-town  district 
drop  us  a  letter  or  card  and  anything  you  want  in  our 
line  will  be  sent  by  return  mail  or  express.  We  give 
special    attention    to    out-of-town    orders." 


ready  been  spoken  for.  Paper  manufac- 
turers are  forced  to  limit  deliveries  of 
paper  to  the  orders  already  placed — in 
much  the  same  manner  as  the  distribu- 
tion of  coal  last  winter  was  confined  to 
oraers  placed  early  in  the  fall. 

"This  means  that  each  publisher  now 
knows  his  definite  paper  allowance,  and, 
regardless  of  demand,  must  limit  the 
size  of  each  monthly  edition  to  that  al- 
lowance, or  'quota'  as  some  publishers 
term  it." 

BOOTHS  HELP  SALES 

Stationers  who  display  holiday  goods  in 
decorated  booths  find  that  customers 
are  more  easily  drawn  to  the  goods  and 
that   sales   increase.     The   bright   colors 


prove  irresistible  and  the  trim  itself 
shows  how  some  of  the  goods  (crepe 
paper,  paper  flags,  shields,  etc.)  can 
be  used  effectively.  For  St.  Patrick's 
Day  and  for  displaying  Easter  goods 
the  booth  idea  should  be  used.  A  per- 
manent booth  of  a  substantial  nature 
might  well  be  constructed  because  it 
could  be  used  at  all  times  of  the  year, 
being  changed  to  suit  the  different  sea- 
sons and  for  special  occasions  as  well 
as  occasional  displays  featuring  Birth- 
day cards.  Booths  can  be  made  so  at- 
tractive that  they  will  attract  people 
and  thus  help  to  creat  many  additional 
sales. 


New  Uses  for  Sealing  Wax 


STATIONERS  can  get  many  a  new 
idea  for  promoting  stationery  sales 
by  close  observation  as  regards  all 
their  contacts  in  life,  and  especially  in 
reading.  From  a  writer  in  "McClure's 
Magazine"  are  gleaned  data  about  a  new 
use  for  sealing  wax. 

Notwithstanding  the  fact  that  wax  is 
no  longer  needed  for  sealing  letters,  the 
gentle  art  has  not  been  given  up,  and 
there  is  something  about  the  daintily- 
sealed  letter  that  gives  it  an  air  of  dis- 
tinction that  makes  it  well  worth  the 
time  it  takes.  With  the  last  few  months 
women  of  taste  have  been  reviving  the 
use  of  sealing  wax.  The  wax  may  be 
boiight  in  almost  any  color,  and  women 
who  like  to  have  little  individual  touches 
ill  their  stationery  select  cne  of  the  more 
unusual  colors  and  use  nothing  but  that. 
For  instance,  one  woman  uses  nothing 
but  canary  yellow  wax  on  grey  station- 
ery; another  woman,  whose  writing 
paper  is  a  faint  cream  tone,  uses  fawn 
color  wax,  and  another  whose  paper  is 
of  glossy  white  uses  a  vivid  apple  green, 
with  very  striking  effect.  For  most  wo- 
men, however,  the  best  selections  are 
from  the  metallic-toned  waxes.  These 
are  to  be  had  in  silver  bronze,  gold 
bronze,  blue  bronze,  preen  bronze,  and 
copner  bronze. 

One  very  important  consideration  is 
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the  seal.  Most  women  are  not  content 
to  use  merely  the  stock  initials,  but  have 
some  specially-designed  monogram,  coat 
of  arms,  or  other  device  cut  on  the  seal 
base.  There  is  variety  in  the  shape  of 
this  base,  too.  Besides  the  usual  round 
base  there  is  the  square  base,  the  oblong, 
diamond-shaped,  oval  and  square.  Some 
blue-stockings  select  the  device  of  their 
alma  mater  for  their  seal;  others  select 
some  simple  device  from  their  family 
coat  of  arms;  othei's  have  a  design  made 
that  contains  the  initials  of  their  name. 
One  of  the  little  accessories  that  the  wo- 
man interested  in  sealing  her  letters 
should  get  is  the  fine  powder  that  can 
be  used  to  dust  over  the  seal  after  it  is 
made  so  as  to  make  the  impression  take 
on  the  color  of  the  powder  while  the 
rest  of  the  seal  retains  the  original  color, 
thus  producing  a  charming  two-toned 
effect. 

But  the  girl  of  to-day  does  not  stop 
with  using  sealing  wax  on  her  letters. 
She  makes  all  sorts  of  interesting  things 
with  the  wax  besides.  It  is  not  difficult 
to  make  little  place  cards  and  to  make 
designs  on  small  gift  boxes  by  means  of 
the  wax,  which  is  used  while  it  is  hot  and 
worked  into  shape  with  a  small  palette 
knife.  Ve>  y  attractive  beads  may  be 
thus  made,  combining  various  colors  in 
the  same  bead. 
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RICHARD  BROWN   PASSES 

Death  of  the   President  of  Brown  Bros., 

Ltd.,    Old    Established    Wholesale 

Stationery  House  in  Toronto 

Richard  Brown,  who  was  the  dean  of 
the  stationery  trade  in  Canada  died  in 
Toronto  on  Saturday,  Feb.  14,  aged  86. 
Death  came  as  the  result  of  a  general 
physical  breakdown  following  a  few 
days'  illness. 

Richard  Brown  was  president  of  the 
old  established  wholesale  firm  of  Brown 
Bros.,  Limited.  He  came  to  Toronto 
from  Newcastle-on-Tyne,  England,  with 
his  parents  when  11  years  old,  and  had 
resided  here  since. 

Despite  his  extreme  youthfulness,  he 
went  to  work  immediately  upon  his  ar- 
rival in  Toronto,  choosing  the  station- 
ery business,  with  which  branch  of  mer- 
cantile endeavor  his  father  had  been  con- 
nected in  England.  He  was  employed 
by  Thomas  McClure,  then  a  King  Street 
stationer.  He  later  started  a  business 
at  64-66  King  Street  east — the  present 
site  of  the  C.N.R.  offices.  Associated 
with  him  were  his  two  brothers,  John 
and  Thomas,  both  of  whom  died  several 
years  ago.  The  establishment  of  this 
enterprise  marked  the  foundation  of  the 
the  present  firm.  In  1903  the  firm  trans- 
ferred to  51-53  Wellington  Street,  re- 
maining there  till  1916,  when  it  moved 
to  the  quarters  it  now  occupies  at  100 
Simcoe    Street. 

Up  to  a  year  ago  Mr.  Brown  was  ac- 
tively identified  with  the  company.  As 
his  health  was  failing,  he  retired,  and 
had  not  been  down  town  since.  His 
conditions  gave  no  cause  for  alarm,  how- 
ever, till  the  breakdown  which  caused 
his  death  ensued. 

He  is  survived  by  two  sons,  T.  A. 
Brown  and  R.  N.  Brown,  both  members 
of  the  firm,  and  four  daughters,  all  of 
Toronto:  Mrs.  A.  A.  Fisher,  Mrs.  A.  E. 
Heustis>  Mrs.  J.  N.  Kerr  and  Miss  Belle 
Brown. 

Friends,  relatives,  business  associates 
and  employees  of  the  late  Mr.  Richard 
Brown  to  the  number  of  over  200  paid 
their  last  respects  at  funeral  serriess 
at  the  residence,  446  Jarvis  street  and 
at  the  graveyard.  Among  the  mourn- 
ers were  principals  of  the  firms  of  Copp, 
Clark  Co.,  Ltd.,  W.  J.  Gage  Co.,  Ltd.  and 
Warwick  Bros,  and  Rutter,  who  desired 
to  pay  tribute  to  the  sterling  qualiies 
of  the  man  who  for  more  than  half  a 
century  had  guided  the  destinies  of  their 
business   competitor,    Brown    Bros.,    Ltd. 


The  Late  Richard  Brown 

Tressider  Bros.,  Hamilton,  are  estab- 
lishing a  new  industry,  to  manufacture 
fancy  paper  boxes.  They  retain  their 
interest  in  the  National  Paper  Goods 
Co.  in  that  city.  About  twenty-five 
hands  are  to  be  employed  in  the  new 
works. 

DEATH   OF   RICHARD   UGLOW 

One  of  the  best-known  of  Ontario's 
booksellers  and  stationers  passed  away 
on  Feb.  9,  in  the  person  of  Richard  Ug- 
low,  of  Kingston.  He  was  65  years  of 
age.  Mr.  Uglow  conducted  a  highly 
successful  book  and  stationery  business. 
Before  going  to  Kingston  about  twenty- 
five  years  ago,  he  conducted  a  similar 
business  in  Ottawa.  He  was  a  native  of 
Goderich,  Ont. 

THE  PAPER  MARKET 

The  tendency  of  the  paper  market  is 
still  upward,  to  a  marked  degree,  and 
the  manufacturers  of  writing  paper 
find  themselves  forced  to  revise  their 
prices. 

Sub-normal  production,  due  to  labor 
unrest,  strikes,  and  the  apathy  of  work- 
ers in  general,  as  well  as  the  constantly- 
increasing  demand  on  the  United  States 
from  all  parts  of  the  world  for  paper, 
has  made  an  actual  shortage.  The  sale 
of  paper  to-day  is  25  per  cent,  greater 
than  its  production. 

The  Wahl  Company,  of  Chicago, 
manufacturers  of  Eversharp  pencils  and 
adding  machines,  has  started  work  on 
a  $600,000  addition  to  its  present  plant 
at  1,800  Roscoe  Street,  Chicago.  It  will 
have  four  stories,  and  150,000  square 
feet  of  floor  space. 
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SIXTIETH    ANNIVERSARY 

At  the  annual  meeting  of  the  Board 
of  Directors  of  the  American  Lead  Pen- 
cil Company,  New  York,  the  following 
officers  were  elected  for  the  coming 
year: 

Louis  J.  Reckford,  president. 
Byron    B.   Goldsmith,   vice-president. 
Sam  J.  Reckford,  treasurer. 
John  King  Reckford,  secretary. 
M.    J.    Leonard,    assistant-secretary. 
E.  L.  Ashton,  assistant-treasurer. 

In  the  course  of  the  meeting,  the  at- 
tention of  the  Board  was  called  to  the 
fact  that  this  year  marks  the  sixtieth 
anniversary  of  the  founding  of  the  com- 
pany, which  occurred  in  the  year  1860. 
Since  that  time  the  growth  of  the  com- 
pany has  been  steady,  and  its  trade 
marks  are  known  throughout  the  world. 

The  Albemarle  Paper  Manufacturing 
Company,  of  Richmond,  Va.,  has  pur- 
chased the  Dixie  Paper  Mills,  heretofore 
restricted  to  making  wrapping  paper 
p.nd  specialties.  It  will  be  converted 
into  a  blotting-paper  plant. 

LISTS  RECEIVED 

An  interesting  announcement  from  the 
P.  F.  Volland  Co.  includes  a  schedule  of 
new  prices  which  are,  necessarily,  con- 
siderably increased  by  reason  of  eco- 
nomic conditions  that  must  be  met.  At 
the  same  time,  advice  is  given  of  an  in- 
creased discount  to  the  trade. 

TRADE  ENQUIRIES 

A  firm  in  Birmingham,  England, 
wants  to  get  in  touch  with  Canadian 
manufacturers  of  kraft  papers,  gi-ea'-'.e 
proof  papers,  sulphite  and  cap  papers. 

A  London,  England,  firm  enquires  as 
to  Canadian  makers  of  waxed  papers. 

A  Hull,  England,  firm  wants  samples 
of  Canadian-made  wax  papers  and  straw- 
board. 

Trade  enquiries  received  by  the 
Trade  and  Commerce  Department  at 
Ottawa,  as  reported  in  the  "Weekly 
Bulletin"  of  Jan.  12,  include  the  fol- 
lowing: 

Toys. — A  London  firm  of  wholesale 
toy  manufacturers  and  importers  are 
prepared  to  purchase  Canadian  toys 
suitable  for  United  Kingdom  markets, 
and  in  this  connection  would  be  pleased 
to  receive  catalogues  and  offers  from 
those  in  a  position  to  undertake  export 
trade  regularly. 

Stationery  and  fancy  goods. — A  man- 
ufacturers' representative  in  Barbadoes 
is  wishful  of  representing  a  Canadian 
firm   for  stationery   and  fancy  goods. 
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Something  About  His  Place  in  the  Business  World  —  Remuneration  of  First-Class 
Traveller  Should  be  in  Keeping  With  His  Real  Value  to  the  House 


SINCE  a  year  ago,  when  this  paper 
advocated  better  recognition  of 
senior  travellers,  owing  to  the  im- 
portant cog  which  the  efficient  traveller 
is  in  the  wheel  of  business,  there  has 
been  a  marked  tendency  to  do  just  that 
thing.  The  salesmen  on  the  road  in 
many  cases  this  year  have  better  con- 
tracts than  they  have  ever  had  before. 

There  is  somewhat  of  an  analogy  be- 
tween the  members  of  the  teaching  pro- 
fession and  the  commercial  travellers. 
Neither  have  had  the  full  recognition 
that  they  deserve  in  regard  to  the  real 
importance  of  their  place  in  the  world. 
Teachers  are  beginning  to  come  into 
their  own,  and,  happily,  so  are  the  sales- 
men on  the  road.  They  are  more  than 
salesmen.  In  many  cases  they,  too,  are 
teachers;  mentors  to  retailers  who  value 
their  counsels 

This  whole  question  should  have  in- 
creasing consideration  by  the  director- 
ates of  large  concerns  employing  many 
travellers,  and  by  smaller  manufactur- 
ers or  jobbers  with  few,  or  perhaps  only 
one  or  two  men  on  the  road.  If  a  man 
possesses  the  personality  and  selling 
ability  that  peculiarly  fits  him  for  the 
work  of  representing  a  house  on  the 
road,  is  it  not  clear  that  it  would  be  the 
part  of  wisdom  to  unfold  before  him  a 
future  as  a  travelling  salesman  that  will 
assure  prospects  every  bit  as  good  as 
if  the  traveller  were  to  begin  with  and 
ever  keep  in  his  mind  the  idea  of  even- 
tually leaving  the  road,  succeeding  to 
the  position  of  sales  manager  or  some 
other  inside  post.  Many  of  them  seem 
to  look  forward  to  this  as  being  some- 
what in  the  nature  of  superannuation. 

In  the  first  place  they  place  a  high 
value  on  the  work  they  are  doing  on 
the  road.  They  know  their  work  is  im- 
portant. In  fact  many  of  them  place 
a  much  too  low  value  on  the  relative 
importance  of  the  work  of  the  execu- 
tives in  the  offices  at  headquarters,  hav- 
ing the  idea  that  many  of  the  latter  are 
parasitical  to  a  degree,  thriving  on  the 
productivity  emanating  from  the  travel- 
ling salesmen.  This  leads  to  the  neces- 
sity for  a  better  appreciation  all  round 
as  to  the  relative  importance  of  all  the 
constituent  parts  of  a  sales  organiza- 
tion. 

Too  frequently  "unseasoned"  sugges- 
tions go  out  from  the  sales  manager's 
office  to  "seasoned"  travellers.  Letters 
of  the  "hot-air"  variety,  or  "pep"  letters 
without  practical  ideas  backing  them  up 
so  as  to  appeal  to  the  business  sense  of 
the  traveller,  are  just  so  much  wasted 
effort.  In  what  has  been  written  the 
writer  has  had  the  experienced  traveller 
in  mind.  In  the  cas^  of  juniors  on  the 
road,  there  is  of  course  far  more  reason 
•for  furnishing     advice     as     to     proper 


courses  of  action.  That  is  part  of  the 
work  of  giving  the  beginner  on  the  road 
a  proper  training.  But  this  paternal  at- 
titude must  be  dropped  as  the  travelling 
salesman  matures  in  his  work.  The  wise 
traveller,  no  matter  how  long  his  ex- 
perience, will  never  resent  being  offered 
advice  of  a  practical  nature,  and  he 
wants  to  be  kept  posted  as  to  affairs  at 
headquarters,  especially  in  their  re- 
lationship to  his  work. 

The  highest  possible  degree  of  co- 
ordination between  the  house  and  the 
road  force  should  be  the  aim  of  both  so 
as  to  build  a  business  bigger. 

SOMNOLENCY    DISPELLED 

The  travellers  who  really  know  what's 
what,  unlike  the  one-cylinder  thinkers 
or  the  Sylvester  Sounds  among  road 
men,  fully  understand  that  good  strong 
advertising  in  the  trade  paper  makes  it 
easier  for  him  to  sell  the  goods  thus 
advertised,  because  interest  has  thus 
been  created  in  advance  im  the  minds 
of  the  retailers  who  read  the  advertise- 
ments closely  on  account  of  the  in- 
formation they  contain  vital  to  their  in- 
terests— news  about  new  goods,  new 
packages,  new  prices,  or  other  import- 
ant announcements.  The  dealers  na- 
turally are  influenced  by  the  advertis- 
ing to  the  extent  of  being  inquisitive 
about  the  goods.  They  want  to  see  the 
samples  and  what  better  paving  of  the 
way  could  be  desired  by  any  traveller 
with  horse  sense? 

There  is  in  the  minds  of  some  travel- 
lers a  lukewarmness  regarding  trade 
paper  advertising  because  they  are 
suspicious  of  the  firm's  motives  in  do- 
ing it.  They  imagine  it  is  done  to 
"pick  off"  mail  orders  from  customers 
who  would  otherwise  wait  and  place 
the  orders  with  them. 

As  already  intimated,  this  advertising 
does  not  work  out  that  way  at  all,  but 
makes  customers  better  acquainted  with 
the  house  and  its  lines,  and  consequently 
more  anxious  that  they  would  otherwise 
be  to  inspect  samples  when  the  road 
mem  arrive. 

There  has  in  recent  years  be?n  a 
wonderful  enlightenment  evidenced  in 
the  minds  of  travelling  men,  and  some 
who  previously  were  antagonistic,  or, 
to  say  the  least,  comatose  in  their  at- 
titude toward  trade  paper  publicity, 
now  support  it  most  enthusiastically, 
because  they  have  become  sensible  to 
the  great  help  in  selling  that  they  de- 
rive from  it,  just  as,  in  like  manner, 
this  publicity  is  equally  helpful  to  the 
retailors  from  the  standpoint  of  buying. 

The  Trent  Paper   Co.,   Ltd.,   is   a  new 
company      recently      incorporated      w;th 
head  offices  in  Toronto. 
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IDEAS    FROM   TRAVELLERS 

Each  time  a  traveller  calls  at  your 
store  you  should  make  it  a  point  to 
get  sciti3  ne  v  idea  from  him  based  on 
what  i..c  traieller  has  observed  in  the 
stores  of  other  dealers.  If  the  traveller 
can't  pass  in  something  of  this  sort — 
well,  he  doesn't  amount  to  very  much, 
does  he? 

You  can  learn  much  from  the  really 
efficient  travelling  salesman.  His  is  an 
honorable  vocation.  In  cultivating  him, 
you  serve  yourself.  Frequently  he  can 
give  you  much  valuable  information  as 
to  styles,  conditions  of  trade,  prices,  etc., 
which  you  could  secure  in  no  other  way. 
Remember,  you  can  hardly  know  wheth- 
er he  has  anything  you  want  until  you 
have  given  him  an  opportunity  at  least 
to  tell  you  what  he  has.  Cultivate  him 
— it's  good  business  to  do  so. 

SALESMEN  CONVENE 

At  the  convention  of  the  travelling 
salesmen  of  the  Harold  F.  Ritchie  Co- 
of  Toronto,  Mr.  Ritchie,  speaking  of 
"Salesmanship"  spoke  of  what  a  sales- 
man owed  to  his  customers,  and  what  a 
salesman  should  always  remember  in 
regard  to  his  manner  of  approach  and 
general'  handling    of   customers". 

A  great  deal  was  said  about  courtesy, 
a  salesman's  appearance,  getting  a  cus- 
tomer's order,  and  his  signature,  and 
presenting  his  merchandise  in  a  way 
that  would  lead  to  satisfaction,  and 
above  all,  not  to  misrepresent.  It  was 
clearly  pointed  out  to  the  salesman  that 
he  and  his  firm  represented  purely  and 
simply  a  link  between  the  customer  and 
the  manufacturer,  and  that  it  was  neces- 
sary for  the  salesmen  to  keep  clear  of 
allowing  a  customer  to  get  any  wrong 
ideas  as  to  deliveries,  packing,  quality 
of  merchandise  and  all  of  the  many  com- 
plaints that  customers  might  easily- 
have. 


Canadian  Pad  &  Paper  Co.,  Ltd.,  is 
the  new  name  of  the  concern  formerly 
conducted  under  the  name  of  Paper  Pro- 
ducts Co.,  255  Wellington  W.,  Toronto. 
The  change  is  one  in  name  only. 

A  new  firm  in  Victoria,  B.  C,  is  the 
Macey  Abell  Co.,  Ltd.,  617  View  St., 
taking  over  the  business  of  the  Macey 
Office  Equipment  Co. 

The  Consolidated  Lithographing  Man- 
ufacturing Co.,  Limited,  284  Parthenais 
Street,  Montreal,  has  been  taken  over 
by  new  interests,  the  officers  at  present 
being:  President,  Lt.-Col.  Chas.  W. 
MacLean;  vice-president  and  general 
manager,  Lt.-Col.  W.  W.  Burland, 
D.S.O.:  and  secretary-treasurer.  Major 
F.  C.  McElroy.  One  of  their  chief  lines 
is    playing   cards. 


BOOKSELLER     AND     STATIONER 


A  Profitable  Line 

Taking   Orders   for   Die-Stamping — Besides   Invitations 
Cards,  Engraved  Writing  Paper  and  Notepaper 
Are  in  Demand 


and 


ENGRAVING  or  die-stamping 
orders  should  constitute  a  business 
of  considerable  volume  in  every 
•stationery  store.  Even  in  small  towns 
there   is   good  business   to  be   done. 

Besides  the  conventional  invitations 
and  their  accompanying  cards,  the  let- 
ter and  note  paper  now  used  by  persons 
of  good  taste  requires  individual  ser- 
vice in  engraving,  and  few  merchants 
recognize  the  sense  of  satisfaction  to 
the  customer  upon  finding  a  store 
where  stationery  is  properly  and  care- 
fully engraved  nor  the  real  pleasure 
which  follows  the  satisfying  of  one's 
artistic  sense  in  this  direction. 

The  store  hoping  to  secure  and  retain 
the  patronage  of  the  best  people  should 
he  sufficiently  well-informed  in  these 
maters  as  to  give  intelligent  advice, 
■when  it  is  required,  as  to  proper  form 
or  style  for  a  specific  purpose. 

Engraving  for  stationery  is  more  fre- 
quently called  die-stamping.  It  is  so 
"named  because  a  die  is  cut  from  steel 
•or  some  other  hard  metal  which  permits 
of  embossing  and  making  the  monogram, 


the  initials  or  the  full  name  appearing 
upon  the  stationery  in  raised  letters. 

Dies  used  for  stationery  are  almost  as 
variable  as  the  individuals  ■  who  use 
them. 

Especially  does  the  customer  making 
his  first  selection  of  a  die  require  care- 
ful handling  and  care  must  be  taken 
not  to  bring  out  his  ignorance  of  proper 
usage  and  "form"  in  this  class  of  goods. 

In  larger  cities  the  prevailing  form 
at  this  time  is  to  have  the  lettering — 
either  initials  or  name — in  full  and  the 
street  address  spelled  out  in  the  middle 
of  the  sheet  about  an  inch  and  a  half 
from   the   top. 

There  is  not  a  great  variety  to  the 
colors  that  are  conceded  to  be  in  good 
taste — brown,  black  and  blue,  and  lately 
white  on  shades  of  marne,  gray,  mauve 
and  green.  Black  is  perhaps  most  gen- 
erally used,  though  brown  is  handsome, 
and  is  especially  effective  on  lighter 
shades  of  brown  and  tan,  and  a  not  in- 
considerable number  of  persons  select 
blue. 


ANNUAL  MEETING 

The  annual  meeting  of  the  Postcard 
and  Greeting  Card  Association  of  Can- 
ada was  held  in  the  committee  room  of 
the  Toronto  Board  of  Trade  on  February 
5th.  Last  year's  officers  were  unani- 
mously re-elected,  as  follows:  President, 
T.  J.  Pugh;  vice-president,  J.  W.  Dyas; 
secretary-treasurer,  W.  Banks;  assistant 
secretary,  John  Morgan. 

The  fight  for  having  the  extra  cent 
postage  on  postcards  removed  is  not  be- 
ing dropped  and  the  association  is  await- 
ing with  interest  the  developments  that 
will  result  from  the  introduction  of  this 
question  at  the  forthcoming  session  of 
Parliament  by  ex-Postmaster-General 
Lemieux. 

It  is  interesting  to  record  here  the  fact 
that,  indirectly,  this  Canadian  associa- 
tion may  reasonably  lay  claim  to  having 
saved  the  people  of  the  United  States 
about  $20,000,000.  That  is  what  the 
National  One-Cent  Letter  Postage  Asso- 
ciation claims  to  have  accomplished  by 
means  of  its  influence,  successfully  used, 
to  prevent  the  placing  of  the  extra  one 
cent  war  tax  on  drop  letters  when  the 
war  stamp  tax  was  indorsed  in  the  United 
States.  The  suggestion  to  move  along 
that  line  was  made  by  Secretary  Banks 
of  the  Postcard  and  Greeting  Card  Asso- 
ciation of  Canada,  in  his  reply  to  a  let- 
ter received  from  the  National  One-Cent 
Letter  Postage  Association  before  the 
war  stamp  tax  went  into  effect  in  the 
United  States,  asking  for  information  as 
to  the  working  out  of  the  war  stamp  tax 
in  Canada. 


VALENTINE  TRADE  STRONG 

Valentine  sales  in  the  trade  this  year 
indicate  a  demand  considerably  better 
than  in  any  recent  years,  especially  in 
the  really  artistic  production.  Every 
stationer  will  naturally  be  guided  by  this 
year's  demand  when  placing  next  year's 
orders,  but  it  is  well  to  know  that  the 
demand  was  heavier  in  all  parts  of  Can- 
ada as  this  strengthens  confidence  in 
this  trade  on  the  part  of  each  individual 
dealer  and  naturally  this  in  turn  en- 
courages the  firms  publishing  valen- 
tines, spurring  them  on  to  greater  pro- 
duction, thus  both  widening  the  varieties 
and  making  their  proposition  more  in- 
teresting to   the   trade. 

FOURTEEN   POINTS  FOR  YOU 

Every  retail  bookseller  and  stationer 
in  Canada  will  do  well  to  act  upon  the 
sound  advice  affecting  every  retailer  in 
business  as  put  in  the  form  of  a  creed 
of  fourteen  points  on  business  practice 
as  follows: 

1.  Charge  interest  on  the  net  amount 
of  your  total  investment  at  the  begin- 
ning of  your  business  year,  exclusive  of 
real  estate. 

2.  Charge  rental  on  real  estate  or 
buildings  owned  bv  you  and  used  in  your 
business  at  a  rate  equal  to  that  which 
vou  would  receive  if  renting  or  leasing 
to  others. 

3.  Charp-e  in  addition  to  what  vou  nay 
for  hired  help  an  amount  enual  to  what 
your  services  would  be  worth  to  others: 
also  treat  in  like  manner  the  services  of 
any    member    of   your    family    employed 
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in  the  business  not  on  the  regular  pay 
roll. 

4.  Charge  depreciation  on  all  goods 
carried  over  on  which  you  may  have  to 
make  a  less  price  because  of  the  change 
in  the  style,  damage  or  other  cause. 

5.  Charge  depreciation  on  buildings, 
tools,  fixtures,  or  anything  else  suffer- 
ing from  age  or  wear  and  tear. 

6.  Charge  amounts  donated:  of  sub- 
scriptions paid. 

7.  Charge  all  fixed  expense  such  as 
taxes,  insurance,  water,  lights,  fuel,  etc. 

8.  Charge  all  incidental  expenses,  such 
as  drayage,  postage,  office  supplies,  de- 
livery expense  of  horses  and  wagons, 
telegrams  and  telephones,  advertising, 
canvassing,  etc. 

9.  Charge  losses  of  every  character, 
including  goods  stolen  or  sent  out  and 
not  charged,  allowance  made  all  custom- 
ers, all     debts,  etc. 

10.  Charge  collection  expense  not  enu- 
merated above. 

11.  When  you  have  ascertained  what 
the  sum  of  all  the  foregoing  items 
amount?  to,  prove  it  by  your  books,  and 
you  will  have  your  total  expense  for  the 
year. 

12.  Divide  this  figure  into  the  total 
of  your  sales  and  it  will  show  you  the 
percentage  of  cost  to  you  to  do  busi- 
ness. 

13.  Take  this  figure  and  deduct  it 
from  the  price  of  any  article  you  have 
sold,  then  subtract  from  the  remainder 
what  it  cost  you  (invoice  price  and 
freight),  and  the  result  will  show  your 
net  profit  or  loss  on  the  article. 

14.  Go  over  the  selling  prices  of  the 
various  articles  you  handle  and  see 
where  you  stand  as  to  profits,  then  get 
busy  in  putting  your  selling  figures  on 
a  profitable  basis  and  talk  it  over  with 
your   competitor,   as   well. 

THE  GREAT  DESIRE 

Perhaps  the  strongest  talking  point 
about  Alexander  Black's  novel,  "The 
Great  Desire,"  is  the  tribute  paid  to  it 
by  the  Dean  of  American  letters,  William 
Dean  Howells,  who  wrote  of  it  in  part 
as  follows: 

"I  do  not  know  of  any  late  or  earlier 
American  fiction,  or,  for  that  matter, 
English  fiction  of  so  new  a  departure  in 
form  and  spirit.  .  .  A  rich  sense  of 
pervading  modernity  of  the  whole  story 
is  without  like  experience  from  other 
fiction.  .  .  I  do  not  know  better  talk 
in  fiction.  .  .  I  do  not  know  the  like 
of  it  for  literary  novelty  and  for  con- 
stancy to  a  high  ideal  of  life  and  the 
poetry  and  truth  and  beauty  of  it.  The 
book  is  a  strange  book,  and,  in  spite  of 
every  point  where  one  might  accuse  it  of 
fallibility,  it  has  the  charm  of  very  un- 
common power." 

This  book  has  recently  come  to  the 
editor's  desk  from  the  Musson  Book  Co. 

CIRCUS  TOYS 

Pull-apart  animal  circus  toys  are  in- 
teresting productions  that  permit  of  a 
thousand  and  one  possible  circus  stunts 
and  comic  combinations.  They  include 
the  acrobats,  clowns,  bare- back  riders, 
and  animals  that  parade  around  the  big 
oval  when  the  band  begins  tc  play. 
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Business  Methods  for  the  Trade 

Valuable  Suggestions  and  Descriptions  of  Tried  and  Proved  Ideas 


TELEPHONE  EFFICIENCY 

In  an  effort  to  improve  efficiency 
a  well-known  institution  caused  to 
be  made  a  series  of  tests  in  an  ef- 
fort to  demonstrate  how  to  hold 
the  lips  to  the  mouthpiece  in  order 
to  obtain  the  best  results.  The  ef- 
fects on  transmission  were  ex- 
pressed in  miles.  Following  was 
the  result  of  the  tests:  Lips  dis- 
tant— one  inch,  two  inches,  three 
inches,  four  inches:  loss  in  miles 
57,  138,  179  and  218.  Evidently 
the  way  to  get  the  best  results  Is 
to  talk  into  and  not  at  the  tele- 
phone. 


A  LONDON  IDEA 


Reflected 
Light 


Black 

Printing 

on  Frosted 

Surface 


Slit  for 
Tercels 


From  the  above  sketch  a  good  idea  may  be  secured 
of   the  scheme  used   to  get   kodak   films   in    for  de- 
veloping even   when   the  store   is  closed. 


SPECIALTIES 

It  will  be  a  good  idea  for  stationer 
to  make  lists  of  the  various  smaller 
items  going  to  make  up  the  Christ- 
mas trade  line.  For  instance,  have  you 
guarded  against  overlooking  any  of  the 
following:  "Do  not  open"  labels,  ship- 
ping tags,  cut-out  tags,  miniature  tags, 
cards,  miniature  cards,  bill  holders,  coin 
holders,  place  cards,  cut-outs  for  ices 
(used  also  for  cakes  and  puddings), 
steel  engraved  greeting  cards,  steel 
engraved  enclosure  cards  and  en- 
velopes, coin  cases,  bills  cases, 
decorated  crepe,  doilies,  festoons, 
lunch  sets,  napkins,  crepe  packing, 
paper  plates,  electric  light  shades, 
streamers,  table  covers,  tissue  paper, 
Christmas  tree  wires,  dolls,  gummed 
ribbons,  handy  boxes,  jewelry  cleaning 
outfits,  wax  sets,  Christmas  boxes  for 
packing,  candy  boxes,  bon  bon  boxes, 
doll  outfits,  twines,  holly,  mica  snow, 
tinsel  cord,  holly  and  poinsettia,  wrap- 
ping  papers. 

BIRTHDAY  DOLLS 

A  unique  idea  in  dolls  is  afforded  by  a 
line  of  birthday  dolls.  These  dolls  are 
appropriately  gowned  in  accordanace 
with  the  month  in  which  a  birthday  oc- 
curs— a  different  doll  for  every  month. 
Naturally  the  little  girl  will  want  the 
doll  representing  the  month  in  which  her 
birthday  occurs.  There  will  thus  be  a 
demand  for  each  of  these  dolls  every 
month  of  the  year. 

PEN   DISPLAY   IDEA 

In  a  Toronto  store  a  striking  display 
of  fountain  pens  was  made  recently  pro- 
ducing good  results.  The  pens  were  all 
in  open  cases,  the  latter  standing  on  end 
and  conveying  more  the  idea  of  a  neat 
picket  fence  than  anything  else.  In  the 
centre  of  the  barricade  of  pens  was  a 
large  display  card,  telling  to  all  who 
passed  the  price  of  the  pens  on  display. 

CANADA  IGNORED! 

Fredericton,  N.B.,  Feb.  17. — Frater- 
nal organizations  are  joining  in  the  p*o- 


DOLLAR  BARGAINS 

Make  each  day  a  bargain  day  and 
every  article  shown  a  bargain  is 
a  plan  tried  by  a  progressive  deal- 
er recently.  He  caused  to  be  made 
a  gilt  frame  well  lighted  and  of 
handsome  design.  He  placed  a 
card  thereon,  reading:  "Each  day 
we  will  display  a  special  bargain 
at  the  price  of  $1." 

Each  day  saw  a  new  article  dis- 
played until  people  got  to  look  for 
what  was  to  be  shown.  The  goods 
were  all  good,  always  priced  at  a 
popular  figure,  and  before  long  the 
idea  took  so  well  it  has  been  made 
a  feature. 


test  against  the  continuance  of  "Myers' 
History"  as  a  textbook  in  the  schools 
of  New  Brunswick,  as  a  result  of  recent 
revelations  that  in  its  latest  edition  the 
historian  fails  to  make  any  mention  of 
Canada's   part  in    the  war. 

DANCING  PREVENTS  STRIKES 

Music  is  more  than  coming  into  its 
own.  It  seems  to  be  encroaching  in  the 
lunch  hours  at  factories  and  other  com- 
mercial concerns. 

All  this  is  good  business  for  retailers 
selling  song  books,  sheet  music,  and 
phonographs. 

In  Toronto,  morning  "sing  songs"  be- 
fore the  opening  hour  has  been  a  great 
influence  in  bringing  employees  out  ten 
minutes  before  opening  time  and  put- 
ting them  in  the  proper  spirit  for  be- 
ginning the  day's  work. 

In  certain  factories  the  practice  is 
in  vogue  of  holding  nocn-day  dances. 
One  of  the  objects  in  instituting  this 
novelty  is  that  "a  dance  a  day  keeps 
strikes  away."  Up-to-date  phonograph 
music  is  furnished  for  the  dancers  and 
each  day  a  contented  aggregation  of 
typists,  bookkeepers  and  clerks  trip  the 
light  fantastic.  All  of  which  spells  ad- 
ditional opportunity  for  sales  of  music, 
phonographs  and  records. 


Four  Hundred  Dollars  Easy  Profit 


IN  a  Nova  Scotia  village  one  dealer 
sold  77  phonographs  in  less  than 
five  weeks.  These  were  popular 
low-priced  machines,  but  the  owners  will 
require  records  just  the  same  as  the 
purchasers  of  high-priced  phonographs. 
In  one  of  the  larger  cities  one  dealer 
sold  nearly  500  of  these  popular  talking 
machines. 

There  is  food  for  thought  in  these 
performances  for  that  should  cause 
every    retail    stationer    to    seriously    re- 


flect and  decide  whether  he  has  not 
been  missing  a  good  harvest  of  dol- 
lars. 

Taking  a  whole  year  as  a  basis  and 
putting  the  objective  at  100  per  cent, 
these  instruments,  a  mark  that  is  not  a 
high  one  for  the  average  stationer  in 
even  a  small  town  in  view  of  the  77 
sales  made  in  that  Nova  Scotia  village, 
there  is  a  potential  profit  of  $400  to  be 
realized  without  adding  to  overhead  ex- 
penses for  carrying  on  business  and 
practically  all  of  the  hundred  purchasers 
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of  the  instruments  will  become  regular 
customers  for  records  if  they  are  care- 
fully and  intelligently  served. 

With  the  ever-spreading  enthusiasm 
for  dancing  the  use  of  phonographs  is 
increasing  to-day  more  rapidly  than 
ever  before. 

Who,  among  stationers  not  now  sell- 
ing phonographs,  in  view  of  these  facts, 
can  further  delay  lining  up  as  enthusi- 
astic dealers  in  talking  machines  and 
records  ? 


Phonographs  Are  Profit  Producers 

More  Than  a  Hundred  Instruments  a  Year  Are  Sold  by  One  Dealer  in  a  Town  of  Less 

Than  1,000  Population 


IF  a  store  in  a  town  of  less  than  a 
thousand  people  can  carry  such  a 
stock  as  that  shown  in  the  accom- 
panying illustration,  why  shouldn't  the 
phonograph  business  become  one  of  the 
most  important  sidelines  in  the  major- 
ity of  book  and  stationery  stores,  espe- 
cially in  the  towns  up  to  5,000  popula- 
tion? 

This  particular  display  is  not  of  a 
book  and  stationery  store,  but  of  a  hard- 
ware store,  that  of  Bonthron  &  Drys- 
dale,  Hensall,  Ontario.  Phonographs, 
most  decidedly,  are  more  appropriate 
for  book  and  stationery  stores,  which,  in 
Canada,  for  as  long  as  most  of  us  can 
remember  have  included  musical  mer- 
chandise of  one  sort  or  another  in  their 
stock-in-trade,  than  for  hardware  stores. 
Yet,  here  we  have  an  example  of  a 
small-town  hardware  store  scoring  big 
success  in  the  phonograph  business: 

Two  years  ago  they  decided  that  there 
was  an  opening  for  excellent  business 
in  the  sale  of  talking  machines  and  at 
once  got  busy  and  tried  out  their  idea. 

"It  was  a  good  move  all  right,"  said 
James  Bonthron.  "Last  year  we  sold 
over  one  hundred  machines  and  this  year 
we  hope  to  do  even  better." 

Every  week  in  the  home  paper  Bon- 
thron &  Drysdale  have  a  double  column 
message   telling   about    the    stock    they 


have  to  offer  and  its  prices.  Gramo- 
phones are  featured  regularly  and  gen- 
erally an  attractive  illustration  of  a  nice 
looking  machine  is   shown. 

How   It   Was   Done 

Here  is  the  wording  of  a  typical  ad- 
vertisement: 

JUST  YOU  HEAR  THE  


Plays  AH  Records  At  Their  Best 

We  Have  a  Splendid  Assortment 

to  Choose  From  NOW 

Prices  From  $25  to  $280 

The  firm  did  not  run  just  one  an- 
nouncement and  quit.  The  first  ads. 
brought  results  and  it  was  not  long 
until  the  firm  had  quite  a  number  of 
machines  of  one  size  and  the  other  out. 
At  regular  intervals  they  told  the  people 
about  their  gramophones  and  their 
records,  and  they  continued  to  get  re- 
sults. 

"Every  machine  we  sold  meant  a  lot 
of  free  advertising  for  us,"  said  Mr. 
Bonthron.  "The  owner  invited  his 
friends  in  to  hear  concerts,  and  it  wasn't 
long  before  they  began  to  come  into  the 
store  and  inquire  about  this  or  that  ma- 
chine. 

Followed   Them   Up 

"Of  course  we  not  only  followed  these 
people  up   closely   and   arranged   to   give 
them    demonstrations     in     their    homes, 
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but  we  got  in  toueh  with  a  number  of 
other  prospects.  Selling  gramophones 
in  some  cases  is  often  a  case  of  persist- 
ency. If  you  get  a  prospect  and  follow 
him  up,  you  get  him.  If  you  don't  fol- 
low him,  you  don't  get  him.  In  a  great 
many  cases,  the  machines  simply  sell 
themselves.  We  fnrd  that  people  in  gen- 
eral are  interested  in  music  and  the 
wide  variety  of  selections  offered  by  the 
gramophones  carries  a  wide  appeal.  It 
is  an  easy  matter  to  find  out  by  asking 
a  few  questions  just  what  the  "buyer 
likes  and  it  makes  a  considerable  dif- 
ference in  the  attitude  he  or  she  may 
take  towards  the  machine.  If  they  are 
favorably  impressed  to  start  with,  it 
helps  materially  in  closing  the  sale." 

A  Good  Method 

Mr.  Bonthron  states  that  the  firm 
finds  one  of  the  best  methods  of  closing 
sales  is  when  they  get  a  prospect  to 
either  deliver  a  machine  at  once  to  their 
home  on  three  or  four  days'  trial,  or 
select  the  style  of  machine  they  think 
they  would  like  best,  and  then  let  them 
have  it  on  approval  for  a  few  days.  In 
a  great  many  cases  the  machines  never 
come  back. 

The  firm  is  planning  to  try  out  the 
idea  of  store  concerts  and  believes  that 
good    results   will   follow. 


BOOKSELLER     AND     STATIONER 


FOR    'MOVIE"   SLIDES 

FOR  moving  picture  theatre  adver- 
tising, which  bookstores  can  ar- 
range for  on  a  co-operative  basis 
with  theatre  proprietors,  it  will  be 
valuable  for  stationers  to  know  about 
an  effective  plan  for  producing  good 
slides   at  little  cost. 

Here  is  the  way  one  man  makes  slides 
of  his  own.  It  takes  a  little  skill  and 
patience,  but  it  is   not  difficult. 

He  secures  a  number  of  old  slides 
that  will  not  be  needed  again.  From 
these  ha  washes  the  pictures  with  alco- 
hol. When  the  gla^s  is  clean  and  clear, 
a  coat  of  transparent  varnish  is  put 
smoothly  on  one  side  and  allowed  to 
dry.  He  then  selects  an  illustration  of 
the  article  to  be  advertised.  This  print 
is  coated  with  the  varnish  and  while 
this  varnish  is  still  wet  he  lays  it  onto 
the  coated  surface  of  the  glass,  face 
toward  the  glass.  Then  he  rubs  the 
back  of  the  print  with  the  fingers, 
making  sure  that  the  entire  surface  is 
covered.  After  that,  the  print  is  pulled 
off  and  the  picture  has  been  transfer- 
red from  the  paper  to  the  glass.  Letter- 
ing may  be  done  en  the  other  side  of 
the  slide. 


WHY  STORES  LOSE  TRADE 

Investigation  among  197  households 
developed  the  following  reasons  why 
they  quit  trading  at  certain  retail  stores: 

Indifference  of  salespeople    47 

Attempts  at  substitution  27 

Errors     18 

Tricky   methods    18 

Slow    deliveries    17 

Over-insistence   of    salespeople    ....  16 

Insolence  of  salespeople    16 

Unnecessary  delays  in  service   13 

Tactless  business  policies    11 

Bad  arrangement  of  store   9 

Ignorance   concerning   goods    6 

Refused    to    exchange    goods    4 

Thirty-five  per  cent,  on  account  of  in- 
difference, insolence  or  ignorance  on  the 
part  of  salespeople!  After  making 
every  allowance  for  customers'  faults, 
this  exhibit  indicates  a  staggering  pro- 
portion of  inexcusable  faults  in  the  aver- 
age retail  store — faults  which  the  man- 
ager who  knows  his  own  interests  will 
not  tolerate. — The   "Viewpoint." 

MAILING  LISTS 

BOOKSELLER  &  STATIONER  has 
on  frequent  occasions  told  of  the  good 
business  to  be  done  through  the  me- 
dium of  mailing  lists.  Supporting  this 
idea  one  manufacturer  speaks  to  deal- 
ers as  follows: 

"If  you  haven't  a  mailing  list  you  are 
side-stepping  a  golden  opportunity  for 
building  and  holding  trade.  It's  a  com- 
paratively easy  thing  to  compile  —  one 
list  for  customers,  another  for  prospects, 
sub-divided  as  you  may  wish.  A  mes- 
sage now  and  then  through  the  mails  to 
these  lists  will  bring  surprisingly  good 
returns.  You'll  find  manufacturers  more 
than  willing  to  co-operate  with  you  in 
this   work   and    that   folders,   enclosures, 


etc.,  advertising  the  lines  you  carry  will 
be  gladly  supplied  you." 

SELL   MORE  THERMOMETERS 

Thermometers  are  stocked  in  all  sta- 
tionery shops,  but  how  many  station- 
ers are  really  living  up  to  sales  possi- 
bilities with  this  line.  It  is  getting 
rather  late  for  the  cold  weather  appeal, 
but  it  is  not  amiss  to  reproduce  the  fol- 
lowing effective  newspaper  advertise- 
ment of  Parke  &  Parke,  of  Hamilton, 
Ont.: 

HOW  COLD  IS   IT? 

Why   Not   Have   a  Thermometer 

of  Your  Own? 
Besides  enabling  you  to  keep 
tab  of  the  weather  outside,  they 
are  also  essential  indoors,  so 
that  ycu  can  keep  your  house  at 
even    temperature 

OUR    THERMOMETERS 

Are      of      Dependable      Quality 

A   Large  Variety  in  Stock 

At   Different   Prices 

Despite  the  passing  of  winter  there 
will  still  be  good  business  in  selling 
thermometers  and  sales  will  rise  and  go 
still  higher  just  in  keeping  with  the  riss 
of  the  mercury  in  the  thermometers 
themselves  in  the  sizzling  hot  days  of 
next  midsummer.  Sell  more  thermome- 
ters. 

RETAIL  ADVERTISING 

"There  are  four  simple  things  which 
will  guide  any  retailer  in  improving  his 
business. 

"1.     Know   the    merchandise. 

"2.     Know  the  customer. 

"3.  Know  every  medium  in  the  town 
which  can  be   used  for   advertising. 

"4.  Understand  the  importance  of 
short,  terse,  but  very  specific  advertising 
copy. 

Treherne,  Man. —  George  Graham  in- 
cluded the  following  in  a  recent  adver- 
tisement: "The  latest  fiction  is  found  in 
our  current  magazines  and  on  our  well- 
stocked  book  shelves.  The  latest  music 
you  will  find  in  our  phonograph  records." 

Hamilton,  Ont. — Cloke  &  Son  carry  a 
good  stock  of  Sunday  school  helps  and 
these  are  occasionally  advertised  in  the 
newspapers  with  attention  paid  to  such 
items  as  Peloubet's,  Tarbell's,  Arnold's 
Notes,  Torry's  Gist  of  the  Lesson,  Gold- 
en Text  booklets,  class  Books,  collection 
envelopes,  prize  books  and  library  books. 

Maryfield,  Sask.— The  Maryfield  Toy 
Store  had  a  half-page  advertisement  in 
the  January  29  issue  of  "The  Maryfield 
News."  Half  of  this  space  was  devoted 
to  advertising  a  January  and  February 
discount  sale  of  toys,  the  remainder  of 
the  space  being  devoted  to  school  sup- 
plies. 

Camrose,  Alta. — E.  B.  Spark,  of  the 
Camrose  Book  and  Music  Store,  adver- 
tises different  brands  of  writing  papers 
and  pads  in  his  newspaper  space.  This 
impresses  the  people  that  they  can  have 
the  choice  of  a  good  variety  at  that 
store. 
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Thessalon,  Ont.— BOOST  is  the  dis- 
play heading  of  an  advertisement  of" 
F.  H.  Cavanagh,  in  the  Algoma  "Advo- 
cate" being  in  part  as  follows: 

"When  you  are  sending  a  line  out  of 
town,  use  a  postal  card  with  a  local 
view  on  it.  Use  all  you  can,  and  so 
boost  our  town  whenever  you  can." 

Kentville,  N.S. — This  paragraph  deals 
with  an  advertisement  which  should 
have  had  attention  in  the  last  issue. 
Under  the  heading  of  "Ross'  Bookstore 
for  1920"  comes  this  sub-heading: 

"Start  the  New  Year  with  a  Clean 
Page." 

"We  have  those  pages  in  Ledgers." 

"200,  300,  500  single-page  single  and 
double  entry.  One,  two  and  three  ac- 
counts to  page  combined,  or  all  one- 
page  accounts." 

"Day  Books,  Journals,  Cash  Books, 
Index  and  Memos." 

People  were  advised  to  buy  at  once  in 
anticipation  of  still  further  increases  in 
paper  prices. 

Saskatoon,  Sask. — J.  E.  Simester  ad- 
vertises in  the  newspapers  as  "Select 
Book  Seller  and  Representative,''  and 
features  certain  libraries  and  outstand- 
ing books  in  his  display  announcements. 

Berwick,  N.S. — Wilson's  Book  and 
Novelty  Store  plays  up  the  phonograph 
trade  quite  strongly,  and  monthly  ar- 
rivals of  new  records  are  featured  in 
display  advertising  in  the  "Berwick 
Register." 

Tilstcn,  Man. — Phonographs  and  re- 
cords constitute  a  live  branch  in  the 
store  of  J.  S.  Cosgrove,  and  he  adver- 
tises "Prices  same  as  Winnipeg.  You 
save  transportation  charges." 

Baldur,  Man. — In  his  general  store,. 
F.  S.  Schultz  conducts  a  circulating 
library,  and  carries  a  stock  of  books  and 
stationery.  Good  attention  is  paid  to 
these  lines  in  his  advertising  in  the 
"Baldur  Gazette." 

Viscount,  Sask. — W.  R.  Turner  has 
a  live  gramophone  department  in  his 
store,  and,  taking  advantage  of  the 
dance  craze,  he  pays  a  great  deal  of 
attention  in  his  newspaper  advertising 
to  advertising  dance  records. 

FREE   TEXT   BOOKS 

If  the  tendency  grows  of  supplying 
free  school  text  books  as  well  as  other 
supplies  making  up  a  complete  school 
equipment  for  each  pupil,  the  scho  >I 
trade  bids  fair  to  develop  into  a  contract 
business  between  the  trade  and  school 
boards.  The  problem  to  be  met  here  is 
for  retail  booksellers  to  see  that  they 
get  a  fair  chance  at  this  contract  busi- 
ness. 

The  latest  city  to  decide  to  supply 
free  text  books  as  well  as  other  neces- 
sary supplies  is  St.  Catharines,  Ont.. 
where  the  School  Eoard  passed  a  reso- 
lution to  that  effect  at  its  last  monthly 
session. 


Test  Yourself  With  These  Questions 

Answer  Each  One  of  Them  and  Then  Check  Up  the  Results — You  May  be  Surprised  to 

Find  That  There  Are  Weak  Points  in  Your  Business  That  You  Have  Never 

Considered — Stop  All  Leaks  and  Conserve  Your  Profits 

(All  rights  reserved.  Wm.  A.  Hersey,  Robt.  H.  Ingersoll  &  Bro.) 


PERHAPS  there  isn't  a  single  screw  loose  in 
your  business. 
The  question  is — are  you  sure  there  isn't? 
Your  position  toward  your  business  should  be  the 
same  as  that  of  a  doctor  towards  his  patient.  A 
doctor  examines  his  patient  and  finds  out  what  is 
wrong  and,  then  prescribes  a  remedy.  You,  on  the 
■other  hand,  should  examine  your  business — every 
so  often — from  an  impartial  viewpoint.  Try  to  find 
your  weak  points  and  when  you  find  there  is  any- 
thing wrong,  or  that  there  is  anything  that  you  are 
not  doing  that  you  should  do — then  do  all  you  can 
■to  remedy  it. 

The  following  list  of  questions  was  made  up  after  a 
•long  and  careful  study  of  the  failings  of  many  mer- 
chants. Ask  yourself  each  one  of  these  questions. 
•Check  those  to  which  you  cannot  answer  "yes." 
After  you  have  completed  the  list,  begin  immediately 
to  remedy  the  points  on  which  you  are  lacking. 
Rem.ember,  by  ignoring  your  weak  points  you  are 
not  harming  anyone  but  yourself.  It  is  just  the 
-same  as  if  you  would  go  to  a  doctor  and  then  ignore 
rthe  remedy  he  prescribes. 

BUYING  AND  SELLING 

1     Do  you  allow  your  personal  tastes  to  influence  you 

too  much  in  your  buying?  

You  should  analyze  your  customers'  wants  and  not 
your  own  preferences.  People  in  each  community 
have  certain  likes  and  dislikes  which  must  be  taken 
into  consideration  if  you  wish  to  secure  all  their  pa- 
tronage. 

*  *  » 

"2  Do  you  overcome  sales  resistance  by  pushing  na- 
tionally advertised  goods  ?  

Advertised  lines  are  easier  to  sell  than  non-adver- 
tised lines.  And  it  is  the  easier  selling  lines  which 
help  you  to  turn  your  stock  oftener. 

*  *         * 

"3     Have  you  studied  all  the  goods  you  handle  to  know 

the    selling   points   of   them?  

To  secure  selling  points  of  the  lines  you  handle,  it 
is  a  good  idea  to  read  the  manufacturers'  literature 
on  them — trade  newspapers — newspaper  articles,  etc. 
These  are  but  a  few  of  the  sources  of  information. 

*  *         * 

4  Have  you  carefully  planned  the  interior  arrange- 
ment of  your  store,  that  is,  the  arrangement  of  your 

different    departments?  

Quite  often  you  can  get  good  ideas  for  the  arrange- 
ment of  your  store  by  studying  the  arrangement  of 
other    stores,    especially   the   large      and      successful 

stores. 

«  *         * 

5  Have  you  a  good  lighting  system  to  show  your  goods 

to  the  best  advantage?  

«         •         * 

<5  Is  your  stock  clean  and  well  arranged?  Does  it  in- 
vite  inspection  ?  

*  *         * 

7  Do  you  ever  look  at  your  store  from  the  viewpoint 

of  a  customer?  

If  you  will  look  at  your  store  as  a  customer  does, 
that  is,  casually  pass  your  windows — go  into  your 
store  as  if  you  did  not  know  anything  about  it,  it 
will  often  help  you  make  it  more  attractive. 

*  *         * 

8  Have  you  tried  changing  around  the  arrangements 
of  your  departments,  to  see  which  is  the  most  pro- 
fitable?   


Quite  often,  by  changing  the  departments  from  one 
part  of  the  store  to  another,  you  will  find  it  will  en- 
able you  to  sell  more  goods.  The  same  is  true  of 
all  other  departments,  and  also  all  lines. 

•  *         * 

9     Do  your  clerks  render  prompt  and  courteous  service  ? 

•  *  * 

10  Do  you  keep  a  record  of  your  sales  by  departments, 
so  that  you  can  tell  which  departments  are  falling 
behind? 

10a  Do  your  records  show  you  which  articles  and  lines 
are  not  selling  as  quickly  as  they  should,  and  have 
you  a  system  of  watching  your  records  so  that  the 
slow  sellers  will  not  be  in  stock  too  long? 

•  •  • 

11  Can  you  tell  each  day  the"  cost  of  the  goods  that  you 
sell  each  day,  so  that  you  will  know  whether  or  not 
you  are  making  a  profit  on  the  goods  that  you  sell? 


12  Do  you  keep  a  record  of  your  sales  by  clerks,  so  that 
you   know  which   clerks   are      earning  a   profit  and 

which  are  not? 

*  •         • 

13  Are  all  of  your  goods  marked  in  plain  figures,  so 
as  to  impress  upon  your  customers  that  you  do  busi- 
ness on  a  one-price  basis? 

*  *         * 

14  Do  you  put  special  efforts  on  certain  departments 
because  that  department  appeals  to  you  more  than 
others  do? 


15  Have  you  a  system  for  securing  names  and  addresses 
of  new  prospective  customers,  and  facts  pertaining 
to  them?  And  do  you  also  keep  a  record  for  secur- 
ing of  information  that  will  help  you  make  more 
sales  among  your  customers,  such  as  keeping  a  re- 
cord of  wedding  anniversaries,  birthdays,  etc? 

16  Have  you  tried  to  enlarge  your  selling  territory  in 
outlying  districts,  either     through     solicitation — or 

advertising? 

*  *         « 

17  Do  you  advertise  through  your  local  paper? 

*  *  • 

18  When  you  do  get  up  advertisements,  do  you  get 
them  up  because  it  is  a  job  that  must  be  done,  or 
do  you  make  them  carefully? 

19  Do  you  advertise    seasonable   goods? 


20  Do  you  make  a  study  of  the  advertisements  used 
by  other  merchants,  that  is,  not  only  those  used  by 
other  stores  in  your  line,  but  of  other  kinds  of 
stores  as  well? 


21  Do  you  make  a  study  of  manufacturers'  advertise- 
ments of  lmes  that  you  handle  to  get  ideas  for  your 
own  advertisements? 

*  *         • 

22  Do  you  use  the  cut  service  and  other  advertising 
helps  supplied  by  manufacturers? 

23  Have  you  a  mailing  list? 

*  *         • 

24  Do  you  keep  your  mailing  list  up  to  date? 

*  ♦         * 

25  Do  you  use  your  mailing  list? 

*  *         • 

26  Are  you  able  to  tell  from  your  records  whether  your 
advertising  does  actually  increase  your  sales  for 
the   articles   or  lines   advertised? 
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Some      advertisements,   such   as   advertising     special 
sales,   should    bring   immediate      results,   but   unless 
you   have  the  right  sort'  of   records,  you  cannot  tell 
just  how  much   good   your  advertising  does. 

27     Do  you  set  aside  an  appropriation   at  the   beginning 
of  each   year  for  advertising  for  the   coming     year? 


That  is,  do  you  set  aside  a  certain  amount  of  money 
for  the  ensuing  year,  based  on  your  expectation  of 
the  volum'e  of  business  you  expect  during  that  year? 

28  Do  your  records  show  what  percentage  you  spend 
for  advertising,  that  is,  the  amount  you  spend  for 
advertising  compared  to  your  gross  sales,  and 
also,  the  amount  you  spend  for  advertising  com- 
pared  with   your   total   overhead   expenses? 

WINDOW  DISPLAY 

29  Do  you  carefully  plan  your  window  displays,  or  do 
you  just  use  your  windows  as  show  windows,  and  not 

as  sales  windows? 

#  *  * 

30  Do  you  display  seasonable  goods? 

31  Do  you  keep  your  windows  clean? 

32  Do  you  try  to  have  your  windows  better  looking 
than  the  windows  of  your  competitors? 

33  Do  you  use  manufacturers'  display  material? 

34  Do  you  watch  for  manufacturers'  advertising  cam- 
paigns and  plan  window  displays  to  connect  up  with 

those   campaigns? 

»  *  * 

35  Do  you  have  price  tickets  on  most  of  the  goods  dis- 
played? 

36  Can  you  tell  from  your  records  whether  your  dis- 
plays actually  increase  the  sales  of  articles  that  you 
display? 

Unless  you  keep  a  record  of  your  sales  by  lines  and 
departments,  you  cannot  tell  which  displays  pay  the 
best. 

GENERAL  MANAGEMENT 

37  Have  you  a  good  system  of  records  that  enables  you 
to  manage  your  business  on  facts,  or  do  you  manage 

it  on  guesswork? 

#  *  * 

38  Do  you  know  how  often  you  turn  your  stock  in  each 
department? 

39  Do  you  know,  beyond  t'he  possibility  of  a  doubt,  that 
the  selling  prices  on  everything  that  you  handle  are 
based  on  the  proper  mark-up? 

40  Do  you  know  exactly  what  your  expenses  are  and 
whether  or  not  they  could  be  trimmed  in  any 
way  ? 

If  you  merely  keep  a  record  of  your  expenses  as 
money  paid  out,  you  canaot  tell  whether  they  are 
high  or  low,  but  you  should  keep  them  on  an 
account  basis,  enabling  you  to  know  just  what  you 
are  spending  your  money  for.  In  every  well-organ- 
ized business,  the  manager  should  be  able  to  tell 
at  a  glance  What  his  expenses  v/ere  for  any  particu- 
lar time,  for  any  particular  class  of  expense. 

#  *  * 

41  ,  Do  you  know  how  much  you  have  to  sell  at  the  be- 

ginning of  each  month  to  meet  yaur  expenses  for  the 
coming  month,  and  to  make  a  profit? 


42     Do  you  know  what  your  net  profit  and  expenses  are 
for  each  month  ? 


43     Do  you  know  exactly  how  much   money     you     have 
tied   up   in   stock  by  departments? 

#  •  • 

44     Do  you   know     how   your  expenses    for  any  given 
month   compare  with  those  of  a  month,  six  months 
previous,   or   a   year   previous? 

•  *  » 

45  Do  you  know  how  large  an  investment  your  fixtures 
and  your  store  represent,  and  do  you  charge  off  10 
per  cent,  for  depreciation  each  year? 

#  •  • 

46  Do  you  have  considerable  trouble  in  making  out 
your  Income  Tax  Report,  or  are  your  records  in  such 
shape  that  you  can  make  it  out  in  a  comparatively 
short   time? 

47  Do  you  charge  off  the  right  amount  each  year  for 
loss  through  theft,  or  other  reasons,  that  is,  do  you 
base    your   charges   on   facts,   instead    of  guesswork? 

48  Do  you  know  whether  you  have  any  lines  that  are 
eating  up  the  profits  you  make  or,  other  lines? 

49  Do  you  keep  an  accounts  receivable  ledger?  That  is 
— a  record  of  all  goods  sold  on  credit,  so  that  you 
know  exactly  who  owes  you  and  how  much? 

50  Do  you  use  every  effort  possible  to  keep  accounts  re- 
ceivable down  to  a  minimum? 

51  Are   you   careful   in   extending  credit? 

52  Do  you  know  exactly  how  much  money  you  owe  to 
manufacturers,  jobbers  and  others? 

53  Do  your  clerks  like  their  boss? 

*  *  # 

54  Do  you  try  to  educate  your  clerks  to  get  the  most 
out  of  them,  or  do  you  let  them  shift  for  them- 
selves ? 

55  Does  your  treatment  of  employees  inspire  respect, 
loyalty  and  energy? 

56  Do  you  pay  your  clerks  on  a  salary  and  bonus  basis, 
making  it  worth  their  while  to  increase  their  sales? 

57  Do   you   discount   your   bills? 

58  Do  you  belong  to  a  local,  provincial  or  national  as- 
sociation, and  do  you  attend  their  meetings? 

59  Do   you  read   trade   newspapers? 

60  Do  you  use  your  own  and  your  clerks'  time  accord- 
ing to  relative  value,  that  is,  do  you  reserve  your 
time  for  executive  work  and  plan  to  let  your  minor 
help  take  care  of  your  minor  work? 

61  Are  you  open  to  suggestions,  or  are  you  set  in  your 
ways  ? 

52     Do   you   like   your  work? 

63  Do  you  take  a  vacation  every  year? 

64  Do  you  take  an  annual  inventory? — do  you  compare 
it  with  your  permanent  stock  record  to  see  whether 
or  not  you   are   short  any  goods? 

65  Do  you  make  immediate  and  satisfactory  adjust- 
ments of  all  complaints,  so  that  your  customers  are 
satisfied? 
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CANADIANA 

Among  the  glowing  tributes  from 
critics  in  England  accorded  to  the  new 
Canadian  novelist,  Arthur  Beverly  Bax- 
ter, on  the  strength  of  his  book,  "A 
Blower  of  Bubbles,"  is  one  in  which  he  is 
likened  to  W.  J.  Locke  because  of  the 
humor,  tenderness  and  philosophy  of  his 
writing.  Before  publication  of  the  first 
Canadian  copyright  edition  of  this  book 
a  second  edition  has  had  to  be  sent  to 
the  press. 

"Glen  of  the  High  North"  is  the  title 
of  a  new  novel  by  H.  A.  Cody  which  is 
in  train  for  publication. 

Grace  MacLeod  Rogers,  author  of 
"Joan  at  Halfway,"  is  now  writing  its 
sequel,  "Joan  at  the  Crossroads,"  to  ap- 
pear this  year.  She  was  in  Toronto  in 
connection  with  the  Daughters  of  the 
Empire  work  in  February,  and  at  that 
time  made  final  arrangements  wiih  her 
publishers  in  connection  with  her  forth- 
coming book.  Mrs.  Rogers'  home  is  in 
Amherst,  N.S.  Mrs.  Rogers  was  recently 
in  receipt  of  a  most  glowing  tribute  for 
"Joan  at  Halfway"  from  Grace  Drayton, 
the  artist,  who,  by  the  way,  is  responsi- 
ble for  the  popular  "Campbell  Kids." 

Another  newcomer  among  Canadian 
novelists  is  Victor  Lauriston,  whose  first 
novel  is  a  detective  story  that  is  ranked 
by  the  publishers  who  are  to  bring  it  out 
with  the  work  of  Oppenheim  and  Le 
Queux.  The  title  is  "The  Twenty-first 
Bur."  The  scenes  are  laid  largely  m 
Western  Ontario  as  well  as  in  Buffalo 
and  Detroit. 

Another  psychical  book  by  a  Toronto 
medical  doctor  is  to  come  this  year  and 
it  is  said  that  its  revelations  will  be  as 
sensational  as  were  those  of  Dr.  Watson 
in  "The  Twentieth  Plane."  Its  title  will 
be  "The  Dawn  of  the  Awakened  Mind." 
The  author  is  Dr.  John  M.  King.  Dr. 
Watson  has  written  a  new  book,  the  title 
of  which  is  "Birth  Through  Death,"  deal- 
ing with  the  ethics  of  the  "twentieth 
plane." 

A  new  edition  is  being  issued  of  Bar- 
low Cumberland's  "History  of  the  Union 
Jack." 

The  Canadian  Lawyer  is  a  familiar 
book  to  all  Canadian  booksellers,  who 
will  be  interested  to  learn  that  this  work 
has  been  entirely  revised  and  rewritten 
and  is  to  be  put  out  under  a  new  title  — 
"Everyman's  Legal  Guide." 


A  WORLD  PROBLEM 

In  Stephen  Leacock's  book,  "The  Un- 
solved Riddle  of  Social  Justice"  (Gundy), 
an  attempt  is  made  to  analyze  the  nature 
of  what  is  happening;  to  view,  in  the 
light  of  the  events  of  the  war,  the  fail- 
ures and  defects  of  the  industrial  policy 
of  the  nineteenth  century,  and  to  trace 
as  far  as  may  be  in  the  mist  of  current 
events  the  pathway  to  our  future  safety. 

The  main  aim  of  the  writer  is  to  esti- 
mate what  is  and  what  is  not  possible  in 
social  reform.  The  Utopia  of  the  Social- 
ist he  dismisses  as  a  beautiful  dream,  im- 
possible of  realization  in  the  world  in 
which  we  live.  But  he  repudiates  as 
equally  impossible  for  the  future  the 
worn-out  doctrine  of  every  man  for  him- 
self. The  Syndicalist  and  the  Bolshevik 
the  writer  designates  as  the  man  with  the 
bomb,  threatening  the  disruption  of  so- 
ciety. 

The  point  of  view  taken  leads  toward 
the  conclusion  that  the  safety  of  the  fu- 
ture lies  in  a  progressive  movement  of 
social  control,  alleviating  at  least  the 
misery  it  cannot  obliterate,  and  based 
upon  the  broad  general  principle  of  equal- 
ity- of  opportunity  and  a  fair  start.  The 
chief  immediate  opportunities  for  social 
betterment,  as  the  writer  sees  them,  lie 
in  the  attempt  to  give  every  human  be- 
ing in  childhood  adequate  food,  clothing, 
education  and  opportunity.  This  will 
prove  the  beginning  of  many  things. 

McKISHNIE'S    NEW    NOVEL 

A  forthcoming  book  that  is  bound  to 
find  a  big  place  in  the  hearts  of  Can- 
adian readers  is  "A  Son  of  Courage,"  by 
Archie  P.  McKishnie.     The  book  will  b3 
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VICTOR    LAURISTON 
Whose  first  novel  is  shortly  to  appear. 

55 


published  concurrently  in  this  country 
and  the  U.S.,  where  Reilly  &  Lee,  of 
Chicago,  the  firm  which  so  successfully 
marketed  the  earlier  Harold  Bell  Wright 
books  will  be  the  publishers. 

The  scenes  of  the  story  are  laid 
partly  in  Kent  County  in  Ontario,  and 
in  the  oil  fields  farther  north,  this  being 
a  romance  of  the  days  of  the  great  oil 
boom  in  this  district  in  the  "sixties." 
There  is  a  boy  hero  from  whom  the 
book  takes  its  title  and  the  story  does 
not  take  him  out  of  his  boyhood.  There 
are  other  boys,  too,  and  as  a  story  about 
boys  alone,  the  book  will  carry  strong 
appeal,  but  there  is  a  most  charming 
love  story  as  well  and  also  a  mystery 
together  with  other  elements  that  con- 
sidered on  an  all-round  basis  makes  this 
latest  McKishnie  a  most  noteworthy 
achievement. 

5,000  FACTS  ABOUT  CANADA 

Frank  Yeigh's  popular  annual,  "5,000 
Facts  About  Canada,"  is  out  for  1920, 
and  is  even  more  invaluable  than  its  pre- 
decessors. The  fifty  chapters  of  one- 
sentence  crisp  facts  about  Canada,  cov- 
ering the  whole  alphabet  of  subjects 
from  Agriculture  to  Yukon,  presents  the 
Dominion  in  a  nutshell.  It  is  a  revela- 
tion to  even  the  best-informed  of  the 
growth,  wealth,  trade  and  importance  of 
this  country. 

ALL   AND  SUNDRY 

"More  uncensored  celebrities"  are 
presented  in  E.  T.  Raymond's  new  book 
"All  and  Sundry."  Those  who  adorn  its 
pages  include  the  Prince  of  Wales, 
President  Wilson,  Clemenceau,  G.  K. 
Chesterton,  Kipling,  Sir  Thomas  Beech- 
am,  Lord  Robert  Cecil,  Mr.  Speaker, 
Lord  Earle,  the  Bishop  of  London,  Dean 
Inge,  Leo  Maxse  and  many  others.  The 
book  is  published  by  T.  Fisher  Unwin. 


THE  DARK  MIRROR 

"The  Dark  Mirror,"  by  Louis  Joseph 
Vance,  is  the  tale  of  a  normally  healthy, 
fine  girl,  an  artist,  who  leads  a  dream  life 
of  lawlessness,  in  which  she  acts  as  lead- 
er of  a  desperate  gang  of  criminals. 
Moreover,  every  circumstance  of  her 
dream  activities  is  reproduced  in  next- 
morning  newspaper  accounts  of  actual 
crimes.  Finally,  when  these  involve  a 
murder,  she  turns  to  the  man  who  loves 
her,  a  young  physician  with  a  growing 
reputation  as  a  psycho  analyst,  for  help. 
His  psychic  investigations  exploring  the 
hidden  things  in  her  life  provide  clues 
which  end  bafflingly  at  the  very  doors  of 
the  mystery,  but  cannot  get  within.  The 
subsequent  working  out  of  this  mystery 
story  to  its  climax  is  most  original  and 
keeps  the  reader  in  tense  excitement. 

EDNA  FERBER 

For  Edna  Ferber  no  person  is  without 
a  story  hidden  about  him  somewhere,  and 
it  is  in  getting  behind  the  masks  and  sur- 
face appearances  of  the  everyday  people 
about  us  that  she  does  her  finest  work. 
From  the  lass  whose  lad  has  gone  roam- 
ing and  who  is  worrying  about  the  grand 
people  he  is  meeting,  to  the  farmer  who 
is  out  of  place  in  the  city  and  is  led,  by 
his  homesickness  for  the  soil,  to  amazing 
actions,  she  goes,  "eavesdropping  upon 
humanity,"  and  learning  its  secrets.  The 
title  is  "One  Hundred  Per  Cent." 

GEORGE  ADE 

In  "Hand-Made  Fables"  George  Ade 
gives  us  one  of  his  characteristic  books 
after  a  silence  of  several  years  as  re- 
gards his  famous  fables  in  slang.  The 
text  is  accompanied  by  pictures  by  John 
T.  McCutcheon. 

CLEEK  AGAIN 

The  Hanshews  have  written  another 
detective  story  around  Cleek,  their  mas- 
ter detective,  and  in  it  Cleek's  ingenuity 
is  taxed  to  the  utmost.  Every  bank  in 
England  reports  losses  of  gold.  At  the 
same  time,  on  a  deserted  section  of  the 
coast,  there  are  strange  disappearances 
and  uncanny  fires  in  the  marshes  —  and 
as  a  climax  a  young  man's  murder,  of 
which  a  nobleman  stands  accused. 

DIESEL  ENGINES 

From  Constable's  comes  H.  F.  P.  Pur- 
doy's  important  technical  book,  "Diesel 
Engine  Design,"  which  is  based  on  twelve 
years'  experience  of  Diesel  engines, 
mainly  from  the  drawing-office  point  of 
view.  It  is  intended  to  present  an  ac- 
count  of  the  main  considerations  which 
control  the  design  of  these  engines. 


THE  WOMAN  OF  FORTY 

"The  Woman  of  Forty"  is  a  new  book 
by  Dr.  Lowry,  the  noted  writer  on  sex 
hynriene  subjects,  published  by  Forbes 
&  Co.,  of  Chicago. 

It  has  been  said  that  the  middle  years 
of  a  woman's  life  are  wasted  more  than 
any  of  our  national  resources.  This 
should  not  be;  for  the  women  of  forty 
are  the  women  of  mature  understanding 
and  ripe  judgment,  still  possessing  abun- 
dant health  and  strength.  As  Dr.  Lowry 
says,  most  of  the  world's  great  women 
have  been  past  middle  life  when  they 
performed  the  achievements  which  made 
them  famous.  Every  woman  in  the  for- 
ties who  wishes  to  be  at  her  best  and  de- 
sires mental  and  physical  growth  should 
read  this  sensible  book  —  and  it  should 
be  read  by  her  husband  also.  It  is  a 
book  physicians  will  recommend  to  tlieir 
patients. 


GEORGE    BARTON 

Author   of   "The   Mystery   of   the   Red   Flame." 

Halftone   presented    through    courtesy   of   the   Page 

Co.,    of   Boston. 

In  these  days  of  high  popularity  en- 
joyed by  detective  stories  a  story  must 
be  good  to  stand  out  from  among  the 
many  others  that  are  current.  George 
Barton's  "The  Mystery  of  the  Red 
Flame"  does  that.  It  has  to  do  with  a 
glorious  red  flame  diamond  taken  from 
the  museum  at  Rio  Janeiro,  a  wily  Bra- 
zilian rascal,  as  conceited  as  he  is  clever, 
romantic  as  well  as  a  rogue,  a  little-talk- 
ing but  much-doing  secret  service  man,  a 
diamond  merchant  whose  activities  won't 
bear  a  customs  inspector's  searchlight 
and,  of  course,  a  beautiful  girl! 

The  illustration  of  the  author  as  ap- 
pearing herewith  is  presented  through 
the  courtesy  of  the  Page  Company  of 
Boston.  The  author  is  a  newspaper  man 
whose  hobby  is  the  study  of  crime  and 
criminals. 
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THE  BRITISH  CAMPAIGN 

The  period,  January-July,  1918,  is 
covered  by  Sir  Arthur  Conan  Doyle's 
sixth  volume  of  his  war  history,  "The 
British  Campaigns  in  France  and  Flan- 
ders." The  publishers  are  Hodder  & 
Stoughton,  Ltd.  The  second  battle  of  the 
Somme  is  exhaustively  dealt  with,  as 
are  also  the  battle  of  Lys  and  the  bat- 
tles of  Chemin  des  Dames  and  Ardres. 
The  volume  has  a  number  of  maps  and 
plans. 

THE  GORGEOUS  GIRL 

"The  Gorgeous  Girl,"  by  Nalbro  Bart- 
ley,  is  a  fine  new  novel  of  life  among  the 
idle  rich  in  which  there  are  some  whole- 
some and  most  delectable  contrasts.  In 
scene  and  characterization  it  is  a  typical 
American  novel,  worthy  of  the  author  of 
"A  Woman's  Woman." 

NO   DEFENCE 

A  new  novel  by  Sir  Gilbert  Parker, 
entitled  "No  Defence,"  was  begun  seri- 
ally in  the  February  issue  of  Munsey's 
Magazine. 

SCOUTS   PURSUE  SPIES 

Brewer  Corcoran,  author  of  a  series 
of  Boy  Scout  stories,  has  completed 
"The  Boy  Scouts  of  the  Wolf  Patrol," 
in  which  a  feature  of  the  action  of  the 
story  is  the  pursuit  of  German  spies  by 
boys  too  young  to  participate  in  the 
actual  fighting   of  the  late  war. 

"HINDY'S"  MEMORIES 

Field  Marshal  von  Hindenburg's 
memoirs  are  announced  for  publication 
at  the  end  of  March.  An  autobiography 
of  his  life  up  to  the  present  time  is  in- 
cluded in  the  work,  which  will  be  issued 
in  three  editions. 

BEDTIME  STORIES 

A  new  Thornton  W.  Burgess  book  an- 
nounced for  autum  npublication  is  "The 
Burgess  Animal  Book,"  which  will  be  in 
keping  with  the  "Burgess  Bird  Book." 
In  the  Green  Meadow  series  a  new  title 
will  be  "Old  Granny  Fox." 

A  new  long  novel  by  Richard  Dehan, 
author  of  "The  Dop  Doctor,"  is  to  appeal- 
shortly.  Its  title  will  be  "Eve  of  Pas- 
qua." 

The  directory  feature  of  the  Annual 
Spring  Number  will  be  invaluable  to  the 
retailers  and  jobbers.  As  a  book  of  re- 
ference it  wili  be  carefully  preserved  by 
methodical    merchants. 


BOOKSELLER     AND     STATIONER 


A   GROWING   BOOK   MARKET 

While  the  proportion  of  automobiles 
in  Canada  as  compared  with  the  U.  S. 
is  not  as  high  as  it  should  be,  according 
to  population,  Canada  is  gaining  in  this 
respect  each  year. 

Statisticians  of  the  B.  F.  Goodrich 
Rubber  Company,  who  have  just  com- 
pleted a  count  of  the  motor  vehicles  of 
the  United  States,  are  looking  forward 
conservatively  to  10,000,000  cars  in 
1921.  This  means  approximately  one 
car  to  every  ten  persons  in  the  States, 
or  figuring  three  and  one-half  persons 
to  a  family,  one  car  to  every  two  house- 
holds. Your  chances  of  having  a  car 
in  the  family  are  therefore  50-50 — 
one  in  two. 

The  count  on  automobiles  and  trucks 
now  in  operation  is  based  on  official  fig- 
ures from  every  state  in  the  Union.  The 
registration  of  motor  vehicles  for  1919 
was  7,555,269,  and  for  the  year  1918 
was  6,023,605 — an  increase  of  1,531,664 
— a  gain  of  26  per  cent.  The  increase 
of  1918  over  1917  was  23  per  cent. 

All  dealer  and  motorcycle  registra- 
tions have  been  carefully  deducted.  The 
figures  present  the  first  complete 
authentic   report. 

In  Canada,  as  shown  in  the  statistical 
table,  according  to  provinces  published 
in  the  February  issue,  there  are  324,886 
motor  vehicles. 

The  chances  are  that  this  country 
will  continue  to  at  least  keep  pace  with 
the  U.  S.,  and  there  is  every  reason  to 
believe  that  a  total  of  500,000  for  Can- 
ada will  be  reached  by  1921.  These 
statistics  are  again  being  given  to  bring 
home  to  booksellers  what  this  means  in 
the  way  of  increased  business  in  books 
dealing  with  automotive  topics.  The 
total  sales  of  automobile  books  in  Can- 
ada has  already  reached  enormous  pro- 
portions and  will  increase  with  the 
further  development  of  this  industry. 

COMMERCIAL    RESEARCH 

From  the  Macmillan's  comes  a  valu- 
able new  book,  entitled:  "Commercial 
Research,"  by  C.  S.  Duncan,  of  the  fa- 
culty of  the  University  of  Chicago, 
where  he  is  assistant  professor  of  com- 
mercial organization.  The  book  discus- 
ses scientific  principles  for  the  solving  of 
commercial  problems  and  is  a  guide  to 
their  application.  In  everyday,  untech- 
nical  language  there  are  stated  the  de- 
vices by  means  of  which  the  manager 
may  most  quickly  and  accurately  visual- 
ize his  problem;  how  he  may  recognize 
the  significance  of  business  facts;  how 
these  facts  may  be  collected,  how  ana- 
lyzed, how  presented,  how  interpreted 
into  a  policy,  a  course  of  action.  It  is 
a  practical  book  for  business  men  and 
students  of  business. 

BUSINESS   BOOKS 

Business  books  of  a  practical  nature 
ave  obviously  good  stock  for  any  book- 
store. In  fact,  a  business  and  technical 
book  department  is  now  proving  the 
most  profitable  branch  of  the  business 
in  many  book  stores.  In  this  connection 
interest  attaches  to  the  coming  of  a  new 


volume  in  the  Shaw  Selling  Series.  This 
one  is  "Handling  Salesmen  at  Lower 
Cost." 

Part  I,  "Building  Up  a  Sales  Force," 
suggests  first  of  all  methods  of  hiring 
— where  to  look  for  salesmen — is  it  best 
to  advertise— whether  to  look  for 
trained  or  untrained  workers — what 
qualifications  to  go  after — how  to  de- 
cide whether  the  applicant  has  the  de- 
sired qualifications.  There  are  in  ad- 
dition application  blanks  that  can  be 
adapted  without  difficulty  to  almost  any 
business. 

Other  sections  offer  valuable  tips  on 
placing  salesmen  in  the  right  ter- 
ritories, on  wise  supervision,  sales  re- 
ports, letters,  personal  contact,  talks, 
contests,  and  so  on. 

But  perhaps  the  most  valuable  ma- 
terial in  the  volume  is  that  on  selling 
costs,  which  is  an  outgrowth  of  a  coun- 
try-wide investigation  made  by  the 
Bureau  of  Business  Standards  of  the 
Shaw  Publications.  Whatever  line  of 
business  a  man  is  in,  he  is  sure  to  find 
these  cost  figures  illuminating.  Sales 
managers  can  check  up  their  selling 
costs  with  these  cost  figures  and  estab- 
lish a  basis  for  judging  whether  theirs 
are  extravagant  or  economical.  If  a 
sales  manager  has  no  adequate  method 
of  determining  what  it  is  costing  him 
to  sell.  Chapter  VII,  "How  to  Figure 
Costs  More  Accurately,"  will  tell  him 
how  other  successful  business  men  are 
meeting  the  problem  and  enable  him  to 
profit  by   their   experience. 

RELIGIOUS    BOOKS 

In  connection  with  the  opportunity 
that  is  always  open  to  booksellers  to 
interest  religiously  inclined  people  in 
books  having  to  do  with  Christian  liv- 
ing and  Bible  study,  mention  may  be 
made  of  two  interesting  books  that 
have  just  come  from  Morgan  &  Scott, 
Ltd.,  of  London.  These  are  "The  Prom- 
ise of  Life,"  by  the  Rev.  Harrington  C. 
Lees,  and  "The  Practice  of  Christ's 
Presence,"  by  W.  Y.  Fullerton.  The 
latter  is  a  new  and  revised  edition  of 
a  previously  issued  book.  In  Mr.  Lee's 
work  the  studies  of  Christian  faith  and 
practice  are  based  upon  St.  Paul's 
Second  Epistle  to  Timothy,  and  in  an 
illuminating  and  helpful  way  he  deals 
with  problems  as  vital  to  the  life  of 
to-day  as  they  were  to  the  Christians 
of  the  first  century. 

Mr.  Fullerton's  book  is  described  by 
Dr.  Alexander  White  as  a  masterly 
work,  ranking  with  the  writings  of 
Jeremy  Taylor  and  of  Lawrence.  He 
considered  that  all  who  were  familiar 
with  these  three  writers  would  natur- 
ally link  them  together,  which,  by  the 
way,  affords  a  further  suggestion  to 
booksellers. 

YANKEE  AND  BRITON 

"The  Yankee  in  the  British  Zone"  is 
the  title  of  a  book  by  Ewen  Macveagh 
and  Lee  D.  Brown.  This  book  answers 
the  question  as  to  how  Tommy  Atkins 
and  the  Yank  got  along  and  what  they 
learned  from  each  other. 
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It  is  not  a  war  book;  it  is  rather  a 
study  in  pyschology  of  the  average  man, 
British  and  American;  and  it  is  the 
first  intimate  story  of  the  Anglo-Ameri- 
can   relations. 

Written  by  two  trained  observers  it 
sets  forth  a  welcome  of  anecdotes,  many 
grotesquely  funny,  and  illustrative  "hu- 
man interest"  stories  and  incidents. 

NAT  GOULD 

"Racing  Rivals"  is  a  Nat  Gould  racing 
story  which  has  just  been  published  for 
the  first  time  by  John  Long,  the  Lon- 
don publisher.  It  is  in  Long's  Is,  6d 
series.  The  story  is  told  with  the 
vim  that  is  characteristic  of  Nat 
Gould's  stories.  It  is  a  volume  of  over 
250  pages. 

"MOVIE"    BOOK    NOTES 

Once  more  Mary  Pickford  is  going  to 
portray  the  "Poor  little  rich  girl"  liv- 
ing part  of  her  life  amidst  luxury  and 
the  rest  in  the  slums,  this  time  as  Mar- 
garet Kendall,  alias  "Mag  of  the  Alley," 
little  heroine  of  "Cross  Currents  and  the 
Turn  of  the  Tide,"  by  Eleanor  H.  Porter, 
author  of  the  "Glad  Books."  Miss  Pick- 
ford  has  just  signed  a  contract  with  the 
publishers  of  these  books  for  the  drama- 
t:z^tion  of  the  story  for  the  screen  by 
her  own  company. 

BRIDGE  AND  CHESS 

Two  new  bridge  books  to  appear  short- 
ly are  "Auction  Made  Easy,"  by  R.  F. 
Foster,  and  "Russian  Bank"  (Crapette). 
A  chess  book  by  J.  R.  Capablanca,  en- 
titled "My  Chess  Career,"  will  record 
notable  games  in  which  this  noted  cheso 
player  took  part,  together  with  the  re- 
production of  his  own  notations  during 
the  progress  of  these  contests. 

Three  new  chess  books  are:  "Chess 
Openings:  First  Series,"  "Chess  Open- 
ings: Second  Series,"  by  DuMont,  and 
"Games   of  Chess,"  by  Charousek. 

A  second  edition  is  being  issued  of 
"Dr.  Pimlico,"  by  William  Le  Queux. 

SPIRITUALISM 

"The  Proofs  of  the  Truth  of  Spiritu- 
alism" is  the  title  of  a  book  by  Henslow 
which  will  interest  many  people  when 
psychical  interest  is  so  high  and  books 
on  psychical  subjects  so  much  in  demand. 

CHEIRO 

A  Canadian  copyright  edition  is  being 
brought  out  of  Chiero's   "Palmistry  for 
All." 
THOMPSON  SETON 

"Tales  of  the  Woodland,"  by  Ernest 
Thompson  Seton,  is  dedicated  to  "the 
mothers  who  would  have  their  children 
inherit  the  good  things  that  belong  to 
outdoor  life." 

To  quote  from  the  author's  preface: 
"While  this  book  was  written  for  the 
child  between  six  and  twelve  years  of 
age,  it  assumes  that  mother  (or  father) 
will  be  active  as  a  leader;  therefore,  it  is 
addressed  first  of  all  to  the  parent.  The 
lessons  are  planned  to  develop  eyesight, 
handicraft,  muscular  control,  alertness, 
discrimination,  attention,  teamplay,  cour- 
age, self-control,  exact  obedience  to  or- 
ders, and  above  all,  imagination." 
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THE  THIRD  WINDOW 

The  new  novel  entitled  "The  Third 
Window,"  hy  Anno  Douglas  Sedgwick, 
is  one  of  a  high  degree'  of  excellence. 
An  indication  of  this  is  the  fact  that  this 
story  was  the  first  one  accepted  jn  years 
for  serial  publication  in  "The  Atlantic 
Monthly." 

ALTITUDE  AND  HEALTH 

F.  F.  Roget  is  the  author  of  an 
interesting  book  entitled,  "Altitude  and 
Health,"  published  by  Constable  &  Co., 
of  London.  The  author  is  liable  to 
bring  down  upon  himself  ridicule  from 
medical  men  who  play,  up  so  strongly 
the  bacterial  causation  for  disease,  for 
his  theory  in  the  case  of  a  cold  in  the 
head,  for  instance,  is  that  it  is  attribut- 
able to  "an  ill-managed  transition  from 
physiological  over-heat  to  normal  tem- 
perature," and  his  argument  is  in  favor 
of  the  merits  of  altitude  as  a  security 
against  disease.  Reading  this  volume 
the  layman  will  not  find  it  difficult  to 
experience  the  conviction  that  the  soil 
is  an  equal  factor  to  the  seed  in  con- 
nection with  the  warding  off  of  disease, 
and  that  vigorous  life  aids  wonderfully 
in  meeting  the  attacks  of  low  corpus- 
cular forms  of  life. 

TAGORETS  NOVEL 

"The  Home  and  the  World,"  by  Rabin- 
dranath  Tagore,  is  the  Indian  philoso- 
pher's first  novel  to  be  published  in  Eng- 
lish. The  Canadian  edition  is  published 
by  Macmillans.  The  novel,  an  intimate 
picture  of  Indian  life  and  character,  is 
told  in  the  form  of  separate  narratives 
by  the  three  principal  actors:  a  landed 
proprietor,  his  wife  and  an  agitator  in 
the  cause  of  Swadeshi.  As  the  title  im- 
plies, the  plot  revolves  around  the  oppos- 
ing claims  on  husband  and  wife,  of  their 
home  life  and  the  world  outside,  as  rep- 
resented by  the  political  activities  of  the 
agitator. 

ROMANCE  OF  BATTLE  LINE 

J.  E.  C.  Bodley,  in  his  book  "The  Ro- 
mance of  the  Battle  Line  in  France," 
provides  a  tentative  historical  survey  of 
the  battle  fields  of  France,  until  a  more 
ambitious  work  appears  to  fill  this  want. 
There  is  an  endless  stream  of  visitors  to 
the  war  zone,  and  this  will  continue  in- 
creasing for  many  a  year.  To  such 
tourists  this  book  will  be  found  invalu- 
able; but  its  interest  is  wider  than  that, 
carrying  as  it  does  a  strong  appeal  to 
every  reader,  the  average  man  and  the 
student  alike,  and  especially  to  the  men 
who  actually  participated  in  the  r-~1-L' 
The  book  comprises  269  pages.  The  last 
chapter  sums  up  the  results  of  the  war 
as  affecting  national  life  and  imperial 
interests.  It  is  published  by  Constable's, 
of  London. 

From  the  University  Tutorial  Press, 
of  London,  England,  comes  a  new 
"School  Geometry,"  matriculation  edi- 
tion, the  work  of  W.  P.  Workman,  M.A., 
B.Sc,  and  A.  G.  Cracknell,  M.A.,  B.Sc, 
F.C.P. 


EDGAR  A.  GUEST 

A  most  interesting  personality  in  the 
contemporary  world  of  American  letters 
is  Edgar  A.  Guest,  upon  whom  may  be 
said  to  have  fallen  the  mantle  of  James 
Whitcomb  Riley,  so  true  an  interpreter 
in  verse  is  he  of  American  life  and  char- 
acter. 

Edgar  Guest  belongs  to  the  same  demo- 
cratic brotherhood  as  Riley,  Eugene 
Field,  Will  Carleton  and  Edwin  Mark- 
ham,  singers  who  have  established  a 
place  in  the  hearts  of  the  great  middle- 
class  Americans,  and  of  their  counter- 
parts, the  home-loving  people  in  Canada. 

Edgar   Guest's   books   are  popular  be- 


EDGAR  A.  GUEST 

cause  in  his  work  there  is  no  striving  for 
the  bizarre,  the  fantastic  or  the  unreal. 
His  songs  are  simple  —  both  in  theme 
and  construction.  They  are  songs  of 
home,  of  children,  of  every-day  joys  and 
sorrows,  and  of  the  numberless  things 
about  which  the  affection  and  sentiment 
of  life  cling.  Such  poetry  as  that  of 
Edgar  A.  Guest  has  the  ring  of  genuine- 
ness, for  it  is  based  on  a  deep,  abiding 
faith  in  human  nature  —  in  its  essential 
goodness  and  loveableness.  It  is  this 
human  quality  in  his  verse  that  has  made 
Guest  one  of  the  favorite  poets  of  the 
present  day. 

Eddie  Guest's  latest  book  of  verse  is 
"The  Path  to  Home,"  which  carries  the 
same  strong  appeal  as  "A  Heap  o'  Liv- 
in',"  "Just  Folks"  and  "Over  Here." 
These  books  have  all  been  published  in 
uniform  bindings  of  different  sizes  and 
qualities. 

Edgar  Guest  is  becoming  more  and 
more  popular  on  the  public  platform  as  a 
reader  of  his  own  poems  and  this  is  still 
further  accentuating  the  steadily  growing 
popularity  of  his  books. 
58  ' 


McFEE'S  NEW  NOVEL 

William  McFee's  new  novel,  "Captain 
Macedoine's  Daughter,"  like  "Aliens" 
and  "Casuals  of  the  Sea,"  will  give  you 
the  soul  of  England.  It  is  a  story  of 
seductively  fascinating  people  —  preten- 
tious Captain  Macedoine  with  his  pathetic 
bubble,  "The  Anglo-Hellenic  Develop- 
ment Co."  (to  be  built  on  gullible  sea- 
captains'  savings),  the  Captain's  daugh- 
ter, alluring  and  richly  vital,  used  as  a 
pawn  in  her  father's  speculations,  but 
growing  beyond  it  into  amazing  experi- 
ences, the  ship's  crew  that  fell  in  love 
with  her,  and  all  cast  in  a  vibrant,  beau- 
tiful setting  of  seas  and  sea-towns. 
THE  KILLER 

The  Killer,  a  man  named  Hooper, 
boasted  that  nothing  that  got  in  his  way, 
from  a  toad  in  the  pathway  to  a  grown 
man,  lived.  He  did  no  murder  with  his 
own  hands.  A  nod  to  his  Mexican  fol- 
lowers and  the  man  marked  was  as  good 
as  dead  —  one  time  or  another.  That  is 
the  central  figure  of  the  title  story  of 
Stewart  Edward  White's  new  book  which 
presents  seven  other  stories,  half-narra- 
tive, half-essay. 
KATHLEEN 

What  may  be  described  as  a  "long 
short  story"  is  "Kathleen,"  by  Christo- 
pher Morley,  in  which  the  mystery  of 
Kathleen  comes  to  add  new  zest  to  the 
life  of  the  "Scorpions,"  assembled  to  dis- 
cuss things  literary  and  culinary.  It  is  a 
genuinely  humorous  tale. 
NORTH  OF  THE  LAW 

To  Jules  Dane,  in  the  far  Northwest, 
love  comes  unasked.  He  repels  one 
woman,  and  her  vengeance  takes  him 
falsely  into  prison.  But  as  a  climax  to 
breath-taking  adventures,  he  escapes 
with  his  true  love  and  goes  "North  of  the 
Law,"  which  is  the  title  of  Samuel  Ed- 
ward White's  novel,  in  which  is  related 
this  absorbing  tale  of  love  and  adven- 
ture. 

NO  BASE  LIKE  HOME 

In  June  will  come  a  new  story  of  base- 
ball and  movie  interest  by  H.  S.  Witwer 
and  his  popular  hero,  Ed  Harmond,  fa- 
mous pitcher,  again  stars.  There  is  the 
regulation  laugh  a  minute  characteristic 
of  all  Witwer's  books.  The  title  of  this 
new  book  is  "There's  No  Base  Like 
Home." 

SUCCESS  WITH  HOGS 

In  these  days  food  production  is  of  the 
utmost  importance  and  booksellers  have 
an  opportunity  of  increasing  their  sales 
of  books  bearing  on  this  big  question. 
"Success  With  Hogs"  is  such  a  book.  Its 
author  is  Charles  Dawson,  and  the  pub- 
lishers are  Forbes  &  Co.,  of  Chicago. 

The  author  of  this  complete  and  prac- 
tical guide  to  successful  hog-raising  is 
a  well-known  authority  on  the  subject 
and  has  had  a  long  and  wide  experience 
in  every  branch  of  the  industry.  He  has 
written  a  splendid  book  which  clearly 
gives  the  latest  and  best  methods  for  the 
feeding,  breeding  and  care  of  swine,  with 
full  directions  and  plans  for  making  hog 
buildings  and  equipment  —  nothing  is 
omitted. 


Booksellers  Must  Keep  Up  With  Times 


King's  Bookstore  at  Montreal  Finds  This  Necessary  to  Success- 
Indoor  Display  Trade-Getters 


-Outdoor  Signs  and 


KING'S  BOOKSTORE,  27  Bleury 
street,  Montreal,  keeps  alive  to  the 
needs  of  1920  by  viewing  1920  in 
terms  of  the  advanced  ideas  which  now 
obtain.  As  J.  L.  King,  the  proprietor, 
said  to  BOOKSELLER  AND  STA- 
TIONER, "One  must  keep  changing 
with  the  times  if  he  is  to  succeed."  This 
was  illustrated  when,  in  answer  to  u 
question  of  BOOKSELLER  AND  STA- 
TIONER regarding  the  prevention  of 
accumulating  unsaleable  stock,  Mr.  King 
said  that  the  only  way  to  prevent  this, 
or  the  best  way,  is  to  keep  stock  mov- 
ing. This  may  be  done  by  watching  it 
closely  and  by  knowing,  in  this  way, 
what  has  been  held  for  a  certain  period. 
If  in  stock  too  long,  it  should  be  hurried 
out,  and  this  can  be  accomplished 
through  special  display,  or  probably  re- 
duced price.  This  matter  can  best  be 
decided  by   the   individual   merchant. 

This  Advertising  Pays 

"Do  you  find  that  the  special  an- 
nouncements you  use  at  the  front  of 
the  store  bring  in  actual  business?" 

"Yes,  they  do.  I  believe  that  they 
are  better  for  my  business  than  news- 
paper advertising,"  replied  Mr.  King. 
"At  the  same  time,  if  I  were  on  a  side 
street,  they  would  not  be  of  much, 
and  perhaps  not  of  any,  value." 

This  advertising  is  of  a  character 
which  is  by  no  means  new,  but  since  it 
appeals  to  Mr.  King,  and  does  the  work, 
why  change  the  method?  It  embraces, 
in  a  nutshell,  the  constant  use  of  cotton 
announcement  signs  in  front  of,  and 
above  the  store  front.  For  instance, 
when  the  writer  called — about  the  end 
of  January — Mr.  King  was  featuring 
Valentines,  and  these  were  being  ad- 
vertised on  a  sandwich  board,  and 
which  was  placed  in  front  of  the  window, 
on  the  sidewalk.  A  little  early,  some 
would  say,  to  advertise  Valentine  cards 
— nearly  a  month  before  Valentine's 
Day,  but  there  is  nothing  like  getting 
interest  awakened.  This  helps  clear 
stock  out  early,  and  herein  lies  an  open 
secret,  "Get  the  goods  sold — show  them 
long  before  anniversary  dates — that's 
the  way  to  prevent  dead  stock  accumu- 
lation." 

Immense  Card  Sales 

An  interesting  item  in  sales  is  that  of 
picture  post  cards.  These  are  displayed 
well,  and  this  helps,  Mr.  King  states,  in 
putting  sales  over.  Racks  are  suspended 
from  the  ceiling,  and  are  placed  uni- 
formly, so  that  the  best  effect  is  ob- 
tained. The  sections  holding  cards  are 
kept  filled,  and  this  prevents  an  un- 
sightliness  that  is  always  undesirable. 
Furthermore,  good  display  has   a    more 


beneficent  effect  upon  the  prospective 
customer  than  poor  or  incomplete  dis- 
play.    Many  racks  are  used. 

Cards  have,  of  late,  been  obtained 
largely  from  United  States  makers,  and 
Mr.  King  is  well  pleased  with  the  class 
of  lithographed  cards  they  are  supply- 
ing. The  variety  is  wide  and  the  class 
of  subjects  sufficiently  interesting  to 
create  and  maintain  active  sales.  Of 
course,  local  views  are  in  active  de- 
mand, these  being  constantly  asked  for. 
Altogether,  Mr.  King  is  well  satisfied 
with  the  volume  of  post  card  business 
which  he  is  doing.  Display  in  the  win- 
dows, and  display  in  the  store,  coupled 
with  the  outside  announcements,  "do 
the  trick." 

Will   Pay   the  Price 

Of  papeteries,  Mr.  King  sells  increas- 
ing quantities.  "We  are  selling  better 
grades  all  the  while,  and  at  the  Christ- 
mas season  papers  selling  at  around 
$1.50  are  in  big  demand.  In  fact  we 
sell  more  of  the  better  papers  than  of 
the  cheap  ones." 

Linen,  box  papeteries  are  popular.  Of 
one  line  alone  sales  have  increased 
steadily.  This  is  a  paper  that  is  re- 
tailed ordinarily  at  50c  to  75c  per  box. 
A  line  retailing  at  25c  is  also  offered, 
but  the  sales  of  this  are  decidedly  less. 
Since  prices  have  soared  so  greatly, 
BOOKSELLER  AND  STATIONER 
asked  if  this  had  not  been  detrimental, 
or  rather  if  it  had  not  reduced  the  vol- 
ume of  business,  but  trade  has  rather 
increased,  than  diminished,  Mr.  King 
pointed  out.  Canadians  have  a  certain 
pride  about  them,  and  if  the  better 
article  be  recommended,  or  even  dis- 
played alongside  the  cheaper,  it  will  sell 
best. 

This  applies  to  other  lines.  Pencils, 
for  instances,  and  of  which  the  King 
store  sells  many  gross,  must  be  reliable, 
and  they  must  stand  up  under  the  severe 
strain  of  office  usage.  If  they  do  not, 
then  the  customer  will  not  have  them 
again;  in  fact,  he  will  return  those 
which  have  been  sent  him,  as  was  the 
case  with  a  lot  of  pencils  which  had 
been  sold  lately.  Canadian  makers,  in 
particular,  Mr.  King  thinks,  should  pay 
closer  attention  to  the  quality  of  the 
pencils  they  make. 

Gets  This  Business 

Mr.  King  sells  much  stationery,  and 
specialties  are  also  sold  extensively. 
These  go  to  some  of  the  large  wholesale 
firms  in  the  vicinity.  The  store  is  lo- 
cated near  the  corner  of  Craig  and 
Bleury  Streets,  and  this  section  has 
many  busy  offices.  Mr.  King  has  gone 
out  to  them  and  sold  quantities  of  office 
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stationery  and  supplies,  and  this  busi- 
ness pays.  Some  have  been  customers 
for  years,  and  the  demands  on  Mr. 
King's  time  have  become  many,  so  that 
it  is  not  always  possible  to  meet  and 
make  new  business  acquaintances.  There 
is  this  to  say,  however,  and  that  is  that 
the  customers  are  well  looked  after,  and 
Mr.  King  is  an  advocate  of  the  personal 
call.  It  brings,  and  develops,  actual 
business. 

When  a  new  device  comes  out  which 
is  sold  to  the  trade,  it  is  demonstrated 
to  the  customer,  and  in  this  way  new 
business  is,  from  time  to  time,  develop- 
ed. These  specialties  are  the  "found" 
business  which  all  like  to  get,  for  it 
pays  well. 

An  Historic  Stand 

The  King  store  has  been  occupied  for 
about  ten  years.  These  ten  years  have 
been  marked  by  a  growth  of  which  the 
proprietor  is  proud. 

"I  think  this  is  one  of  the  oldest 
stores  in  Montreal,"  said  Mr.  King  to 
the  writer.  "Ah  old  resident,  whose 
family  was  born  and  reared  here,  often 
comes  in  and  chats  about  it.  The  old 
fireplace   still  remains." 

Naturally,  under  the  above  conditions, 
the  store  is,  in  many  respects,  out-of- 
date.  This  would  be  a  handicap  to  many 
booksellers,  but  it  is  not  to  Mr.  King, 
for  he  has  made  the  best  of  the  poor 
floors,  the  low  ceiling,  the  scanty  space, 
etc.,  by  displaying  goods  in  such  a  man- 
ner as  to  make  the  interior  attractive. 
After  all,  it  is  merchandise  that  people 
want  when  they  come  in  to  buy,  and  here 
they  can  get  it,  get  it  fresh,  and  get  it 
quickly.  For  Mr.  King  and  his  staff  are 
always  on  the  job,  from  before  8  a.m. 
to  6.30  p.m. 

Business  centres,  for  the  most  part, 
from  11  a.m.  to  2.30  p.m.,  and  from 
4  p.m.  to  6.30  p.m.  The  former  period 
is  that  surrounding  lunch  hours,  while 
the  later  hours  are  those  when  traffic 
is  heaviest  on  the  street.  It  is  a  pedes- 
trian traffic  that  buys,  largely,  the  class 
of  stationery  and  supplies,  novelties, 
etc.,  which  King's  bookstore  sells.  Lo- 
cated as  it  is,  the  sale  of  specialties  is 
large,  and  of  Ouija  Boards,  in  partic- 
ular, great  quantities  have  been  sold. 
Games  and  other  novelties  are  active 
sellers,  and  are  constantly  displayed  in 
the  windows. 

"Some  assert  that  a  transfer  corner 
is  no  good  for  business.  What  is  your 
experience,  Mi-.   King?" 

"With  me,  it  has  been  satisfactory. 
It  brings  business." 


How  One  Bookseller  Increases  Sales 

New  Books  as  They  Come  Are  Systematica  lly  Submitted  to  Most  Likely  Buyers  Among 

Regular  Customers 


FOLLOWING  up  the  inspirational 
advice  given  in  one  of  the  inter- 
views published  in  last  month's 
issue  in  which  one  publisher  advocated 
"Sell  Looks  Every  Day''  as  a  motto  for 
1920,  the  following'  account  of  a  plan 
for  livening  up  book  sales  as  practised 
by  John  B.  Foster,  of  Newark,  N.J.,  is 
most  apropos: 

When  a  new  shipment  of  books  was 
received,  Mr.  Foster  wrapped  up 
twenty-five  to  one  hundred  packages  of 
four  books  each.  Then  he  made  up  a 
list  of  selected  charge  customers  and 
under  the  package  cord  he  slipped  this 
personally  addressed,  multigraphed  let- 
ter: 
My   Dear   Madam    (or  Sir): 

"I  have  just  received  from  our  pub- 
lishers a  shipment  of  the  enclos-ed  new 
books: 

(Here   Mr.   Foster   listed   the   four 

titles    he    enclosed    in    the    package.) 

"These  are  such  interesting  and  ex- 
ceptional stories  that  I  wanted  a  few 
of  my  customers  to  have  an  opportunity 
to  purcha.se  some  before  I  put  them  on 
general  sale. 

"I  am  sending  herewith  a  volume  of 
each,  which  I  would  like  to  have  you 
look  over  at  your  convenience.  In  a 
'day  or  two  our  wagon  will  stop  and  call 
for  those  you  do  not  wish.  If  you 
should  desire  any  additional  volumes, 
you  can  let  the  driver  know  and  I  wilH 
be  pleased  to  send  them  to  you. 

"These  books  will  retail  at  (list  of 
prices  given),  and  I  know  they  will  have 
a  large  sale.  It  is  for  this  reason,  that 
I  have  taken  the  liberty  of  sending 
them,  so  that  you  may  have  first 
choice." 

Yours  very  truly, 

JOHN  B.  FOSTER. 

I'.S. — "I  have  made  arrangements 
With  our  publishers  to  forward  to  me 
monthly  their  most  popular  and  best 
publications,  and  if  you  like  I  shall  be 
pleased  to  send  over  these  new  volumes 
as  we  receive  them  each  month  for 
your   perusal." 

Speaking  of  this  plan  to  a  correspond- 
ent of  "Geyer's  Stationer,"  Mr.  Foster 
snid  that  on  the  first  trial  of  this  plan 
his  sales  amounted  to  32  per  cent.  Sales 
resulting  later  increased  this  percent- 
age. 

No  complaint  was  made,  and  several 
customers  thanked  Mr.  Foster  for  his 
thoughtfulness.  One  customer  who 
bought  a  book  by  Henry  A.  Shute,  came 
in  later  for  two  other  books  by  this 
same  author. 

Another  customer  kept  the  four  books 
because  "they  came  at  a  time  when  I 
was  wondering  what  to  buy  for  prizes 
for  a  card  party,  and  the  books  solved 
the  problem  most  delightfully." 

Mr.    Foster  reports   that   the  cost    of 


this  method  of  increasing  business  was 
small.  He  figured  delivery  as  a  fixed 
charge,  anyway,  and  having  a  duplicat- 
ing machine,  he  ran  off  the  letters  at 
slight  cost. 

Personally,  I  was  completely  sur- 
prised with  the  results  of  my  little 
plan,"  Mr.  Foster  remarked,  "because  I 
was  rather  afraid  at  first  of  being 
charged  with  forwardness.  I  am  not 
certain  whether  this  plan  would  work 
with  all  merchandise — but  it  seems 
peculiarly  desirable  for  books,  inasmuch 
as  they  are  rather  'personal' — and  if  ac- 
companied by  a  proper  letter  are  bound 
to  prove  acceptable.  Perhaps  these 
tactics  applied  to  other  lines  of  mer- 
chandise might  not  prove  so  successful. 
.1  do  know,  however,  that  the  plan  sold, 
and  is  still  selling,  a  great  many  extra 
books   for   me." 


GRACE    S.    RICHMOND 
Red  Pepper  Burns  is  one  of  the  established  char- 
acters   which    the   wodern    fiction    world    has    given 
us.       In    Mrs.     Richmond's    appealing     new    book,, 
"Red    and    Black."    he    appears    again.      This    half- 
tone   is    reproduced    through    the    courtesy    of 
Doubleday,   Page  &   Co. 

BLACK   AND  WHITE 

Grace  S.  Richmond  has  a  new  book 
ready  —  and  in  its  pages  Red  Pepper 
Burns  figures  again.  It's  called  "Red 
and  Black."  Mrs.  Richmond's  own  sub- 
title for  it  is,  "A  Novel  of  Opposing 
Personalities."  That  sub-title  applies 
both  in  respect  to  the  men  and  women 
who  figure  in  the  story. 

There  is,  for  instance,  the  fine  and 
lovable  woman  whom  Black  —  Robert 
Macpherson  Black,  the  exceptionally 
human  young  clergyman  who  came  to 
preach  at  the  Stone  Church — loves  and, 
over  against  her,  the  trifling  little  flirt 
who  makes  so  much  trouble  wherever 
she  goes.  And  then  there  is  Red — Red 
Pepper  Burns  himself,  with  his  flaming 
hair  and  sunny  smile  —  and  there  is 
Black.  The  story  of  how  Red  is  gradual- 
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ly  won  over  from  awkward  skepticism 
as  to  Black's  power  and  attitude  toward 
life  into  admiring  recognition  of  the 
man,  forms  one  of  the  most  inspiring 
stories  this  popular  writer  has  ever 
achieved.  The  portraiture  of  the  con- 
trasting types  in  the  little  congregation 
is  delicately  handled  and  throughout  the 
book  is  alight  with  just  those  qualities 
of  mind  and  heart  and  soul  which  have 
endeared  Mrs.  Richmond  to  so  wide  a 
circle  of  readers,  making  her  known  as 
"the  novelist  of  the  home." 

WHY   ENGLAND  WON 

A  book  of  historic  value  and  momen- 
tous interest  is  Lord  Haldane's  "Before 
the  War"  in  that  it  provides  a  vindica- 
tion for  the  course  adopted  by  the  Brit- 
ish Government  in  pre-war  years.  A 
vivid  light  is  thrown  on  the  remarkable 
state  of  preparedness  which  enabled  the 
Expeditionary  Force  to  join  the  soldiers 
of  France,  without  either  delay  or  defi- 
ciency in  August,  1914.  A  truly  inter- 
esting analysis  of  the  national  character 
is  given,  and  its  effect  on  during-the- 
war  actions  is  traced  in  a  way  which 
is  of  sincere  interest  to  every  thoughtful 
reader.  "We  are  somewhat  deficient  in 
the  faculty  of  self-examination  and  self- 
criticism,"  says  the  author,  which,  he 
thinks,  has  led  to  an  insularity  that  has 
made  "the  international  mind  not  com- 
mon amongst  people  of  these  lands." 

Lord  Haldane  very  definitely  believes 
that  in  the  same  way  as  far-visioned 
statemen  gave  England  that  strength 
which  was  not  to  fail  when  tested  in 
the  war  years,  so  England  herself — if 
she  but  adopts  nationally  the  habit  of 
far-vision — can  reap  the  full  harvest  of 
her  many  other  qualities  in  the  New 
World  that  will  come  out  of  the  pres- 
ent flux,  by  being  true  to  herself.  From 
this  viewpoint — in  addition  to  its  high 
imperial  significance  and  historical  va- 
lue— Lord  Haldane's  book  is  a  real  con- 
tribution to  literature. 

BOOK   DISCOUNTS 

A  representative  of  a  Canadian  job- 
ing  house  points  out  that  a  retailer  in 
Canada  buying  books  from  a  U.S.  house 
at  40  per  cent,  discount,  must  consider 
both  duty  and  the  exchange  rate,  which 
brings  down  the  actual  discount  to 
about  27  per  cent.,  exclusive  of  car- 
riage. He  draws  attention  further  to 
the  necessity  of  buying  one  hundred 
copies  of  one  title  in  order  to  get  this 
40   per  cent,  discount. 

PERIODICAL    NOTES 

A  new  periodical,  "Discovery,"  ap- 
peared last  month  under  the  editorship 
of  Dr.  A.  S.  Russell,  M.C.  It  is  in- 
tended to  cover  the  whole  field  of  re- 
search. It  is  published  by  John  Mur- 
ray, London,   England. 


Monthly  Record  of  New  Books 

Published  by  Firms  Established  in  Canada 


THOMAS  ALLEN 
Fiction 

The  Red  Lady,  Katharine  Newlin  Burt, 
cloth,  $1.90;  Oh  You  Tex,  William  M. 
Raine,  $2. 

Non-Fiction 

The  Storm  Pilot:  The  Story  of  Calvin 
Coolidge,  Holman  Day,  $1.10;  Le  Petit 
Nord:  Annals  of  a  Labrador  Harbor, 
Anne  Grenfel  and  K.  Spalding,  $1.65: 
The  Island  of  Sheep,  Cadmus  and  Har- 
nionia,  $1.65;  Recreation,  Viscount  Grey, 
$1.65;  The  Learned  Lady  in  England, 
Myra  Reynolds,  $2.25;  Humanism  in  New 
England  Theology,  Rev.  Geo.  A.  Gordon, 
D.D.,  $1.35;  Poems,  Edgar  Allan  Poo, 
cloth  $1.65,  leather  $2.75;  Food  Facts  for 
the  Home  Maker,  Lucile  Stimson  Har- 
vey, cloth,  $2;  Fair  Value,  Harleigh  H. 
Hartman,  $3;  The  Almosts:  A  Study  of 
the  Feeble-Minded,  Helen  MacMurchy, 
$1.65. 

S.  B.  GUNDY 
Fiction 
The  Dark  Mirror,  Louis  Joseph  Vance, 
cloth,  $1.75;  The  Tempering,  Charles 
Neville  Buck,  cloth,  $1.50;  Isle  O'Dreams, 
Frederick  Ferdinand  Moore,  cloth,  $1.50; 
Diamond  Tolls,  R.  S.  Spears,  cloth,  $1.50; 
Turquoise  Canon,  J.  A.  Dunn,  cloth, 
$1.50;  A  Secret  of  the  Sea,  W.  Allison, 
cloth,  $1.75. 

Non-Fiction 
Hand-Made  Fables,  George  Ade,  cloth. 
$1.75:  New  Worlds  Self-Defined,  C.  A. 
Smith,  cloth,  $1.75;  The  New  Black 
Magic,  J.  G.  Raupert,  cloth,  $2;  Spiritism 
and  Religion,  Johan  Liljencrants,  cloth, 
$3.50;  The  Life  of  Pasteur,  A.  V.  Radot, 
cloth,  $4;  Tales  of  My  Native  Town, 
Gabriele  d'Annunzio,  cloth,  $1.75. 

MACMILLAN  &  CO. 

Fiction 

The  Black  Drop,  Alice  Brown,  cloth, 
$2;  Peace  in  Friendship  Village,  Zona 
Gale,  cloth,  S2. 

Non-Fiction 

Foundations  of  Classic  Architecture, 
H.  L.  Warren,  clolh,  $6;  Pan  Islam,  G. 
Wyman  Bury,  cloth,  $2:  Science  arid 
Fruit  Growing,  Duke  of  Bedford,  cloth, 
$4.°5;  The  Making  of  Modern  Wales, 
W.  L.  Williams,  cloth,  $2;  The  Narcotic 
Drug  Problem,  E.  S.  Bishop,  cloth,  $2; 
Miss  Eden's  Letters,  Violet  Dickinson, 
cloth,  $6;  The  Idea  of  Atonement  in 
Christian  Theology,  Hastings  Rashall, 
cloth,  $5;  Treasury  of  Nineteenth  Cen- 
tury Verse,  H.  J.  Massingham,  cloth, 
$1.20;  Stabilizing  the  Dollar.  Irving 
Fisher,  cloth,  $4;  For  Pulpit  and  Plat- 
form, John  M.  English,  cloth,  $1.40; 
Samuel  Bulier:  A  Memoir,  Henry  F. 
Jones,  2  vols.,  cloth,  $15;  The  Psycholo- 
gy of  Nations,  G.  E.  Partiridge,  cloth, 
$1  50;  The  Labor  Market,  Don.  D.  Les- 
cohier,  cloth.  $2.75;  Poems,  Gladys 
Cromwell,  cloth,  $1.5;  The  Book  of  Ice 
Cream,  Walter  W.  Fisk,  cloth,  $2.75;  A 


Private  in  the  Guards,  Stephen  Graham, 
cloth,    $2.50. 

McCLELLAND  &  STEWART,  LTD. 
Fiction 

September,     Frank     Swinnerton,     $2 
Tamarisk  Town,  Sheila  Kaye  Smith,  $2 
The   Tidal   Wave,   Ethel   M.   Dell,   $1.75 
The  Veldt  Trail,  Gertrude   Page,   $1.75 
An     Awfully     Big     Adventure,     "Barti 
meus,"  $1.75;   The   Star  of  India,  Alice 
Perrin,   $1.75;    A    Thousand   to   One,    B. 
M.  Croker,  $1.75;   Sheepskins  and  Grey 
Russet,     E.     Temple     Thurston,     $1.75; 
On  Great  Waters,  Frank  H.  Shaw,  $1.75; 
The  Man  Who  Broke  the  Rule,  May  Ed- 
ginton,    $1.75;    The    Doctor    of    Pimlico, 
Wm.     L.     Queux,    $1.5:     Second    Youth, 
Warwick     Deeping,     $1.75;      Possessed, 
Cleveland    Moffatt,    $2;    The    Bridge    of 
Time,  William  Henry  Ware,  $2. 
Non-Fiction 

Complete  Auction  Player,  Florence 
Irwin,  new  edition,  $2;  Life  Everlasting 
and  Psychic  Evolution,  J.  W.  Fringe,  $2; 
Auction  Bridge,  Foster,  new  edition, 
$2.50. 

Juvenile 

Our  Wonderful  Navy,  J.  S.  Marger- 
son,  $2.50;  Blind  Trails,  Clayton  H. 
Ernst,  $2;  Orchard  and  Meadow,  Zoe 
Meyer,  $1;  All  About  Treasures  of  the 
Earth,  Zoe  Meyer,  $2.50;  Boys'  Book 
of  the  Open  Air,  Eric  Wood,  $2.50;  The 


School  on  the  Moor,  Ethel  Talbot,  $1.50; 
All  About  Aircraft  of  To-day,  Frederick 
A.  Talbot,  $2.50. 

GEORGE  J.  McLEOD,  LTD. 
Fiction 

Allegra,  L.  Allen  Harker,  cloth,  $1.90; 
Wydnham's  Pal,  Harold  Bindloss,  cloth, 
$1.75;  The  Single  Track,  Douglas  Grant, 
cloth,  $1.75;  The  Boardwalk,  Margaret 
Widdemer,  cloth,  $1.60. 

Non-Fiction 

An  Autobiography,  Theodore  Roose- 
velt, cloth,  $5. 

J.  M.  DENT  &  SON  LTD. 
Fiction 

Light,   H.   Barbusse,   $1.75. 
Non-Fiction 

The  British  Coal  Industry,  Gilbert 
Stone,  $1.25;  Free  Trade,  J.  M.  Robert- 
son, $1.25;  Sir  Douglas  Haig's  Des- 
patches, J.  H.  Boraston,  $15;  The  Nur- 
sery School,  Margaret  McMillan,  $*; 
The  Chinese  Wonder  Book,  N.  H.  Pit- 
man, $2.50;  Shakespeare  for  Community 
Players,  Roy  Mitchell,  $2;  Jacopone  da 
Tode,  Poet  and  Mystic,  Evelyn  Underhill, 
$3.50:  Birds  in  Town  and  Village,  W. 
H.  Hudson,  $3.50:  The  Eternal  Question, 
Allen  Clarke,  $2;  Self  Health,  Alfred 
Miles,  $1.60;  Fairy  Man,  Cornfield,  $2; 
Frcm  the  Hill  Tops,  David  Campbell, 
$1.50;  William  Blake,  the  Man,  Charles 
Gardner,  $3.50;  Singing  Games  for  Child- 
ren, Eleanor  Farjecn,  $1.50. 
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How  Long  Will  It  Last 


Toys  for  Spring  and  the  Holidays 

Many  New  Lines  Appearing — Educational  Toys  Appeal  to  Canadian  Youth — Novelty  and 
Souvenir  Dolls  Numerous — Prosperity  Keeps  Stocks  From  Accumulating. 


NOW  that  the  toy  makers  of  the 
Western  world  have  gotten  away 
from  the  idea  of  imitating  ideas 
originating  in  Europe;  some  idea  of  what 
the  Canadian  child  wants  as  a  plaything 
is  evident.  And  also  some  idea  of  what 
the  parents  will  pay  for  the  right  kind 
of  toys  is  also  evident.  The  fact  that 
some  of  our  Canadian  manufacturers 
have  made  toys  which  have  been  very 
much  in  demand  in  Great  Britain  is  evi- 
dence of  the  fact  that  this  country  can 
produce  toys  which  are  of  world-wide 
concern. 

Perhaps  no  line  of  toys  made  on  this 
continent  has  taken  such  strides  ahead 
as  have  those  of  an  educational  nature. 
Constructional  and  educative  toys  of  dif- 
ferent kinds  are  commanding  almost  uni- 
versal sale  at  unlimited  price  range.  The 
mind  of  the  modern  boy,  even  up  to  him 
of  high  school  age,  is  intensely  practical 
and  naturally,  toys  which  make  an  ap- 
peal to  such  a  bent  will  be  most  success- 
ful. 

One  of  the  outstanding  new  produc- 
tions of  an  educational  nature  has  been 
offered  in  Maryland.  It  is  called  a 
chemical  toy,  but  strictly  speaking,  it  is 
not  a  toy  at  all,  but  an  elementary 
course  in  science.  There  are  four  chemi- 
cal outfits  under  the  general  name  of 
"Chemcraft"  and  the  outfits  sell  in  the 
United  States  at  from  $1.50  to  $10  re- 
tail. In  effect,  they  are  miniature 
laboratories  fitted  with  necessary  mater- 
ials and  apparatus  for  performing  harm- 
less experiments  and  doing  simple  re- 
search. $10.00  is  not  now  considered  an 
unusual  price  for  an  article  with  such  a 
purpose.  A  small  house  organ  on  chemi- 
stry accompanies  the  outfit  and  services 
as  a  medium  through  which  numerous 
questions  asked  by  young  amateur 
chemists  may  be  answered.  Interest  is 
thereby  kept  alive  and  the  full  possi- 
bilities of  the  outfit  realized. 

Splendid  ranges  of  wooden  toys  and 
dolls  are  on  the  Canadian  market.  Deli- 
veries of  baseball  goods  are  very  slow 
and  should  an  early  spring  occur  retail- 
ers may  find  some  difficulty  in  supplying 
the  boys  with  these  goods.  The  makers 
of  the  "Sandy  Andy"  toys  are  offering  a 
line  which  are  specially  designed  to  be 
year  round  sellers.  Some  items  are  es- 
pecially adapted  for  the  sea-shore  and 
garden.  In  addition  there  is  a  complate 
wash-day  outfit  for  the  little  girl:  the 
tub  with  wringer  attached  and  wash- 
board, clothes  basket,  clothes  reel, 
clothes    pins  and  clothes    horse. 

Indian  Novelties 

Strictly  non-European  are  the  new  In- 
dian dolls.  One  called  Karo  Princess  is 
an  attractive  little  papoose  round  and 
chubby  with  a  body  suggesting  an  ear 
of  corn.  She  is  supposed  to  typify  the 
spirit  of  the  Indian   corn  which  is   dis- 


tinctly a  new-world  product.  There  is 
also  on  the  market  a  tribe  of  Indians  in 
characteristic  costumes  and  coloring. 
The  garments  are  said  to  be  made  of 
real  Indian  blankets  and,  of  course,  a 
feather  and  bandeau  is  not  wanting.  The 
1920  Kiddie  Kars  and  the  toys  of  that 
order  are  mostly  all  to  be  had  with  an 
aeroplane  equipment.  One  new  line  is 
worked  like  a  tricycle  with  the  aeroplane 
wings  across  the  front.  Another  has 
bicycle  pedals  with  wooden  wings  in 
front.  These  wings  are  designed  to 
make  the  speeding  more  easy. 

A  recent  line  of  whistling  and  grizzly, 
growling  bears  is  proving  very  success- 
ful. These  bears  are  made  in  different 
colors  and  with  radium  eyes  which 
glisten  in  the  dark,  when  their  ears  are 
pressed  the  whistling  and  roaring  de- 
lights the  youngsters. 

Quite  a  new  thing  is  the  line  of  en- 
tirely wooden  mechanical  toys;  a  num- 
ber of  rather  intricate  mechanical  de- 
vices are  utilized  in  these.  There  is  a 
cat  catching  a  mouse,  a  team  galloping 
horses  with  driver,  etc. 

The  lines  of  character  dolls,  such  as 
those  with  real  hair  and  veils,  bathing 
girls,  coquettes,  and  other  souvenir  types 
are  larger  than  at  any  previous  time  and 
promise  to  be  bigger  sellers  during  the 
coming  year  than  ever  before.  And,  of 
course,  there  is  no  decrease  in  the  variety 
of  animals,  both  for  Easter  and  other 
holiday  seasons.  Rabbits,  bears  and  ele- 
phants are  particularly  in  demand. 

A  new  skipping  rope  is  to  be  had  of 
wire  spring  around  a  cord  core.  This 
rope  will  retail  at  25  cents  but  so  far 
it  is  not  promised  ready  acceptance. 

Savings  banks  in  the  form  of  a  street 
car  conductor's  box  are  to  be  had  again. 

Games,  dolls,  dishes  and  playthings  of 
all  sorts  are  finding  their  way  to  the 
wholesale  shelves  so  that  it  really  looks 
now  as  if  fair  supplies  are  likely  to  be 
on  hand  for  the  rush  seasons,  though 
everyone  is  aware  that  the  prosperity 
of  consumers  generally,  last  yenr,  is 
likely  to  continue  this  year,  and  in  that 


case  the  busy  season  next  Winter  will 
probably  witness  as  clean  a  sweep  of 
wholesale  toy  shelves  as  was  the  case 
last  year  for  some  weeks  before  Christ- 
mas. 

Japanese  tops  are  on  the  way  in  large 
quantities.  Celluloid  novelties  of  all 
sorts  are  especially  big  and  an  exten- 
sive range  of  rubber  balls  is  also  among 
the  shipments  which  have  already  ar- 
rived. It  is  said  by  some  of  the  whole- 
salers that  the  amount  of  Japanese 
goods  on  the  Canadian  market  this  year 
will  be  greater  than  ever  before. 

A  big  line  of  bathing  caps  is  coming 
through.  Fewer  cheap  lines  are  being 
shown  and  the  advance  of  prices  of  bet- 
ter goods  is  seldom  more  thai,  about 
10  cents  a  dozen. 


NEW  OFFICERS  ELECTED 

Officers  were  elected  as  follows  at  the 
annual  meeting  of  the  Retail  Stationers' 
and  Newsdealers'  Association  of  Toron- 
to: President,  J.  H.  Wilkinson,  1073  Col- 
lege Street;  vice-president,  B.  Mc\ulay, 
291  Roncesvalles  Avenue;  secretary- 
treasurer,  J.   Ballantine,   College    Street. 

While  nothing-  was  done  officially  as 
to  the  attitude  of  this  association  toward 
the  prospective  new  national  association 
of  Canadian  booksellers,  leading  mem- 
bers expressed  themselves  strongly  in 
favor  of  the  proposed  new  organization. 

A  line  of  action  is  being  matured  as 
to  the  situation  regarding  the  selling  of 
American   periodicals. 


Victoria,  B.  C,  public  library,  under 
the  capable  direction  of  Miss  Helen  Stew- 
art, reports  a  good  year.  Big  increases 
in  membership,  variety  in  books  and 
periodicals  and  an  increase  in  circula- 
tion from  255,978  in  1918,  to  305,814  in 
1919,  were  outstanding  features.  Over 
4,000  books  were  added  to  the  library. 


Canadian  toy  making  has  developed  to 
a  most  remarkable  degree  during  the 
past  year.  The  story  of  this  growth  wfll 
appear  in  the  Annual  Spring  Number. 
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BOOKSELLER     A  NO     STATIONER 


Merchant  Makes  Merry-Go-Round 

Unique  Window  Display  Feature  That  Promotes  Toy  Sales  and 
Attracts  New  Customers  From  Afar 


"I 


T  IS  the  very  best  retail  advertise- 
ment I've  ever  had,  though,  to  be 
candid,  that  was  not  my  object  in 
making  it,"  said  A.  E.  Payne,  who  con- 
ducts a  store  at  258  Christie  street,  To- 
ronto, while  he  obligingly  put  his  mini- 
ature merry-go-round  into  action. 

And  while  the  gallant  knights  and 
haughty  damsels,  grinning  clowns  and 
good-natured  bears  sped  merrily  around, 
he  related  the  story  of  the  unusual  toy. 
"Four  or  five  years  ago,  while  at  the 
Island,  the  idea  occurred  to  me  that  it 
would  be  very  interesting  to  the  children 
of  my  neighborhood  to  see  a  sort  of 
pocket  edition  of  the  Island  merry-go- 
round. 

"Not  long  after,  while  holidaying  in 
Muskoka,  I  began  to  work  on  the  idea, 
and,  woi'king  on  it  in  my  spare  mo- 
ments, had  it  ready  for  my  Christmas 
window  display." 

This  unique  toy  rests  on  a  platform 
thirty  inches  in  diameter  and  is  a  re- 
plica of  the  larger  toy  which  delights 
the  heart  of  kiddies — and  not  a  few 
children  of  larger  growth — at  many  an 
amusement  park.  The  figures  are  ex- 
ceedingly lifelike.  The  dolls  were 
dressed  by  Miss  Payne — and  are  surely 
persons  of  quality.  The  greatest  diffi- 
culty experienced  by  Mr.  Payne  was  in 
securing  the  necessary  beasts  of  burden, 
as  they  have  to  be  all  of  one  height. 

At  night  the  toy  is  illuminated  by 
red  and  blue  lights,  set  in  the  canopy, 
and  on  a  level  with  the  platform.  Dur- 
ing the  Christmas  season  a  small  music 
box,  playing  a  repertoire  of  eight  tunes, 
supplies  the  melody  that  adds  the  final 
touch  of  realism. 

A  small  motor  furnishes  the  neces- 
sary power,  and  as  the  toy  is  mounted 
on  ball-bearings,  the  cost  of  running  it 
is  very  light. 

"The  first  Christmas  it  appeared  the 
store  was  nearly  mobbed  by  the  little 
folks,"  continued  Mr.  Payne.  "In  fact, 
they  hung  around  so  persistently  that 
I  seriously  considered  removing  it  from 
the  window  altogether. 

"And  then  people  whom  I  had  never 
seen  before  began  to  drop  in.  'Bobby 
does  nothing  but  talk  about  your  merry- 
go-round.  He  pestered  us  until  we 
promised  to  come  to  see  it,'  was  the  way 
one  lady  explained  her  and  her  hus- 
band's presence  in  the  store.  All  these 
newcomers  were  purchasers. 

"By  actual  count,  our  small  visitors 
may  be  the  means  of  bringing  in  any- 
where from  two  to  a  dozen  people  who 
otherwise  would  never  hear  of  us." 
"Do  people  never  ask  to  buy  it?" 
"Often,"  replied  Mr.  Payne,  smiling 
reminiscently.  "Each  year  a  parent  or 
an  uncle  or  aunt  comes  in  and  inquires 
the  price. 

"When  I  tell  them  that  the  actual 
cost  of  construction,  exclusive  of  the 
motor,  was  fifty-five  dollars,  they  decide 


that  it  is  too  expensive,  even  for  the 
nicest  baby  in  the  world. 

"Last  year,  however,  I  had  a  very 
persistent  customer.  He  offered  me  one 
hundred  dollars  as  a  first  bid,  and  when 
I  declined  it  he  jumped  to  $125. 

"'Say,  who's  buying  this  thing?     You 


"  'The 


Co.,'    he    replied.     'We 


need  it  in  our  toy  department.  What 
do  you  want  for  it?' 

"  'If    the Company,    with    all 

their  facilities  for  attracting  the  pub- 
lic, are  willing  to  pay  that  for  it,'  I 
said,  'it  is  worth  a  great  deal  more  to 
me.' " 

And  there  it  is — as  unique  a  toy 
and  as  odd  an  advertising  medium  as 
you  will  find  anywhere  in  Toronto. 

ARITHMETIC 

"I  am  not  much  of  a  mathematician,'' 
said  Carelessness,  "but  I  can  add  to  your 
troubles,  I  can  subtract  from  your  earn- 
ings, I  can  multiply  your  aches  and 
pains,  I  can  take  interest  from  your 
work,  and  discount  your  chances  for 
safety.  Besides  this  I  can  divide  your 
thoughts  between  Insiness  and  pleasure 
and  be  a  potent  fad  or  in  your  failures. 
Even  if  I  am  with  you  only  a  small 
fraction  of  the  time  I  can  lessen  your 
chances  for  success.  I  am  a  figure  to 
be  reckoned  with.  Cancel  me  from  your 
habits  and  it  will  add  to  your  total  hap- 
niness." 


LT.  J.   V.  McKENZIE 

Of  the  staff  of  the  MacLean  Publishing 
Companyrivho  has  been  appointed  Can- 
adian Trade  Commissioner  to  Scotland 
with  headquarters  at   Glasgow 
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WILL   MAKE   DOLLS 

A  new  firm  in  Vancouver,  B.C..  is 
Canada  Dolls,  Ltd.,  4336  Victoria  Road, 
dealing   in  dolls,  doll  heads  and   toys. 

IMPORTED  GERMAN  TOYS 

The  rather  astounding  revelation  was 
made  in  the  British  House  of  Commons 
last  month  that  about  half  a  million  dol- 
lars' worth  of  German  toys  had  been 
imported  by  English  concerns  in  Decem- 
ber and  January.  This  information  was 
forthcoming  in  answer  to  about  140 
questions  on   this   particular  point. 

FISHING  TACKLE 

That  the  Spring  of  1920  for  fishing 
tackle  trade  will  be  livelier  than  has  been 
the  case  for  many  years  is  confidently 
expected.  For  the  first  time  in  five  years, 
Canada  has  its  fishermen  all  back  from 
the  battlefields  of  Europe,  and  the 
chances  are  that  the  streams  and  lakes 
of  the  country  will  be  more  thoroughly 
threshed  this  coming  Spring  than  they 
have  been  for  several  years. 

It  is  up  to  the  stationer,  therefore,  to 
get  busy  now,  and  see  to  it  that  he  gets 
his   full    share   of   this   business. 

NOVELTY  PURSES 

Among  the  new  accessories  offered  to 
the  exclusive  trade  in  New  York  are 
small,  flat  purses  of  real  tortoise  shell. 
These  are  rounded  at  the  corners  and 
are  set  in  plain,  narrow,  dull,  gold 
frames.  Little,  flat  purses  of  2%  to  4 
inches  in  length,  made  of  soft,  gold  fin- 
ished kid  are  quite  a  new  item  and  are 
causing  much  delight.  There  is  almost 
an  epidemic  of  beaded  bags  in  the  shops 
this  year.  They  amount  almost  to  a 
speculation  for  "practicaly  every  shop 
that  has  any  appeal  to  make  to  women 
passersby  does  it  by  showing  an  array 
of  beaded  bags  in  its  window.  The  de- 
signs, coloring  and  shapes  are  legion. 

NEW  TOY  FACTORY 

The  Canada  Toy  and  Novelty  Manu- 
facturers, Limited,  is  a  new  company 
at  Bathurst,  N.B.,  which  has  just  been 
incorporated.  The  incorporators  are 
E.  Caroline  Wilcox,  St.  John;  Joseph 
Williams,  Bathurst;  and  George  Gilbert, 
Bathurst. 

HARMONICAS 

What  was  formerly  a  munition  factory 
in  England  is  now  turning  out  mouth 
organs,  a  line  which  before  the  war  was 
purchased  for-  Canadian  trade  largely 
from  German  and  Austrian  makers. 
The  Japs  have  captured  some  of  the 
trade,  but  their  harmonicas  have  not  won 
very  high  favor  in  this  market.  Some 
have  come  from  United  States  manufac- 
turers, but  shipments  from  all  sources 
have  been  far  short  of  the  Canadian  de- 
mand, so  that  there  should  be  good  busi- 
ness in  this  country  for  the  British  mak- 
ers of  mouth  organs. 

Norman  Knowles  is  now  with  the  Mus- 
son  Book  Co. 


Leather  Goods  in  Stationery  Stores 

Prices  Are  Ascending,  But  People  Are  Willingly  Paying  Increased  Prices  and  Trade  is 

Better  Than  Ever  Before 


DESPITE  the  increasing  prices  and 
the  prospect  of  leather  prices 
going  still  higher,  the  stationers 
continue  to  increase  their  leather  goods 
trade,  not  only  in  total  receipts,  hut  in 
the  number  of  items  sold.  This  point  is 
well  illustrated  by  one  manufacturer's 
experience  with  a  line  of  commercial 
portfolios,  which  were  priced  in  1918  at 
$7.50  each,  and  are  now  $13.50  each. 
Despite  this  increase  to  nearly  double 
the  former  price,  the  experience  of  this 
manufacturer  is  that  the  stationers  are 
now  selling  about  double  the  quantity 
they  used  to  two  years  ago.  Think  of 
the  increased  turnover  this  means  and 
the  coincident  total  net  profit  on  these 
sales  which,  it  would  appear,  are  just 
as  easy,  if  not  easier,  to  make  at  the 
long  price  than  at  the  lower  price  which 
previously  prevailed. 

In  the  case  of  bags  and  suit-cases, 
the  different  manufacturers  report  that 
orders  have  been  rapidly  piling  up  so 
that  refusal  of  new  business  has  been 
necessary,  regardless  of  price  consider- 
ations. In  some  instances,  orders  on  the 
books  at  present  exceed  maximum  out- 
put, and  it  is  likely  that  production  will 
have  to  be  distributed  among  old-time 
customers  on  some  equitable  basis.  The 
labor  situation  in  the  industry  has  ag- 
gravated  conditions   to   no   small   extent. 

Difficulty  in  obtaining  proper  bag 
trimmings,  such  as  frames,  catches,  keys 
and  locks,  has  greatly  hampered  manu- 
facturers in  speeding  up  their  output. 
Most  of  the  bags  sent  out  have  no  keys, 
it  was  said,  as  practically  none  are  ob- 
tainable. Manufacurers  state  that  they 
have  been  forced  to  utilize  various  kinds 
of  substitutes  for  trimmings,  and  that 
these  have  proved  unsatisfactory. 

Coming  to  the  finer  leather  goods, 
such  as  wallets,  bill-folds  and  other 
flat  goods,  prices  have  mounted,  be-, 
cause  of  the  difficulty  in  obtaining  the 
highest  grade  morocco  and  goat  skins. 

There  is  an  unprecedented  demand 
everywhere  among  the  customers  of  the 
retailers  and,  in  turn,  on  the  part  of 
buyers  for  the  retail  and  department 
stores. 

Leather  goods  trade  is  decidedly 
alive,  and  it  is  highly  profitable  for 
retailers,  because  of  the  high  average 
of  prices  and  margin  of  profit  to  be 
realized.  So  true  is  this,  that  it  is  most 
appropriate  to  include  advice  here  to  all 
stationers  to  pay  better  attention  than 
ever  before  to  the  leather  goods  trade. 
In  the  case  of  those  who  have  not  given 
this  department  their  serious  attention 
heretofore,  they  will  be  well  advised  to 
get  into  this  trade  in  earnest.  It  is  a 
most  suitable  side-line  for  stationery 
stores,  and  will  yield  far  better  result 
than  some  lines  which  now  take  un  a 
far  greater  amount  of  time  and  atten- 
t'on  than  a  good  representative  leather 
goods  slock  would  require. 


Smart  Spring  Bags 


A  rich  brown  velours  of  deep  pile  is  shown  at  the  left.  It  has  champagne  lining  and 
carved  brass  frame.  In  the  centre  is  a  brown  leather  linen-grain  kodak  bag — a  style 
which  is  particularly  popular.  The  soft  richness  of  grey  suede  never  "goes  out." 
This  one  with  silver  frame  is  well  liked.  Note  how  the  round  inset  in  these  soft  bags 
adds  to  their  capacity  and  the  button  finish  makes  them  a  little  more  tailored  than  the 
more  familiar  tassels. 


HANDBAGS  AND  PURSES 

The  kodak  leather  bags  which  have 
been  featured  in  BOOKSELLER  AND 
STATIONER  are  growing  daily  in 
popularity.  The  shape  is  one  which 
seems  to  be  liked  by  all  classes  of 
trade,  and  consequently  there  is 
quite  an  extensive  price  range  in 
that  style  of  bag.  In  more  dressy 
bags  chenille  tassels  have  given  place 
either  to  fine  chain  tassels  in  gold  or 
silver  finish  or  to  a  fairly  large  covered 
button  in  the  material  of  the  bag.  Metal 
frames  are  once  more  the  feature  of 
fashionable  bags.  Some  have  chain 
handles  and  some  have  fabric  handles. 
The  frame  itself  is  narrow  and  "digni- 
fied" and  usually  quite  fancy.  Some  of 
them  appear  to  be  solid  carved  work 
with  cupids,  Dutch  heads,  flowers, 
foliage  or  conventional  effects  often 
in  deeply-embossed  patterns.  These 
frames  are  rather  expensive  and  de- 
liveries are  slow  but  they  are  more  dur- 
able than  the  celluloid  type. 

Beaded  bags  continue  to  arrive  from 
Paris  and  England  in  response  to  the 
generous  appreciation  which  prevails 
for  them.  Exquisite  workmanship,  de- 
signing and  rich  coloring  in  great  variety 
are  everywhere  evident. 

EXPORT  TRADE 

Dealing  with  the  subject  of  English  in- 
ports  from  Canada,  the  "Canadian  Ex- 
port Pioneer,"  presenting  the  views  of 
the  famous  house  of  Selfridge's,  of  Lon- 
don, had  the  following  to  say: 

"In  the  stationery  and  fancy  goods  de- 
partment it  was  learned  that  a  rather 
new  Canadian  line  of  export  had  been 
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taken  up  by  Selfridge's  in  the  form  of 
ladies'  leather  handbags  and  purses,  sup- 
pliedv  by  the  Julian  Sale  Company  of 
Toronto.  They  were  considered  very 
satisfactory,  and  there  is  an  opening 
for  more  of  them.  Canadian  stationery 
had  not  as  yet  been  handled.  Before  and 
during  the  war  prices  were  considered 
too  high,  and  none  had  been  offered  since 
that  time,  although  chances  were  pro- 
bably never  better.  "We  are  open  to 
consider  any  new  line  from  Canada,"  it 
was  stated.  "We  have  a  weakness  for 
new  lines." 

Canadian  unbreakable  dolls  and  clock- 
work trains  have  been  bought  bv  Sel- 
fridge's Toy  Department,  and  both  are 
considered  very  satisfactory.  The  dolls 
were  purchased  from  the  Dominion  Toy 
Manufacturing  Company  through  their 
British  agents.  The  buyer  thought 
there  might  be  a  good  opening  for  Can- 
adian wooden  toys  and  playthings  if  they 
were  of  a  kind  which  could  be  shipped 
in  knock-down  condition.  Germany  used 
to  manufacture  huge  quantities  of  such 
goods,  particularly  in  Northern  Hesse, 
and  ship  them  at  extraordinarily  low 
prices." 

TOY   CHEMISTRY 

"Kemical-Magik"  sets  are  newcomers 
this  year,  a  line  of  toy  chemistry  outfits 
that  afford  opportunity  not  only  for  edu- 
cational experiments  but  with  which 
boys  and  girls  can  do  tricks  that  are 
both  amusing  and  amazing. 


.  Wonderphone,  Ltd.,  is  the  name  of  a 
new  phonograph  manufacturing  ci  'icern 
beginning  operations  in  Vancouver.  B.C. 
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Why  is  it  that  the  user  the  world  over  who  knows 
quality  insists  upon  having  a  WELDON  ROBERTS'  eraser?  The 
best  explanation  is  a  comparative  test  of  WR  and  other  erasers. 
The  quality  tells.     There  are  88  styles. 
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LEADING  BOXES 

B-l — 8   semi-moist   pans   6   standard   colors   with   sepia  and   char- 
coal gray. 

B-l — Special — 8   ser  li-moist   pans,    6    standard    colors   with    white 
and  black. 

A  variety  of  other  assortments  kept  in  stock. 


Grane'sdQnen  d^tWn 

Always  popular  with  people  who 
want  the  best  writing  paper. 

Be  sure  to  carry  this  profitable  line. 

Eaton,  Crane  &  Pike  Co. 

New  York  Pittsfield,  Mass. 


THERE  ARE  REASONS 

for  the  largely  increased  sales  of  Bradley  Water 
Color  Boxes  and  Crayons  for  schools.  The  stan- 
dard of  quality  has  been  maintained  and  prompt 
deliveries  are  always  made. 

For  sale  by  the  leading  jobbers,  or  trade  orders 
will  be  promptly  filled  by 

The  Geo.  M.  Hendry  Co.,  Ltd. 

215  Victoria  Street,  -  Toronto 

Sole    Canadian    Agents    for    Milton    Bradley's    Art,    Primary 
and  Kindergarten  Materials. 
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B  0  OK  S  E  L  I .  E  Pv     AND     -S  T  A  T  I  0  N  E  R 


Practically  every  live  wire   newsdealer 
in  Canada  is  selling 

Macleans 

1  "CANADA'S  NATIONAL  MAGAZINE  " 

In  the  larger  cities  in  Canada  we  have  wholesale  distributors.  If  you  are  located  in  one 
of  these  cities  our  wholesaler  will  be  glad  to  deliver  MACLEAN'S  to  you  Twice  a  Month 
and  will  call  for  your  unsold  copies. 

If  you  are  doing  business  in  a  smaller  city,  or  in  any  town  or  village  in  Canada  —  no 
matter  how  small  —  you  should  be  getting  MACLEAN'S  shipped  direct  to  you  from 
our  Toronto  office. 


■  ig   ■f"-'53rea^.^ 


MACLEAN'S  pays  a  higher  percentage  of  profit  to  the  newsstand  dealer 
than  any  other  magazine. 

More  than  that,  to  handle  MACLEAN'S  means  to  attract  other  trade  to 
your  store. 

Like  these  other  live  wire  dealers  all  over  Canada,  you  simply  can't 
afford  to  be  without  it. 


BIG 
SALES 


BIG 
PROFIT 


Cut  out  this  coupon !  Sign    it!  Mail  it  To-Day! 

The  Circulation  Manager, 

MACLEAN'S  MAGAZINE, 

Toronto,  Ontario. 

Tell  me  your  plan  for  selling  MACLEAN'S  through  drug  stores. 

Name 

Address 
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The  Self-Filling 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and  Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


The     ^ND>* 
"Premier" 

(Reg.  No.  14345) 

Paper 
Binder 

634  644 

Made  in  lengths  of  1/4"  to  6". 

Sole  Makers 

TWIGG  &  BEESON 

Ludgate  Works, Bir  mingham 
England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London    Office  :     27  Paternoster  Square,  E.C.  2. 


Manufacturers  of 

Adding  Machine  Rolls 
Die  Wiping  Paper 

and 
ALL  CUSSES  OF  SMALL  ROLLS 
FOR    AUTOMATIC    REGISTERS 

Paper  Manufacturers  Co. 

Philadelphia  Penna. 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


JOY-TOIES 

A  most  appealing  feature  of  a  line  of 
"Joy-Toies"  is  that  they  are  waterproof 
and  lick-proof.  The  line  includes 
"Water  Babies"  and  "Rolyrattlefloats." 

NEW  WALKING  TOYS 

The  trade  is  familiar  with  the  crawl- 
ing bugs  and  will  welcome  moths  and 
turtles  that  walk  about  as  do  the  bugs. 
To  see  the  turtles  moving  along  with  all 
four  feet  moving  is  most  lifelike.  The 
moths  are  beautiful  reproductions  of 
such  moths  as  the  "cecropia,"  "satellite," 
and  "regal"  moths. 

PURPLE  SEAL. 

"Purple  Seals"  are  building  blocks  of 
a  new  type  for  the  entertainment  of 
children  from  2  to  15  years  old.  They 
can  be  used  for  designing  most  interest- 
ing and  artistic  pictures  and  for  building 
various  types  of  toy  architecture.  This 
is  a  most  meritorious  line  that  is  bound 
to  appeal  strongly  to  parents  and  teach- 
ers because  of  the  way  they  can  be  made 
to  awaken  a  child's  artistic  instincts  and 
stimulate  mental  development.  A  design 
book  accompanies  the  sets  and  indicates 
a  truly  marvellous  scope  of  possibilities. 

RADIO  OUTFITS 

The  K-C  Junior  Radio  apparatus  is  a 
product  of  a  firm  engaged  in  a  large 
way  in  manufacturing  commercial  radio. 
It  resembles  the  large  commercial  ap- 
paratus, and,  strictly  speaking  is  not  a 
toy,  but  it  will  naturally  meet  with  a 
good  reception  in  the  toy  trade.  Assem- 
bling the  apparatus  familiarizes  a  boy 
with  the  fundamentals  of  radio  practice. 

INDEX  TABS 

The  illustration  herewith 
shows  the  nature  of  a  line 
of  cut  index  tabs  being  in- 
troduced to  the  Canadian 
stationery  trade  by  C.  J. 
Aigner  &  Co.,  of  Chicago. 
They  come  in  strips  al- 
ready cut  to  size.  They 
are  supplied  in  leather, 
celluloid,  canvas  and  cloth, 
but  the  firm  makes  a  big 
variety  of  index  and  other 
specialties  for  use  with 
blank  books  and  loose-leaf 
systems. 


Sis 


Catch-All  Basket 

Half  Steel,  Half  Coppered  Wire 

Mfg.  by 

Macdonald  Wire  Goods  Co. 

Drumrnondville,  P.  Q- 


CADO 

SANITARY    MOISTENER 


Attractive  in  Design, 
Quality,  Packing  and 
Price. 


Cushman    &    Denison   Mfg. 

New  York,  U.S.A. 


Co. 


DESK  PADS 

Good    Merchandise— Fair    Prices 

Satisfaction    Guaranteed 

on    all    specialties 

Leather     and     Brass    Corner 

Desk    Pads 

(Flexible   and    stiff— 60    styles) 

Glass    Desk    Pads 

(3  styles — 3   sizes) 

Cloth    Covered   Card    Index 

Cabinet 

(Standard  Sizes) 

L.  SAINBERG 

657  W.  Houston  St.  New  York 

Canadian  Rtprtstntatioc 

Standard  Distributing  Co.,    Guy  Block 

Montreal.  Que. 
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INKSTANDS 

OF    ALL    STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  lines. 


WEBER    ARTISTS' 
MATERIALS 

TEMPERA  COLORS 
Tempera  Canvases  and  Academy 
Boards 
Students'  Tempera  Colors 
Finely    Prepared   Artists'    Oil    and 
Water  Colors 
Pastels  and  Pastel  Painting 
Materials 
Fine  Quality  Brushes 
Poster  Show  Card 
Colors 
Air  Brushes  and 
Materials 

Catalogue  on  Requeit 

F.  WEBER  &  CO. 

Manufacturing     Artists 

Colormen    since    1854. 

Factories  and  Main  House: 

Philadelphia,    Pa. 

Branches : 

St.    Louis,    Mo.  ;    Baltimore, 

Md. 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,  1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$rz. io  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


NEW  CHAIR  PADS 

New  items  added  to  Canadian-made 
specialties  for  stationery  dealers  are 
chair  pads.  A  line  of  these  is  now  be- 
ing made  by  the  Canadian  Novelty  Co., 
13  Bourclier  Street,  Montreal.  Thes 
pads  are  made  of  felt  cloth. 


Another  new  Elsane  item  is  a  work- 
distributor  which  makes  for  desk  effi- 
ciency. Each  division  has  an  individual 
capacity  to  hold  any  number  of  letters, 
data,  etc.,  separate  from  other  pending 
matters.  No  time  is  lost  in  finding  the 
letters  you  want;  they  are  just  where 
they  should  be  under  the  label  describing 
that  sort  of  work.  This  article  is  made 
in  two  sizes,  one  with  six,  the  other 
with  twelve  pockets  and  are  available 
with  either  brown  paper  cover  or  brown 
Spanish  fabrikoid  cover. 


THE    BUXTON   KEY   KASE 
A    new    key    holder    with    obvious    points    of   merit. 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 
We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,    Cushions    and    Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising   Signs    and    Banners. 
Purses,   Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir    Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

[f  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


Why  is  the  Peerless 
the  Best  Moistener? 

$1.00 

Ask  any  of  the  thousands  of  users 
and  they  will  tell  you  it  is  the  best 
on  the  market. 

Simple — Useful — Economical 
We   also   make   a   large   moistener 
for  large  offices  and  shipping  rooms 
at  $2.75  each/   Samples  sent  on  ap- 
proval. 

PEERLESS  MOISTENER  CO. 

826   S.  Claremont  Ave.     CHICAGO 


Known  and   sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 
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ULTON 

Self-Inking 

5  Stamp  Pads 
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Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


Manufactured  by 

FULTON  SPECIALTY  CO. 


New  Jersey 


GRAMOPHONE 
NEEDLES 

Buyers   should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    TT0ENNE    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERIES  of  any  quantities  can 
be  despatched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood  Bank 
REDDITCH,  ENGLAND 


NEW  TRADE  HELPS 

An    attractive    and    most    interesting 
new   illustrated   catalogue   of  Adco   and 
Jackson    loose-leaf    devices    comes    from 
W.  V.  Dawson,  Ltd.,  of  Montreal.     Be- 
side ledgers  and  other  binders  of  large 
and  small  capacity  various  other  loose- 
leaf  holders  and  specialties  are  listed  and 
illustrated.     Notable    among    the    newer 
items    is   the   Flexipost   Minute   Book,   a 
fiat-opening    minute    book    intended   lor 
corporations,     societies,     public     bodies, 
etc.,  the  records  instead  of  being  trans- 
acted   in   longhand   are   typewritten    and 
can    be    taken    out    or    inserted    at    will. 
Another    is    the    Cavan    sales   book   con- 
structed on  the  loose-leaf  principle  and 
applied    to    the    purposes    of    any    Day 
Book,   Invoice   or   other  book  in   similar 
daily  use,  enabling   the  use  to  the   full 
of  the  many  advantages  of  the  modern 
typewriter   for   purposes   of  entry.     Not 
the  least   interesting   cf  this   new  cata- 
logue's contents  are  the  pages  devoted  to 
loose-leaf   note   books,    including    special 
numbers  for  school  use  and  binders  for 
magazines,  telephone  books,  etc. 

PHONOGRAPH   SELLING   HELPS 

A  special  list  comes  from  the  Stewart 
Phonograph  Co.,  Toronto,  as  furnished 
to  dealers  for  distribution  by  them.  The 
phonograph  itself  is  illustrated  and  so 
is  a  special  carrying  case  made  to  hold 
it,  this  case  having  special  accommoda- 
tions for  carrying  a  supply  of  records. 
An  interesting  feature  of  this  list  is  a 
series  of  illustrations  showing  this 
phonograph  in  the  nursery,  in  the  liv- 
ing room,  used  for  dancing,  in  the 
schoolroom  and  as  an  entertainer. 


Dexter's 

STAR 

MANIFOLD 

LINEN 

With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  coirtd  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for   samples    and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 


NEW  QUICK  SELLING 
GAMES 

SALMON    FISHING 
AN    ENTIRELY    NEW 
FISHING  GAME 
DRIFT 
A  VERY  INTERESTING 
GAME   PLAYED   WITH- 
OUT DICE 
NURSERY   SERIES 
4     KINDS,     SOMETHING 
NEW    FOR    YOUNG 
CHILDREN 

Catalogue  on  application  to 
the  manufacturers 

GOODE  B^  LTD. 

Airel  Works 

88-90       Clerkenwell   Road 

LONDON,  E.C.  1 

England 


British  Goods  Are  Standards  of  Value 


CARDED  GOODS 

are  the  busiest  members  of  a  sta- 
tioner's stock.  They  work  while 
other  goods  sleep.  To  the  man  in 
a  hurry  they  are  an  open  directory 
of  his  daily  wants.  Other  goods 
wait  for  the  demand — these  Bri- 
tish Carded  Goods  create  it.  They 
have  a  knack  of  getting  in  the  way 
of  coins,  tipping  them  up  and  con- 
veying them  to  the  cash  till.  In 
short  they  are  silent  but  forceful 
examples  of  the  business  maxim, 
"It  pays  to  advertise." 

ASK  NOW  FOR  NEW  POST-WAR 
CATALOGUE  AND  TERMS  TO 
CANADIAN    IMPORTERS,    of 

H.  A.    COOMBS 

10  Farringdon  Avenue 

LONDON,  E.C.  4,  ENG. 


SiSJ 


Hold  the  Line 

Here's  the  line  to  hold 
-^John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole- 
sale Houses  in  Toronto  &  Monti ca I 

(Registered) 
London  (Eng.)  Eiport  Agency 

8  St.  Bride  Street 
LONDON,  E.C. 


300%  PROFIT! 


Booksellers  can   make  this  by  handling 
specimens  of 

The  "Nightingale"  Music 

High-class,  all  British, Songs 
"        "      "         "      Piano  Solos 
Violin  Solos 
"     Harmonium 
which  retail  here  at  2  -  each 

40  Assorted  Copies,  Prepaid 

^      $5.50      ^ 

All  Copyrighted  at  Washington 

NIGHTINGALE  &  CO. 

101  Mortimer  St.,  Regent  St.,  London,  W.  1 
Cable  Address:  '* Echometer,**  London 
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BOOK  BUYERS'  GUIDE 


qcVuIl"  only  $l-so 

«tA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Dr.WINFIELD  SCOTT  HALL,  Ph.D. 

Noted  A  uthority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE— 

What  evef y  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacher  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
In  plain  wapper  for  onlyCj.50 
postage  10  cents  extra.  * 

McClelland  &  stewart 

Limited 
215  Victoria  St.,  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE   IN   THE   U.S.A. 
Grammar  Separate,  $2.00 

Grammar  with  Key    $1.25 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 


One  of  these 

Buyers'  Guide 

spaces 

11/2"  x  2V4" 

costs  $3  a 

month  on 

yearly  contract. 

Highly  Effective 

Publicity  at 
Minimum  Cost 


Classified  Advertising 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  lisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


LANGUAGES 

VX^ORLD-ROMIC  SYSTEM,  MASTERKEY 
V"  to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c  ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  West 
47th,  New  York. 


THE  ANCIENT  ALLAN 

Weird  indeed  and  as  full  of  thrills 
as  any  of  the  earlier  Quatermain  ro- 
mances, is  H.  Rider  Haggard's  new  novel 
"The  Ancient  Allan."  It  is  a  wonderful 
film  that  is  released  in  these  pages,  this 
record  of  a  human  tragedy  of  2,000 
years  ago,  in  which  Quartermain  figures 
as  Count  Shabaka,  a  noble  Egyptian, 
this  being  a  record  of  his  adventures  in 

CAKE  BOOK 

An  "Everyday  Cake  Book,"  just  pub- 
lished at  Is,  6d,  by  Stanley  Paul  & 
Co.,  of  London,  has  nearly  a  hundred 
pages  giving  cake  recipes,  one  for  each 
day  of  the  year.  An  introduction  pre- 
sents general  hints  and  some  recom- 
mendations. 

AUTO  GUIDES 

Among  the  new  pieces  of  advertising 
literature  coming  to  BOOKSELLER 
AND  STATIONER  are  those  descriptive 
of  the  ABC  Auto  Road  Guide  and  the 
Pathfinder  road  maps  coming  from  Mc- 
Clelland &  Stewart,  who  have  been  ap- 
pointed sole  distributors  for  these  new 
publications.  The  Pathfinder  maps 
come  in  editions  covering  Ontario  and 
Quebec  in  one  book,  and  separate  book 
for  Western  Ontario  as  well  as  one  for 
Eastern  Ontario  and  Quebec. 

LEGEND 

In  "Legend,"  by  Clemence  Dane,  pub- 
lished by  Macmillan's,  is  presented  the 
posthumous  story  of  a  woman  of  genius, 
big  of  heart  and  mind,  impulsive,  pro- 
digal of  herself  and  her  great  gifts. 
It  is  an  astonishingly  real  picture  of  a 
character  and  a  career;  and  yet  the  wo- 
man herself  never  appears  in  the  flesh 
to  the  reader's  view.  One  sees  her 
through  the  eyes  of  others,  chiefly 
through  the  eyes  of  one  who  was  pro- 
foundly jealous  of  her.  With  singular 
vividness  Madala  Grey's  true  character 
emerges  from  the  warped  account  of  the 
woman  who  tries  to  create  a  false  legeni 
of  her  p'enius. 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West  Toronto 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 
Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband  Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women:  — 
What  a  Young  Girl  Ought  to  Know. 
What    a   Young  Woman    Ought    to 

Know. 
What    a    Young    Wife     Ought;    to 

Know. 
What   a    Woman    of    45    Ought    to 

Know. 

$1.20  Each. 

THE  RYERSON  PRESS 


Publishers 


Toronto 


YOUR  ADV. 
HERE 

WILL  BE 

RECEIVED  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 
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RELIANCE 


RELIANCE  INK 

Smooth  Flowing 
Never  Corrodes 
Absolutely  Permanent 


Reliance  Ink  Co.,  Ltd. 
Winnipeg,  Man. 


INK 

Ga^  /£&&/  -071. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 
Artists'  Supply  Co.,  77  York  St.,  Tor-onto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Geo.  M.  Hendry  'Co.,  Ltd.,  215  Victoria  St.  Toronto. 

BELTS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BLACKBOARDS   (Slate  and  Hyloplate) 
Geo.  M.  Hendry  &  Co.,  215  Victoria  St.,  Toronto. 

BILL  FOLDS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK  BOOKS 
Boorum   &   Pearse  Co.,   Brooklyn,  N.Y. 
Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Dominion  Blank  Book  Co.,  Berthierville,  Que. 
National  Blank  Book  Co.   .Holyoke,  Mass. 
The  Copp,  Clark  Co.,  Toronto. 

BLOTTING  PAPERS 
Eaton-Dikeman  Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CASH  REGISTSER  ROLLS 
Paper  Manufacturers  Co.,  Inc.,  526   Cherry  Street, 
Philadelphia. 

CELLULOID  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 
Can.    Manufacturing    of    Novelty,    13    Boucher   St., 
Montreal,  Que. 

CODE  BOOKS 
The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable   Directory,    17   State   St.,    New- 
York,  N.Y. 

CRAYONS 
Binney  &  Smith,  New  York. 

A.    R.    MacDougall    &    Co.,    468     King    St.    West, 
Toronto. 

DIE  WIPING  PAPER 
Paper  Manufacturers   Co.,   Inc.,  526   Cherry  Street, 
Philadelphia. 

EYELETTING    MACHINES    AND    EYELETS 
Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd.,  Toronto. 
Rivet-O  Manufacturing  Co.,  Orange,  Mass. 

ENVELOPES 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp.  Clark  Co..  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Menzies  &  Co.,  Ltd.,  Toronto. 

ERASERS 

Menzies  &  Co.,   Ltd.,  Toronto. 

Weldon  Roberts   Rubber   Co.,   Newark,   N.J. 

FANCY   r-APERS,   TISSUES   AND   BOXES 
Dennison  Manufacturing  Co.,   Boston. 
Menzies  &  Co.,  Ltd.,  Toronto. 
FILES 
Elbe  File  and  Binder  Co.,  97  Reade  St.  New  York. 

FOUNTAIN  PENS 

Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

L.  E.  Waterman,  Montreal,  Que. 

INKS.  MUCILAGE  AND  GUMS 

Chas.  M.  Higgins  &  Co.,  Brooklyn.  N.Y. 
The  Carter's  Ink  Co.,  Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg,  Man. 
S.  S.  Stafford  Co..  Toronto. 

"Glucine."     Menzies  &  Co.,  Ltd.,  439  King  St.  W.. 
Toronto. 

INDELIBLE  INK 

Carter's  Ink  Co.,  Montreal. 

Payson's  Indelible  Ink. 

S.   S.  Stafford  Co.,  Toronto. 

INKSTANDS 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

KINDERGARTEN  MATERIALS 

Geo.  M.  Hendry  Co.,  Ltd.,  215  Victoria  St.,  Toronto 

LADIES'  PURSES 

Davis  Novelty   Co.,   Mappin   Bldg.,  Montreal. 

LEATHER  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Davis  Novelty  Co.,  Mappin   Bldg.,  Montreal,  Que. 


MAPS 

We  can  supply  the  trade  with  anything  in 
the  map  line  as  well  as  undertake  any  kind  of 
Map-Making.  Road  Maps,  Motor  Guidei, 
Commercial  Maps,  Atlases. 

The  Scarborough  Company, 
of  Canada,  Limited 

36  James  St.  N.,  Hamilton,  Ont. 


WATERSTON'S 


BEE- 


BRAND 


SEALING  WAX 


Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyer  Mfg.  Oo. 

HAMILTON,  OHIO.  U.S.A. 


To  U.S.  Publishers 
of  Music,  Fiction, 
and  General  Litera- 
ture, secure  Imperial 
British  Copyright 
rapidly  and  at  a 
nominal  charge  of 
$2.50  each  title. 

S.  E.    Garland    Copyright   Office 

Garland  Building,      -     St.  John's,    Nfld. 
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The  Davis  Novelty  Company 

(Reg'd) 

A  large  assortment  of  Billfolds  and 
Ladies'  Purses  in  stock. 
Also  Men's  Leather  Belts,  Boy  Scout 
Belts,  School  Bags  for  boys  and  girls, 
Photo  and  Certificate  Cases,  Cigar- 
_  ette  Cases,  etc. 

Mappin    Building,        Montreal 
Telephone  Uptown  398 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low    prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


William  Sinclair 
&  Sons,  (Stationers) 


Otley 


LIMITED 
Yorks 


England 


Manufacturers  of  Cheap  Stationery 


Crucible  Pens 

.BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


This  Space   $3.00    a 

Year  on   Yearly 

Contract 


LEAD  AND  COPYING  PENCILS 

American   Pencil  Co.,  New  York. 

Wm.  Cane  &  Sons.  Newmarket.  Ont. 

A.  R.  MaeDougall  &  Co.,  468  King  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

LOOSE  LEAF  BOOKS,  BINDERS  AND 
HOLDERS 

Boorum  •%  Pease  Co.,  Brooklyn. 

Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,  Ltd.,  539  King  St.  W.,  Toronto 

National   Blank  Book  Co.,  Holyoke,  Mass. 

Rockhil]  &  Vietor,  22  Cliff  St.,  New  York  City. 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 

Rand,  McNally  &  Co.,  Chicago. 

The  Copp,   Clark  Co.,  Toronto. 

Geo.  M.  Henry  Co.,  215  Victoria  St.,  Toronto. 

The  Scarborough   Co.  of  Canada,  Hamilton,   Ont. 

PAPER  BALERS 

Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 

O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES   AND   WRITING    PAPERS 

The  Copp,  Clark  Co.,  Toronto. 

Buntin.  Gillies  &  Co.,  Toronto. 

Clark  Bros.  &  Co.,  Winnipeg,  Man. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

A.  R.  MaeDougall  &  Co.,  468  Kink  St.'  W.,  Toronto. 

PENNANTS 

Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PHONOGRAPH     SUPPLIES 

H.   A.   Bemi?ter,    10  Victoria   St.,   Montreal,   Que. 

Arthur  H.   Kempton,   511   St.   Catherine  St.,   Mont- 
real, Que. 

PHOTO  CASES 
Davis  Novelty  Co.,  Mappin  B!dg.,  Montreal,  Que. 

PILLOW  COVERS 

Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PLAYING  CARDS 
Standard  Playing  Card  Co.,  Chicago,  111. 
U.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

POST  CARDS,  GREETING  CARDS,  ETC. 
W.  E.  Coutts,   145   Adelaide  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Valentine  &  Sons  Publishing  Co.,  Toronto. 

PUNCHES    (Cutter,   Eyelet,  Round-Hole,   Etc.) 
Rivet-O   Manuafcturing   Co.,   Orange,  Mass. 

PRONG  FASTENERS 
Rivet-O  Manufacturing  Co.,  Orange,  Mass. 

RUBBER  STAMPS,  STENCILS,  ETC. 
Fulton  Specialty  Co.,  Elizabeth,  N.J. 

SCIENCE  APPARATUS 
Geo.  M.  Hendry  &  Co.,  215  Victoria  St.,  Toronto. 

SCHOOL  SUPPLIES 
Geo.  M.  Hendry  Co.,  Ltd.,  215  Victoria  St.,  Toronto 

SCHOOL  BAGS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

SCHOOL  AND  OFFICE  SUPPLIES 
Westcott  Jewell  Co.,  Seneca"  Fails,  N.Y. 

SHEET  MUSIC 
McKinley  Music  Co.,  1501-15  E.  55th  St.,  Chicago. 

STATIONERS'  SUNDRIES 
Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark  Bros.  &  Co.,  Ltd.,  Winnipeg,  Man. 
W.  V.  Dawson,  Ltd.,  Montreal,  Toronto.  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING   PENS 
John  Heath,  8  St.  Bride  St.  E.G.,  London. 
Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian  Representatives. 

TOILET  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

TOYS,   DOLLS,   PUZZLES,   ETC. 
A.  C.  Gilbert. 

Menzies  &  Co.,  Ltd.,  Toronto. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 


Excellent   for   holding   Essays,    Class    Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,   etc. 

Made    in   all   sizes.      Capacity    of   back,   .%" 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

Sch6ol  Rings. 

Elbe  No.  1  Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Green*  St. 
New  York  City 


McFarlane  Sod  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


PENNANTS   PILLOW-TOPS 

and 

CHAIR- PADS 

MADE  BY 

Canadian  Manufacturing 

of  Novelty 

13  Boucher  St.  MONTREAL 
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Fine  Inks  and  Adhesives 

FOR  THOSE     m  WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  Anotc  what  tbey  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


Moore    Push-Pins 

50  MILLION  PEOPLE    will    see  Moore 

Push-Pin  Advertising  during  this  year. 

Look  up  your  Stock  today. 

This  Style  L  Cabinet 

of  MOORE 
PUSH-PINS 

sells  twice  as  much  with 
half  the  effort.  Get  one  to- 
day   from    your    Jobber 


Cost 

Sells       - 

Will     more 
your   sales. 

MOORE   PUSH-PIN   CO. 

Berkley  St.,  Philadelphia,  P  ,. 


$12.50 

$18.75 

than     double 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  a  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   1842.    MONTREAL. 


THE  BEST  ISSUE  YET 

5000  Facts 


a 


bout 


CANADA 

Edited  by  Frank  Yeigh 

is  now  on  the  shelves  of  every  live  news- 
dealer. Are  you  in  the  Live  Class?  80 
pages  of  new,  striking  and  suggestive 
facts.  Indispensable  to  every  wide- 
awake Canadian — and  newsdealers,  too. 
Canada  in  a  nutshell. 

Stock  or  restock  up  from  your  News 
Company. 

Write  us  about  a  window  display. 

Canadian  Facts  PublishingCo. 

588  Huron  St.,  Toronto 
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RIVET-0 


Tr  d^cLe  rA&rk  Red- 


HANDY  OFFICE  PUNCH 

For  Punching  Holes  and  Fastening  Paper  s 


Easy  to  Handle  as  a  Pair  of  Scissors 

Double  Hole  Binder  Punch  is  only  one  made  punch- 
ing two  standard  (3-16  in.  and  M  in,)  holes  for  loose 
leaf  binder  sheets. 

Eyelet  Punch  punches  and  fastens  heavy  or  light 
thicknesses  of  paper  with  neat,  maroon,  easy-squeeze 
eyelets;  permanent  fastening,  or  instantly  removable 
with  same  punch. 

Cutter  Punch  pierces  heavy  thicknesses  of  paper  for  Prong  Fasteners. 
Deep  throats,  long  handles,  easy  leverage.  Retail  for  $2  each  in 
factory-sealed  packages.  Supply  of  'asteners  goes  with  Eyelet  and 
Cutter   Punches. 

Dealers  !     Write  for  Big  Offer. 

RIVET-0  MFG.  CO.  -  Dept.  B  -  ORANGE,  MASS. 

Stationery  Specialties  Developed  and  Marketed 
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No.  1733  is  a  really  beautiful  ruler. 

Made  of  hard  maple  and   stained   a  rich  mahogany  color,  finely  rubbed  and  polished. 
One  inserted  edge  is  of  green  and  the  other  transparent  celluloid,  making  in  all  a  ruler  as  useful 
as  it  is  good  to  look  at. 

This   is   a   quick-moving   article   when   displayed. 

Westcott-Jewell   Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


Aigner,  J.   G 3S 

Allen,  Thomas 13 

American    Lead    Pencil    Company    2 

American  Supply  Company   71 

Argus    Manufacturing   Company    36 

Bagster 4 

B.  B.  B.  Company 65 

Bemister,  H.  A • 10 

Binney  &  Smith  Company   2 

Bond,  John    4 

Boorum  &  Pease   8 

Broadway  Smallwares   69 

Brown,  N.  L. 10 

Buntin,    Gillies- &   Co. Back   cover 

Canadian  Facts  Publishing  Company  73 

Canadian   Manufacturing  of  Novelty 72 

Canadian   Press   Clipping   73 

Cane  &  Sons,  Ltd.,  William   Inside  back  cover 

Carmichael  &  Co.,  Peter  4 

Carter's  Ink  Company   10 

Climax    Baler   Company    69 

Coombs,  H.  A 69 

Copp-Clark   Company .Front  cover,    11,   70,  72 

Coutts,  W.  E 9 

Cushman    &    Denison    Manufacturing    Co 67 

Davis  Novelty  Company   72 

Dawson,  Ltd.,  W.  V 6 

Dexter  &  Sons,  Inc.,  C.  H 69 

Dominion   Blank   Book   Company    12 

Eagle   Rubber   Company    28 

Eaton,  Crane  &  Pike 65 

Eaton-Dikeman    Company    36 

Elbe  File  and  Binder  Company   72 

Empire  Typewriter 10 

Esterbrook    Pen   Manufacturing  Co 6 

F.    B.    Manufacturing   Company    68 

Fulton   Specialty    Company    69 

Gall  &  Polden   5 

Garland,   S.   E 71 

Goode  Bros. 69 

Graves,   Henry    5 

Grossett    &     Dunlap     

Gundy,   S.   B 16 

Heath  &  Co.,  John    69 

Hendry  Co.,  Ltd.,  George  M 65 

Henley,  N.   W 21 

Higgins  &  Co.,  Charles  M .  ■ 73 

Hinks,   Wells   &   Co 4 

Hodder   &    Stoughton    :...• 24.25 

Irish,  G.   L • 72 

Irving  Pen  Manufacturing  Company    32 

Languages ' 71' 

L.   A.    W.   Novelty   Company    35 

Luckett  Loose  Leaf  Co.,   Ltd ■ 7 


Mabie-Todd hj 41 

Macdonald   Wire   Goods   Company    67 

MacDougall,   A.  R 37,  38,  39,  40 

MacLean's    66 

McClelland   &    Stewart,    Ltd 22,  23,  70 

McFarlane,  Son  &  Hodgson,  Ltd- 72 

McKinley  Music   Company    36 

Mecanno   Toy    Company    ■ 

Menzies  &  Co.,  Ltd 29 

Merriam,   G.   &   C 6 

Mittag  &  Volger,  Inc .■■  Inside  back  cover 

Moore  Push  Pin  Company . .  t '. 73 

Myers  Manufacturing  Co.,  Fred  J- 71 

National  Blank  Book  Company 12 

National  Cash  Register  Company   14 

Newnes    31 

Nightingale  &  Co 69 

O.   K.   Manufacturing  Co • 10 

Paper    Manufacturing    Company    67 

Peerless   Moistener    68 

Pugh   Specialty  Company,   Ltd 68 

Ramsay  &  Son  Co.,  A 73 

Reliance  Ink  Company    71 

Rivet-O    Manufacturing    Co 73 

Robinson   Manufacturing    Company    36 

Ryan  &  Co.,  J.  F .  8 

Ryerson    Press    *»■  70 

Sainberg,   L 67 

Scarborough  Co.  of  Canada    71 

Sinclair  &  Sons,   Ltd.,   William 72 

Stafford,   Inc.,  S.   S • 36 

Stewart   Phonograph    Company    17,    18,    19,  20 

Twigg  &  Beeson    • 67 

U.  S.  Playing  Card  Co Inside  front  cover 

Valentine  &  Co 42 

Volger  Manufacturing,   Inc.,   B.  S 68 

Wahl   Company    3 

War   Purchasing  Commission    1 

Waterton  &  Sons,   Ltd.,  Geo 71 

Weber  &  Co.,  F 68 

Weeks   Manufacturing   Co,,    Frank 68 

Weldon-Roberts  Rubber  Company   65 

Westcott-Jewell  Company    74 

Willard  Pen  Company 67 

Wilson-Jones   Loose   Leaf  Company    11 

Work   Organizer  Specialties   Co 35 

Wycil  &  Co 70 
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"Quality" 

Typewriter  Ribbons 

and  Carbons 


M.  &  V.  TYPEWRITER  RIBBONS  are  outstandingly 
superior  for  durability,  permanency  and  indelibility — 
the  three  vital  points  so  essential  to  good  ribbons — you 
will  find  M.  &  V.  brands  incomparable. 

They  offer  an  excellent  profit  margin  to  dealers  and 
their  reputation  for  unequalled  service  is  your  guaran- 
tee of  complete  customer-satisfaction. 


Mittag  &  Volger,  Inc. 

Principal  Office  and   Factory  :   Park  Ridge,  N.J.,  U.S.A. 

Agencies  all  over   the   World 
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HIGH   quality  Canadian-made  Pencil  that  sells  well  and 
yields  an  excellent  profit. 

The  fine  display  case  featured  above  will  speed  up  your 
pencil  sales.    Have  your  wholesaler  send  you  this  attractive 
Cane  Counter  Carton  and  keep     it     filled     with     Cane's     "All- 
Canadian"  Pencils.    Then  watch    your  pencil  sales  jump. 

The  Wm.  Cane  &  Sons  Company 

NEWMARKET,  ONTARIO 
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©anfin.  Gillies  6  Co. 


HAMILTON 


LIMITE   D 


CANADA 


About  that  Trade  Balance! 

Why  pay  Exchange?  Let  Dimity  draw  trade  to  your  store. 

Canada's  Leading  Stationery 

since  1900 

Twenty  Years  of  Superiority 

Note  Paper,  Envelopes,  Papeteries,  Tablets,  Visiting  Cards 
White  and  Colors — Three  Finishes — Popular  Sizes. 

Window  Display  and  Showcards  on  Request. 

Have  you  ordered  Inks,  Mucilage,  Paste,  etc.?     We  carry  a  full 
range  of  all  the  leading  makes. 


ANNUAL    SPRING     NUMBER 


AND  OFFICE  EQUIPMENT  JOURNAL    . 


The  only  publication  in  Canada  devoted   to   the   Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years    the  recognized  authority  for  those  interests. 


'OL.  XXXVI 


PUBLICATION      OFFICE:      TORONTO,     APRIL,     1920 


No.  4 


EVERY  MAN  FOR  HIMSELF 

A  New  Novel,  By 

HOPKINS  MOORHOUSE 

Professor  Allison,  leading  literary  critic  of  Western  Canada, 
has  pronounced  this  new  Moorhouse  novel  "A  2  a.m.  yarn — 
a  novel  to  sit  up  with." 

It's  a  bully  Canadian  novel  of  mystery,  romance  and  political 
intrigue  with  a  smashing  climax — the  sort  of  story  that  every 
live  Canadian  will  enjoy — a  book  to  take  the  reader  off  on  a 
blood-tingling  gallop  with  worries  forgotten  in  complete 
mental  absorption  and  recreation. 

It  will  be  a  difficult  book  to  keep  in  stock  because  of  the 
popular  demand  for  it.  We  strongly  advise  every  book- 
seller to  ORDER  EARLY  and  IN  QUANTITY. 

THE  MUSSON  BOOK  CO.,  LIMITED,  Publishers,  TORONTO 


Cloth 
$1.75  net 


Mum©m 

UVU  ALL  CANADIAN  PRODUCTION 
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OurAduertising  « 
fc%ttrOnparfanity\ 


Millions   of   readers 
will  see  this  adver- 
tisement   in    their 
favorite  magazine 
All   of   these  mil- 
lions use  pens. 

Esterbrook 
Pens 

are  the  stand- 
ard for  excel- 


lence of  pen 
performance. 
Uniformity 
of  easy  writ- 
ing qualities. 

Study  the  Esterbrook  Pen  Catalog.  Special  pens 
for  special  purposes.  Know  what  the  pens  do 
best  and  show  them  to  your  customers. 

The  Esterbrook  Counter  Display  Case  contains  a 
complete  assortment  in  handy,  attractive  container. 

Write  for  catalog  and  full  information. 

THE  ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER  STREET 

CAMDEN,  N.  J. 

CANADIAN  AGENTS:  BROWN  BROS.,  LTD.,  TORONTO,  CANADA 
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SUNNY  SLOPES 


ETHEL  HULSION 


Why  April  is  the  Big  Fiction  Month 

Spring  is  no  longer  a  vague  possibility.  It  is  here  now.  And  with  Spring  comes  that  surge 
of  romance,  that  longing  to  go  adventuring  in  every  human  breast.  But,  of  course,  we 
can't  all  of  us  start  out  for  the  Land  of  the  Dim  Trails,  or  Borneo,  or  the  Shadow  Moun- 
tains, or  the  Sunny  Slopes.  We  have  to  take  it  out  in  reading.  And  that  is  why  April 
is  a  Big  Fiction  Month.  Below  you  will  find  listed  the  freshest,  most  enticing  and 
enchanting  of  the  new  popular  copyright  fiction: 


WHITE  MAN 

By  George  Agnew  Chamberlain 

A  thrilling,  throbbingly  romantic  story,  full  of  the 
warmth  and  color  of  the  jungle.  Life  stripped  bare 
to  the  bone,  in  all  its  primitive  and  out-door  gran- 
deur. The  story  of  a  man  and  a  woman  —  utter 
strangers,  forced  together  by  circumstances  —  living 
in  the  heart  of  an  African  jungle. 

THE  LONG  ARM  OF  AH  SING 
By  John  Charles  Beecham 

Something  new  at  last  in  fiction.  Far-away  Bor- 
neo. A  tale  of  the  white  governor  of  a  jungle  prov- 
ince, of  Koyala,  white  Bornean  princess  — of  Chinese 
pirates  —  of  a  battle  on  the  beach,  more  thrilling 
even  than  Treasure  Island,  and  above  all  —  of  Ah' 
Sing  and  his  mysterious  ways. 

FLOWER  OF  THE  DUSK 
By  Myrtle  Reed 

A  haunting  story  told  with  gentleness  and  fervor. 

THE  HOUSE  OF  INTRIGUE 
By  Arthur  T.  Stringer 

Romance,  mystery,  adventure,  with  a  thrilling  plot. 

SYLVIA  ARDEN  DECIDES 
By  Margaret  R.  Piper 

The  third  of  the  "Cheerful  Books." 

MAKING  HER  HIS  WIFE 
By  Corra  Harris 

A  book  every  married  couple  should  read. 


THE  BROKEN  HALO- 
YOUTH— 
LADY  CONNIE— 


Florence  L.  Barclay 

Joseph  Conrad 

Mrs.  Humphry  Ward 


OH,  MONEY,  MONEY! 
By  Eleanor  H.  Porter 

Everyone  has  exclaimed  at  some  time  or  other: 
"What  would  I  do  with  an  unexpected  fortune?" 
The  story  of  an  Eastern  Cinderella  and  a  Western 
multimillionaire.  You  can  bank  on  a  big  sale  of  Oh, 
Money,  Money! 

FIREBRAND  TREVISON 
By  Charles  Alden  Seltzer 
A  quick-trigger,  sure-fire,  galloping  story  of  the 
Old  and  New  West. 

SUNNY  SLOPES 
By  Ethel  Hueston 

A  double-barreled  love  story  loaded  with  sunshine 
and  courage  and  happiness. 

SHADOW  MOUNTAIN 
By  Dane  Coolidge 

The  romance  of  a  mining  town  in  the  West. 
THE  WAY  OUT 

A  story  of  the  feud  country  in  the  mountains. 

A  WILD  GOOSE  CHASE 
By  Edwin  Balmer 

The  story  of  a  beautiful  girl's  search  for  her  lover 
in  a  Far  Northern  land. 

PICCADILLY  JIM 
By  P.  G.  Wodehouse 

How  he  found  happiness  in  spite  of  having  too 
much  money. 

SIX  FEET  FOUR—  Jackson  Gregory 

CAROLYN  OF  THE  SUNNY  HEART— 

Ruth  B.  Endicott 
THE  PEACE  OF  ROARING  RIVER— 

George  Van  Schaick 


—FOR  "THE  RAINY  DAY— 


>> 


Money  isn't  the  only  thing  the  Average  Citizen  w  ants  to  have  handy  for  the  RAINY  DAY.  When  the 
rain  comes  down  in  sheets,  and  it  still  feels  cozy  eno  ugh  to  have  a  fire,  the  best  friend  one  can  have  is  an 
interesting  book.  Rainy  days  bring  opportunities  for  the  bookseller  as  well  as  the  fellow  who  sells  umbrel- 
las and  gumshoes.     Have  these  books  on  hand  for  the  RAINY  DAYS. 


GROSSET  &  DUNLAP       Publishers       NEW  YORK 

George  J.  McLeod,  Ltd.,  Selling  Agents,  Toronto 


BOOKSELLER     AND     STATIONER 


J  he  Largest  Jelling 
(equality  Pencil  in 
1he%>rld 


ITBlackSDe&rees 

6"B  softest  to  9lt  hardest- 


hard,  aria  medtumfol 

*~rALL  perfect 


\  7ENUS 

Vpencils 


The  enormous  demand  for 
VENUS  Pencils  is  based  on  in- 
trinsic merit;  the  fact  that 
\  EVERY  VENUS  Pencil  we 
ship  the  trade  is  PERFECT. 
There  is  only  one  answer  when 
a  customer  asks  for  THE  BEST 
PENCIL  MADE 


'Venus 

Evei-pointed 

PENCIL  M9 


The  universally  satisfactory 
VENUS  leads  in  separate, 
marked  holders;  one  for  each 
degree  from  5B  to  9H.  Always 
ready ;  no  sharpening. 


If  you  are  not    already    carrying    the  VENUS 
Everpointed  Pencil,  write  for  full  information. 


American  Lead  Pencil  Co 

220  Fifth  Ave.,  New  York 

and  London,  Eng. 
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No.   103—2   oz. 
For  Self-Filling  Pens. 


No.  102-2  oz. 
No.  104—4  oz. 
No.  106—6  oz. 


Watennans 

Ideal 

Ink 

Made  by  the  Makers  of 

«  (  Icteal  I 
Fouitf&fiiPen 

The  best  Ink  that  can  be  manufactured  should  be 
used  in  writing  with  a  Waterman  or  any  other  pen. 
We  make  it.  Ever-increasing  satisfaction  and  sales 
proves  its  superiority. 

Waterman's  IDEAL  Ink  is  always  free  from  sedi- 
ment ;  it  is  non-corrosive ;  its  color  is  everlasting ;  and 
its  uniformity  is  a  guarantee  of  constant  satisfaction. 

A  display  of  Waterman's  IDEAL 
Ink  occasionally  assures  a  steadily 
growing  demand  for  a  line  which 
has  not  heretofore  been  a  very 
profitable  one. 


Manufactured  by 

L.    E.  Waterman  Co. 

Limited 

179  St.   James  Street 
Montreal 


New  York 

London 

Paris 


No.  132—1  Quart 
No.  116 — l.Pint. 
No.   108 — >/2  Pint. 


No.    105 — Desk    Filler. 


No.    109 

Travellers'    Filler 

(Wood    Case) 
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One  for  Every  Business 
S*'  "^  Phone 


(I 


One  for  Every 
Switchboard 


Desk   style 
Capacity  440   Names. 


Style   F    Desk    Type 
Capacity   1035   Names 


For    Switch    Board 

Operators 

Style  R    Desk  Type 

Capacity     1400    Names 


Detachable  style 


Hunting    in    the    directory 
for  frequently-used  telephone 
numbers    is    now   a   needless 
waste  of  time.     Dealers!  You 
can  cash  in  on  the  ingenious 
device  which  has  brought  this 
about.      You   can   gain   your 
busy  customer's  good  will  by 
selling  him  the  Meilicke  Ac- 
tive   Telephone    List. 
Through  its  ready,  rapid, 
fingertip  action  the  Meil- 
icke   Phone     List    almost 
sells  itself.     On  a  custom- 
er's   desk    or  switchboard 
it  builds  more  sales.     Ev- 
ery   wideawake     business 
man  who  sees   one  wants 
one  like  it. 

These  compact,  attrac- 
tive necessities  are  built  in 
two  types,  desk  and  de- 
tachable. Both  types  have 
flexible,  self-closing  in- 
dexes mounted  on  stout 
metal  standards,  tilted  just 
right  for  ready  refer- 
ence. They  are  finished 
in  telephone  black. 

Desk  types  are 
mounted  on  solid  bases 
with  rubber  feet  to  pre- 
vent scratching  or  mar- 
ring of  desks.  The  de- 
tachable style  clips  in- 
stantaneously to  trans- 
mitter post  of  instru- 
ment without   bolts   or 


Every  progressive  stationer  will  be  interested  in   the 
Meilicke  proposition  to  dealers.      Write  for  it. 

>^eiliake.  Calculator  Company 

362  North  Clark  Street 
Chicago,  111. 


An  Innovation 

If  you  buy  ream  goods  you  will 
be  interested  in  our  new 

Crane's    Standard   Five 
Quire  Boxes 

They  contain  120  sheets  and  100 
envelopes  (in  note  size,  100 
sheets  and  100  envelopes) ;  cost 
less  than  under  the  old -method 
of  selling;  leave  no  broken  or 
mismatched  stocks;  are  attrac- 
tively boxed  ready  for  delivery. 
Available  at  present  in 

Crane's  Linen  Lawn  and 
Crane's  Kid  Finish 

Other  well-known  Crane  papers 
will  be  added  to  the  line  later. 
All  Crane  papers  in  regular 
sizes  can  be  ordered  as  formerly, 
in  quantities  of  not  less  than  5 
reams  and  2^M  envelopes. 

Canadian  funds  accepted 
at  par 

Eaton,  Crane  &  Pike  Company 

New  York  Pittsfield,  Mass. 
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Mr.  OKAY  says  - 


% 


WASHBURNEfe 


ok: 

Paper 
asteners 

ell  Sanitary 


"The 

Clip 

with 

Bull  dog 
Grip'5 

0.  K.  Erased  -  they  erase 

_     „     Sell  the  Ries 

OK.  Letter  Opener 

Hand  and  Electric 


Saves  time,  can't  cut  enclosure^ 
never  out  of  order. 


ax*. 


<z> 


IA\ 


OK  MV«  Co 


119G6  <&] 


I  the  O.K.MANur«TURiNa  Co.SyracuseHYusa. 


3  Sizes  -3  Models 


"O.K."  PRODUCTS  GIVE  SATISFACTION 

When  a  business  man  once  puts  "O.K."  Products  in  his  office  he  is  satisfied  with  them  because  they  are  all 
"time  savers."  When  he  wants  more  he  expects  you  to  have  them  for  him.  Are  you  prepared  ?  Have  you 
a  sufficient  stock  of  our  products  on  hand  NOW? 

We  are  big  advertisers  and  always  with  request  to  "buy  from  YOU."  We  are  drumming  up  trade  for  YOU 
and  all  we  ask  is  that  you  keep  up  your  stock  and  be  able  to  handle  the  orders  when  received. 

"O.K."  products  are  all  we  say  they  are  —  and  more.  We  have  put  our  money,  our  brains  and  energy 
nto  making  the  best  office  time  savers  ever  devised,  and  we  are  advertising  and  telling  the  people  about  them. 

Check  them  up  N  O  W  : 

.  .  .  .Washburne's  "O.K."  Paper  Fasteners  -  3  Sizes  -  Brass  and  Nickel  Finish. 

.  .  .  .Sanitary  "O.K."  Erasers,  Typewriter  -  Ink-  Pencil. 

....  Ries'  "O.K."  Letter  Opener,  Hand  and  Electric;  3  Sizes  -  3  Models. 

These  three  Graces  will  knock  out  three  disgraces;  pins,  dirty  erasers  and  knives  which  mutilate  your  mail 
Write  for  illustrated  and  descriptive  literature  with  prices. 


® 


MADE     BY 

THE  O.K. MANUFACTURING  CO. 

SYRACUSE,  N.Y.,    U.S.A. 
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HIGGINS'  INKS  I  and  ADHESIVES 


THE  HIGGINS'  INKS  AND  ADHESIVES,  through 
honest  merit  in  their  originality  and  quality  and 
honest  American  enterprise  and  push  in  their  ex- 
ploitation, have  penetrated  to  the  most  remote  points 
of  civilization,  until  now  they  are  well  known  and 
largely  used  in  Canada,  Central  and  South  America, 
Mexico,  Great  Britain,  South  Africa,  Australia,  New 
Zealand,  Philippines,  Japan,  China,  Norway, 
Sweden,  etc.,  etc.,  as  well  as  ever  maintaining  their 
unique  position  in  their  birthplace,  the  United  States 
of  America.  The  home  trade  "has  always  shown  its 
appreciation  of  and  reliance  on  these  goods,  and  it 
will  always  be  our  effort  to  merit  the  confidence  of 
the  trade  in  every  respect. 


Write  for  Prices  and  Discounts 


CHAS.  M.  HIGGINS  &  CO., 

^ht  E3  BROOKLYN,  N.Y.,  U.S.A. 


Originators     and     J,^  anf]  AdheSlVeS 

Manufacturers  of 

NEW  YORK  CHICAGO  LONDON 


MAIN  OFFICES 

FACTORY:   240-244  Eighth   Street 
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Mother's  Day— Second  Sunday 

in  May 

* 

We  are  now  making  a  beautiful  line  of  cards  for  Mother's 
Day,  exquisitely  designed,  on  fine  stock  and  engraved  with 
real  sentiments.  They  are  priced  from  $6.50  per  100  to 
$30.00  per  100. 

There  is  no  line  more  certain  of  a  ready  sale. 
May  we  send  you  an  assortment? 


^LTING<AHA0. 

mvs 


William  E.  Coutts 

145  Adelaide  Street  West  -        Toronto 


NEW    SPRING    LEADERS 
FURTHER  CHRONICLES  OF  AVONLEA 

By  L.  M.  Montgomery,  Author  of  ANNE  OF  GREEN  GABLES,  ANNE  OF  THE  ISLAND,  etc. 

Further  stories  about  the  people  of  Avonlea,  the  home  of  the  beloved  Anne  Shirley,  of  Green  Gables, 
about  whom  the  author  writes  with  the  same  charm  that  has  made  her  books  unrivaled  in  their  field. 

Illustrated,  $1.65 


The  MARY  PICKFORD 

Edition  of 

POLLYANNA 
"The  Glad  Book" 


The  MARY  MILES  MINTER 

Edition  of 

ANNE  OF 
GREEN  GABLES 


These  books  are  illustrated  with  the  stars'  autographed    portraits,    and    also    many    reproductions    of 
scenes  from  the  plays,  which  show  the  heroines  of  t  he  stories  and  the  stars  of  the  plays  at  their  best. 

Each,  $2.00 

Going  Bigger  Than  Ever!  8th  Printing! 

"SMILES,"   A  Rose  of  the  Cumberlands 

"The  best  loved  book  of  the  year!" 
By  Eliot  H.  Robinson  Illustrated,  $1.65 

"The  best  book  I  have  ever  illustrated" — H.  Westo  n  Taylor,  the  artist. 


PUBLISHED 
BY 


THE  PAGE  COMPANY 


53  BEACON  ST. 
BOSTON 
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Are  You  Taking  Full  Advantage 
of  the  Opportunities  in  Comics  ? 

There's  a  big  demand  from  people  who  don't 
ordinarily  buy  books,  for  these.  A  window  display 
is  certain  to  bring  business. 

We  have  these  big  sellers  to  retail  at  35c. 


BRINGING  UP  FATHER 

By  McManus 
1st,  2nd  and  3rd  Series 

MUTT  AND  JEFF 

By  Bud  Fisher 
6th  and  7th  Series 


KEEPING  UP  WITH  THE  JONESES 

1st  Series 

BETTER  HURRY  IN  AN  ORDER 

THE  RYERSON  PRESS 

Publishers 
TORONTO 
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Mighty  Good  Profits 

for  you,  Mr.  Bookseller,  are  provided  for  in  this 
list.     There's  a  reason  in  every  case. 


—  William  J.   Locke 

THE  HOUSE  OF  BALTAZAR 


Some  retailers  think 
so  much  of  this  book 
that  they  are  run- 
ning a  series  of  ads. 
locally,  playing  it  up. 
Some  of  the  best  re- 
views any  book  has 
had  during  the  year 
assure  heavy  sales. 
Is  your  stock  suffi- 
cient ? 


-George  Barr  McCutcheon- 


ANDERSON  CROW,  DETECTIVE 

Here  is  a  new,  small-town  character,  whose  du- 
ties at  least  are  paralleled  by  an  official  in  a 
good  many  small  towns  in  Canada.  Anderson 
Crow  is  a  joke,  of  course,  and  his  exploits  as 
Marshal,  Fire  Chief,  Street  Commissioner, 
Truant  Officer,  Jailer,  and  Correspondence 
School  Detective,  are  full  of  risibilities. 

Edward  Streeter 


AS  YOU  WERE,  BILL 

Keep  this  on  the  shelf  near  the  door,  with  a 
placard,  "The  last  of  the  Dere  Mable  books," 
and  you  will  inspire  an  impulse  to  buy  in  every- 
one who  laughed  with  "Mable"  and  "Bill." 
"Bill"  is  just  as  funny  as  a  citizen  as  he  was 
as  a  soldier.  The  illustrations  are  as  funny  as 
ever. 


-Zona   Gale- 


MISS  LULU  BETT 

Here  is  a  book  that  will  appeal  particularly  to 
your  women  customers.  A  vivid  picture  of 
the  Middle  West,  told  with  the  sweet,  sane  and 
kindly  outlook  on  life  for  which  this  author  is 
famous.     Men  will  like  it,  too. 


Archibald    Marshall  — 

SIR  HARRY 

What  a  few  reviewers  say:  "In  no  recent  nov- 
els have  contrasted  characters  been  handled 
more  deftly." — "Mail  and  Empire."  "A  bril- 
liant novel,  well  written  and  very  readable." — 
Kingston  "Whig."  "Makes  us  very  grateful  to 
Mr.  Marshall." — Winnipeg  "Tribune."  "A  real 
novel  with  well-sustained  interest.  .  .  One 
of  the  best  of  Mr.  Marshall's  books." — Weekly 
"Star,"  Montreal. 

—Henry  St.  John  Cooper — 


SUNNY  DUCROW 

This  story  of  a  little  Cockney  girl  is  a  real 
"Pollyanna"  type,  and  should  be  a  Pollyanna- 
like  seller.     A  colored  frontispiece  helps. 


8.,  ALBERT  COWARD  OILMAN 


Max  Brand — 

TRAILIN' 

A  tale  of  the  bitter 
and  relentless  track- 
ing down,  by  An- 
thony W  o  o  d  b  u  ry, 
Easterner,  club-man, 
of  the  man  whom  he 
believes  to  have  shot 
and  killed  his  father. 
A  surprising  love 
story  comes  on  end. 


James  B.  Hendryx 

THE  GOLD  GIRL 

A  girl,  a  lost  mine,  a  man  —  all  in  the  West. 
These,  by  the  author  of  "The  Gun  Brand," 
"The  Texan,"  etc.,  make  up  most  saleable  qual- 
ities. 

Albert  Edward  Ullman 


"THE  LINE'S  BUSY" 

Something  new  here.  Stories  from  "Goldie," 
telephone  operator  in  a  big  hotel,  about  the 
life  around  her,  written  just  as  a  girl  of  this 
type  would  write,  and  telling  pretty  frankly 
about  the  expected  things  which  happen  to  her. 


The  Ryerson  Press 

PUBLISHERS 

TORONTO 


BOOKSELLER     AND     STATIONER 


ST.  JOHN  ERVINE 

The  Foolish  Lovers 

(Early  April) 


WINSTON  CHURCHILL 

The  Green  Bay  Tree 

(Early  May) 


"THE  CENTRE  FROM  WHICH 
ONLYfNOTABLE  BOOKS  RADIATE" 


A  Window  at 
St.  Martin's  House 


THE  MACMILLANS 

70  BOND  STREET 

TORONTO 


RUDYARD  KIPLING 

Letters  of  Travel 

(Early  April) 


SIR  HARRY  JOHNSTON 

Mrs.  Warren's  Daughter 

(Early  April) 
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BOOKS  FOR  THIS  MONTH 


THE  DARK  MIRROR 

By  Louis  Joseph  Vance.  .  .Net,  $1.75 

THE  MAN  WITH  THREE  NAMES 

Harold  MacGrath Net,  $1.75 

THE  IRON  FURROW 

George  C.  Shedd Net,  $1.75 

MERMAID 

Grant  M.  Overton Net,  $1.75 

THE  TEMPERING 

Charles  Neville  Buck Net,  $1.75 

KATHLEEN 

Christopher  Morley Net,  $1.25 

FULL  SPEED  AHEAD 

Henry  B.  Beston Net,  $1.50 


THE  GORGEOUS  GIRL 

By  Nalbro  Bartley Net, 

THE  GRAY  MASK 

Wadsworth  Camp Net, 

THE  SHEPHERD  OF  THE  SEA 

Henry  Leverage Net, 

TALES  OF  MY  NATIVE  TOWN 

Gabriele  D'Annunzio  .  .  .  .Net, 

A  SECRET  OF  THE  SEA 

William  Allison Net, 

A  PILGRIM  MAID 

Marion  Ames  Taggart.  .  .  .Net, 

HAND-MADE  FABLES 

George  Ade Net, 


$1.75 
$1.75 
$1.75 
$1.75 
$1.75 
$1.60 
$1.75 


THE  LIFE  OF  PASTEUR 

A.  Vallery-Radot  .  .* Net,  $4.00 

ADVENTURES  OF  A  NATURE  GUIDE 

Enos  A.  Mills Net,  $3.50 

BEATTY,  JELLICOE,  SIMS  and 
RODMAN 

Francis  T.  Hunter Net,  $2.50 


AMERICANISM  vs.  BOLSHEVISM 

Ole  Hanson Net,  $1.75 

HOMING  WITH  THE  BIRDS 

Gene  Stratton-Porter Net,  $2.00 

IMPRESSIONS  OF  THEODORE 
ROOSEVELT 

Lawrence  F.  Abbott Net,  $3.00 


NEW  ADVENTURE  STORIES 


Cloth,  each  $1.50  net 


ISLE  O'  DREAMS 

Frederick  F.  Moore 

DIAMOND  TOLLS 

Raymond  S.  Spears 

TURQUOISE  CANON 

J.  Alan  Dunn 


RED  BELTS 

Hugh  Pendexter 

THE  TYPHOON  SECRET 

Sol  N.  Sheridan 

BLOOM  OF  CACTUS 

Robert  Ames  Bennet 


THE  ENCHANTED  GOLF  CLUBS 

Robert  Marshall Net,  $1.00 

KEEPING  THE  SEAS 

(The  Dover  Patrol) 

Capt.  E.  R.  G.  R.  Evans..  .Net,  $1.75 


THE  UNSOLVED  RIDDLE  OF  SOCIAL 
JUSTICE 

Stephen  Leacock Net,  $1.25 

THE  NEW  BLACK  MAGIC 

(The  truth  about  the  Oui ja-Board ) 

J.  G.  Raupert Net,  $2.00 


SPIRITISM  AND  RELIGION.    By  Johan  Liljencrants Net,  $3.50 


MAKE  INCREASED  BOOK  SALES  PAY  THIS  YEAR'S  STORE  RENT 

Doubleday  Page  &  Co.         O     Q     PITNIYV     25  Richmond  St  W' 
Country  Life  Press  ^#  "•  UUll|/.l  y  Toronto,        Canada 

GardenCity     -     N.Y.        OXFORD     UNIVERSITY     PRESS 
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The  demand  is  enormous  for 

POPULAR    FICTION    by  POPULAR    WRITERS    at  a  POPULAR  PRICE 


SELECTED  FROM  GEORGE  NEWNES'  LIST 


NEWNES'  BEST  FICTION  SERIES 


Size  6%  x  9.     LEADING  WRITERS. 
Beautiful  Coloured  Picture  Cover— Good  Plain  Type— Opaque  Paper 


6 


d 
EACH 


1 

3 

4 

5 

6 

7 

9 

10 

11 

12 

13 

14 

15 

16 


Clue  of  the  Twisted  Candle        Edgar  Wallace 
Sons  of  Satan  William  le  Queux 

The  Eye  Witness      Lillias  Campbell  Davidson 
The  Prodigal  Daughter  Temple  March 


The  Hidden  Peril 

Fate 

The  Loom  of  Fate 

Adrien  Leroy 

The  Jewels  of  Death 

The  Love  Stone 


J.  B.  Harris-Burland 

Charles  Garvice 

Charles  Garvice 

Charles  Garvice 

Robert  Halifax 

Alice  and  Claude  Askew 


The  Girl  Without  a  Heart 
Fickle  Fortune 
The  Stage  Door 
The  Man  Who  Knew 


Charles  Garvice 

Charles  Garvice 

A.  Applin 

Edgar  Wallace 


17  Judas  of  Salt  Lake 

18  The  Drug  Slave 

19  The  Paradise  of  Fools 

20  The  Golden  Lure 

21  The  Woman  Who— 

22  Miracle  of  the  Turf 

23  Bondage  of  the  Law 

24  The  Price  of  a  Soul 

25  Cats'  Eyes 

26  Pyramids  of  Snow 

27  The  Revue  Girl 

28  Seen  in  the  Shadows 

29  No  Limit 

30  Story  of  the  Stage 


Winifred  Graham 

Mark  Lane 

Derek  Vane 

Almaz  Stout 

Arthur  Applin 

Winifred  Graham 

Meta  Simmins 

Paul  Trent 

Sidney  Warwick 

Edith  Metcalfe 

'.  Arthur  Plummer 

Fergus  Hume 

Arthur  Applin 

Ranger  Gull 


NEWNES'  POPULAR  SERIES 

Contains  popular  Stories  only  by  recognised  favourite  Authors. 
CLEAR  TYPE— PICTURE  WRAPPER— GOOD  PAPER 


1/- 


A.  Conan  Doyle 
H.  Rider  Haggard 
H.  Rider  Haggard 


20     Adventures  of  Sherlock  Holmes 

A.  Conan  Doyle 
27     Rodney  Stone 
96 — Montezuma's  Daughter 
120     Col.  Quaritch,  V.C. 
123     The  World's  Desire 

H.  Rider  Haggard  and  Andrew  Lang 
126     Beatrice  H.  Rider  Haggard 

147     Light  Freights  W.  W.  Jacobs 

155  Allan's  Wife  H.  Rider  Haggard 

156  Master  of  Craft  W.  W.  Jacobs 

157  Black  Heart  and  White  Heart 

H.  Rider  Haggard 

Odd  Craft 

Mystery  of  Cloomber 

The  Long  Night 

A  Shadowed  Happiness 

Dialstone  Lane 


166 
169 
174 
179 
180 
182 
184 
188 
190 
195 
208 
214 
220 

221 
222 
224 
225 
229 
231 
233 
236 
238 


W.  W.  Jacobs 

A.  Conan  Doyle 

Stanley  Weyman 

Effie  A.  Rowlands 

W.  W.  Jacobs 

Effie  Adelaide  Rowlands 

Effie  Adelaide  Rowlands 

Alice  and  Claude  Askew 

.    H.  de  Vere  Stacpoole 

W.  W.  Jacobs 

A.  Conan  Doyle 

Charles  Garvice 


One  Man's  Evil 
Bitter  Sweet 
The  Love  Stone 
The  Blue  Lagoon 
Short  Cruises 
Adventures  of  Gerard 
Iris 

My  Friend  the  Chauffeur 
C.  N.  and 
Verdict  of  the  Heart 
My  Lady  of  Shadows 
Fickle  Fortune 

Arsene  Lupin   Edgar  Jepson  and  M.  le  Blanc 
Fate  Charles  Garvice 

Sailors'  Knots  W.  W.  Jacobs 

Adrien  Leroy  Charles  Garvice 

The  Drums  of  War        H.  de  Vere  Stacpoole 
Revelations  of  Secret  Service 

William  le  Queux 


A.  M.  Williamson 

Charles  Garvice 

John  Oxenham 

Charles  Garvice 


244 
250 

257 
263 

264 
265 
268 
289 
297 
345 
360 
367 
377 
399 
404 
406 
408 

409 
411 
412 
413 
415 
416 
418 
419 
420 
421 

422 
423 
424 
425 
426 
427 


A  Relenting  Fate  Charles  Garvice 

The  Indiscretions  of  a  Lady's  Maid 

William  le  Queux 

All  Is  Not  Fair  in  Love  Charles  Garvice 

The  Return  of  Sherlock  Holmes 

A.- Conan  Doyle 
Lady  of  the  Barge 
The  Loom  of  Fate 
Round  the  Red  Lamp 
Arrest  of  Arsene  Lupin 
Many  Cargoes 
The  Prisoner  of  Zenda 
Ann  Veronica 
White  Fang 
The  Firing  Line 
Secret  Sin 


W.  W.  Jacobs 

Charles  Garvice 

A.  Conan  Doyle 

M.  le  Blanc 

W.  W.  Jacobs 

Anthony  Hope 

H.  G.  Wells 

Jack  London 

Robert  W.  Chambers 

William  le  Queux 


Room  of  Secrets  William  le  Queux 

An  Irregular  Marriage  Sidney  Warwick 

City  of  Beautiful  Nonsense 

E.  Temple  Thurston 


The  White  Lie 

The  Lady  in  the  Car 

The  Way  of  the  Strong 

The  Stage  Door 

The  Law  Breakers 

The  Second  Lady  Kendal 

The  Jewels  of  Death 

The  Top  Dog 

Life's  Golden  Web  J.  B 

The  Island  of  Galloping  Gold 

Edgar  Wallace 
Effie  Adelaide  Rowlands 


William  le  Queux 

William  le  Queux 

Ridgwell  Cullum 

Arthur  Applin 

Ridgwell  Cullum 

Meta  Simmins 

Robert  Halifax 

Fergus  Hume 

Harris-Burland 


Her  Husband 
Treasure  of  Israel 
The  Man  Who  Knew 
The  Passionate  Friends 
Shadow  on  the  Purple 
The  Devil's  Keg 


William  le  Queux 

Edgar  Wallace 

H.  G.  Wells 

A  Peeress 

Ridgwell  Cullum 


Write  to  the  Publisher  for  a  complete  List  of  popular  Cloth 
Series  at  1/6  and  1/9  and  2/-.     All  good  Titles. 


London:   GEORGE  NEWNES,  Ltd.,  8-11,  Southampton  Street,  W.C.  2 
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The  Great  British  School-Prize  House 

1f\f\g^l  nril-l^^O  including  T.  B.  Reed,  Mrs. 
jKJVJkJ  1  UlCd)  Vaizey,  Rosa  N.  Carey,  Mrs. 
Walton,  Amy  LeFeuvre,  E.  Everett  Green,  Joseph  Hocking, 
Hesba  Stretton,  Gordon  Stables  and  many  others. 

FLORA  KLICKMANN'S  w.nd  Famous  NEEDLEWORK  ROOKS 

Nearly  400,000  of  these  books  have  already  been  sold 


THE  HOME  ART  SERIES.   2/-  net 
Just  Ready 

Distinctive   Crochet.      2/-  net. 
Needlework  Economics.     2/-  net. 
Hardang-er   and   Cross-Stitch.      2/-   net. 
Beautiful  Crochet  on  Household  Linen.     2/-  net. 
The  Modern  Knitting  Book.     2/-  net. 
Tht  Modern  Crochet  Book.     2/-  net. 
The   Home   Art  Crochet    Book.      2/-   net. 
Home    Art   Book   of    Fancy   Stitchery.      2/-   net. 
The  Craft  of  the  Crochet  Hook.     2/-  net. 
The  Cult  of  the  Needle.     2/-  net. 
Artistic   Crochet.      2/-   net. 


THE    MODERN    HOME    SERIES 
By  Flora  Klickmann. 
The  Mistress  of  the  Little  House..    2/-  net. 
Etiquette    of    To-day.      2/-    net. 

THE     LITTLE    GIRL'S    SERIES. 
The   Little   Girl's  Knitting  and  Crochet  Book. 

net. 
The   Little   Girl's  Sewing   Book.     2/-   net. 


2/- 


Just  Ready 

The   Little    Girl's   Fancy   Work. 


2/'-   net. 


IMPORTANT   NOTICE 

Owing  to  the  shortage  of  paper  and  other  dif- 
ficulties, Young's  Analytical  Concordance  has  un- 
fortunately been  out  of  stock  for  some  months, 
but  the  Religious  Tract  Society  is  now  able  to 
announce   the  following  new  editions. 


A  NEW  IMPRESSION  OF  THE  7TH  REVISED  EDITION  OF 

Young's     ANALYTICAL    CONCORDANCE 

1,240  Pages  300,000  References  5,000,000  Words 

STANDARD  EDITION  (2%  ins.  thick),  No.  1  Cloth,  30/-  net.  No.  2,  Half 
Morocco,  45/-  net.  OXFORD  INDIA  PAPER  EDITION  (1%  ins.  thick),  No.  3 
Cloth,   40/-  net.     No.  4,   Persian   Limp,   55/-  net. 


THE  RELIGIOUS  TRACT  SOCIETY,  Incorporated 

4  BOUVERIE  STREET,  LONDON,  E.C.  4,  ENGLAND 

SALES  LTD., 384-6 Yonge St.,  TORONTO 


have   been  appointed  agents  for  the  R.T.S.  for  this  year  and 
their  representatives  carry  a  full   range  of  samples. 


What's  Wanted 


Almost  every  month  you  want  something 
which  you  could  quite  easily  secure  by 
consulting  with  your  fellow  Booksellers. 
Perhaps  you  need  a  clerk.  The  best  of 
them  read  Bookseller  and  Stationer  and 
watch  the  "Wanted"  page  for  new  oppor- 
tunities. 

Possibly  you  want  to  buy  or  sell  a  station- 
er's business.  Bookseller  and  Stationer's 
subscribers  are  the  best  prospects  in  Can- 
ada. Talk  to  them  through  our  columns 
with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange  some 
surplus  stock?  Here  again  the  Want 
Advertisement  can  help  you. 

Cost :  2  cents  per  word  for  first  insertion ; 
1  cent  per  word  for  subsequent  insertions 
of  the  same  ad.  Box  Number  5  cents  extra. 


S.  WEBSTER,  Limited 

Moorgate  Station  Chambers 
LONDON,  E.  C.  2,  ENGLAND 


Manufacturers  and 
Exporters  of 

Typewriter  Ribbons 

and    Carbon   Paper, 

Erasers   and  Stencil 

Paper 

Pens,    Pencils,   Inks,   Tracing, 
Drawing  and  Sectional  Papers 

British  Made 
Highest  Quality 

AGENTS  WANTED  IN  CANADA 
Telephone — London^Wall'6480 
Telegraphic  Address — Ruatnec,  Ave.,   London 
Marconi  International  Code 
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MORGAN  &  SCOTT,  LTD. 

Jean  Denholm's  Venture 

The.  Letters    of    a    Lady    Sunday    School    Superintendent. 
By   Rev.   THOMAS   CASSELS,    B.D.  3s.   6d.   net 

A  «eries  of  intensely  interesting  letters  written  by  an 
enthusiastic  young  lady,  in  which  the  teachers  will  find 
many  novel  suggestions,  a  source  of  enthusiasm  and  a 
real  help  in  Sunday  School  work.  Quite  entertaining,  and 
often   amusing. 

The  Practice  of  Christ's  Presence 

By   Rev.    W.    Y.    FULLERTON. 

New  and  Revised  Edition.  2s.  6d.  net 

Dr.  Alexander  Whyte  says:  "This  is  a  masterly  book 
it  ranks  beside  Brother  Lawrence's  book  and 
Jeremy  Taylor's.  ...  I  shall  always  connect  the 
three  names  together.  ...  I  have  gone  back  upon 
Brother  Lawrence's  book  only  to  return  to  Mr.  Fuller- 
ton's  with  a  greater  appreciation  ...  an  Evangelical 
Classic." 

Old  Bible  Characters 

■  Drawn  with  a  Modern  Pen.  By  GEO.  E.  MORGAN,  M.A. 
4s.  6d.  net 
•  "Popular  sketches  of  men  and  women,  from  Adam  and 
Eve  to  Joseph,  'Premier  and  Food  Controller,'  which  take 
the  narrative  literally  and  depict,  in  vivid  colours,  the 
various  characters.  The  theology  is  simple  and  Evange- 
lical, but  the  vital  interest  is  conveyed  in  quite  colloquial 
and    up-to-date    phraseology."— British    Weekly. 

Peter:  Fisherman,  Disciple,  Apostle 

By  Rev.  F.  B.  MEYER.  D.D.  4s.  6d.  net 

Dr.  Meyer's  biographies  .have  been  the  source  of  inspira- 
tion and  help  to  thousands  of  preachers  and  teachers. 


Cameos  of  Comfort 


mi 


I 


By  Rev.  J.  TAYLOR,  B.D.  3b.  net 

"A  suitable  gift  book  for  a  bereaved  and  bewildered 
soul.  ...  A  valuable  book  for  those  who  seek  conso- 
lation.' .  .  .  It  is  impossible  to  read  these  'Cameos' 
without  taking  heart."— The  Record. 


Vision  and  Vocation 


I 


4s  net 


By  Rev.  J.  C.  CAIRLILE,  D.D. 

"Shows  wide  reading  among  poets  old  and  new 
the  preacher  will  ponder  the  fresh  texts  and  new  themes. 
A  fresh  vision  of  God  to  hallow  the  day's  work."- 
Baptist  Times. 


The  Man  Who  Went 


I 


By    HAROLD    SPENDER.      A    powerful    and    enthralling 
story  of  a  demobilized  soldier.  6s.  6d.  net 

"Capital  reading.  ...  Mr.  Spender  is  always  worth 
reading.  .  .  .  The  best  he  has  given  us." — Daily 
Telegraph. 


For  England's  Honour 

By  ALBERT  LEE.     Eight  full-page  Illustrations. 


I 


7s.     6d.     net 

"A  stirring  tale  of  the  Great  War.  .  .  This  latest 
story  will  add  to  the  author's  many  boy  admirers.  .  . 
Admirably   illustrated." — Boy's  Own  Paper. 


Mrs.  Desmond's  Daughter 


l 


By  E.   EVERETT-GREEN.  6s.  net 

"The   author   has    written   an    attractive  story,  but   has 

never  been  happier  than  in  this  her  latest  work.  Simple, 
pleasant  and  healthy." — The  Scotsman. 

The  Girls  of  Clare  Hall 

■        By  ESTHER  E.  ENOCK.  4s.  6d.  net 

"Neither  namby-pamby   nor  unwholesome     .      .      .      the 
book   closes   in   sunshine." — The   Bookman. 

The  Coming  of  Gwen 

■        By  EMILY  BAKER.  4s.  6d.  net 

"A  pleasant  and  healthy  story  of  deep  interest  to  young 
ladies." — The    Scotsman. 

Dudley  Napier's  Daughters 


By  AMY  Le  FEUVRE. 

"Exhilarating   and    natural, 
girls." — British    Weekly. 


New  Edition,  4s.  6d.  net 
An    ideal    book    for 


TORONTO: 

HECTOR    PRENTER 

33  Richmond  Street  West 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  -skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303.  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON.  S.  E.  5.  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
'Encarmicom,  Camb,  London.' 
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□ttlJMf" 


The  DIXON  Aim 


Much  of  the  effectiveness  of  a  stationer's  service  rests  on  the  quality 
of  the  merchandise  he  handles. 

Our  aim,  as  manufacturers  is  to  turn  out  a  product  which,  by  reason 
of  its  quality  and  attractiveness,  helps  to  make  the  stationer's  service 
one  of  high  effectiveness.  As  an  evidence  of  this  Dixon  aim  we  sub- 
mit: 

Dixon's  ELDORADO,  "the  master  drawing  pencil"; 
Dixon's  SOVEREIGN,  "shaped  to  please  your  fingers." 
Dixon's  ANGLO-SAXON,  round  and  hexagon; 
Dixon's  CABINET; 

Dixon's  CHANCELLOR,  round  and  hexagon; 
Dixon's  METROPOLITAN; 
Dixon's  BEST  colored  Pencils; 
Dixon's  DUPLIGRAPH  copying  pencils;  hard  and 

medium. 
Dixon's  Lumber  Crayons; 
Dixon's  GEM  Erasers; 
Dixon's  DISC  Erasers. 

So  made  and  so  packed  as  to  be 

effective  in  use; 
good  to  look  upon; 
easy  to  recognize; 
convenient  to  handle. 

"Quality  within,  attractiveness  without"  in 

The  DIXON  Line 

Joseph  Dixon  Crucible  Co. 


Pencil  Dept. 


Jersey  City,  N.J. 


«e 


A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 

Representatives  for  Canada  and  Newfoundland 


!:i)')KSKLLER     AND     STATIONER 


The  Chicago  Giant  Sharpener  is  a  counter- 
part of  the  "Chicago,"  except  that  it 
sharpens  all  sizes  of  pencils  and  crayons. 

STURDY,  STAUNCH,  ATTRACTIVE 


This  is  a  high-grade,  hand-feed  sharpener. 
Heavily  nickeled  throughout.  Made  with 
automatic  point-adjuster,  producing  fine, 
medium  or  blunt  point 

"AS  YOU  LIKE  IT." 


The  ideal  pencil  sharpener  is  the  "Dexter," 

with    the    automatic    feed    added.      This 

makes  waste  of  pencils  impossible. 

The  very  best  to  be  had  from  the  quality 

standpoint. 

NO  WASTE. 


ARO-MAC 


THE  ERIE  ART  METAL  LINE 


DESK  AND  WASTE  BASKETS 


DOCUMENT  AND  BOND  BOXES 


A  "QUALITY"  LINE 

SEND  FOR  CATALOGUE  AND    PRICE  LIST 


SOLD    IN    CANADA 

By  A.  R.  MacDOUGALL  &  CO.,  LIMITEI 
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ULLETIN 


[cas-ARO-MAe 

PURE  FINE  PARA 

[ROBBeR  BANDS 


These  Rubber  Bands  are  made  by  the  Easthampton 
Rubber  Thread  Co.,  Easthampton,  Mass. 


They  are  the  best  rubber  bands  made  in  the 
world  to-day.  Their  quality  is  guaranteed 
)y  the  use  of 

Genuine  Up-River  Para  Rubber 

We  receive  many  orders  stipulating  that  the 
goods  must  be  Easthampton  rubber  bands. 
3ne  jobbing  house  demands  this  line  be- 
cause his  customers  insist  upon  having 
asthampton  rubber  bands. 

Still  another  large  concern  will  accept  no 
other  bands,  but  waits  for  them  when  fac- 
ory  is  behind  in  filling  orders. 

A  firm  in  the  celery  trade  in  a  large  way 
know  from  experience  that  Easthamoton 
D?nds  stand  the  test  in  the  demands  of  their 
)usiness.  They  will  take  no  other  rubber 
)ands. 


The  Best  Rubber  Bands  Will  Help  You 
Hold  Your  Customers'  Trade 


Why  Did  They  Stand- 
ardize On  Sengbusch 

Thousands  of  Business  Houses,  Banks, 
Government  Offices,  etc.,  have  "standard- 
ized" on  "Sengbusch"  office  appliances. 

They  did  it  because  each  of  the  "Seng- 
busch" appliances  is  the  recognized  stand- 
ard in  its  respective  field.  Each  has  earned 
its  place  and  reputation  by  years  of  suc- 
cessful performance. 

You  stand  to  lose  the  business  of  these 
people  unless  you  keep  your  stock  of  "Seng- 
busch" complete. 


QENGBUSCH 

>fM    Self- Closing    •* 

MuciiaceAppuek 


sengbusch 
InkstanD 

It's  more  than  an  ink 
receptacle.  It  paves  ink, 
time,  trouble  and  temper. 
Cuts  ink  "bills  75  per 
cent.,  and  assures  clean, 
fresh    ink    at    all    tim<:s. 

Made  of  the  best  ma- 
terial   obtainable. 


The  sensible  way  to  use 
mucilage.  Clean,  conven- 
ient, easy  to  fill. 
Moulded  in  one  piece  of 
genuine,  hard  rubber. 
Neat    and    attractive. 

rhelDE/IL 

%t     SANITARY       »» 

MoisteneR 

Another  time  and 
money  saver.  The  "Quick 
and  Easy  Way"  to  put 
the  right  amount  of  mois- 
ture just  where  it's  need- 
ed. For  fingers,  stamps, 
labels,  envelope  flaps, 
etc.,  etc.  Beautiful  as 
well  as  durable  and  use- 
ful. 


A  good  line  of  "Sengbusch"  Office  Appli- 
ances is  the  earmark  of  a  live  stationer. 
There's  a  good  margin  in  them,  too. 

Our  catalog,  circulars,  display  cards,  etc., 
with  your  imprint  on  them,  are  free.  Get 
your  share,  now.  They  help  make  added 
sales. 


AND  NEWFOUNDLAND 

168  King  St.  W.,  Toronto,  Canada 
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Stylographic  Pens 

THE  FINEST  STYLOS 

Gold  and  Palladium 
Point,  Gold  Spring 
Needle 


-»?&9&0B9k 


From 

$1.25 

Up 
Retail 


JEWEL  PEN  Company,  Ltd. 

(Established  1884) 

Makers  of  the  following  well-known  Fountain  and  Stvlo  Pens  : — 

'JEWEL,"    "CALTON,"    "RECORDER,"    "RED   GIANT." 

76,  Newgate  Street,  London,  E.C.  1,  Eng. 


Send  for  Price  Lists.       They  will  interest  you.       We  are  the  makers. 
Pens  specially  made  and  boxed   to  customers'   requirements. 


SETTEN  &  DURWARD  k 


Adhesive  Tape,    Erasing  Knives,    Bone  Folders,    Mapping  Pens, 

Paste  Brushes,      Fountain  Pen  Clips,       Drawing  Pins,       Notarial  Seals, 

Brass  Paper  Fasteners  and  Brass  Paper  Clips. 


School  Sponges, 


SCHOOL  GOODS 

Compasses, 
Mathematical  Sets,  Etc. 


Protractors, 


THESE  BRITISH  PRODUCTS  ARE  GOING  TO  ENABLE  CANADA'S 
STATIONERS  TO  ADD  TO  THEIR  BUSINESS  AND  PROFITS 


WEBSTER'S  INK  POWDERS 

There  is   no  better  Ink  made  than   the  ink 
made  from 

"DIAMINE" 
Ink    Powder 

Perfect  Blue-black  writing  fluid  with    the 
simple  addition  of  cold  water. 
We  supply  cheaper  powders  for  School  Inks. 
These   ink  powders   are  made   in   Liverpool, 
England,  by 

T.  WEBSTER  &  CO. 

These  Ink  Powders  are  not  affected  by  extreme  cold  or  heat. 


A.  R.  MacDOUGALL  &  CO.,  LTD.,  TORONTO 

Representatives  for  Canada  and  Newfoundland 
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rT^HIS  is  an  illustration  of  our  exhibit  of  holiday  lines  now  on  dis- 
■■■  play  at  our  warehouse  495-517  Wellington  St.  West. 

,You  are  cordially  invited  to  inspect  this  exhibition  which  presents  ad- 
vantageous buying  to  prospective  buyers  of  Stationery,  Gift  Boxes, 
Greeting  Cards,  Books  and  Holiday  Accessories  of  all  kinds  suitable 
for  the  stationery  and  fancy  goods  trade. 

Arrangements  ivill  be  made  regarding  expenses  to 
those  making  purchases 


THE  COPP,  CLARK  CO.,  Limited 

TORONTO 
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V\^E  APPRECIATE  very  much  the 
*  *  loyalty  of  our  customers  in 
Canada  who  have  continued  to  place 
with  us  their  orders  in  spite  of  the 
adverse  "Exchange"  conditions. 

As  concrete  evidence  of  this  ap- 
preciation we  have  decided  to  accept 
your  checks  at  par.  They  will  be 
deposited  in  Canadian  banks  and  we 
will  from  time  to  time  use  these  funds 
for  the  purchase  of  Canadian  bonds. 

This  action  is  an  expression  of  sin- 
cere desire  on  our  part  to  help  you  as 
well  as  make  possible  the  non-inter- 
ruption of  our  cordial,  pleasant  re- 
lationship with  you. 

Cordially  yours, 
WHITE  &  WYCKOFF  MFG.  CO. 


BOOKSELLER   AND   STATIONER 
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1  '      (S/^*jZ) 


ANNOUNCING 

THE   W  &  W  1920   LINE 

of 

DISTINCTIVE  GIFT 
STATIONERY  ' 

VOU  WILLbe  pleased  with  its  new- 
■■"  ness,  originality  and  salability. 

It  is  truly  distinctive,  eclipsing  all 
previous  presentations,  the  W&W 
designing  staff,  as  always,  having 
succeeded  in  creating  unusual  novelty 
combinations,  the  skill  of  the  Master 
Makers  finding  expression  throughout 
the  line. 

The  line  is  now  being  shown  by  our 
Canadian  Representatives: 


A.  R.  MacDougall  &  Co.;  Ltd. 

468  King  St.  West 
Toronto,  Ontario 


The  Schofield  Paper  Co. 
23-25  Prince  William  St. 
St.  John,  New  Brunswick 


WHITE  &WYCKOFF  MFG.  COMPANY 

Master  Makers  of  Distinctive  Social  Stationery 

HOLYOKE,  MASSACHUSETTS,  U.S.A. 


t-      *\ 
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MOTHER 
WEST  WIND 
"WHY'STORIES 


THORNTON  WBURKSS 


Si 


fi£i 


OLD  MOTHER 
WEST  WIND 

* 


THE   BEST  SELLING  AND  MOST  POPULAR 
JUVENILE     BOOKS     ON    THE    MARKET 

483,173  Volumes  Sold  in  1919 

THORNTON  W.  BURGESS' 

Books  for  Boys  and  Girls  4  to  12  Years  Old 


Mr.  Burgess  is  with- 
out question  the  most 
popular  writer  of 
books  for  children. 
His  books  containing 
the  characters  of 
Reddy  Fox,  Peter  Cot- 
tontail, Johnny  Chuck, 
Grandfather  Frog, 
etc.,  have  become  in- 
ternationally famous 
and  are  beloved  by 
five  million  children 
in  the  homes  of  the 
United  States  and 
Canada. 

The  objective  for  1920 
is  over  a  million  copies 
— Sell  your  share. 


There  are  the  Bed- 
time Story  Books, 
Mother  Westwind 
Series,  Green  Meadow 
Series,  the  Thornton 
Burgess  Bird  Book 
(which  had  a  phenom- 
enal sale  last  year), 
and  in  September  will 
come  the  Thornton 
Burgess  Animal  Book. 


The  elaborate  advertising 
plans  for  the  coming 
months  will  enormously 
strengthen  the  public  de- 
mand for  these  favorite 
books  for  children,  greatly 
helping  booksellers  to  reap 
a  big  harvest. 


During  1920  we  will  Publish  these  new  Burgess'  Books  as  follows: 

April — Bowser  the  Hound  (Vol.  3  in  the  Greenmeadow  Series) 
September— Old  Granny  Fox  (Vol.  4  in  the  Greenmeadow  Series) 
September-THE  BURGESS  ANIMAL  BOOK  FOR  CHILDREN 


THE  ADVENTURES  Of 
DANNY  MEADOW  MOUSE 

THORNTON  W-BURGESS 


THE  ADVENTURES  OF 
PRICKLY  PORKY 

THORNTON  WB  URGES  S 
f4 


McClelland  &  stewart  limited 


215  Victoria  Street 


TORONTO,  Canada 
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WHY  NOT  HAVE  "THE  BEST?" 

Is  there  any  reason  why  your  store  should  not  include  this  year,  the 
Greeting  Cards  recognized  as  the  leading  line  in  both  America*  and 
England? 

A.  M.  DAVIS  &  co. 

QUALITY  CARDS 

You  have  seen  the  full-page  advertisements  of  these  Quality  Cards  in 
such  periodicals  as  "The  Ladies'  Home  Journal,"  and  "Saturday  Even- 
ing Post,",  and  you  know  what  prestige  is  guaranteed  in  the  case  of  a 
line  that  can  be  advertised  in  single  advertisements  costing  thousands 
of  dollars. 

It  is  not  only  the  material  constituting  these  cards  that  marks  their 
quality,  but  also  the  sentiments  appearing  on  the  cards. 

After  looking  over  other  lines,  have  you  found  any  with  humorous 
sentiments  in  the  same  class  with  the  A.  M.  Davis  Co.'s  cards? 

During  the  year  we  will  show,  besides  Christmas  and  New  Year  cards, 
such  items  as — 

Everyday  Cards,  Birthday  Cards,  Birth  Announcements 

Sympathy  Cards,   Congratulations 

Thanksgiving  Day,  Valentine,  St.  Patrick,  Easter,  Mothers'  Day 

Cards 

It  is  poor  policy  to  be  short  of  stock  in  a  line  so  profitable  as  Greeting 
Cards. 

As  regards  Christmas  and  New  Year  cards,  there  were  fewer  left 
over  in  the  stores  throughout  Canada  after  the  last  holiday  season  than 
for  many  years  past. 

There  will  be  more  Greeting  Cards  sold  throughout  IQ20  than  in  any 

previous  year. 

Tone  up  your  Stock  with  QUALITY  Cards 

McClelland  &  stewart,  Limited,  Toronto 

Sole  Canadian  Representatives  for  the  A.  M.  Davis  Co.  of  Boston 
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The  New  Automobile  Road  Guide 

Is  Now  Ready 


McClelland  &  Stewart 

Limited 

Sole  Distributors 

215  Victoria  St. 
Toronto  Canada 


" Another  Friend  of 
the  Motorist" 

Fits  the  Pocket 

It  is  complete  and  au- 
thentic, prepared  with 
the  valuable  assistance 
of  the  Department  of 
Highways  together 
with  the  co-operation 
of  County  Engineers. 

The  motorist  surrounded  by 
good  roads  cannot  make  the 
best  of  them  without  up-to- 
date  information  showing 
clearly  the  best  route  or 
choice  of  routes  from  point 
to  point.  The  "ABC  Auto- 
mobile Road  Guide"  is  de- 
signed to  meet  this  keenly- 
felt  need,  and,  in  presenting 
same,  we  know  it  will  prove 
itself  to  be  "another  real 
friend."' 

Covers  Ontario  and 
Quebec 

Retails  at  $1.00 

Order  now,  order  liberally 

BE  PREPARED  TO  MEET  THE  BIG 
DEMAND  FROM  MOTORISTS  FOR 
OUR  MAPS  AND  GUIDE.  ' 
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A  Wealth  of  Good  New  Fiction 

Including  the  first  of  this  year's  Canadian  Novels 

"THE  FORGING  OF  THE  PIKES" 

By  Anison  North 

This  year  will  witness  the  coming  of  more  good,  strong  novels  by  Canadian 
authors  and  they  will  go  across  big,  the  same  as  our  Canadian  novels  did  last 
year.  "The  Forging  of  the  Pikes"  takes  the  reader  through  the  thrilling  scenes  of 
the  "Rebellion  of  1832."  The  story  is  vivid,  arresting  and  alive  with  the  undying 
romance  of  youth,  love  and  adventure.  Striking  jacket  by  the  renowned  Cana- 
dian artist,  Norman  Price. 


Heres  a  Sensation 

Cleveland  Moffett's 

"POSSESSED" 

in  which  is  revealed 

The  Truth   About  Women    That 
Nobody  Tells 


"TARZAN  THE  UNTAMED" 

By  Edgar  Rice  Burroughs 

ORDER  EARLY 

The  demand  is  going   to    be    enormous. 

There  will  be  a  big  Tarzan  Movie  soon. 

You  know  what  that  means. 


OTHER    GOOD    ONES 


A  PLACE  IN  THE 
WORLD 

By  James  Hastings  Turner 

Turner  belongs  to  the  suc- 
cession of  Jacobs  and 
Locke  and  his  originality 
is  quite  as  marked  as 
theirs.  This  new  book  of 
his  is  just  as  diverting  as 
was  "Simple  Souls." 

SEPTEMBER 

By  Frank  Swinnerton 

A  remarkably  fine  and 
subtle  story  of  the  strug- 
gle between  two  women  of 
contrasted  temperaments, 
done  with  the  finesse  of 
Henry  James. 


THE  BRIDGE  OF  TIME 

By  William  Henry  Warner 
It  begins  in  the  Egypt  of 
the  Pharaohs  and  ends  in 
the  Europe  of  to-day;. yet 
the  hero  and  the  heroine 
remain  the  same  person- 
alities throughout  the 
story. 

Impossible!  —  you  say? 
Read  the  book.  Your 
sense  of  reality  will  not  be 
violated. 

THE  FIRE  OF  POUTH 

By  Henry  James  Forman 
This  is  a  real  novel,  full  of 
life,  with  real  people  and 
a  coherent  plot. 

Now  ready. 


THE  GREAT   IMPER- 
SONATION 

By  E.  Phillips  Oppenheim 
This  novel  belongs  to  the 
300,000  class.  The  best 
selling  novel  of  to-day. 
Keep  up  your  stock.  The 
demand  is  growing. 

UP  THE  REBELS! 

By  G.  A.  Birmingham 

A  young  lady's  adventures 
in  Irish  politics.  Those 
who  enjoy  wit  will 
chuckle  long  and  deeply 
over  this  tale. 


McClelland  &  Stewart,  Limited 


215  Victoria  Street, 


Toronto,  Canada 
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Do  You  Stock  These  Books  ? 


Nearly  Ready! 


A  New  and  Timely  Book  on  Motor  Boats 


MOTOR  BOATS  AND  BOAT  MOTORS 

DESIGN-CONSTRUCTION-OPERATION  AND  REPAIR 

Written  by  a  Corps  of  Experts  and  Edited  by  Victor  W.  Page.      500  Octavo  Pages 
350  specially  made  illustrations  and  working  drawings  for  boat  builders. 

Price  $3.00 

This  is  an  indispensable  book  for  every  present  or  prospective  owner,  user,  repairman  or  operator  of  motor  boats  and  marine 
engines.  A  Non-Technical  Treatise  for  Practical  Men.  Includes  Full  Instructions  for  Building-  Five  Boats,  Ranging  from  a  Gen- 
>ral  Utility  16-foot  Model  to  a  25-foot  Raised  Cabin  Cruiser  from  Tested  Designs  by  A.  Clark  Leitch,  Naval  Achitect  and  Boat 
Building  Expert.     A  SPECIAL  CHAPTER  ON  SEAPLANES  AND  FLYING  BOATS   IS   ALSO  INCLUDED. 

Among  the  chapters  contained  in  the  book  are — 

PART  I  —  THE  HULL  AND  FITTINGS— 

Chapter  1 — Motor  Boat  Classification  and  Types.  Selecting  a  Boat,  Materials  used  and  Type  of  Boats.  Chapter  2 — Hull  Con- 
struction and  Design  Details,  Various  Styles  of  Boats,  Stem  and  Stern  Design,  Planking  Boats,  Laying  Decks,  Interior  Finish, 
Keels,  Keelsons,  Skegs  Frames,  etc..  Strength  of  Boats,  Requirements  of  Boats.  Chapter  3— Capacity  and  Seaworthiness  of 
Boats,  Speed  and  Power  Required,  Boat  Equipment  and  Accessories,  Electric  Lighting,  Boat  Fittings,  Laws  for  Equipment, 
Buoys  and  Anchors,  Pumps,  etc.  Chapter  4 — Motor  Boat  Operation  and  Care,  Handling  Motor  Boats,  Signals  and  Navigation, 
Hauling  out  and  Storing  Boats,  Overhauling,  etc.  Chapter  5 — Five  Popular  Boat  Designs,  a  Shallow  Draft  Tunnel  Stern  Boat, 
»  Complete  "V"  Bottom  Boat,  a  Small  Hydroplane,  a  25- foot  Raised  Deck  Cruiser,  a  HJ-foot  General  Utility  Boat,  Complet* 
Working   Drawings    and    Laying-out   Descriptions. 

PART  II  —  THE  POWER  PLANT  AND  ITS  AUXILIARIES— 

Chapter  6 — Types  and  Operating  Principles  of  Boat  Motors,  Power  Plant  Principles,  2  and  4  Cycle  Engines,  Engine  Parte, 
Indicated  Horsepower,  Choice  of  Motor,  Portable  Motors,  Advantages  of  Engine  Types,  etc.  Chapter  7 — Typical  Boat  Motors. 
Features  of  Leading  Motors  for  all  Types  of  Craft,  Outboard  Motors,  Light  and  Medium  Duty  'Power  Plants,  Heavy  Duty 
Models,  the  Diesel  Engine.  Chapter  8 — Power  Plant  Auxiliaries,  Carburetors,  Oilers,  Electrical  Ignition  Systems  and  Parte. 
Starting  and  Operating  Motors,  Starting  Devices,  Reverse  Gears  and  Clutches,  Electric  Starting  Systems,  etc.  Chapter  9 — Power 
Plant  Installation,  Engine  Beds,  Lining  Up  Beds  and  Shafts,  Installing  Fuel  System,  Water  Cooling,  Exhausts.  Stuffing 
Boxes  and  Stern  Bearings,  Flexible  Couplings,  etc.  Chapter  10 -^Propelling  Devices,  Stern  and  Side  Wheels,  Propellers,  Fitting 
Wheels,  Computing  Size  and  Pitch  of  Wheels,  Reversing  Propellers,  Safety  Propellers,  etc.  Chapter  11 — Care  and  Repair  of 
Motors,  Locating  Common  Troubles,  Overhauling  and  Cleaning,  Adjusting,  Electrical  Troubles,  Grinding  Valves,  etc.  Chapter 
12.— SEAPLANES  AND  FLYING  BOATS,  Combination  Air  and  Water  Craft,  Details  of  Seaplanes,  Seaplane  Floats  and 
Hulk,  Elementary  Airplane  Principles,  Aircraft  Power  Plants  and  Installation,  The  Aerial  Propeller,  Why  Airplane  Files,  Control 
of  Flying  Boats,  etc. 

1920  Editions  Automobile  Books  All  by  Victor  W.  Page 

Modern  Gasoline  Automobile:   Its  Design,  Construction  and  Operation $4.00 

Questions  and  Answers  Relating  to  Automobile  Construction,  Driving  and 

Repair 2.50 

flow  to  Run  an  Automobile 1.50 

Starting,  Lighting  and  Ignition  Systems • 3.00 

The  Model  T  Ford  Car  —  Fordson  Farm  Tractor — .F.  A.  Starting  and  Lighting 

System  —  The  Worm-Drive  1-Ton  Truck 2.00 

Storage  Batteries  Simplified  2.00 

Automobilists'  Pocket  Companion  and  Expense  Record 1.25 

Automobile  Repairing  Made  Easy  4.00 

Gasoline  and  Kerosene  Carburetors:    Construction,  Installation  and  Adjustment.  .  2.00 
Motorcycles,  Side  Cars  and  Cyclecars:    Their  Construction,  Management  and 

Repair   2.00 


Practical  Books 


New  Editions 


Electricians'  Handy  Book,  by  T.  O'Conor  Sloane $4.00 

E.  T.  Air  Brake  Pocket  Book,  by  W.  W.  Wood 2.50 

20th  Century  Recipe  Book,  by  G.  D.  Hiscox 4.00 

Liquid  Air  and  the  Liquefaction  of  Gases,  by  T.  O'Conor  Sloane 3.00 

THE  NORMAN  W.  HENLEY  PUBLISHING  CO. 

2  WEST  45th  STREET,  NEW  YORK 
Canadian  Representatives  : 

McClelland  &  stewart,  Limited,  Toronto 
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IN  THIS  ISSUE 

HE  following  pages  in- 
troduce you  to  import- 
ant Toy  Trade  propositions 
and  in  the  editorial  contents 
of  this  issue  you  will  find  im- 
portant toy  trade  articles. 

NEXT  MONTH 

There  will  be  a  special  feature  in  which 
will  be  told 

The  Story  of  the  Canadian  Toy  Industry 
TO  ADVERTISERS 

Write  us  to-day  about  the  special  sec- 
tion on  colored  stock.  You  must  have 
an  advertisement  in  it  It  is  going  to 
be  a  great  Toy  Trade  Booster. 
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Eagle  Brand 

TOY  BALLOONS 


With  the  approach  of  Spring 
and  the  renewal  of  agile,  out- 
door recreation,  will  come  an 
increasing  demand  by  the  kid- 
dies in  your  locality,  for  Eagle 
Brand  Toy  Balloons. 

Children  are  always  fascinated  by 
rubber  toy  balloons.  A  few  of  them 
inflated  and  placed  in  your  window 
will  make  an  attractive  display  that 
will  bring  the  little  ones  crowding  to 
your  store  with  ready  money.' 

Eagle  Brand  Balloons  are  made  in  a 
great  variety  of  shapes  and  they  are 
all  beautifully  colored  and  decorated. 
Order  a  trial  supply  of  these  quick- 
sellers.  The  profits  they  offer  are 
exceptionally  good. 

Jobbers  will  find  Eagle  Brand  Toy  Bal- 
loons a  worth  while  proposition — write 
for  particulars. 


THE  EAGLE  RUBBER  CO. 

Ashland,  Ohio,  U.S.A. 

New   York    Office  :      33    Union     Square    West 
Largest  Factory  in  the  U.S.A.  Making  Toy  Balloons  Exclusively 


Canadian  Agents 


Menzies  &  Co.,  Ltd., 

489  King  St.  W.  Toronto,  Can. 
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RK  111  PAT, Off 


IS    STILL   THE    KING    OF    TOYS 

RETAILS  AT   FOLLOWING   PRICES: 

No.  00-60c  each      No.  0— $1.20each      No.  1— $2.25  each     No.  2— $3.75  each 

No.  3— $6.75  each  No.  4,  with  motor— $10.00  each 

See  Our  Advertisements  in  the  Saturday  Evening  Post  and  all  Boys'  Magazines 


We  have 

PARCEL  POST 

TOYS 

ERECTOR 

BRIKTOR 

MAGIC 

PUZZLES 

To  retail  at 

90c  each  while 

stock  lasts 


Wireless   Sets,    retail   $11.25  to   $97.50 


New  Tractor 

The  Gilbert  line  embraces  the  following:  Erector, 
Briktor,  Wireless,  Electrical  Sets,  Chemistry,  Me- 
chanical Toys,  Phono  Sets,  Puzzles,  Magic,  Nurs- 
es' Outfits,  Carpenters'  Tool  Chests,  Soldering 
Outfits,  Signal  Engineering,  Sound  Experiments. 
Machine   Guns,   Tanks. 

Write  for  onr  special  circular  about  the  new 
Wheel  Toy  and  special  Wireless  catalogue.  Write 
about  our  Canadian  proposition  at  once,  please. 
Catalogues    now    ready. 


Electrical    Sets    $2.25    to   $22.50 


The  A.  C.  Gilbert -Menzies  Co.,  Ltd.,  439  King  St.  W.,  Toronto 


MENZIES  LINES 

TOY  BALLOONS,  Air,  Gas,  Squawker,  Bagpipes,  etc. 

Modellitt  (modelling  clay)  in  pound  bricks  and  sets. 

Paint  Boxes in  cardboard  and  metal  boxes Crayons 

— Toy  Books — Painting  Books — Glucine  —  Seccotine 
— Blotting  Paper — Sealing  Wax  —  Eyelet  Punches  — 
Calendars — Xmas  Cards — Birthday  Cards — Postcards, 
etc.,  etc. 

lenzies  &  Co.,  Limited     -     439  King  Street  West,  Toronto 

Manufacturers ,  Importers  and  Manufacturers'  Agents 
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Celluloid  Toys  at  Popular  Prices 


One  of  the  big  selling  lines  in  the  toy  trade. 
Sanitary,  clean  and  harmless.  You  can 
make  a  hit  with  the  Kiddie  Kustomers  and 
please  the  mothers.  Bath  time  playthings 
our  specialty. 


Complete  assortment  ready  for  immediate 
shipment.  We  can  supply  you  by  return 
express  with  a  good  sample  selection  at 
$30,  $40  and  $50  or  more. 


Other  Lines  We  Carry  in  Stock  to  Avoid  Shipping  Delays: 


English  made  Dolls  with 
hair 

Playing  Cards 
Men's  Belts 
Boston  Garters 
Boston  Arm  Bands 
Toilet  Articles 


Manicure  Sets 
In  Rolls 

Chess  and  Checkers 

Checker  Boards 

Dominoes 

Fancy  Goods 

Simm's  Shaving  Brushes 


Picture  Books 
Stationery 

Toy  and  Building  Blocks 
Dolls 
Games 

Tinsel  Decorations  for 
Xmas 


Our  travellers  are  now  on  the  road — but,  better  still,  write  or  wire  your 
needs  for   Toyland.     We   can  supply  you. 


E.   DAVIS   &   CO., 


Drummond    Building 
MONTREAL,    P.    Q. 


PROMPT  DELIVERIES 


A  Toy  For  AH  The  Year 
'Round 

The  Simmons  popular  Ouija  Board  is  going  over  like  wild- 
fire. It  is  spreading  over  the  country  from  coast  to  coast. 
Dealers   have   never   enjoyed   a   faster   seller. 


OUIJA 

Board 


yrss 


HOI 


tZZJl'*  3  G 1 »  ©  O 


GOOD  BYE 


<® 


A  Big  Money  Maker  Every  Day 
in  the  Year 

Come  in  on  this  biggest  money-maker,  in  years,  and  clean  up 
while  public  interest  is  high.  You  will  find  that  it  will  out- 
sell anything  you  have  in  the  score.  Write  for  prices 
TO-DAY. 

Orders  Taken    Now   for  Summer   and    Fall 
Delivery. 

J.  M.  SIMMONS  &  Co. 

531  South  Peoria  St.  Chicago,  U.S.A. 


ADVERTISING  to  be 
"*"*•  successful  does  not  neces- 
sarily have  to  produce  a  basket- 
ful of  inquiries  every  day. 

The  best  advertising  is  the 
kind  that  leaves  an  indelible, 
ineffaceable  impression  of  the 
goods  advertised  on  the  minds 
of  the  greatest  possible  number 
of  probable  buyers,  present  and 
future. 
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"  That's 
what 
I  want!" 


He  And  All  His 
Boy  Friends  Will 
Lay  Siege  To  Your 
Store ! 


BE  prepared  with  Meccano  and 
lots  of  it.  Boys  know  and 
demand  Meccano.  That  is 
why  it  is  so  easy  to  sell,  and  easy 
selling  boosts  profits.  This  year 
we  are  offering  you  the  same  high 
quality  Meccano,  yet  at  no  in- 
crease in  price  over  1919.  It  is 
British  made,  imported  directly 
from  our  Liverpool  factory  f.o.b. 
your  city,  freight  and  duty  paid. 
Write  your  needs  now,  while  you 
can  be  sure  of  getting  stock. 


MECCANO 

Toy  Engineering  for  Boys 


MECCANO    COMPANY,    INC.,   71   W.   23rd   St.,  NEW  YORK,   N.Y. 
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BOOKS  E LLER     A  ND     ST  AT ION  E  R 


ENGLAND 


WANTS 


CANADIAN 
TOYS 

Manufacturers:   ; 

Bookseller  &  Stationer  can 
put  you  in  touch  with 
British  Concerns. 

They  Can  Sell  Your  Pro- 
ducts. 


BOOKSELLER  &  STATIONER 

143-153  University  Avenue  TORONTO 
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BOOKS  Or  MERTTl 
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THE  BIG  ^ 

BOOKS  OF  MERIT  vj? 
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THE  STRONG 
HOURS 

n 
Maud  Diver 


Kss 


By  Eleanor  H.Porter. 


A  SON  OF  COURAGE*  ^  p.  mcc*.™ 

"This  book  has  gone  far 
to  make  McKishnie  the 
Canadian  Mark  Twain" 

Price  $2.00  net. 


STRONG  HOURS-Ma-d  d™ 

"The  strongest   book  in 
years" 


Now  in  5th  thousand  in  Canada 
Price  #2.00  net. 


MARY  MARIE  e'*"™  p°  ^ 

Presenting  "The  Sunbeam  Girl" 

"Once  you  have  met  her 
You'll  never  forget  her." 

First  printing  100,000  copies 

Price  #2.00  net. 


1920      ISTHE      BOOK      YEAR 


THOMAS  ALLEN,  Publisher,  TORONTO 
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SELL 

THE  FINANCIAL 

POST 


Business  men — the  men  of  standing  in  their  com- 
munity who  come  to  your  store  for  their  magazines — 
will  be  glad  to  buy  THE  FINANCIAL  POST. 

It  is  a  paper  published  for  just  such  men  and  contains  a 
mass  of  information  every  week  along  business  and  finan- 
cial lines.  There  is  nothing  dull  about  THE  POST.  It  is 
both  informing  and  bright. 

THE  POST  SELLS  FOR  10c 

You,  as  a  dealer,  can  subscribe  for  copies  of  THE 
FINANCIAL  POST  on  a  yearly  basis  at  a  special  rate.  Sell- 
ing at  10c  per  week  leaves  you  a  profit  of  some  150%.  THE 
POST  sells,  too.  Order  a  few  copies  at  this  dealer's  annual 
rate  of  $2.00.    You'll  soon  find  you  need  more. 

THE  FINANCIAL  POST 

143-153  UNIVERSITY  AVE.  TORONTO,  ONT. 
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^%t     /-e^t,  M^itfil  ttU^    sfrK<rtr£fte<^t~~  ^/trC<c{   /tcfr 


The  Swan  Pen  is  made  in  all  styles.  Standard,  Safety  and  Self-filling  and 
in  a  complete  range  of  sizes  and  points  to  suit  every  hand.  Fine,  medium, 
broad,  stub,  turned-up,  oblique  and  special  points  for  Manifolding,  Bookkeeping 
and  Stenography. 

Its  increasing  popularity  is  the  result  of  its  efficiency  as  a  writing  instrument, 
the  smoothness  of  the  Gold  Pen  points,  and  the  instant  response  on  touching 
the  paper  are  a  source  of  satisfaction  to  user  while  the  excellence  of  manufacture 
and  high  finish  add  to  its  beauty  and  gracefulness. 

Used  and  known  all  over  the  world. 

MAB1E,  TODD  &  COMPANY 


MANUFACTURERS 


London 


Paris 


Toronto 


New  York 


Chicago 


ijStiJiilBSS' 


-Jts~ 


jxr- 


:vc: 
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GOODALL'S 

English 

PLAYING  CARDS 


These  superb  English  Playing  Cards  are 
exceptionally  good  sellers.  Their  smooth, 
clean-cut  boards,  their  hardy  wearing  qual- 
ity, their  artistic,  appealing  design  and 
superfine  finish  wins  instant  approval  from 
card  lovers. 

Stock  Gocdall's  and  be  sure  of  satis- 
faction and  a  good  profit  margin. 


AUBREY  O.  HURST,  32  Front  St.  W.,  TORONTO 


The  Tucker  Manufacturing  Co.,  Ltd. 

.,      ~.,^„~„,„  MANUFACTURERS  OF 

Specify  TUCKER'S 

"hand  grip  brand"       PAPER  FASTENERS,  DRAWING  PINS  AND  GENERAL 


on  all  Orders  and  Inden  ts 


STATIONERS'  SUNDRIES 


SELF-PIERCING 
43  42  41 


PAPER     FASTENERS 
40  633  S  1 


"S"  SERIES 
S  2  S3  S  4 


HOLDFAST         SCREW         DRAWING  PIN 
TICKEl  BINDERS     "BEST    OF  ALL' 

201  400 


"GRIPON"    CLIP 
REQUIREMENTS    OF    ALL    MARKETS    SPECIALLY    STUDIED 

CRESCENT    WORKS,    HARLESDEN,   LONDON,   N.W.,  ENG. 

For  Catalogue  and  Prices  Write  our  Representative 

AUBREY  O.  HURST,  32  FRONT  ST.  WEST,  TORONTO 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 


Vol    XXXVI.  APRIL,    1920  No.  4 
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IN  THIS  ISSUE 

School  Text-Book  Relief  Coming 
Where  Do  You  Stand  on  Organization? 
Plan  for  Co-operative  Trade  Exhibitions 
Toy  Trade  Propaganda  Defended 
School  Scribblers  Likely  to  be  10c  Each 
Retailers'  Advertisements  Reviewed 
Toy  Trade  Schemes  That  Pull  Trade 
A  Canadian  Book  Fair — Why  Not? 
Best  Selling  Books  of  the  Month 
Vital  Books  of  the  New  Era 
Selling  Ribbons  and  Carbons 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 

JOHN  BAYNE  MACLEAN,  President  H.  T.  HUNTER,  Vice-President 

H.  V.  TYRRELL,  General  Manager  T.  B.  COSTAIN,  General  Managing  Editor 

Publishers  of  Hardware  and  Metal,   The  Financial    Post.    Madman's    Magazine,    Farmers'    Magazine, 
Canadian   Grocer,  Dry  Goods  Review,  Men's  Wear   Review,     Printer    and     Publisher,     Bookseller     and 
Stationer,   Canadian    Machinery    and    Manufacturing  News,  Power  House,  Sanitary  Engineer,  Canadian 
Foundryman,   Marine   Engineering  of   Canada,  Canadian  Motor,  Tractor  and  Implement  Trade  Journal 
and  Druggists'  Weekly. 

Cable  Address:    Macpubco,  Toronto;    Atabek,   London,   Eng. 
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BOOKSELLER  AND  STATIONER 

FINDLAY  I.  WEAVER,  Manager 

CHIEF  OFFICES: 

CANADA— Montreal,  Southam  Building,  128  Bleury  Street,  Telephone  Main  1004.  Toronto,  143-153  University  Ave 
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The  IMPERIAL  is   supreme 

It  is  the — 

Highest  Quality  Instrument  made  in  Canada. 

Manufactured  by  artisans  of  20  years  stand- 
ing. 

Every  Instrument  carries  our  absolute  guar- 
antee. 

The  Imperial  is  in  big  demand  in  England  and 
all  the  British  Colonies. 

Imperial  Instruments  are  sold  by  the  largest 
and  most  progressive  dealers  from  Van- 
couver to  St.  John's. 

We  supply  you  with  a  high-class  latteral  cut 
record  to  sell  with  the  instrument.  Also  all 
phonograph  supplies. 

The  Instruments  are  easily  sold  and  bring  big 
returns. 

Ask  for  terms  and  particulars  of  agency  and  secure 
some  of  the  profits  while  the  district  is  open 

Imperial  Phonograph  Corporation 

Division  (National  Table  Coy.  Ltd.) 

Factories  and  Head  Office:    Owen  Sound,  Canada 


Model  L  Walnut,  Mahogany  and  Teak 
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DO  YOU  WANT  TO  KNOW 

where  to  buy  Doll  Stands,  Dolls'  Wigs,  Steel  Marbles, 
Paper  Hats,  Tricks  and  Puzzles,  Noisemakers,  Serpen- 
tine Confetti,  Indian  Chief  Outfits,  Children's  Station- 
ery, Eyes  for  Dolls  and  Animals,  Modeling  Outfits, 
Airplane  Novelties,  Rubber.  Novelties,  Seaside  Special- 
ties or  any  other  toy  trade  novelties? 
There  are  hundreds  of  things  about  which  the  average 
retailer  would  often  like  to  have  further  information. 

Remember,    BOOKSELLER     AND     STATIONER'S 
SERVICE  DEPARTMENT 

IT'S  FREE  TO  SUBSCRIBERS-USE   IT 
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"CRAYOLA" 

Gold  Medal    Crayons 


An  incentive  to  more  work, 
An  aid  to  better  work, 

In  the  hands  of  Scholars, 
"CRAYOLA"  offers  a  line 
of  24  different  colors  in 
clean,  convenient,  ready-to- 
use  form.  No  mixing  re- 
quired; no  danger  of  run- 
ning and  smearing. 

The  colors  are  permanent 
and  as  brilliant  as  those  in 
the  finest  oil-tube  colors. 
They  can  be  overworked  to 
produce  any  desired  effect, 
from  the  delicacy  of  water 
colors  and  pastels  to  the 
heavy,  pasty  oil  tones. 


For  best  results 
and  greatest  satis- 
faction to  your 
customers,  make 
sure  you  offer 
them  the  Gold 
Medal  Crayon. 


tf Colors 

'CRAYONS 


BINNEY  &  SMITH  CO  ' 

\—        MCW  YORK.      P*iiS.       r 


'ttf/i/Y  cosr/zicr,  ce>/YrfA'/£-A'7-A 


Send  for  new  illustrated  Catalog  and  Price 
List  of  tli''  it'll  Bin.ney  &  Smith  line  of  ('rati- 
ons for  every  use. 

Binney  &   Smith   Company 

81-83  Fulton  St.,  New  York 


The  Only  Typewriter  Made  in  Canada 

The  Government  of  Great  Britain  uses 

over  8,000  EMPIRES. 
The    Government   of   France    uses    over 

4,500  EMPIRES. 
The  Canadian  Pacific  Railway  uses  over 

7,000  EMPIRES. 
Every  British  Battleship  uses  at  least  one 

EMPIRE. 
After  our  output  being  practically  con- 
trolled for  the  British,  French  and  Cana- 
dian Governments  for  five  years,  we  are 
open  to  appoint  agencies  in  cities  and 
towns  where  not  at  present  represented. 
This  offers  a  first-class  proposition  for 
Office  Specialty  Distributors. 

For  full  particulars  apply 

The    Empire    Typewriter    Co. 

of  Canada,  Limited 
126  St.  PETER  ST.  -  MONTREAL,  P.Q. 


TONE-CLEAR 

The  original  liquid  cleaner  for 
phonograph  records.  Makes  old 
records  play  like  new.  A  100% 
article  with  a  100%  guarantee.  It 
improves  and  lengthens  the  life  of 
any  record  and  reduces  the  chance 
of  damage  to  them  by  90r;.  One 
bottle  sufficient  to  clean  over  250 
records. 

Sells  for  75  cents  per  bottle. 

Dealers '  price  45  cents  per  bottle. 

A  package  of  one  dozen  bottles  or 
over  only  sold  at  this  figure.  Write 
to-day  for  a  carton  of  one  dozen 
bottles,  also  ask  for  my  latest  cata- 
logue, which  contains  a  list  of  fast- 
selling  phonograph  accessories  and 
supplies. 

H.  A.  BEMISTER 

10  Victoria  St.,  MONTREAL,  Que. 
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Made   in    Canada 

We  take  this  opportunity  of  advising  the  Canadian  booksellers 
and  stationers  that  we  are  the  only  organization  in  Canada 
manufacturing  Phonograph  Supplies,  a  few  of  which  are: 


Record  Albums 
Fibre  Needle  Cutters 
Phonolites 


Velvatone  Needles 
RepeatOgraphs 
Tone  Arms,  Etc. 


Why  buy  from  middlemen  when  you  can  buy  direct  from  a  Canadian  fac- 
tory? Send  us  your  inquiries  on  all  phonograph  supplies  and  state  the 
quantities  required  and  you  will  be  surprised  at  the  saving  you  can  make, 
and  furthermore,  you  will  have  the  satisfaction  of  knowing  that  your  money 
is  employing  Canadian  labor  instead  of  foreigners. 


Arthur  K.  Kempton 


Executive  Office:  718-19-20  Drummond  Bldg.,  Montreal 
Factory:  14-18  Cote  St.  Paul  Road,  Montreal 


Limited 


DISTRIBUTORS:  Colonial  Products  Corp.  Limited,  22  St.  John  St.,  Montreal,  Distributors 
for  Quebec  and  the  Maritime  Provinces. 
The  Wilson   Phonograph   Specialty  Co.,  503   Builders   Exchange   Bldg.. 
Winnipeg,  Man.,  Distributors  for  the  Western  Provinces. 
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Editorial  Comment 
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nRDER  TO  SUCCEED  CHAOS 

THE  deep  thougbtfulness  of  some  of  the   new 
members  of  the  Ontario  Legislature  is  indicated 
by  a  remark  made  by  W.  A.  Crockett,  Labor  mem- 
ber for  South  Wentworth,  in  the  House  on  March 
T)th.     He  hoped  that  something  would  be  done  to 
make  school  textbooks  cheaper.     This,  in  face  of  the 
fact  that  by  a.  policy  of  "fooling  themselves,"  on 
the  part  of  the  new  Government,  following  a  more 
deliberately  planned  scheme  of  their  predecessors, 
school  textbooks  are  now  being  sold  at  about  half 
what  it  actually  costs  to  produce  them.    Fortunately, 
as  indicated  by  the  reception  accorded  the  deputation 
of  booksellers  by  the  new  Minister  of  Education, 
and  the  grasp  of  the  situation  which  his  remarks 
indicated,   there  is   no  likelihood   of  the  irrational 
attitude  of  extreme  radicals  in  the  House  or  in  the 
Government,  gaining  the  ascendancy.     The  school 
l>ook  question  has  been  a  political  football  for  years, 
but  tbere  is  promise  now  of  a  sane  and  equitable 
arrangement  evolving  from  the  present  chaotic  state 
of  affairs. 


CREDIT  ACCOUNTS  MUST  BE  WATCHED 

AT  present  there   do  not  appear   to   be   many 
indications   of  lower  prices  in   the  majority 
of  foodstuffs  nor,  in  fact,  in  other  lines  sold 
by  the  retail  trade. 

But  sooner  or  later  we  come  to  the  peak  when 
there  will  be  a  more  or  less  gradual  decline  to  a 
normal  basis.  No  one  considers  for  a  moment  that 
prices  will  go  back  to  where  they  were  in  1914.  As 
production,  however,  overcomes  demand,  as  the  de- 
mand for  certain  lines  slackens  there  will  inevitably 
be  a  readjustment. 

Retailers  for  the  above  reasons  should  see  that 
their  credit  accounts  are  in  good  standing.  They 
should,  in  fact,  be  careful  from  now  on  as  to  who 
should  receive  credit  and  who  should  not.  Customers 
should  not  be  permitted  to  get  behind  with  their 
bills.  If  a  customer  cannot  keep  his  bills  paid  up 
now  he  never  will  be  able  to.  It  should  be  remem- 
bered that  many  people  are  spending  money  to-day 
on  things  that  are  not  absolutely  necessary,  and  let- 
ting their  accounts  with  their  merchants  go  by.  By 
cutting  off  some  of  these  unnecessary  purchases  they 
will  be  able  to  keep  their  bills  paid  up  to  date,  but 
if  this  is  not  done,  they  must  continue  to  let  some 
of  these  bills  stand  and  they  as  well  as  the  merchants 
suffer. 

By  starting  right  now  to  see  that  all  bills  are  paid 
when  they  should  be,  the  merchant  will  have  the 
satisfaction  of  security  whether  declines  in  price 
take  place  to-day,  to-morrow  or  six  months  hence 
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17';/,')'  MUCH  IN  THE  GAME 

BRITISH  trade  figures  for  tin-  year  past  -how 
thai  British  manufacturers  are  very,  very  much 
alive.  The  fact  thai  both  imports  and  exports 
reached  new  high  levels  show  unmistakably  that 
Britishers  have  been  quick  to  take  advantage  of 
the  new  markets  that  are  open-  They  are  not  only 
doing  this,  but  they  are  going  after  more  trade  all 
the  time,  and  the  prediction  is  freely  made  that 
1920  figures  will  far  exceed  anything  that  has  been 
handled  in  the  past.  Even  allowing  for  higher 
prices  the  huge  figure-  of  last  year's  import  and 
export  business  show  that  Britain  has  not  been  let- 
ting any  grass  grow,  and  also  that  British  firms  got 
back  from  a  war  basis  to  an  exporting  basis  in  re- 
markably short  time.  So  much  is  this  the  case  that 
some  nations  which  were  dreaming  of  world  markets 
are  awakening  to  find  out  that  the  markets  they  ex- 
pected to  get  after  the  war  are  already  supplied,  and 
supplied  by  British  goods. 


CANADA'S  TRADE  INCREASES 

AN  increase  of  $10:1,926.832  in  the  grand  total 
of  Canadian  trade  for  the  eleven  months  of  the 
fiscal  year  ending  February  20.  as  compared  with 
the  same  period  last  year,  is  shown  by  the  monthly 
statement  issued  from  the  Customs  Department.  For 
the  eleven  months  which  ended  on  February  29 
last,  the  total  of  Canadian  trade,  both  imports  and 
exports,  was  $2,110,540,504.  while  for  the  same 
period  in  1010  it  reached  a  total  of  $2,006,621,672. 
The  increase  in  imports  during  the  eleven  months' 
period  as  compared  with  the  previous  year  is  $77.- 
•°»24,041.  and  in  exports  $20,087,704. 


EDITORIAL  NOTES 

BERNARD  BARUCH.  who  was  chairman  of  the 
War  Industries  Board  in  the  United  States,  declares 
that  a  decline  in  the  cost  of  living  is  in  sight,  because 
the  world  is  -lowly  but  surely  getting  back  to  work. 
He  argues  for  the  old  law  of  .supply  and  demand 
to  solve  the  problem  and  opposes  price-fixing  in 
peace  times. 


THE  ENTRY  lists  for  the  Canadian  Industries  Ex- 
hibition, to  be  held  in  London,  England,  in  June, 
will  remain  open  but  a  few  weeks  longer.  A  large 
number  of  Canadian  manufacturers  have  availed 
themselves  of  the  privilege  of  displaying  their  pro- 
ducts to  British  buyers  for  the  purpose  of  developing 
overseas  trade.  Exhibitors  who  have  secured  space 
are  already  getting  their  shipments  ready,  prepara- 
tory to  sending  them  to  London. 


Where  Do  You  Stand  on  Organization? 

Don't  Stand  By  and  Say,  "Let  George  Do  It !"      Lend  a  Hand— Put  Your  Shoulder  to 

the  Wheel 


CO-OPERATION  and  organization 
have  become  the  watchwords  of 
Canadian  business  life  to-day.  To 
a  large  extent  this  tendency  to  co- 
operate, to  form  associations  of  men  and 
concerns  engaged  in  similar  lines  of 
business,  is  a  result  of  the  war  and  of 
the  need  it  created  for  prompt  and  con- 
certed action.  The  experience  thus 
gained  has  proved  anew  the  value  of  in- 
terchange of  views  and  also  the  advant- 
ages that  come  from  concerted  as 
against  individual   action. 

Business  men  now  realize,  therefore, 
as  never  before  the  benefits  they  may 
derive  from  getting  together  and  thresh- 
ing out  their  problems.  They  are  grow- 
ing willing  to  exchange  views  and  ex- 
periences even  with  their  competitors, 
to  tell  how  they  have  handled  certain  dif- 
ficult matters  and  see  how  other  men 
present  regard  their  action.  They  find 
that  it  pays  to  be  frank  and  outspoken 
about  such  matters  and  that  the  mer- 
chant or  manufacturer  who  contributes 
his  ideas  or  facts  gets  in  return  at  least 
hs  much  if  not  more  than  he  gives. 

They  find  that  by  acting  together  they 
can  expect  their  customers  to  accept 
necessary  changes  in  method.  They 
find,  too,  that,  acting  in  unison  they  can 
protect  themselves  against  a  common 
danger.  Especially  have  they  found  that 
representatives  of  a  trade  organization 
can  obtain  a  respectful  hearing  from 
legislators  when  the  same  legislators 
would  pay  little  attention  to  protest  or 
advice  coming  from  individual  members 
of  a  trade  or  industry.  This  is  borne  out 
by  the  experience  of  the  Retail  Mer- 
chants' Association,  who,  on  several  oc- 
casions have  been  instrumental  in  modi- 
fying projected  legislation  which  they 
considered  affected  their  members  pre- 
judicially. The  Board  of  Commerce  has 
•  also  shown  a  disposition  to  listen  sym- 
pathetically to  the  representations  of  the 
various  trade  organizations  affected  by 
their  various  orders,  whereas  little  heed 
would  probably  have  been  given  to  in- 
dividual protests. 

We  have  seen  the  stores  in  many 
centres  cut  down  delivery  service,  lessen 
the  number  of  approvals  and  returns, 
minimize  special  deliveries  and  reduce 
C.O.D.s.  Similarly,  store  hours  have 
been  shortened,  so  that  not  only  the  mer- 
chants, but  their  employees  also  have 
been  benefited. 

In  Montreal,  recently,  manufacturers 
and  retailers  formed  an  organization  to 
detect  and  prosecute  shoplifters  and 
thieves.  In  numerous  centres  retailers 
exchange  credit  information  so  that  they 
may  protect  themselves  against  dead- 
beats. 

In  this  development  of  organizations 
cause  and  effect  seem  to  be  curiously 
mingled.  The  movement  has  undoubted- 
ly been  aided  by  a  marked  and  growing 
change  in  the  attitude  of  business  men 


toward  each  other.  But  who  shall  say 
to  what  extent  this  change  led  to  the 
formation  of  associations  and  inter- 
change of  views  or  to  what  extent  it  has 
been  due  to  observation  or  recognition 
of  the  benefits  which  organization  af- 
fords. No  doubt  something  of  both  has 
been  responsible,  as  young  men  with  pro- 
gressive ideas  have  come  into  this,  that, 
and  the  other  concern. 

Anyway,  the  day  is  fast  going  by  of 
the  old-fashioned  storekeeper,  who  held 
no  converse  with  his  competitors,  who 
either  ignored  them  when  he  met  them 
on  the  street  or  passed  them  with  a  curt 
nod,  for  wiien  competitors  meet  as  mem- 
bers of  one  and  the  same  organization 
they  come  to  know  each  other,  usually 
to  respect  each  other  and  not  infrequent- 
ly to  like  each  other. 

There  are  cities  and  towns  where 
members  of  competing  retail  concerns 
call  each  other  by  their  first  names. 
They  compete  for  trade  just  as  keenly 
as  ever  they  did,  but  it  is  clean,  broad- 
minded,  well  directed  competition.  Each 
realizes  that  the  city  or  town  is  big 
enough  for  all  its  established  concerns, 
and  that  all  have  a  right  to  live  Where 
such  conditions  prevail  business  is  done 
on  a  more  profitable  basis  for  all;  the 
public  is  served  as  well  and  probably 
better  than  under  cut-throat  methods, 
and  life  is  made  sweeter  and  more  pleas- 
ant for  everyone  connected  with  the  var- 
ious stores. 

This  is  all  preliminary  to  the  particu- 
lar point  we  wish  to  emphasize  and  to 
impress  upon  our  readers,  viz.,  the  de- 
sirability from  every  point  of  view  of 
booksellers  and  stationers  speedily  mak- 
ing up  their  minds  to  form  an  organiza- 
tion of  their  own  for  the  protection  of 
their  interests  and  the  promotion  of  their 
own  well-being. 

F.  E.  Osborne  of  Calgary,  whose  en- 
thusiasm in  the  project  will  have  been 
noted  in  our  recent  issues,  again  writes 
us  on  his  return  from  Calgary  after  his 
visit  East.  "I  trust,"  he  says,  "this  is 
not  going  by  default  as  I  can  see  p-reat 
possibilities  of  co-oneration  between 
publishers,  jobbers  and  retailers  for  then- 
mutual  advantage.  Since  returning:  home 
I  have  met  several  of  the  travelers.  anH 
all  are  agreed  that  the  evils  to  which  I 
directed  attention  in  vour  magazine 
should  and  could  be  rectified." 


In  order  to  make  the  scheme  a  suc- 
cess, however,  the  hearty  support  and 
co-operation  of  all  in  the  trade  is  re- 
quired. It  is  not  sufficient  that  a  few 
like  Mr.  Osborne  and  others  who  have 
written  us  are  enthusiastic  for  immediate 
action.  The  rank  and  file  of  the  book- 
selling fraternity  in  Canada  must  sig- 
nify their  adhesion  to  the  proposition. 

It  is  not  sufficient  to  get  your  trade 
paper  each  month  and  to  read  the  ideas 
and  articles  we  are  publishing  on  the 
subject  and  to  simply  say  to  yourself: 
"Yes,  that  is  an  excellent  idea,  I  hope 
THEY  succeed  in  carrying  it  through." 
You  must  identify  yourself  with  the  pro- 
ject. You  must  realize  that  it  is  in  your 
own  interests  it  is  proposed.  Let  it  be 
"WE  must  carry  it  through."  You  can 
at  any  rate  do  something  to  further  its 
progress  if  you  would  send  a  card  stat- 
ing your  desire  and  willingness  to  help. 
Just  think  of  the  encouragement  those 
who  may  be  willing  to  take  an  active 
part  in  the  formation  of  an  association 
would  feel  were  cards  cr  letters  to  be 
received  from  fifty  or  sixty  per  cent,  of 
the  booksellers  and  stationers  in  Canada 
expressing  their  interest  in  the  idea  and 
their  wish  to  co-operate.  There  is  not 
one  among  them  who  would  not  benefit 
from  the  advantages  to  be  derived  from 
an  association,  and  it  is  therefore  the 
duty  of  everyone  to  at  least  express  his 
hearty  accord  with  the  proposal.  It 
rests  with  each  one  individually  by  his 
own  action  either  to  be  instrumental  in 
seeing  the  scheme  started  arfd  carried 
through  to  success  or  by  his  neglect  to 
share  the  responsibility  of  allowing  it 
to  fall  through  and  remain  nothing  but 
an  unrealized  idea. 


Don't  address  a  customer  as  "Lady." 
Madam  is  the  proper  term. 

Don't  forget  that  it  does  not  cost  a 
cent  to  be  a  mannerly  man  or  a  wo- 
manly woman. 

Don't  make  a  practice  of  coming  late 
to  business.  It's  more  to  your  interest 
to  be  a  few  minutes  early. 

Don't  dress  dowdily,  gaudily  or  dudish- 
ly,  but  cleanly,  neatly  and  nicely. 

Don't  wait  upon  customers  with  your 
hands  dirty  or  your  finger-nails  in 
mourning. 


FILLS  GREAT  FIELD 

Oakville,  Ont.,  March  20,  1920. 
I  have  just  returned  from  a  two  months'   visit  to  England.      Enclosed 
find  my  cheque  for  supply  of  Christmas  book  catalogues,  which  were  invalu- 
able to  me.     I  did  real  good  business  from  them. 

I  would  like  to  mention  also  my  keen  appreciaton  of  BOOKSELLER 
AND  STATIONER.  I  don't  dare  to  think  what  we  country  retailers  would 
do  without  it.  It  is  the  connecting  link  between  wholesalers  and  retailers. 
Best  wishes  for  1920.  F.  W.  GRINHAM, 

Bookseller  and  Stationer. 
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Merge  With  Retail  Merchants 

Retail  Stationers  and  Newsdealers'  Association  of  Toronto,  With  Eighty-five  Members, 

Takes  That  Step 


THE  Retail  Stationers'  and  News- 
dealers' Association  of  Toronto, 
at  a  meeting  on  March  18,  de- 
cided to  merge  with  the  Retail  Mer- 
chants' Association  of  Canada  as  the 
Toronto  Retail  Booksellers'  and  Sta- 
tioners' hranch. 

Thirteen  members  were  present  and 
all  signed  up  for  membership  in  this 
new  organization.  The  old  association 
had  a  membership  of  85.     The  fee  was 


a  dollar  a  year,  whereas  in  the  new  as- 
sociation it  will  be  $10  a  year.  At 
present  an  active  canvass  of  the  whole 
membership  is  in  progress  and  it  is  con- 
fidently expected  that  the  majority  will 
line  up  with  the  new   organization. 

This  is  a  development  that  is  most  in- 
teresting in  connection  with  the  efforts 
being  made  by  booksellers  elsewhere  in 
Canada  to  form  a  national  association 
for  this  trade  in  Canada. 


The  machinery  bf  organization  is 
available  in  the  Retail  Merchants'  As- 
sociation. The  fact  is  that  it  only  means 
reviving  the  organization  that  already 
exists,  but  which  has  been  lying  dor- 
mant during  the  past  half  dozen  years. 

The  new  Toronto  branch  will  meet  to 
complete  organiaztion  under  the  new 
plan  on  Wednesday,  April  10,  and  a  re- 
port of  that  meeting  will  appear  in  the 
next  issue  of  BOOKSELLER  AND 
STATIONER. 


Growth  of  Greeting  Card  Industry 

Marvellous  Growth  in  Sales  During  Past  Two    or    Three  Years — New  Avenues  for 

Promoting  Sales 


IN  the  course  of  a  most  enlightening 
address  on  the  greeting  card  busi- 
ness delivered  at  the  convention  of 
the  National  Association  of  Stationers 
at  Richmond,  Va.,  W.  H.  Webster,  after 
referring  to  the  activities  of  the  Greet- 
ing Card  Association  and  its  extensive 
advertising  propaganda,  spoke  of  the 
industry  as  almost  unknown  up  to  a  few 
years  ago.  Two  years  ago  there  was  an 
estimate  of  nearly  three  million  dollars 
worth  of  Christmas  cards  and  greeting 
cards  sold.  In  1918  there  were  over  nine 
million  dollars  worth  sold,  and  in  1919 
over  fifteen  million  dollars  worth. 

"The  contract  of  the  manufacturer  in 
some  respect  ceases  when  he  has  sold 
and  delivered  to  you  a  shipment  of  mer- 
chandise the  Greeting  Card  Association 
feels  it  has  just  begun.  We  believe  that 
our  industry,  which  is  merely  in  its  in- 
fancy, will  be  possibly  the  largest  one 
connected  with  this  association.  We 
have  one  hundred  million  people  in 
America.  We  eliminate  twenty-five  per 
cent,  for  children  and  foreigners,  we 
have  seventy-five  million.  What  if  we 
"can  educate  them  to  buying  on  an  aver- 
age of  five  cards  each?  It  would  aston- 
ish you  gentlemen  to  know  that  we 
haven't  to-day  facilities  for  the  manu- 
facture of  greeting  cards  to  meet  that 
demand,  and  is  it  not  very  reasonable  to 
feel  that  five  per  capita  is  a  small 
average  ? 

"There  are  many  new  departures  in 
the  greeting  cards  business.  One  de- 
parture that  is  very  worthy  of  consider- 
ing by  you  gentlemen  while  you  are  here 
is  the  solicitation  of  business  houses. 
There  are  one  or  two  members  of  the 
Greeting  Card  Association  who  are  lay- 
ing emphasis  this  year  upon  that  par- 
ticular part  of  their  business  and  they 
have  had  an   enormous  success  with    it. 


You  gentlemen  will  spend  an  hour  and 
sometimes  a  day  selling  a  filing  cabinet 
when  at  this  time  of  the  year  there  are 
dozens  of  people  in  the  towns  you  live 
in  who  want  just  that  kind  of  a  greeting 
card  to  thank  their  patrons  for  their 
patronage  and  favors  of  the  year.  It  is 
an  astonishing  statement  to  make  that 
the  greeting  cards  business  has  grown 
from  a  small  picayune  business  of  prac- 
tically only  two  manufacturers  eight 
years  ago  until  we  have  over  sixty  to- 
day and  they  seem  to  be  all  thriving. 

"I  heard  a  discussion  yesterday 
in  this  room  that  was  interesting  from 
the  point  of  view  of  window  displays, 
and  miscellaneous  items.  I  think  it  is 
taking  up  lots  of  good  time  to  tell  you 
gentlemen  that  greeting  cards  are  one 
of  the  most  prominent  miscellaneous 
items  that  you  could  use  for  your  dis- 
play purposes.  Yet  a  dealer  will  buy  a 
few  cards  and  a  cabinet  and  put  it  under 
the  counter.  A  customer  will  say, 
'Have  you  got  some  birthday  cards?' 
'Oh,  yes,  we  have  got  them.  Here  they 
are.'  Then  they  go  on  about  their  busi- 
ness selling  a  bottle  of  ink  or  a  tablet, 
when,  at  the  same  time,  by  carefully 
soliciting  that  customer  they  would  get 
three  times  the  volume  of  business,  and, 
Mr.  Chairman,  four  times  the  profit.  I 
don't  believe  it  is  necessary  to  tell  you 
gentlemen  that  this  is  a  profitable  busi- 
ness for  you.  You  are  all  waking  up  to 
it,  but  we  come  to  you  for  the  first  time 
and  ask  you  for  co-operation. 

"We  are  going  to  send  to  every  buyer 
a  house  organ  once  a  month,  which  will 
be  filled  with  useful  hints  of  the  most 
successful  manner  of  selling  greeting 
cards  of  all  kinds.  This  bulletin  will  be 
filled  with  papers  by  our  successful  mer- 
chants on  the  economic  way  of  disposi- 
tion of  their  cards  and  useful  hints  on 
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how    to    secure    profitable    business     for 
you. 

"We  have  published  a  little  book 
which  we  have  entitled  "Forget-me-not." 
It  has  a  page  for  every  month,  start- 
ing with  January,  with  six  leaves  for 
birthdays  and  anniversaries.  How  many 
of  you  remember  your  best  friend's 
birthday.  How  many  of  you  when 
Christmas  comes  remember  one  of  your 
old  friends  who  have  left  that  place 
where  you  have  both  lived  all  your  lives 
and  who  has  gone  away  and  you  don't 
remember  to  send  him  a  Christmas  card, 
but  he  remembers  to  send  you  one  and 
then  you  feel  like  a  dirty  deuce  in  the 
deck.  This  little  book  we  are  going  to 
distribute  free  and  we  are  going  to  ad- 
vertise it  in  the  national  mediums,  sell- 
ing it  for  ten  cents.  Last  night  I  gave 
fifteen  or  twenty  to  some  of  the  ladies 
and  they  said,  "It  is  just  what  I  want, 
just  what  I  am  going  to  keep  in  my 
bag."  There  are  ten  pages  in  the  back 
of  the  book  for  Christmas  card  ad- 
dresses. 

"This  is  part  of  a  propaganda  to 
create  a  nation-wide  interest  in  all  our 
customers  to  use  this  book  freely  and  to 
buy  more  greeting  cards.  The  whole 
purpose  of  the  National  Greeting  Card 
Association  is  to  increase  your  business, 
and,  incidentally,  our  own.  If  you  will 
co-operate  with  us  by  either  selling  them 
— you  can  buy  their,  from  the  associa- 
tion at  $5.00  a  hundred,  $45.00  a  thous- 
and— we  have  published  six  hundred 
thousand  and  we  haven't  got  enough, 
we  are  going  to  print  another  edition. 
If  you  will  get  one-half  of  your  cus- 
tomers to  use  this  little  book  you  will 
have  no  trouble  to  increase  your  plant 
and  increase  your  business,  because  they 
are  going  to  demand  it  from  you." 
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FINE  NEW    BOOKSTORE 

McLeod's  Bookstore,  in  Sydney,  N.S., 
is  now  in  new  quarters  on  Charlotte 
Street,  near  Wentworth  Street,  in  this 
progressive  Eastern  city.  The  new  store 
is  roomier  and  brighter,  with  more  mod- 
ern appointments  than  the  old  one.  It 
might  be  called  the  white  book-shop,  for 
the  entire  interior  is  painted  white  and 
the  books  and  their  titles  stand  out  pro- 
minently. The  main  locations  for  the 
store's  goods  remain  practically  un- 
changed sc  that  Mrs.  Jones  may  easily 
find  the  new  copy  of  the  fashion  sheet 
she  is  particularly  partial  to  on  the  left- 
hand  counter,  and  Mr.  Business  Man 
will  be  able  to  drop  in  on  his  way  from 
the  office  and  get  his  "Record"  from  the 
same  old  newspaper  holder  just  inside 
the  door.  Christmastide  will  find  the 
basement  fitted  up  for  the  display  of 
toys  and  a  number  of  surprises  are  in 
store  for  patrons  during  the  holiday 
season  according  to  tips  given  out  by 
Mr.   McLeed. 

.  Don't  get  excited  in  times  of  a  rush  or 
any  other  time;  it  shows  the  customers 
that  you  are  inexperienced  and  unaccus- 
tomed to  an  active  business. 

CHANGES  AT  MUSSON'S 

At  the  annual  meeting  of  the  share- 
holders of  the  Musson  Book  Co.,  Ltd.,  on 
March  1,  J.  H.  Charles,  who  has  been 
associated  with  the  company  since  its 
oi'ganization  in  1901  as  secretary-treas- 
urer, withdrew  from  the  board  of  direc- 
tors. 

The  new  board  of  directors  are:  C.  J. 
Musson,  president;  Dr.  H.  A.  Beatty, 
vice-president;  F.  F.  Appletcn  and  A.  H. 
Truemner. 

Mr.  Appleton  was  inside  manager  for 
some  years  prior  to  enlisting  and  going 
overseas,  and  at  the  termination  of  hos- 
tilities returned  to  the  same  position. 

Mr.  Truemner  has  been  office  manager 
for  a  number  of  year,  and  both  these 
young  men  are  stepping  into  well-earn- 
ed promotion.  Mr.  Truemner  succeeds 
Mr.  Charles  as  secretary-treasurer  of  the 
company. 

The  year  just  ended  has  been  one  of 
the  company's  most  successful  years 
since  going  into  business. 

The  University  of  Saskatchewan  has 
opened  its  book  store  and  post-office  in 
the  basement  of  the  main  building.  For- 
merly the  book  store  was  in  the  office 
of  the  registrar  and  the  post-office  was 
in  the  bursar's  office.  Miss  Christina 
Henry  is  in  charge  of  the  book  store  and 
post-office. 

"Retail  merchants,"  says  Frank 
Stockdale,  "it  isn't  stores  and  goods  and 
service  you're  competing  with — it's  the 
brains   behind   these  things." 


SO  SAY  THEY  ALL 

Moncton,  N.  B., 
Feb.  14,  1920. 
Bookseller  and  Stationer, 
Toronto. 
Dear  Sirs — Am  enclosing  $1.00  to 
renew  my  subscription  to   BOOK- 
SELLER   AND    STATIONER    for 
another  year.      We  could  not  get 
along  without  it. 

Sincerely  yours, 

HATTIE  TWEEDIE, 
Bookseller  and  Stationer. 


In  the  U.  S.  A.  a  new  trade  paper  go- 
ing to  retail  stationers  will  shortly  make 
its  appearance.  The  new  journal  will  be 
published  by  the  Adoma  Publishing 
Company,  225  Fifth  Ave.,  New  York,  the 
officers  of  which  are:  Albert  B.  Abrams. 
for  sixteen  years  advertising  manager 
of  Geyer's  Stationer;  Wm.  S.  Donnelly, 
who  was  assistant  advertising  manager 
of  Geyer's  for  a  period  of  five  years,  and 
David  Manley,  former  editor  of  the  same 
publication.  The  new  book  will  be  pub- 
lished under  the  name  of  "The  Modern 
Stationer  &  Bookseller";  it  will  be  print- 
ed semi-monthly,  of  standard  size,  and 
will  feature  merchandising  articles  and 
news  of  the  stationery  trade. 

PERIODICAL  NOTES 

Toronto  University  will  in  future  pub- 
lish the  "Canadian  Historical  Review"  as 
a  quarterly  instead  of  annually.  It  will 
discuss  current  history  and  conduct  a 
critical  review  of  current  literature. 

ENGLISH  NEWS  TRADE 

Booksellers  who  deal  in  Old  Country 
magazines  of  all  sorts  have  been 
doing  a  fine  business  since  the  end  of 
the  war.  Thousands  of  Canadian  soldiers 
got  acquainted  with  Old  Country  papers 
during  their  years  of  absence  and  are 
still  subscribing.  The  result  is  that  the 
dealers  are  enjoying  a  largely  augmented 
business,  and  they  are  assisted  by  the 
high  exchange  rate,  the  Canadian  cur- 
rency being  worth  so  much  more  in  Bri- 
tain. 


Kane,  Pa. — The  baseball  method  of 
teaching  spelling  has  been  adopted  here 
in  the  schools — three  words  correctly 
spelled  constitute  a  hit,  while  one  mis- 
spelled word  is  an  out  and  sends  the 
striker  to  the  bench.  Booksellers  wfll 
find  that  bringing  interesting  things  like 
this  to  the  attention  of  school  teachers 
will  be  appreciated. 

FIRM  NAME  CHANGED 

The  Westcott  Rule  Company  is  the 
new  name  of  the  concern  formerly  kncwn 
as  the  Westcott-Jewell  Company.  These 
people  are  extensive  manufacturers  of 
office  and  school  rulers  at  Seneca  Falls, 
N.Y. 

Montreal. — Interests  allied  with  the 
Howard  Smith  Paper  Mills  are  taking 
over  two  pulp  mills  on  the  Miramichi  in 
New  Brunswick.  Negotiations  are  un- 
der way  to  secure  extensive  timber 
limits  as  well. 

MUST  ADVERTISE  GOOD  TASTE 

Advertising  of  good  books  must  sooner 
or  later  be  the  turning  of  attention  to 
true  literature,  rather  than  the  mere 
turning  of  attention  to  anything  what- 
soever. In  this  connection  it  is  pleasant 
to  quote  the  recent  little  brochure  of  the 
Society  of  Calligraphers:  "Should  a  pub- 
lic demand  for  books  revive,  it  will  be 
imperative  for  the  society  either  to 
quench  it  altogether — a  project  which 
the  committee  has  discarded  as  visionary 
— or  to  take  it  in  hand  at  its  inception 
and  give  it  constructive  shape  by  forcing 
upon  public  attention  such  knowledge 
of  the  more  elementary  points  of  good 
taste  as  shall  make  impossible  the  fur- 
ther prostitution  of  standards.  As  the 
most  direct  means  to  this  end  it  is 
urgently  recommended  by  the  committee 
that  the  society  take  up  at  once  the 
study  of  advertising."  Though  this  semi- 
serious  report  deals  with  the  physical 
properties  of  bookmaking,  the  conclu- 
sions deserve  equally  to  be  considered  by 
those  who  are  desirous  of  improving  the 
quality  of  what  is  offered  to  the  public 
as  literature. — The  "Christian  Science 
Monitor." 

"The  retail  merchant's  job  is  big  be- 
cause he  is  competing  with  big  stores 
and  big  men.'' — Frank   Stockdale. 


Our  stationery  is  more  than  good — more  than  good  form — 
more  than  just  dainty — it  literally  expresses  a  note  of  origin- 
ality and  of  feminine  appeal  which  speeds  sales  to  the  utmost. 


Suggestion     for    Window     Card. 
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School  Text- Book  Relief  is  in  Sight 

Favorable  Hearing  Given  Deputation  of  Booksellers  by  the  New  Minister  of  Education 
of  the  Ontario  Government — Booksellers'  Position  is  Fully  Appreciated 


IT  WILL  be  good  news  to  every  book- 
seller in  Ontario  that  there  is  a  very 
bright  prospect  of  early  relief  in  the 
school  text  book  situation. 

The  attitude  of  the  new  Minister  of 
Education  is  that  the  present  situation 
is  as  the  booksellers  themselves  put  it: 
"Intolerable,"  and  he  gave  a  most  sym- 
pathetic hearing  on  March  24  to  a  depu- 
tation of  booksellers,  headed  by  Charles 
L.  Nelles,  of  Guelph.  The  other  mem- 
bers of  this  deputation  were:  Fred  Cloke, 
of  Cloke  &  Son,  Hamilton;  F.  H.  Chappie, 
Gait;  B.  C.  Fairfield,  St.  Catharines,  and 
F.  I.  Weaver,  editor  of  BOOKSELLER 
AND  STATIONER. 

Mr.  Nelles  made  a  most  admirable 
presentation  of  the  case,  and  it  is  sig- 
nificant that  even  before  this  time  the 
Minister  of  Education  had  been  in  touch 
with  certain  village  booksellers,  making 
himself  familiar  with  the  situation. 

lie  was  aware  of  the  real  case  which  the 
booksellers -have  and  he  appreciated  vthat 
something  will  have  to  be  done  to  relieve 
the  handicaps  under  which  booksellers 
now  labor  as  distributors  of  school  text 
books. 

Following  are,  briefly  stated,  the  points 
brought  out  in  Mr.  Nelles  address  and 
the  remarks  by  the  other  members  of  the 
deputation: 

1.  Discounts. — Not  sufficient  to  cover 
cost  of  doing  business. 

2.  Carriage  charges. — Even  in  goodly 
shipments  amounts  to  about  10  per  cent. 
of  total  value. 

3.  Notification. — Dealers  should  be  ad- 
vised one  year  in  advance  of  changes  to 
be  made  in  school  text  books  so  as  to 
provide  against  loss  in  way  of  dead 
stock. 

4.  Distribution. — In  view  of  the  many 
sources  of  supply,  carriage  charges  are 
much  greater  than  if  there  were  some 
central  supply  depot. 

5.  Service. — The  public  is  willing  to 
pay  for  service.  Present  condition  in- 
tolerable to  trade,  teachers  and  parents 
of  the  pupils.  New  arrangements  should 
include  penalty  for  non-delivery  in  speci- 
fied time. 

If  the  Hon.  Minister  deems  it  advisable 

representatives  of  retailers  will   appear 

at  any  time  tc  answer  specific  questions. 

Re  Discounts  ("An  Actual  Case) 

Dealer  buys  100  primers  at  4c  $4.00 

20  per  cent,  discount 80 

$3.20 
Express     50 

Net  cost   $3.70 

Leaving  net  profit  on  100  books  (100 

sales)  at  30c.  Overhead  expenses  of  do- 
ing business,  minimum,  25c.  Discounts 
should  be  25c  f.o.b.  destination,  or  25 
per  cent  ar.d  10  per  cent,  if  charges  paid 
by  purchaser. 


We  consider  that  the  principle  of  pub- 
lishers giving  general  public  20  per  cent, 
discount  off  any  books,  one  copy  or  more, 
is  wrong  and  is  detrimental  to  retailers. 

Re  Carrying  Charges 
Invoice  to  B.  C.  Fairfield,  St.  Cathar- 
ines   (attached). 

288  No.  2  drawing  books $11.52 

72C  No.  1  drawing  books   .  .  .     28.80 

$40.32 

2   cases    1.40 

Freight   2.45 

Total    $3.85 

Showing  that  even  in  large  shipments 

it  costs  nearly  10  per  cent,  to  lay  goods 

down.     (This  was  a  short  haul,  Toronto 

to  St.  Catharines.) 

There  are  too  many  publishing  houses, 

making  number  of  shipments  four  times 

what  is  necessary. 

Notification 

Retailers  should  be  notified  one  year 
in  advance  regarding  new  books  or  any 
editions  to  be  revised,  then  orders  can  be 
gauged  to  provide  against  dead  stock, 
an  inevitable  result  of  present  conditions, 
meaning  heavy  losses  because  books  be- 
come absolutely  useless. 

Distribution 

If  books  were  distributed  to  trade  from 
a  central  point,  duplication  of  express 
charges  would  be  eliminated. 

We  submit  that  the  book  stores  are 
the  proper  medium  for  the  distribution 
cf  school  books,  and  the  booksellers  are 
content  to  handle  them  on  a  proper  basis. 
If  there  is  no  relief  from  present  condi- 
tions booksellers  will  themselves  have  to 
advance  prices  or  cut  out  entirely  the 
handling  of  school  books. 

Service 

The  great  trouble  for  years  that  has 
prevented  booksellers  from  giving  good 
service  to  the  public  has  been  the  in- 
ability to  get  shipments  of  books  from 
the  publishers. 

An  order  was  given  to  T.  Eaton  Co., 
on  January  5  for  100  primers  and  for 
100  First  books.  The  primers  were  de- 
livered February  15,  express  charge,  60c. 
First  books  delivered  March  10,  express 
charge,  50c.  Total  amount  of  this  order 
was  $10.00. 

Gross  profits  to  dealer $2.00 

Express  charges 1.10 

Net  profit  to  dealer 90 

,  Readers  ordered  and  paid  for  in  ad- 
vance on  August  1,  1919,  were  delivered 
October  15  a  month  and  a  half  after 
school  opening! 

Some  explanation  of  the  delay  in  issu- 
ing school  readers  seems  due  in  view  of 
the  half  million  immense  catalogues  said 
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to    have    been    distributed    by    the    same 
firm  in  the  month  of  August. 

BOOKSELLER  AND  STATIONER 
Learned  subsequently  from  the  Minister 
of  Education  that  in  future  all  school 
text  books  will  contain  a  notice,  which 
will  appear  in  each  book  to  the  effect  that 
the  price  cf  the  book  as  stamped  on  the 
cover  does  not  represent  its  full  actual 
cost  and  that  the  difference  is  being 
borne  by  the  Gove)  nment. 

There    is    ground   for   belief   that   the 
Department  will  propose  a  30  per  cent, 
discount  to  booksellers  in  future. 
SNUFFED  OUT 

The  sequel  to  the  criticism  of  Meyer's 
History  as  recorded  in  last  month's  issue 
is  the  announcement  under  date  of 
March  4  that  the  book  has  been  barred 
from  Alberta  schools  because  it  makes 
no  mention  of  Canada's  part  in  the  Great 
War. 

Winnipeg  School  Board  recently  de- 
cides to  supply  text  books  free  to  all 
pupils  in  the  public  schools  of  the  city. 
A  delay  in  the  proceedings  occurred 
when  it  was  learned  that  the  cost  of  tax- 
payers would  be  about  $70,000  annually. 
Action  was  deferred  until  it  had  been  de- 
finitely decided  just  what  books  are  to 
be  used. 

That  school  text  books  may  be  sup- 
plied entirely  free  to  public  school  pupils 
by  the  Ontario  Provincial  Government  is 
not  altogether  an  improbability,  and 
booksellers  who  will  prefer  that  to  the 
present  unsatisfactory  arrangement  are 
legion! 

Speaking  of  this,  Inspector  C.  B.  Ed- 
wards, of  the  London  Ontario  Public 
Schools,  points  out  that  books  form  a 
very  small  percentage  of  the  education 
costs  paid  by  parents.  He  believed  that 
3  cents  are  spent  for  the  auxiliaries  of 
knowledge  where  1  cent  is  spent)  for 
books. 

Secretary  McElheran,  of  the  London 
School  Board,  however,  views  with  alarm 
the  proposal  that  school  books  be  free. 
"There  is,"  he  said,  "too  much  pauperinsr 
through  ill-advised  philanthropy.  Of 
course,  this  is  my  old-fashioned  opinion 
and  may  not  be  of  anv  value  now." 

Children  in  the  fourth  book  at  the  pub- 
lic schools  require  an  annual  expenditure 
of  $1.50  for  books,  Mr.  Edwards  stated. 
Those  on  the  third  book  required  50  cents 
a  year,  the  second  book  took  15  cents  per 
pupil  per  year,  while  the  first  book  pu- 
pils needed  only  10  cents  a  year  for  aids 
to  knowleofre. 
NEW  CARBON  PAPER  FIRM 

A  new  concern  manufacturing  type- 
writer carbon  papers  in  Toronto  is  the 
firm  of  Carrib,  Ltd.,  561  King  Street 
West. 

Among  the  buyers  in  Toronto  recently 
was  Albeit  L.  Harding,  of  J.  H.  A.  Mac- 
Millan.  SL  John,  N.B 


Relationship  of  Traveler  and  Retailer 

One  Aspect  That  Seldom  Occurs  to  the  Average  Merchant — Something  About  the 

Necessity  for  Systematic  Reading 


TRAVELLING  salesmen  fill  one 
capacity  in  ',he  relationship  be- 
tween merchant  and  wholesale 
house  that  is  very  seldom  taken  into  con- 
sideration by  the  retailer,  and  that  is 
the  traveller's  service  to  his  house  in 
giving  a  "line  on  a  merchant"  to  the 
wholesale  firm's  credit  man.  A  mer- 
chant's credit  should  be  guarded  as  he 
guards  his  good  reputation  in  other  re- 
spects, and  as  the  average  travelling 
man  is  about  as  good  a  judge  of  human 
nature  as  you  will  find  anywhere,  it  is 
quite  obvious  that  the  traveller  is  in  a 
position  to  give  his  house  an  estimate 
regarding  a  retailer  that  will  be  most 
useful  in  the  guidance  of  the  credit  nlan 
in  case  of  such  contingencies  as  some- 
times, perhaps  unavoidably,  arise,  where- 
by a  request  for  an  extension  of  credit 
is  necessitated. 

When  sending  a  first  order  in  from 
one  retailer,  the  traveller  reported 
among  other  things: 

"He  does  not  subscribe  for  nor  read 
any  trade  papers.  He  says  he  has  no 
time  to  read." 

Now  imagine  yourself  in  the  place  of 
that  credit  man  getting  such  a  report  re- 
garding a  merchant.  What  would  you 
think  of  him  ?  How  would  you  rate  hrm 
in  comparison  with  the  merchant  who  is 
an  assiduous  reader  of  the  trade  paper? 

The  fact  is  that  a  merchant  who  con- 
fesses that  he  has  no  time  to  read  is  re- 
vealing a  weakness  that  acts  against  his 
own  interests  in  the  impression  of  the 
man  to  whom  he  makes  such  a  confes- 
sion. 

Frederick  Harrison,  in  an  admirable 
essay  on  reading,  says:  "Man's  business 
here  is  to  know  for  the  sake  of  living, 
not  to  live  for  the  sake  of  knowing. 
Every  book  or  paper  that  we  take  up 
Without  a  purpose  is  an  opportunity  lost 
to  take  up  a  book  or  paper  with  a" pur- 
pose; every  bit  of  stray  information 
which  we  cram  into  our  heads  without 
any  sense  of  its  importance,  is  for  the 
most  part,  a  bit  of  the  most  useful  infor- 
mation driven  out  of  our  heads  and  chok- 
ed off  from  our  minds.  To  know  any- 
thing that  turns  up  is,  in  the  infinity  of 
knowledge,  to  know  nothing.  To  read 
the  first  book  or  paper  we  come  across 
in  the  wilderness  of  books  and  papers,  is 
to  learn  nothing." 

This  means  that  to  read  with  maximum 
profit  we  should  read  in  the  direction  of 
our  occupation — that  the  merchant,  for 
instance,  will  best  use  his  spare  moments 
by  reading  his  trade  journal,  which  will 
keep  him  thoroughly  up-to-date  in  his 
knowledge  of  goods,  store-keeping,  and 
current  happenings. 

As  a  matter  of  fact  a  business  man 
of  our  day,  to  be  a  business  man,  must 
read.  We  live  in  an  age  of  scientific 
progress     and     commercial      innovation. 


Every  day  there  are  new  goods  and  new 
inventions;  every  day  there  are  develop- 
ments in  the  methods  of  store  keeping. 
To  keep  in  the  race  in  so  competitive  an 
age  an  acquaintance  with  these  is  abso- 
lutely necessary;  and  how  can  a  mer- 
chant make  such  acquaintance  if  he  does 
not  read;  and  how  else,  if  he  does  read, 
than  by  reading  his  trade  journal,  the 
book  of  new  things  and  broad  ideas  ? 

In  our  day  success  is  impossible  and 
subsistence  difficult  to  the  worker  wiTo 
does  not  read  and  think  as  well  as  work. 
The  development  of  machinery  and  store- 
keeping  methods  has  been  so  rapid  and 
continuous  that  those  "who  knew  it  all" 
years  ago  soon  find  themselves  confront- 
ed with  one  of  two  alternatives — the 
study  and  adoption  of  up-to-date 
methods,  or  extinction. 

And  in  this  connection  it  would  be 
well    for    employers    to    insist    on    their 


L.  H.   BARRON 
A    snap-shot   taken   at   Bombay,   India. 

salesmen  studying  their  trade  journal 
containing  the  latest  developments  in 
their  special  branches:  "I  do  the  think- 
ing for  this  store  or  factory;  my  em- 
ployees do  the  working,"  say  some  em- 
ployers. How  silly i  Ruskin  aptly  says: 
"We  want  one  man  to  be  always  think- 
ing and  another  to  be  always  working, 
and  we  call  one  a  gentleman  and  the 
other  an  operator;  whereas  the  work- 
man ought  often  to  be  thinking  and  tfie 
thinker  often  to  be  working,  and  both 
should  be  gentlemen  in  the  best  sense. 
The  mass  of  society  is  made  up  of  mor- 
bid thinkers  and  miserable  workers.  It 
is    only    by   labor   that    thought    can   be 
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made  healthy,  and  only  by  thought  that 
labor  can  be  made  happy,  and  the  two 
cannot  be   separated  with   impunity." 

A   WOULD  TRADE  TRAVELER 

An  interesting  trade  visitor  in  To- 
ronto last  month  was  L.  H.  Barron,  re- 
turning to  England  after  a  trip  around 
the  world  visiting  the  trade  in  many 
lands  in  the  interests  of  Harrod's,  Cham- 
bers,' and  other  British  publishing 
houses.  This  was  Mr.  Barron's  first 
visit  to  Canada,  and  to  put  it  mildly  he 
expressed  himself  as  captivated  with  this 
great  Dominion.  He  was  favorably  im- 
pressed also  by  the  "one  and  only"  Can- 
adian book  trade  paper. 

It  is  intei-esting  to  record  that  shortly- 
after  returning  to  the  Old  Country  Mr. 
Barron  intends  to  embark  in  business  on 
his  own  account,  booking  orders  for  ship- 
ment abroad  in  connection  with  which 
Canada  will  receive  special  attention. 

He  found  the  Canadian  booksellers  in 
a  most  receptive  mood  toward  British 
productions,  and  it  was  quite  apparent 
to  him  that  there  would  be  increasing 
business  sent  to  British  publishing 
houses  from  the  trade  in  Canada. 

Mr.  Barron  has  had  a  varied  experi- 
ence in  the  book  trade  since  entering  it, 
eighteen  years  ago.  At  one  time  he  was 
London  buyer  for  the  largest  firm  of 
booksellers  of  New  Zealand,  the  firm  of 
Whitcomb  &  Tombs,  Ltd.,  with  headquar- 
ters at  Christchurch,  N.Z. 

When  in  Toronto  he  got  into  touch  for 
the  first  time  in  many  years  w|ith  John 
G.  Oliver,  who  was  a  fellow-employee  of 
his  years  ago  in  the  famous  London 
book  house  of  Simkin,  Marshall,  Hamil- 
ton, Kent  &  Co. 

POINTS  IN  SELLING 

A.  W.  Shafer,  writing  in  a  U.  S.  trade 
paper  on  special  sales,  sums  up  the  ele- 
ments of  success  in  every  sale  in  these 
points: 

(1)  A  distinctive  "reason  wrhy." 

(2)  Merchandise  to  back  it  up. 

(3)  Unusual  values. 

(4)  Proper  window  display. 

(5)  Good  advertising. 

(6)  Interior  display. 

(7)  Salespeople's  enthusiasm. 

And  in  order  to  take  care  of  all  these 
numerous  details, 

(8)  Careful  and  far-advanced  planning 
is  imperative. 

When  you  are  tempted  to  stock  up  on 
some  new  line  of  goods,  consider  the 
financial  cost,  but  consider  also  whether 
you  know  enough  about  that  line  to  sell 
it  successfully. 

Don't  allow  dirt  or  disorder  in  your 
stock.  Keep  store  as  a  good  house- 
keeper would  keep  house. 


About  and  For  Travellers 


THE  TRAVELER'S  INFLUENCE 

IN    HIS    book,    "Traveling    Salesman- 
ship," Archer  Wall  Douglas  includes 
these  references  to  the  work  of  the 
traveling  salesman  as  a  missionary: 

"In  sober  truth  the  traveling  sales- 
man is  a  missionary,  though  often  an 
unconscious  one,  in  many  things.  He  is 
naturally  in  sympathy  with  progressive 
ways  and  methods,  and  brings  to  the 
dealers  in  the  small  town  the  wider 
vision  of  one  in  constant  contact  with  all 
sorts  and  conditions  of  men.  His  in- 
fluence in  great  national  questions  was 
well  illustrated  in  the  recent  war  when 
he  was  an  apostle  of  patriotism,  in- 
stinctively so  because  he  could  see  no 
other  way  out. 

"So  it  happens  that  the  traveling 
salesman  is  beyond  question  the  most 
accurate,  the  most  dependable  of  all  ob- 
servers of  the  conditions  and  the  people 
on  his  route.  This  is  a  fact  but  little 
realized,  and  of  which  as  a  rule  but  scant 
use  is  made.  The  knowledge  he  thus 
acquires  of  men  and  things  comes  from 
constant  contact  and  observation,  and 
unconsciously  imbues  and  permeates  his 
entire  thought  and  purpose.  He  natur- 
ally drifts  into  the  habit  of  endeavor- 
ing to  forecast  the  future  of  his  territory 
from  the  workings  of  the  daily  forces 
round  about  him,  for  in  such  forecast  his 
own  fortunes  are  bound  up.  So  he  is 
sure,  all  unconsciously,  to  become  an 
apostle  of  progress,  though  of  the  per- 
suasive rather  than  the  fiery  type,  for 
his  teachings  are  never  obtrusively  obr 
vious,  but  rather  along  the  lines  of 
persuasion  and  somewhat  rare  advice." 

SALESMEN  SELECT  EMPLOYERS 

"  'In  the  old  days  the  only  points  in 
which  a  salesman  was  interested  when 
accepting  a  job  were  the  product,  price, 
territory,  competition  and  reputation 
of  the  house,'  said  an  experienced  travel- 
ing man..  If  satisfied  regarding  these 
factors,  he  figured  that  the  rest  was  up 
to  him. 

"To-day,  however,  the  wise  salesman 
investigates  other  features.  He  wants 
to  know  what  sort  of  support  he  will  re- 
ceive. For  one  thing,  he's  interested  in 
the  question  of  advertising;  wants  to 
know  whether  or  not  he'll  be  backed  by 
vigorous  campaigns,   and   inquires   as   to. 


the  quantity  and  quality  of  trade  paper 
advertising."  —  From  H.  J.  Barrett's 
"How  to  Sell  More  Goods." 

DIDN'T  KNOW  THE  HOUSE 

On  one  occasion  when  making  an  ad- 
dress before  the  wholesale  merchants  of 
Alberta,  W.  E.  Lord,  of  W.  E.  Lord,  Ltd., 
spoke  from  the  standpoint  of  a  retailor 
on  the  subject  of  "The  Traveller  We 
Like  to  Buy  From."  In  his  illuminative 
address  he  dwelt  at  some  length  on  the 
retailers'  attitude,  and  gave  reasons  why 
retailers  sometimes  are  not  sold.  Mr. 
Lord  told  how  one  salesman  in  particular 
did  not  do  business  with  him  because 
the  salesman  was  not  thoroughly  posted 
on  the  goods,  and  because  Mr.  Lord,  as 
a  retail  buyer,  stated  that  he  (the  trav- 
eller), came  from  a  house  of  which  he 
knew  nothing. 

Every  manufacturer  and  distributor  to 
the  retail  trade  is  under  an  obligation  to 
his  travellers  and  to  the  jobbers'  travel- 
lers if  the  goods  are  distributed  through 
jobbers.,  to  the  extent  that  the  "house  and 
its1  products  should  be  made  known  to 
the  trade."  The  manufacturer  can  pave 
the  way  for  the  salesman — and  lower 
selling  expenses — by  making  his  house 
and  products  better  known  to  retail 
buyers.  The  average  buyer  hesitates 
about  buying  goods  made  by  firms  who 
seldom,  if  ever,  come  out  into  the  lime- 
light and  announce  their  house  and  their 
wares  in  the  mediums  which  the  retailers 
pay  for  and  read. 

He  expects  to  see  the  announcements 
of  the  progressive  manufacturers  and 
wholesalers  in  the  trade  paper.  It  in- 
fluences his  buying  and  keeps  him  con- 
stantly in  touch  with  the  best  selling 
arguments  about  the  goods  he  handles. 

CANADIAN  TRAVELLERS  LEAD 

If  retail  merchants  in  their  stores 
could  speed  up  sales  in  some  such  man- 
ner as  is  done  by  the  National  Cash 
Register  Company  with  its  remarkably 
able  selling  force  throughout  the  world, 
there  is  no  telling  to  what  extent  the 
year's  turnover  in  books,  stationery  and 
all  other  lines  could  be  increased.  The 
spirit  of  competition  figures  largely  in 
the  building  up  of  sales.  There  are  con- 
tests for   salesmen   with  worth-while  in- 


centives and  there  is  much  to  be  said  for 
creating  the  atmosphere  of  a  game  in 
the  fight  for  business. 

In  the  present  drive,  which  has  already 
broken  all  records  for"  sales  of  cash  reg- 
isters, it  is  interesting  to  report  the  suc- 
cess of  several  Canadian  travellers  on 
the  N.C.R.  selling  force.  J.  A.  Beaver, 
St.  John,  N.B.,  came  out  top-notcher  of 
all  the  N.C.R.  salesmen  in  the  first  seven 
days  of  the  big  prize  contest  now  on. 
There  were  33  in  all  who  got  100  per 
cent,  of  quota  or  exceeded  it.  Mr. 
Beaver's  showing  was  337.0  per  cent, 
of  quota.  Sixth  in  the  standing  was  J 
Maddi,  London,  Ont.,  with  166.04  per 
cent.  Eighth  came  G.  D.  Cumming, 
Kitchener,  Ont.,  with  146.1  per  cent.  C. 
G.  Layland,  Edmonton,  was  14th,  with 
134.7  per  cent.,  and  W.  E.  Wright,  Lon- 
don Ont.,  19th,  with  123.9  per  cent,  of 
quota. 

FROM  INKS  TO  TYPEWRITERS 

The  newly-organized  Empire  Type- 
writer Co.,  of  which  E.  D.  Twite  is  man- 
ager, is  capitalized  at  $150,000.  The  in- 
corporators include  Sir  Herbert  S.  Holt, 
who  is  president,  and  Huntley  R.  Drum- 
mond,  vice-president.  Besides  market- 
ing the  Empire  Typewriter,  other  asso- 
ciated lines  will  be  carried  such  as  rib- 
bons and  carbons. 

Mr.  Twite  is  well  known  to  the  station- 
ery trade  by  reason  of  his  having  sold 
this  trade  as  a  member  of  the  Canadian 
selling  organization  of  the  Carter's  Ink 
Co. 
DEALER  HELPS 

The  L.  E.  Waterman  Co.,  Ltd.,  Mont- 
real, is  noted  for  the  production  of  ar- 
tistic yet  effective  dealer  helps,  and  their 
new  ink  cut-out  is  as  attractive  as  any- 
thing produced  in  a  long  while.  It  is 
lithographed  in  a  number  of  colors,  the 
detail  of  the  bottles,  labels,  etc.,  being 
reproduced  in  exact  colors.  The  cut-out 
is  21%  in.  x  27%  in.,  and  the  arrange- 
ment is  such  that  when  folded  it  is  flat, 
but  unfolded  it  leaves  spaces  for  the 
bottles  to  stand  in  against  the  back- 
ground. The  result  is  very  effective 
while  taking  the  minimum  of  space.  This 
is  an  interesting  addition  to  the  dealer 
helps  that  are  being  provided  by  some 
of  the  manufacturers  of  leading  lines  of 
goods  for  stationers. 


J.    MADDI, 
London,    Ont. 


C.    D.    CUMMING, 
Kitchener,  Ont. 
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C.   J.    LAYLAND, 

Edmonton,    Alta. 


W.   E.   Wright, 
Winnipeg,    Man. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers  and  Stationers  in 

All  Parts  of  Canada 


Yarmouth,  N.S. — Vickery's  Bookstore 
in  a  newspaper  advertisement  of  reprint 
novels  directs  alterations  to  window  dis- 
play. This  shows  appreciation  of  the 
point  made  in  previous  issues  of  "Book- 
seller and  Stationer"  to  the  ef- 
fect that  it  is  advisable  to  have  con- 
curred publicity  by  means  of  window  dis- 
play and  newspaper  advertising  for  a 
certain  article  or  line  of  goods  because 
such  repetition  hammers  home  a  pro- 
position and  improves  the  chances  of 
bringing  results. 

Hamilton,  Ont. — Robert  Duncan  &  Co., 
in  a  stationery  advertisement,  included 
reference  to  a  line  of  English  hand-made 
parchment  papers.  This  advertisement 
ended  with  these  words:  "May  we  show 
you  a  sample?" 

Ingersoll,  Ont. — Under  the  heading  of 
"A  Little  Bit  of  History,"  E.  J.  Coles  & 
Co.,  use  a  space  three  columns  wide  by 
fifteen  inches  deep,  devoted  chiefly  to 
the  presentation  of  the  story  of  the 
origin  of  wall  paper.  Readers  will  recall 
the  story  of  this  development  appearing 
in  a  recent  issue  of  "Bookseller  and 
Stationer."  This  advertisement  ap- 
peared in  the  Woodstock  "Sentinel  Re- 
view" of  Saturday,  March  6,  and  follow- 
ing the  story  referred  to  the  following 
appeal  for  trade  v/as  made: 

"We  are  prepared  to  supply  your  wall- 
paper needs  from  stock  and  believe  that 
your  acquaintance  with  it,  cannot  fail 
to  result  in  satisfactory  choice.  The 
wallpaper  season  is  about  due — come  and 
examine  these  lovely  productions  before 
the  rush  begins.  Why  not  come  in  to- 
night or  on  Monday?" 

Kingston,  Ont.— The  College  Book- 
store does  some  remarkably  good  news- 
paper advertising.  A  good  suggestion 
for  other  dealers  is  afforded  by  this  quo- 
tation from  a  recent  adveitisement  un- 
der the  heading:  "To  Lovers  of  Good 
Music":  "Hear  the  following  big  hits  as 
played  by  the  Strand  and  Grand 
Theatre  orchestras — Patches,  Bye-Lo, 
Hawaiian  Moonlight,  Dreamy  Amazon. 
Peggy,  Bells  of  St.  Mary's,  You  Know 
Tonight  and  Wednesday." 

London,  Ont. — A  book  store  advertise- 
ment giving  the  telephone  number  and 
the  name  of  the  employee  in  charge  of 
the  circulating  library  is  a  novel  one  ap- 
pearing in  a  recent  issue  of  the  London 
"Echo."  It  was  worded  as  follows,  but 
appeared  in  display  type: 

"In  times  like  these,  real  bargains  are 
scarce.  Here  is  one  you  cannot  afford  to 
miss  "Strong  Hours,"  by  Maud  Diver, 
$2.  We  think  the  best  book  of  modern 
fiction  we  ever  read.  Phone  300,  ask 
for  Miss  Morton.  She  will  tell  you  how 
you  can  read  it  for  5  cents." 

Kingston,  Ont. — Under  the  display 
heading:  of  "The  Book  of  Family  Devo- 
tion," R.  Uglew  &  Co.  used  this  descrip- 
tive paragraph  together  with  the  price: 


"This  new  'Book  of  Family  Prayers  and 
Devotion.'  which  is  issued  by  authority 
of  the  General  Assembly  of  the  Presby- 
terian Church  in  Canada,  is  designed  to 
provide  devotional  aids  to  worship  in  the 
home.  Neatly  bound  in  cloth,  of  con- 
venient size." 

This  links  up  with  the  suggestions 
given  in  a  recent  issue  on  the  advisability 
of  making  special  efforts  to  sell  de- 
votional books. 

Hamilton,  Ont. — Books  from  85c  to 
$1.75  for  39c  are  advertised  by  Robert 
Duncan  &  Co.,  as  "An  actual  feature  of 
our  big  annual  sale." 

Ingersoll,  Ont. — Murray's  Bookstore 
for  "Dollar  Day"  featured  special  one- 
day  bargains  in  books  and  also  china- 
ware,  of  which  a  large  stock  is  carried 
in  this  store,  which  is  advertised  as  "Tfie 
Gift  Shop." 

Collingwood,  Ont. — Brown's  Book  and 
Wallpaper  Store,  in  recent  advertising 
featured  "Last  season's  papers  without 
borders,  regular  50c,  75c  and  $1.  at  19c 
a  roll." 

London,  Ont. — John  R.  Scott  advertis- 
ed a  "Real  Book  Sale"  in  a  good  display 
announcement  in  the  "Free  Press"  of 
March  5.  One  lot  of  books  regularly  75c, 
many  leathercraft  bindings,  were  offered 
at  48c,  and  other  special  offerings  were 
at  19c,  27c  and  38c  each.  One  table  of 
books  comprising  leather  bound  poets, 
Dickens,  Scott,  Ruskin,  Drummond, 
works  on  travel,  boys'  and  girls'  books, 
etc. 

Toronto,  Ont.  —  Frederick  J.  Roy, 
bookseller  and  newsdealer,  81  Queen 
Street  West,  uses  small  display  space  in 
Toronto  newspapers  advertising  books. 
A  recent  one  featured  books  about  rab- 
bits, poultry,  canaries  and  pigeons. 

Perth,  Ont.— John  Hart,  of  the  Perth 
Bookstore,  pays  good  attention  to  his 
wallpaper  department,  featuring  mould- 
ings, window  shades  and  picture  framing 
as  well. 

London,  Ont. — Dollar  specials  in  books, 
stationery.  French  ivory  goods,  hand- 
bags, Ouija  boards,  and  playing  cards 
were  featured  in  the  "Dollar  Day"  ad- 
vertising of  Wendell  Hoimes,  Ltd.  Tab- 
lets regularly  35c  and  40c  each  were  fea- 
tured at  4  for  $1,  the  dollar  special  be- 
ing in  this  manner  applied  to  many  items 
not  priced  as  high  as  a  dollar  individu- 
allv. 

Orillia,  Ont. — Smith's  Bookstore  in  a 
good  display  advertisement  devoted  to 
wallpaper  for  spring,  included  this  sen- 
tence: "Phone  228  and,  we  can  send 
sample  books  to  your  home." 

Nanaimo,  B.C. — Jepson  Bros,  ran  an 
effective  advertisement  under  the  head- 
ins:  of  "Nat  Gould's  Novels,"  following 
this  up  with  the  following  quotation  from 
the  "London  Times": 

"Of  Mr.  Nat.  Gould's  novels,  more 

than    .  ten  million  copies  have  been 

sold,  and  when  this  can  be  said  of 

an    author  there   must  be   qualities 
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in  his  work  which  appeal  to  human 
nature — qualities  therefore,  which 
even  the  most  superior  person  would 
do  well  to  recognize. 

"They  are   stories  which   set   you 
down  in  an  arm  chair  and  keep  you 
there  till  they  are  pleased  to  stop." 
This  was  followed  up  with  a  paragraph 
to  the  effect  that  the  store  had  a  large 
seiectioa  of  Nat.  Gould's  novels  at  35c  a 
copy. 

Wingham,  Ont. — In  a  "Dollar  Day" 
advertisement  by  the  Times  Book  and 
Stationery  Store,  occupying  almost  a 
quarter  of  a  page  of  newspaper  space, 
there  is,  strange  to  relate,  not  a  single 
item  priced  at  one  dollar.  This  would 
seem  to  discount  the  effect  of  the  Dollar 
Day  advertising  idea,  making  it  a  poor 
rather  than   a   good  advertising   idea. 

Camrose.  Alta. — The  association  of 
musical  merchandise  with  book  and  sta- 
tionery stores  is  emphasized  in  the  ad- 
vertising of  E.  B.  Spark,  who  advertises 
his  business  as  a  book  and  music  store* 

VANCOUVER  NOTES 

Maurice  Blainey  succeeds  Ben  Toone 
in  the  book  department  of  the  David 
Spencer,  Ltd.,  store  at  Vancouver,  B.C. 
Mr.  Toone  is  now  with  the  business  of 
the  Granville  Stationery  Co.  in  that  city, 
who  have  greatly  extended  their  book  de- 
partment. 

David  Spencer,  Ltd.,  recently  pur- 
chased the  building  of  Clark  &  Stuart, 
in  order  to  provide  a  needed  enlargement 
of  the  Spencer  store.  Clark  &  Stuart 
have  secured  more  commodious  quarters 
for  their  growing  business  further  along  j 
Seymour  St. 

A  flourishing  new  book  and  stationery  I 
store  in  Vancouver  is  that  conducted  by  | 
Benjamin  Jones,  Granville  St.         , 

TRADE   ENQUIRIES 

Quills. — A  London  firm,  who  are  large  | 
buyers  of  raw  quills   (goose  and  duck) 
for  the  manufacture  of  pens,  toothpicks,! 
etc.,  are  desirous  of  purchasing  supplies | 
from   Canada. 

Paper. — A  company  trading  in  thel 
Far  East  wants  Canadian  supplies  ofl 
newsprint  paper  and  paper  for  envelopesf 
and  books.  Quotations  on  samples,| 
prices    and   deliveries. 

RECENT    INCORPORATIONS 

Windsor  Phonograph  and  Record  Co., 
Ltd.  Incorporators:  John  Kerry  and| 
Aime  Svdney  Bruneau,  advocates: 
Stephen  Raymer,  agent,  and  others — all| 
of  Montreal*.  Capital  $1,000,000,  divided 
into  100,000  shares  of  $10  each.  Hear" 
office,  Montreal. 

Empire  Typewriter  Company  of  Can-| 
ada,  Ltd.  Incorporators:  Frank  Breador 
Common,  advocate;  Francis  Georgd 
Bush  ?.nd  Herbert  William  Jacksonj 
bookkeepers,  and  others,  all  of  Montreal! 
Capital  $150,000,  divided  into  1,50(1 
shares  of  $100  each.  Head  office,  Montf 
real. 


Selling  Ideas  for  Stationers 


WHAT  proved  to  be  an  excellent 
and  trade-drawing  display,  and 
one  of  the  best  which  they  have 
yet  exhibited,  was  that  made  by 
Phelar's,  Montreal,  prior  to  St.  Patrick's 
Day.     This  window  drew  wide  attention. 

Of  course  the  color  scheme  was  green 
and  white.  And  Mr.  Pheian  made  appro- 
priate choice  of  a  shade  that  was  effec- 
tive as  well  as  pleasing. 

The  central  feature  was  the  historic 
harp,  and  this  had  been  cut  from  beaver 
board  and  delicately  tinted  with  har- 
monious green,  and  this  again  was  shad- 
ed. Standing  full  size  in  the  very  centre 
of  the  background — but  about  four  feet 
back  from  the  glass,  it  served  to  beckon 
the  onlooker  to  closer  range.  This  re- 
vealed, in  detail,  the  song  books,  cut- 
outs, cards,  etc.,  which  were  shown. 

The  use  of  wood  rods  or  poles,  about 
one  and  a  half  inches  i:i  diameter,  and 
reaching  from  the  floor  of  the  window 
to  the  ceiling,  covered  with  green  crepe 
paper,  served  to  set  off  the  window  to 
excellent  advantage.  Between  these-rods 
white  crepe  paper  was  suspended,  twist- 
ed in  augur-like  fashion.  With  suitable 
interspersion  of  green  and  white 
throughout,  a  window  of  real  merit  prov- 
ed the  value  of  linking  up,  well  in  ad- 
vance, with  the  natal  day  of  Ireland's 
Patron   Saint. 

LET  PEOPLE  "FEEL"  THE  GOODS 

Here's  a  little  tip  worth  thinking 
about.  It  is  a  remark  made  by  J.  R. 
Buyers,  a  merchant  in  Oakville,  Ont.: 

"If  I  could  get  everything  out  where 
the  people  could  lay  their  hands  on  it 
I  would  increase  my  business  by  an  al- 
most incredible  percentage.  It  is  the 
'feel'  of  an  article  that  gets  a  person." 

"WE  CAN  GET  IT  FOR  YOU" 

How  can  you  sell  goods  if  you  haven't 
them  in  stock.  True,  you  can  recite  that 
old  one:  "We  can  get  it  for  you,"  but 
people  get  tired  of  hearing  that  phrase 
and  it  shouldn't  be  overworked!  Even 
though  an  article  does  not  sell  every  day 
or  even  every  week  it  is  well  to  keep  it 
on  the  shelves  or  in  the  store  room. 
There  is  nothing  that  hurts  a  man  as 
much  as  to  be  always  'out.'  It  is  poor 
business  for  a  man  to  buy  a  quarter  of  a 
dozen  of  something  when  he  should  buy 
two  or  three  dozen.  It  does  not  pay,  of 
course,  to  have  too  much  left  on  your 
hands,  but  this  can  be  avoided  by  watch- 
ing the  stock  closely.  Anyway,  it  is 
better  to  have  too  much  than  too  little 
as  long  as  due  care  is  taken  that  the 
stuff  does  not  go  to  waste. 

PHOTO  DEVELOPING  SERVICE 

In  considering  the  prospects  of  your 
photo  developing  and  printing  depart- 
ment, try  to  give  people  the  very  best 


work  you  possibly  can  in  finishing  and 
developing.  If  a  man  does  not  turn  out 
good  work  for  them  his  customers  will 
mighty  soon  go  somewhere  else.  It  is 
all  right  to  catch  the  transient  trade, 
but  it  is  the  regular  trade  that  holds  up 
a  business  and  the  regular  trade  must, 
therefore,  be  catered  to. 

A   SUGGESTION 

Have  one  of  your  clerks  specialize  on 
business  books.  Get  the  business  men 
to  know  him  personally.  It  will  increase 
your  sales. 

And  the  first  thing  you  know  he  will 
be  making  good  suggestions  about  in- 
creasing business  cr  saving  money  in 
your  business. 

Business  reading  is  just  as  valuable  to 
you  as  to  any  other  business  man.  Don't 
forget  that. 


Hang  Goods  From 

Ceiling  to  Avoid 
Congestion 

The  small  store  is  frequently  a 
handicap  to  booksellers  and  sta- 
tioners, and  it  is  advisable  to  turn 
every  inch  of  space  to  the  best  ad- 
vantage. This  drawback  can,  to 
some  extent,  be  overcome  by  string- 
ing wires  overhead.  From  each 
wire  hang  small  articles.  Thus 
shown  off  the  attention  they  get 
is  even  better  than  if  displayed  in 
a  show  case.  The  display,  if  any- 
thing, adds  to  the  appearance  of 
the  store  and  gives  the  customer 
something  to  look  at  while  in  the 
store. 


Color  Effect  in  Window  Displays 

Some  Hints  About  the  Harmonizing  of  Colors  in  Connection 
With  Decorating  Windows  So  as  to  Produce  Effects 


WHILE  red  is  by  all  odds  the 
color  with  the  greatest  power  of 
attraction,  it  should  be  remem- 
bered that  red  is  distinctly  a  cold- 
weather  color,  as  pointed  out  in  an  article 
invaluable  to  window  trimmers  on  this 
subject  of  color  harmony  appearing  in 
Dennison's  "Bulletin." 

Red  contrasts  well  with  green  or  colors 
containing  green  and  harmonizes  with 
the  russet  colors.  It  looks  well  also  with 
white,  orange,  gray  and  dark  green,  but 
these  four  colors  should  be  sparingly 
used.  Never  use  red  as  a  basic  color 
in  summer. 

Pink  is  at  its  best  as  a  basis  in  com- 
bination with  white,  nile-green  or  light 
blue.  When  white  goods  are  to  be  dis- 
played a  pink  background  with  nile-green 
trimmings  makes  an  excellent  decoration. 
Pink  gives  a  sense  of  coolness  and  is  de- 
cidedly a  summer  color. 

Yellow  harmonizes  well  with  green 
and  its  combinations  with  white  are  very 
good.     It  is  an  excellent  fall  color. 

Orange  harmonizes  well  with  objects 
of  a  maroon,  green,  red,  blue,  gray  or 
white  color.  Contrasting  color  to  use 
with  it  in  trims  may  be  black  or  olive- 
green.  It  is  distinctly  a  fall  color,  as 
is  also  its  near  neighbor  russet. 

Purple  with  gold  makes  a  rich  com- 
bination. These  two  colors  should  only 
be  used  in  decoration  for  fine  goods  of 
handsome  appearance.  Purple  may  also 
be  used  with  dark  red,  dark  green, 
orange,  brown,  white  or  rose. 
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Blue  is  a  good  summer  color  if  not  too- 
dark.  It  looks  well  with  white,  gray, 
black,  golden  brown  and  orange.  It  is 
essentially  a  soothing  and  a  real  vaca- 
tion color. 

Green  is  another  summer  color  if  used 
in  the  light  shades.  It  goes  well  with 
red,  white,  orange,  purple  and  brown. 
The  strongest  contrast  is  made  with 
crimson  and  the  best  harmony  with  yel- 
low. 

Gold  as  a  basic  color  is  not  used  very 
often.  While  it  harmonizes  with  nearly 
all  light  colors,  effective  display  can 
only  be  made  with  pure  white.  It  con- 
trasts with  all  dark  colors,  but  looks  its 
best  with  a  solid  rich  purple,  a  pure  full 
green,  a  dark  intense  blue,  black,  or  me- 
dium dark  brown.  It  is  distinctly  a  late 
fall  and  winter  color. 

Black  or  white  are,  as  a  rule,  objec- 
tionable as  basic  colors.  White  contrasts 
with  black  and  brown  and  it  harmonizes 
with  gold,  gray,  and  buff  colors.  Good 
combination  colors  are  pink,  blue,  yellow 
and  orange. 

It  is  well  to  remember  that  the  back 
ground  of  a  window  display  is  solely  for 
the  purpose  of  limiting  the  view,  that 
the  observer's  attention  may  be  centered 
on  the  display.  The  decorative  effect 
needed  is  either  a  design  or  trimming  to 
relieve  the  bareness.  The  background 
gives  a  finished  appearance  to  the  ex- 
hibit and  in  a  measure  gives  additional 
"circulation"  to  the  display  by  attract- 
ing attention  from  persons  in  or  across 
the  street.  The  background  should  never 
become  so  overelaborated  that  it  has  a 
greater  force  than  the  goods  on  display. 


BOO K S E LLER     AND     STA T I 0  N  E R 


SELI    GOOD  PAPER 

The  paper  business  men  use  for  their 
letterheads  is  only  one  of  -  the  factors 
involved  in  the  question  of  good  corres- 
pondence. But  it's  the  finishing  touch 
that  gives  the  first  impression  to  the 
recipient  when  he  unfolds  the  letter. 

That's  why  careful  business  men  don't 
slight  the  question  of  the  letterhead. 
They  feel  that  a  well-thought-out  and 
well-expressed  message  deserves  a 
good  letterhead. 

These  are  thoughts  that  the  stationer 
should  keep  in  mind  in  selecting  the 
paper  for  the  letterheads  he  uses  him- 
self, and  it  is  good  subject  to  use  in  pro- 
moting sales  of  better  papers  to  cus- 
tomers. The  advertising  value  of  letter- 
heads and  the  natural  tendency  of 
people  to  judge  a  concern  by  the  im- 
pression made  by  the  letterheads  used 
should  be  impressed  upon  all  custom- 
ers. The  resulting  sales  of  greater 
quantities  of  letterheads  on  high  grade 
stock  will  help  to  an  encouraging  degree 
to  add  to  the  volume  of  total  sales. 

MANIFOLD    PAPERS 

Manifold  papers  for  use  in  office  for 
filing  purposes  can  be  sold  readily  by 
stationers.  To  promote  their  sale,  here 
is  a  suggestion  that  dealers  might  use 
in  their  newspaper  advertising  of  this 
line: 

"The  stenographer  saves  time  with 
a  manifold  paper  that  can  be  manipu- 
lated in  the  typewriter.  She  does  not 
like  a  woody,  brittle  paper  that  cracks 
and  breaks  in  handling. 

"The  file  clerk  desires  a  manifold 
paper  strong  enough  to  stand  on  its 
own  feet  instead  of  getting  weak  in  the 
knees  and  collapsing  into  a  scroll,  and 
tough  enough  to  hold  instead  of  break- 
ing out  from  its  clips  and  staples." 

IMPROVE  DISPLAY 

Speaking  of  the  sale  of  miscellaneous 
items  ir  stationery  stores,  E.  Y.  Holder, 
who  operates  a  chair  of  stationery  stores 
in  Chicago,  referred  to  the  poor  win- 
dow display  of  miscellaneous  items  that 
are  ordinarily  made  and  stated  that  in 
his  opinion  prices  should  always  be 
shown.  He  drew  a  comparison  between 
window  displays  of  English  stores  and 
those  in  America,  and  then  called  atten- 
tion to  the  fact  that  the  five-and-ten- 
cent  stores  are  getting  much  of  the 
business  in  miscellaneous  stationery 
that   should   go  to   the   stationer. 

A  POINTER 

Five  years  ago  the  call  for  alphabeti- 
cal vertical  file  guides  was  nearly  always 
met  by  the  average  stationer  with  the 
furnishing  of  manila  guides,  which  are 
at  best  only  suitable  for  inactive  or 
transferred  records.  Soon,  however,  the 
progressive  ones  found  that  pressboard 
guides  at  four  times  the  cost  gave  ten 
to  twenty  times  the  service  of  manila 
guides  and  recommended  them  accord- 
ingly.    To-day,  according-  to.  manufactur- 

.  ing  records,  there  are  made  as  many 
pressboard  guides  as  manila,  whereas 
five   years   ago   the   proportion  was  five 

.  to  one  in  favor  of  the  manila.  The  in- 
ference is  plain. — Walden's  Stationer. 


NELLES'  GOOD  PLAN 

Guelph,  March  11,  1920. 
Editor  Bookseller  and  Stationer: 

Sir — I  have  a  plan  to  suggest  to 
the  wholesale  and  retail  trade  that, 
if  worked  out  in  the  proper  spirit, 
should  be  the  means  of  increasing 
business  for  the  former  and  enab- 
ling the  latter  to  meet  together, 
combining  business  with  pleasure. 

Have  the  jobbers  and  wholesal- 
ers, such  as  Copp,  Clark  Co.,  War- 
wick's, Ryerson  Press,  Musson's, 
Oxford,  McClelland's,  and  all  others 
who  make  a  special  spring  display, 
agree  on  say  the  first  ten  days  in 
March,  to  have  their  lines  on  ex- 
hibition in  Toronto,  either  in  their 
warehouses  or  at  hotels,  in  place  of 
the  present  indiscriminate  dates 
that  each  have  of  asking  the  trade 
to  go  to  see  them. 

If  this  were  done  more  outsiders 
would  attend,  as  they  could  make 
one  trip  cover  the  whole  lot  and 
see  three  or  four  firms  a  day,  pos- 
sibly curtailing  the  expense  account 
by  some  arrangement  between 
them  as  to  the  settlement  with  the 
buyers. 

Then,  again,  the  retailers  could 
devote  say  two  of  the  days  for  a 
meeting  in  the  evening  or  daytime, 
forming  an  association  to  try  and 
better  all  arrangements  that  now 
are  worrying  the  bookseller. 

Men  from  all  over  Canada  would 
make  this  ten  days  their  annual 
trip,  and  with  all  the  lines  open  for 
their  inspection,  it  would  expedite 
a  great  deal  of  their  work  with  the 
different  wholesalers. 

The  travellers  could  announce  to 
the  trade  that  they  would  be  in  dur- 
ing this  exhibition,  and  sooner  or 
later  it  would  become  a  business 
proposition  to  visit  the  wholesalers 
at  this  time  of  the  year  to  do  the 
buying  for  the  fall  season. 

It  would  also  provide  an  oppor- 
tunity for  the  retailers  to  get  to- 
gether and  talk  over  trade  difficul- 
ties and  see  what  could  be  done  be- 
tween the  wholesalers  ana  retailer 
to  remedy  some  of  the  things  that 
are  bothering  everyone  during 
these  strenuous  times. 

Let  me  hear  what"  both  have  to 
say  in  regard  to  this  suggestion. 
Those  I  have  approached  seem  to 
think  it  would  be  a  great  opportu- 
nity. Write  "Bookseller  and  Sta- 
tioner" your  views,  retailers  and 
wholesalers,  and  possibly  a  good 
thing  will  turn  up  for  everyone. 
Yours  truly, 

C.  L.  NELLES. 


STANDARDIZE   SHAPES   AND   SIZES 

Following  is  a  quotation  from  the  re- 
port of  the  committee  on  paper  and  en- 
velopes as  presented  at  the  recent  con- 
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vntion  of  stationers  of  the  U.  S.  at 
Richmond,  Va. 

"The  great  benefits  gained  by  the  re- 
tail stationers  from  the  reduction  in  the 
number  of  styles  and  thicknesses  of 
blank  books,  and  from  the  elimination 
of  certain  numbers  of  pencils,  pens  and 
rubber  bands,  lead  us  to  believe  that  it 
would  be  equally  beneficial  if  similar 
reductions  could  be  made  in  the  num- 
ber of  weights,  sizes  and  grades  of  en- 
velopes, if  certain  numbers  of  type- 
writer paper  could  be  eliminated,  and 
if  the  number  of  shapes,  sizes,  and 
colors  of  fancy  papers  could  be  kept 
down  nearly  to  the  basis  reached  dur- 
ing war  times.  The  consumer  in  each 
case  would  easily  adapt  himself  to  these 
changes,  the  retail  stationers  would  not 
be  burdened  with  the  necessity  of  carry- 
ing such  a  large  variety,  and  the  manu- 
facturer would  pass  on  to  both  retailer 
and  consumer  the  price  reductions  pos- 
sible as  a  result  of  the  large  increase  in 
the  volume  of  production  of  each  of  the 
smaller   number   of   styles. 

"We  regret  that  it  is  impossible  for 
us  to  make  definite  recommendation,  but 
we  must  leave  these  suggestions  for  the 
new  committee  with  confidence  that  the 
manufacturers  are  ready  and  anxious 
to  cooperate  with  the  retailer  in  every 
move  of  this  kind." 

The  conditions  thus  dealt  with  apply 
to  Canada  as  well  as  the  U.  S. 

ASK  YOURSELF— 

Do  I  feel  every  drop  of  blood  and  every 
fibre  in  me  tugging"  away  at  my  ambi- 
tion, saying  "Amen"  to  my  work? 

Am  I  backing  up  my  chance  in  life  in 
every  possible  way,  or  am  I  sliding  along 
the  lines  of  least  resistance? 

Am  I  keeping  myself  fit  to  do  the  big- 
gest thing  possible  to  me  every  day  of 
my  life  ? 

Am  I  working  along  the  line  of  my 
talent,  or  am  I  getting  my  living  by  my 
weakness  instead  of  my  strength? 

sAm  I  strengthening  my  weak  points, 
making  my  strong  points  stronger,  and 
eliminating  the  things  which  are  keeping 
me  back,  the  enemies  of  my  success  ? 

Do  I  decide  things  quickly,  finally,  or 
am  I  forever  on  the  fence,  fearing  to 
make  definite  decisions  which  I  cannot 
reconsider? 

Have  I  the  initiative  which  begins 
things  without  being  told  to;  which  does 
things  without  waiting  for  others'  in- 
structions ? 

Do  I  dare  to  attempt  the  thing  I  in- 
stinctively feel  capable  of  doing,  and  I 
know  that  I  ought  to  do  ? 

Have  I  the  courage  which  dares  to 
branch  out  in  an  original  way,  dares  to 
make  mistakes  that  may  humiliate  me  if 
I  should  not  happen  to  succeed? 

Do  I  try  to  develop  that  bigger  man 
back  of  the  smaller  man  I  am,  by  obeying 
the  God-urge  that  ever  bids  me  up  and 
on  to  greater  endeavor? 

If  you  can  answer  the  above  questions 
in  the  right  way,  you  will  bring  out  a 
hundred  per  cent,  of  your  ability  instead 
of  the  fifty  per  cent,  that  the  majority 
of  young  men  are  content  to  de- 
velop; you  will  attain  your  ambition  and 
be  what  vou  long-  to  be. — "Success." 


It's  the  "Different"  Scheme  That  Pulls 

So  Says  Manager  of  the  Toy  Department  of  a  Big  Store  in  Montreal 


DOING  things  differently.  That  is 
an  important  factor  in  the  de- 
velopment of  the  toy  department 
of  Goodwin's  Ltd.,  St.  Catherine  Street 
West,  Montreal.  Doing  things  differently 
than  one's  competitor. 

Does  it  ever  occur  to  some  that  the 
very  fact  of  being  an  initiator  is  as  a 
tonic  when  one  is  not  hungry?  It 
serves  to  get  one  out  of  a  rut  if  he  has 
been  unfortunate  enough  to  get  into  one, 
and  if  not,  keeps  one  from  falling  there- 
into. 

"We  believe  that  we  have  always  been 
leaders  in  the  matter  of  the  Santa  Claus 
idea  at  Christmas  time,"  said  Mr. 
Fletcher,  of  the  toy  department,  in 
speaking  with  "Bookseller  and  Sta- 
tioner." "And  it  has  worked  out 
well.  Last  year  our  toy  sales  were  very 
heavy;  I  believe  that  our  business  was 
almost  doubled.  Saturday  afternoons 
the  department  was  crowded  so  much 
that  there  was  practically  no  room,  and 
we  had  to  have  a  very  large  staff  to 
handle  the  business.  Santa  Claus  wis 
here  in  the  afternoons  and  spoke  to  the 
children,  and  it  was  a  fine  success. 'v 

Came  in  Aeroplane 

But  this  idea  of  Santa  Claus  was  not 
new.  That  goes  without  saying.  It  was 
the  manner  in  which  the  idea  was  put 
across — that  "doing  things  differently" 
way,  and  which  usually  wins,  whether 
carried  out  at  Goodwin's  or  somewhere 
else. 

The  ambitious  feature  of  the  Santa 
Claus'  stunt  last  Christmas  time  was 
that  of  arranging,  beforehand,  for  the 
arrival  of  the  Children's  best  friend  at 
that  time  of  the  year,  by  aeroplane — 
real  aeroplane,  mind  you.  Ambitious  as 
was  this  idea,  and  costly  as  it  must  have 
been,  if  crowds  were  any  indication  of 
the  success  thereof  then  success  it  was. 

Due  announcement  had  been  advertis- 
ed in  the  daily  newspapers  for  many 
weeks.  Lettergrams  (or  better,  "Aero- 
grams") were  announced  daily,  denoting 
the  progress  of  old  Santa  frcm  his  north- 
ern abode.  Interest  deepened  and  excite- 
ment intensified  on  the  part  of  the  little 
tots  as  the  glad  day  of  Santa's  arrival 
drew  near.  It  is  safe  to  say  that  the 
first  page  of  the  evening  paper  that  was 
read  on  the  street  car  by  all  juveniles 
who  could  read,  and  by  many  who  could 
scarce  claim  any  juvenility,  was  that 
page  on  which  these  "Aerograms"  were 
to  be  found. 

The  Hour  Arrives 

Then  came  the  day.  The  hours  wore 
along — how  long  they  were  for  the  wee 
folk?  The  rain  began  to  fall,  impatience 
was  evident  on  the  big  field  which  was 
shortly  to  receive  the  dear  old  Santa. 
"He  comes"  "There  he  is."  And  cheers 
went  up,  only  to  increase  as  the  wee 
speck  grew,  and  the  whirr  of  the  propel- 
lor  and  the  engines  became  audible.     It 


was  a  sight  for  a  historian  to  witness  the 
expectant  faces,  the  craned  necks,  the  big 
eyes  of  that  mass  of  boys  and  girls.  And, 
as  he  hovered  over  and  gracefully  land- 
ed, piloted  right  to  the  centre  of  that 
waiting  crowd,  which  had  been  held  back 
by  an  array  of  pclicemen,  a  mighty  cheer 
arose.  "There  he  is,"  burst  from  wee 
throats  as  a  real,  red-garbed,  fat  and 
smiling  Santa  buoyantly  stepped  to  the 
ground,  welcomed  by' His  Worship  Mayor 
Martin.  And  then,  off  he  was  whisked 
in  a  waiting  automobile  to  the  store,  the 
crowd  following. 

Speaking  of  "their"  Santa  Claus,  Mr. 
Fletcher  said  that  they  believed  many  of 
the  juvenile  patrons  who  came  to  see  him 
looked  upon  him  as  the  "real"  thing, 
other  Santas  which  were  elsewhere  en- 
countered being  considered  his  brothers. 
So  much,  again,  for  the  value  of  the  in- 
itiative suggesting  this  ambitious  aero- 
plane stunt. 

It  is  worthy  of  note,  too,  that  Santa's 
headquarters  were  prepared  in  advance. 
These  took  the  form  of  a  real  miniature 
castle,  erected  at  much  expense  over  the 
busy  street  and  attached  to  the  front  of 
the  store  with  pinnacles,  minarets,  and 
all  the  castle  "frills"  that  might  be  look- 
ed for.  In  this  white  painted  castle,  with 
red  lights,  queer  little  windows,  well- 
executed  icicles,  and  other  effective 
extras,  Santa  waved,  after  a  given  hour, 
to  the  kiddies  (there  were  scores  of  them 
of  the  grown-up  order,  too),  and  his  ap- 
pearance was  ever  the  signal  for  renewed 
interest  or  excitement,  even 

The  boating  season  is  still  many  weeks 
away.  However,  Goodwin's  have  antici- 
pated the  probable  demands  for  boats, 
canoes,  skiffs,  etc.,  and  "we  have  already 
sold  a  large  number,"  was  Mr.  Fletcher's 
comment.  This  was  in  mid-March,  and 
it  was  pointed  out  that  the  disappoint- 
ments that  some  experienced  last  year 
were  evidently  such  as  to  suggest  early 
buying  this  season. 

The  manner  of  stimulating  sales  on 
these  boats  and  canoes,  supplies  an  added 
case  in  point  to  illustrate "  the  "doing 
things  differently"  idea.  Rather  an  am- 
bitious idea,  too,  though  not  a  costly  one. 

A  space  in  the  basement(  where  the 
toy  and  sporting  goods  departments  are 
located)  has  been  set  aside  for  the  pur- 
pose of  erecting  or  building  a  water 
tank.  This  is  some  36  feet  long  and 
probably  16  feet  wide.  The  water  is 
shallow,  not  over  2  feet  in  depth,  and  the 
galvanized-lined  enclosure,  when  painted 
with  green  paint,  gives  the  water  a  most 
"teasing"  appearance.  It  just  suggests 
"get  in  the  swim,  buy  a  cance  and  paddle 
—and  buy  them  to-day." 

The  boats  or  canoes  are  placed  in  this 
tank  and  there  is  room  enough  to  fully 
demonstrate  the  "set"  of  either  boat  or 
canoe  to  the  satisfaction   of  the  buyer. 

In  the  busy  toy-selling  season  there  is 
no  greater  interest,  and  probably  none  so 
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great,  as  that  evinced  in  the  demonstrat- 
ing enclosure  where  all  mechanical  toys 
•ire  being  operated.  A  constant  stream 
of  kiddies,  lads  and  parents,  as  well  as 
uncles  and  aunts,  keep  this  spot  warm. 
It  is  the  selling  idea,  indeed,  for  all 
mechanical  toys  that  are  disposed  of, 
and  several  attendants  are  constantly 
employed  in  keeping  these  demonstra- 
tions going.  It  works  overtime  so  to 
speak. 

NEW  PICTURE  BOOKS 

A  new  line  of  merit  for  beauty  of 
get-up  and  excellence  of  color  work,  to- 
gether with  the  fine  work  of  artists  and 
writers  in  their  understanding  of  chil- 
dren's likes  and  dislikes,  is  Gale  &  Pol- 
den's  "Fairyette"  Series  of  picture  books 
and  their  "cut-to-shape"  picture  books. 
Other  good  items  are  the  dainty  little 
"Wee"  books  and  the  new  Birthday  story 
books,  written  round  "Monday's  Child  is 
Fair  of  Face,"  etc. 

A  TOY  STREET 

Toy  models  of  buildings  that,  when 
placed  together,  form  a  street,  are  novel- 
ties offered  by  Watts  Bros.,  of  Manches- 
ter, England,  in  their  line  of  Pelican 
toys.  There  are  also  houses  with  roof 
gardens  and  others  such  as  dolls'  beds 
in  Jacobean  oak  and  fumed  oak.  The 
line  is  being  shown  at  the  British  In- 
dustries  Fair   in    London. 

GROWN-UPS  CARRY   DOLLS 

It  is  reported  that  members  of  the 
smart  set  of  London  and  Paris  have 
taken  to  the  practice  of  carrying  dolls 
when  out  of  doors,  and  the  new  fad  has 
also  hit  Fifth  Avenue,  New  York,  to  a 
limited  extent.  It  is  to  be  hoped  that 
Canadian  young  women  will  have  better 
sense  than,  like  sheep,  to  follow  in  the 
footsteps  of  these  others,  but  if  they 
do  it  will  at  least  widen  the  sales  of 
dolls  and  perchance  enable  dealers  to 
realize  some  fancy  prices. 

JAPAN   OUTCLASSED 

Japan's  competition  is  not  considered 
of  great  importance  in  the  toy  trade  by 
British  manufacturers,  of  wooden  toys, 
small  celluloid  dolls,  animals  and  low- 
priced  novelties  comprising  the  field  in 
which  she  is  considered  able  to  succeed. 
British  manufacturers  point  to  the  mar- 
ked inferiority  of  Japan's  metal  me- 
chanical toys,  with  the  statement  that 
"the  springs  and  putting  together  are  so 
bad  that  they  break  after  a  few  mo- 
ment's use.  They  do  not  fear  this  com- 
petition, but  look  with  apprehension  at 
the  extraordinary  improvement  made  in 
recent  years  in  the  better  grades  of 
mechanical  and  constructional  toys  and 
dolls  on  this  side  of  the  ocean." 

With  Germany  temporarily  out  of  the 
running  on  account  of  the  shortage  of 
raw  materials  for  the  manufacture  of 
dolls  and  "soft  toys,"  the  United  States 
has  become  the  chief  competitor,  in  the 
manufacture  of  many  lines  of  toys. 


Great  Opening  for  Canadian-Made  Toys 

Canadian  Toy  Makers  Have  Opportunity  of  Their  Lives — Important  Factors  That  Must 

be  Observed 


Til  AT  there  is  ample  market  here 
in  Canada  for  toys  of  Canadian 
manufacture,  and  that  the  Cana- 
dian stores  will  buy  them,  and  further- 
more that  they  will  guarantee  to  sell 
them  and  buy  more,  is  the  opinion  of  E. 
1).  Fletcher,  manager  of  the  toy  depart- 
ment of  Goodwin's  Ltd.,  St.  Catherine 
Street  West,  Montreal,  In  discussing 
this  matter  with  Mr.  Fletcher,  "Book- 
seller and  Stationer"  was  impressed 
with  the  fact,  as  pointed  out  by 
Mr.  Fletcher,  that  there  is  a  sufficiently 
wide  field  in  Canada  for  toys  made  here, 
and  that,  other  things  being  equal,  such 
goods  will  be  bought  here  and  the  home 
manufacturer  favored. 

"It  is  a  matter  of  price  and  quality.  No 
matter  how  much  may  be  said  to  the 
contrary,  prices  talk.  A  given  line  of 
toys  must  be  produced  at  a  price  which, 
when  profit  is  added,  will  be  paid  by  the 
consumer."  "Quality,"  continued  Mr. 
Fletcher,  "is  naturally  an  important 
factor,  and  this  must  always  be  given 
consideration,  and  the  better  quality  toys 
will  sell." 

Great  Room  to  Expand 

There  is  plenty  of  room  for  expansion 
of  the  industry,  in  Mr.  Fletcher's  opin- 
ion. "As  yet  very  few  toys  have  been 
made  here,  as  far  as  we  have  been  able 
to  see,  and  yet,  what  have  been  offered 
have  sold  well.  We  had  a  line  of  wood 
locomotives  last  fall  that  sold  splendid- 
ly, in  fact  we  sold  all  we  could  get  and 
could  have  disposed  of  more  had  it  been 
possible  to  get  them.  The  manufacturer 
had  to  turn  these  out  by  hand  and  his 
quantities  were  therefore  limited.  He 
is  now  planning  to  expand  his  plant  so  as 
to  make  them  in  quantity.  This,  of 
course,  will  increase  the  output;  and  th" 
unit  cost  will  be  cut  down.  This  is  an 
important  thing  that  should  be  kept  in 
'mind  by  the  manufacturer. 

"Another  toy  that  we  sold  many  of 
was  a  coasting  attachment  for  use  with 
roller  skates.  The  boy  attaches  his  roller 
skates  and  this  little  attachment  is  so 
made  that  he  could  sit  on  a  little  seat 
placed  in  the  centre,  holding  to  the  top 
end  of  this  toy  by  means  of  a  crosspiece 
handle  arrangement.  Starting  at  the  top 
of  an  incline  the  lad  can  enjoy  a  fine 
time,  the  base  of  the  attachment  being 
fitted  with  ball-bearing  casters  similar 
to  the  roller  skate  wheels." 

The  Electrical   Field 

There  has  been  great  expansion  in  the 
electrical  toy  field,  and  in  this  direction 
there  is  much  room  for  expansion  still. 
"People  will  pay  the  price  for  a  good 
electrical  toy,  but  they  must  be  told  the 
value  of  the  toy  and  a  thorough  explana- 
tion or  demonstration  made  of  what  it 
will  do.  If  it  is  really  useful,  well  made, 
and  likely  to  wear,  many  will  buy  these 
toys.  We  have  sold  many  electrical 
trains  starting  at  $11  or  $12,  and  some 


of  the  electrical  toys  run  as  high  as  $25 
or  even  more." 

The  above  observations  of  Mr.  Fletcher 
are  interesting  and  instructive.  Partic- 
ularly pointed  are  they  at  the  moment 
when  so  much  is  being  written  and  so 
much  said  regarding  development  of  the 
electrical  field,  for  nowadays  boys  are 
eager  to  learn  the  art  of  using  their 
hands  and  their  heads.  They  want  to  be 
creators  of  ideas,  and,  if  given  half  a 
chance,  they  will  deliver.  Herein  lies, 
therefore,  a  great  opportunity;  that  of 
manufacturing  such  mechanical  electri- 
cal contrivances  as  will  be  instructive 
and  at  the  same  time  interesting.  Can- 
ada is  well  equipped  to  manufacture  such 
lines  here,  electrical  development  having 
been  very  marked  in  other  directions.  If 
fhe  opportunity  is  taken  to  manufacture 
these  toys  now,  while  the  mind  of  the 
child  and  the  parent  is  susceptible,  then 
great  benefit  can  be  reaped  and  a  future 
is  assured. 

"We  sell,"  said  Mr.  Fletcher,  "a  great 
many  of  the  steel  structure  outfits;  they 
have  been  very  popular,  and  in  these  the 
trade  is  largely  with  the  growing  boys." 

If  the  demand  for  these  builder  outfits 


is  increasing  as  it  is  from  year  to  year, 
there  is  naturally  great  room  for  expan- 
sion of  the  "toy  that  moves" — in  other 
words,  for  the  electrical  toy. 

EXPORT  TOY  TRADE 

Excellent  opportunities  for  Canadian 
manufacturers  of  toys  and  sporting; 
goods  to  develop  remunerative  trade  in 
the  United  Kingdom  is  reported  by  the 
Department  of  Trade  and  Commerce. 
Cricket  bats,  skittles,  nine-pins,  build- 
ing blocks,  motors,  engines,  trains,  lan- 
terns, lead  furniture,  tin  dinner  sets, 
and  all  kinds  of  wood-turned  toys  are 
in  demand.  The  opinion  is  expressed 
that  Canadians  may  not  be  able  to  com- 
pete in  the  cheapest  class  of  trade,  but 
for  slightly  higher  grades,  a  good  mar- 
ket should  be  easily  developed. 

AEROPLANE  GUN 

A  new  type  of  gun  for  kiddies  is  call- 
ed the  aeroplane  gun,  which  is  used  to 
srive  the  toy  propelling  power,  not  to 
bring  down  the  flyer.  The  gun  is  made 
the  same  as  any  ordinary  air  rifle  ex- 
cept for  the  fact  that  the  entire  length 
of  the  gun  has  a  slit  that  runs  from  the 
trigger  to  the  nozzle. 


Here's  a  good  window  display   idea   for  advertising   the  combination   toy   books   and  phonograph   records 
for  children    that   are   so   popular    in   the   trade    at   present.      Put   a    real    boy   and    a    real   girl    in    you| 
window  and  see  how   it   will   add   to    the   effect  of   your  window  display. 


Watson  Griffin  Defends  Department 


Toy  Industry  Propaganda  and  Toy  Shows  Under  Department's  Auspices  Were  Highly 

Beneficial  to  Toy  Industry  of  Canada 


w 


T  ATSON  GRIFFIN,  superinten- 
dent of  the  Commercial  Intelli- 
gence branch  of  the  Department 
of  Trade  and  Commerce,  when  interview- 
ed in  Toronto  by  "Bookseller  and  Sta- 
tioner" on  the  Canadian  toy  industry, 
gave  a  most  interesting  resume  of  the 
efforts  of  the  department  in  helping  new 
concerns  to  enter  this  field  as  well  as 
assisting  existing  firms  to  strengthen 
their  establishments  by  taking  advant- 
age of  the  help  afforded  by  the  depart- 
ment in  collecting  various  German  toys 
that  had  found  a  ready  sale  in  Canada 
before  the  war,  besides  toys  made  in  the 
U.  S.,  to  provide  suggestions  to  Cana- 
dian toy  makers  and  those  who  contem- 
plated entering  this  field  of  industry. 

Mr.  Griffin's  activities  culminated  in 
the  toy  show  of  1916  in  the  newly-erected 
.Royal  Bank  building  at  King  and  Yonge 
Streets,  Toronto,  and  it  was  a  magnifi- 
cent show  of  goods. 

That  exhibition  was  also  the  means  of 
bringing  men  with  money  to  invest  in 
touch  with  practical  men  lacking  capital 
to  carry  out  their  manufacturing  plans. 
This  first  show  was  followed  by  a  still 
larger  one  in  connection  with  the  Cana- 
dian Industrial  Fair  in  Toronto  in  the 
following  year. 

The  efforts  of  the  department  were  al- 
so directed  toward  getting  the  co-opera- 
tion of  the  various  women's  organiza- 
tions throughout  Canada  to  actively  sup- 
port the  "Made-in-Canada"  toy  cam- 
paign. This  had  been  of  untold  benefit 
to  the  struggling  industry. 

Many  large  manufacturing  concerns 
were  induced  to  manufacture  toys  as 
side  lines,  in  many  cases  utilizing:  what 
had  been  waste  material  before. 


As  to  the  criticism  frequently  heard 
that  the  results  of  the  department's  ef- 
forts along  this  line  had  been  negligible 
because  of  the  many  mushroom  concerns 
that  had  had  but  short-lived  careers,' not 
bjing  able  to  weather  the  adverse  condi- 
tions besetting  the  toy-making  industry 
under  handicaps  existing  in  this  country, 
Mr.  Griffin  said  that  that  was  an  in- 
evitable state  of  affairs  no  matter  what 
varieties    of    manufactured    goods    were 


concerned.  Failures  were  bound  to  oc- 
cur in  the  case  of  concerns  not  properly 
conducted,  but  that  success  had  attended 
the  efforts  of  those  Canadian  toy  con- 
cerns that  were  efficiently  conducted  was 
amply  proved  by  the  enormous  increases 
in  the  total  of  toys  made  in  Canada,  even 
to  the  extent  of  large  and  rapidly-in- 
creasing volume  of  Canadian  toy  exports 
abroad. 


To  Celebrate  250th  Anniversary 

Manager  Robinson  of  Book  Department  of  Hudson's  Bay  Co.'s 
Store  at  Edmonton  Tells  of  Interesting  Celebration 


ELFORD  E.  Robinson,  head  of  the 
book  department  of  the  Edmonton 
branch  of  the  Hudson's  Bay  Co.'s 
store,  when  in  Toronto  on  a  buying  trip 
recently  toid  "Bookseller  and  Stationer" 
of  the  interesting  event  to  be  celebrated 
by  that  famous  merchandising  concern, 
being  the  250th  anniversary  of  the  or- 
ganization of  this  company  that  fills 
such  a  large  place  in  the  early  history 
of  Canada,  especially  the  great  North- 
west territories. 

Pageants  will  be  held  in  Winnipeg, 
Calgary,  Edmonton,  Vancouver  and  Vic- 
toria. Events  in  the  history  of  Canada 
and  the  Hudson's  Bay  Company  during 
two  centuries  and  a  half  will  be  sym- 
bolized by  floats  and  other  displays.  In 
Winnipeg  it  is  planned  to  have  a  river 
pageant  in  which  Indian  tribes  will  take 
part,  and  arrangements  are  being  made 
for  a  meeting  between  the  Indians  and 


Sir  Robert  Kindesley,  governor  of  the 
company,  as  an  impressive  carnival  clos- 
ing. 

Outlying  communities  in  British  Co- 
lumbia, whose  life  and  records  have  been 
closely  associated  with  the  growth  of  the 
company,  have  been  asked  to  co-operate 
with  the  Hudson's  Bay  officials  in  mak- 
ing the  pageant  unique. 

Louis  E.  Wilson,  of  the  company's 
London  office,  has  been  in  the  five  cities 
mentioned,  meeting  representatives  of 
different  organizations  and  outlining 
plans  for  this  great  celebration. 

George  Stwell,  manager  of  the  book 
department  of  the  Vancouver  store  of 
the  Hudson's  Bay  Co.,  and  Miss  Labitzky 
occupying  a  similar  position  in  the  Cal- 
gary store,  were  in  the  East  on  a  buying 
trip  at  the  same  time  Mr.  Robinson  was 
in  Toronto. 


School  Scribblers  Likely  to  be  10c  Each 

Paper  Costs  Mounting  Higher — Will  Affect  Many  Products  Sold  in  Stationery  Trade 


IT  becomes  increasingly  evident  that 
this  year  is  going  to  see  further  and 
very  decided  increases  in  the  price  of 
paper  made  from  wood  pulp.  This  is 
not  restricted  to  newsprint,  but  includes 
other  of  the  rougher  grades  of  paper, 
and  included  among  these  are  a  number 
that  affect  the  stationery  trade,  as,  for 
instance,  that  big  selling  line — school 
scribblers.  The  covers,  as  well  as  the 
stock  in  the  books,  are  costing  so  much 
more  that  it  is  not  at  all  unlikely  that 
ten  cent  scribblers  will  become  the  rule 
by  force  or  circumstance. 

Wholesale  stationers  say  that  they 
have  not  been  guilty  of  failing  to  warn 
the  trade  of  this  price  tendency.  Their 
travellers  have  impressed  upon  the 
trade  the  advisability  of  anticipating 
future  requirements  by  buying  ahead  as 
far  as  they  could  manage  to  do  so,  but 


in  most  cases  these  warnings  were  un- 
heeded, the  dealers  cloaking  themselves 
in  a  false  security  and  refusing  to  take 
seriously  the  prophecies  of  the  big  price 
advances  that  are  apparently  imminent 
now. 

To  say  that  Canada's  wood  pulp  in- 
dustry could  be  enlarged  is  to  repeat  a 
trite  remark.  It  is  especially  important 
in  these  days  of  paper  shortage  when 
restrictions  have  been  nlaced  and  more 
are  likely  to  be  placed  upon  the  ship- 
ment of  wood  pulp  into  the  U.  S.  from 
Canada.  Authorities  in  Canuda  claim 
that  they  intend  saving  for  themselves 
only  enough  for  the,r  own  Uo^s.  and 
when  it  is  stated  that  one  great  Ameri- 
can daily  uses  more  in  one  day  than  all 
the  papers  in  the  Dominion  used  in 
three  days,  it  may  be  conceded  that  their 
need  is  comparatively  small. 
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Naturally,  Canadian  mills  a?e  opposed 
to  the  shipment  of  the  raw  material  to 
the  United  States  for  manufacturers 
there,  when  it  could  be  sold  at  a  dis- 
proportionately greater  price,  with 
greater  daily  duty,  after  it  had  been 
manufactured.  Unfortuna'sly,  there 
seems  to  have  been  some  difficulty  over 
the  movement  of  logs  owre  I  by  Ameri- 
can interests,  but  one  of  these  factors 
is  particularly  important  in  the  enlarge- 
ment of  the  industry.  The  significant 
fact  is  that  America  needs  Canadian 
paper  and  that  Canada  needs  more  ex 
poits  to  the  United  States. 

It  would  be  a  sad  commentary  en  the 
business  sagacity  of  both  countries  if 
the  mutual  need  and  helpfulness  goes 
long  unrecognized  in  an  effort  to  adjust 
a  temporary  expedient  to  fit  a  situation 
that  demands  a  permanent  solution. 


Canadian  Made  Toys  Improve 

Manufacture  Necessitated  by  War  Fast  Becoming  an  Art — Canadian  Dolls  Growing  Prettier 
—  Iron  Toys  Well  Made  and  Reasonable — Big  Demand  for  Wheel  Toys — 

More  Help  Needed. 


THERE  will  be  no  shortage  of  toys 
for  out  of  door  play  this  Spring, 
according  to  the  appearance  of 
shops  just  now,  for  the  departments  de- 
voted to  children  exclusively  are  over- 
flowing with  gaily  painted  wood- 
en scooters,  smart  models  of  the  "Army 
Service  Car"  order  and  various  types 
of  two,  three  and  four  wheeled  toy 
vehicles  designed  for  the  use  of  girls  and 
boys  both  from  three  to  twelve  years  of 
age. 

The  Canadian-made  toy  has  improved 
in  leaps  and  bounds  during  the  past  four 
years,  and  big  strides  have  been  made  in 
the  manufacture  of  certain  lines  that  were 
left  to  the  European  makers  before  the 
war  necessitated  home  production — oir 
nothing.  The  demand  for  made-in-Can- 
ada  toys  has  been  most  encouraging  to 
the  toy  manufacturers,  resulting  in  high- 
er class  products,  as  is  invariably  the 
case  when  the  demand  is  big.  The  home 
manufacturers  have  been  kept  busy,  as 
a  result,  providing  the  needs  of  the 
pleasure-loving  juveniles  of  the  country 
who  quite  unconsciously  are  giving  en- 
couragement and  added  zest  to  an  in- 
dustry that  already  gives  promise  of 
turning  out  examples  of  toy-craft  that 
compete  with  the  products  of  countries 
where  toy-making  has  been  an  art  for 
centuries. 

Wheeled  Vehicles  for  Out-of-Doors 

Retailers  report  increasing  demands 
for  all  classes  of  "wheel"  toys,  while 
mechanical  devices  and  iron  toys  also 
made  in  Canada  are  selling  splendidly. 
These  include  iron  tanks  in  various  novel 
designs,  fire  reels,  engines,  autos,  trains 
and  cars,  strongly  made  and  well  de- 
signed. They  are  painted  in  suitable  and 
attractive  colors  and  sell  from  25  cents 
to  65  cents. 

Boats  are  promised  a  big  sale  this 
season  of  course.  Would-be  mariners 
who  have  graduated  from  the  paper-boat 
in  the  tub  period  will  be  well  provided 
with  all  types  of  Canadian  merchant 
marine  and  pleasure  yachts  selling 
from  50  cents  to  $75,  the  high  figure  be- 
ing asked  by  the  T.  Eaton  Company  of 
Toronto  for  a  handsome  big  sailing 
racer,    fully    rigged    for    a    lake    cruise. 

Toy  aeroplanes  and  accessories  will 
catch  the  popular  trade,  and  these  toys 
have  been  expertly  designed  and  have 
a  great  appeal,  naturally. 

Apvil  showers  will  necessitate  a  good 
supply  of  rwloor  games — and  the  manu- 
facturers have  not  overlooked  the  needs 
attending  such  a  catastrophe  as  a  day 
indoors.  Therefore  in  stocking  for 
Spring  the  retailer  should  also  consider 
this  very  important  point  and  the  ut- 
most care  should  be  exercised  in  the 
choice  of  the  smaller   class   of  toys   for 


indoor  play.  These  may  be  made  to 
play  a  very  important  part  in  the  devel- 
opment of  the  child,  and  as  the  demand 
for  educational  and  constructive  toys  has 
increased  very  much  in  the  last  few 
years  the  store  dealing  in  this  line  of 
merchandise  should  take  advantage  of 
that  demand. 

Instructive  Games 

For  the  child  who  has  reached  the 
stage  where  he  demands  something  of  a 
sensible  nature  to  occupy  his  play  time 
an  excellent  variety  of  spelling  .  and 
building  games  are  available.  One  such 
educational  spelling  game  consists  of 
placing  lettered  discs  in  round  holes  so 
as  to  spell  out  the  names  of  animals  or 
flowers  contained  on  an  accompanying 
card.  This  game  is  both  instructive  and 
entertaining  and  retai'is  at  the  reason- 
able price  of  65  cents.  The  colors  keep 
the  child  amused,  and  at  the  same  time 
he  unconsciously  becomes  acquainted 
with  the  names  of  the  dwellers  in  the 
jungle  and  the  blossoms  which  he  finds 
at  the  edge  of  the  wood. 

Canadian  DolHes 

Manufacturers  of  dolls  in  Canada  are 
doing  a  splendid  business — besides  cater- 
ing to  a  tremendous  demand  in  the  Domin- 
ion they  are  doing  a  bustling  export 
trade  to  the  Motherland.  Canadian- 
made  dolls  have  also  improved  in  appear- 
ance to  an  amazing  extent  and  are  avail- 
able in  splendid  variety.  The  indestruct- 
ible dolls  are  proving  the  best  sellers  to- 
day, and  the  dressed  doll  is  the  favorite 
with  the  popular  trade.  The  explanation 
is  that  the  doll  made  with  a  dress  or  suit 


already   fastened    on    it,    can    sell    more 
cheaply  than  the  undressed  doll. 

The  undressed  doll  must  be  more  ex- 
pensively made  and  have  considerable 
finishing,  if  it  is  to  sell  well,  and  the 
dressed  doll,  though  it  may  be  even 
stamger  and  better  made,  can  be  finished 
more  roughly  and  because  of  the  at- 
tractive little  bit  of  a  costume  coverin; 
it,  sell  at  a  lower  price  and  still  give  as| 
good  a  profit. 

The  "Baby  Grumpy"  is  the  latest  ad 
dition  to  the  "knock-about"  family  of  doll 
babies.     These  dolls  are  of  the  indestruc- 
tible variety — they  break  of  course  wit 
very  rough  treatment,  but  they  can  stan 
up   splendidly  under   a   lot   of  attentio 
provided    they    are    not    too    carelessl 
handled.      These  dollies   have  appealin 
little  faces  that  win  the  child's  immediat 
approval.     (A  child  is  very  quick  to  pic 
out    a    pretty    doll.)       "Baby    Grumpy' 
wears  a  slightly  peevish  expression  bu 
he  has  a  most  appealing  way  in  spite  o: 
the  fact  that  he  seems  to  be  on  the  vergi 
of  tears.     He  has  already  found  his  wa; 
into  many  good  homes  and  can  be  secur 
with  other  Canadian-made  dolls  at  mod 
est  prices,  ranging  from  75  cents  to  $2.00 
Baby    doMs    with    little    sun-bonnets,    o 
saucy,  big  bows  on  yellow  curls  cleverl 
painted    are    included    in    this    class    o: 
dolls,    and    real    hair    is    imported    fro 
England     and     artistically     dressed     o; 
Canadian   dolls  of  excellent  appearance| 

France,  where  it  is  recognized  the  be: 
dolls  in  the  world  are  made,  has  sen 
some  appealing  soldier  dolls  to  Canada; 
These  sturdy  "poilus"  are  wonderful! 
made  in  cloth,  with  their  faces  mosi 
realistically  painted  and  china  eye: 
equally  life-like  in  expression.  The 
tumes  are  copies  of  the  French  Arm; 
uniform,  and  these  little  imported  pro] 
ducts  of  war-time  France  should  ap 
as  a  most  attractive  souvenir.  Th 
beauty  of  them  is  that  they  are  so  prac 
tically  made,  and  can  be  dropped  with 
out  fear  of  their  breaking. 

Teddy  bears,  large  and  small,  are  stil 
big  sellers  and  one  Toronto  toy  manu 
facturer  has  found  such  a  demand  fo 
Teddy  that  he  has  ceased  the  manufat 
ture  of  all  other  lines  with  the  exceptioi 
of  "Baby  dolls"  and  "Teddies."  Some  idej 
of  the  rapid  strides  being  made  in  th 
Canadian  toy  industry  can  be  ascer 
tained  from  the  fact  that  almost  all  th 
toy-makers  interviewed  complained  of  < 
serious  shortage  of  help  in  view  of  bij 
orders  and  increased  demands. 


"Short  Talks  on  Psychology,"  by  Pro 
fessor  C.  G.  Shaw  of  New  York  Uni 
versity,  is  a  series  of  brief  pithy  talk 
on  the  relation  of  psychology  to  every 
day  life — to  work,  selling,  charm,  the  pa 
envelope,  and  other  life  interests. 


JRARY  CONVENTION 

The  twentieth   annual  meeting  of  the 
tario  Library  Association  will  be  held 
Toronto  on  Easter  Monday  and  Tues- 
y,  April  5  and  6,  in  the  Public  Refer- 
ee Library,  College  street.    Special  ad- 
esses    will   be      delivered      on   various 
pects  of  literature  and     library  work, 
le  chief  speakers  will  be  Rev.  Princi- 
1  Bruce  Taylor,  LL.D.,  of  Queen's  Uni- 
rsity;     Prof.     Pelham     Edgar,     M.A., 
D.,  of  Victoria  University,  and  Frank 
ise  of  the  Macmillan  Company. 

ILL  E.  INGERSOLL 

In  Edward  J.  O'Brien's  "Best  Short 
ories  of  1919,"  the  fifth  annual  issue,*' 
le  notable  story  is  by  a  young  Cana- 
an author  who  is  making  good  in  fic- 
>n.  This  is  Will  N.  Ingersoll,  of  Win- 
peg,  where  he  is  on  the  staff  of  the 
Manitoba  Free  Press."  His  story,  "The 
mtenarian,"  is  one  of  remarkable  in- 
rest,  dealing  with  the  last  days  of  a 
an  who  had  passed  the  century  mark 
id  had  worked  hard  all  his  life.  The 
cret  of  longevity  as  brought  out  in  this 
ory  is  work,  and  the  centenarian's  de- 
>tion  to  duty  in  his  dying  hour  gives 
is  story  remarkable  strength.  Inger- 
ll's  novel,  "The  Road  That  Led  Home" 
•esents  a  tale  that  is  as  fresh  and  nat- 
•al  as  a  country  stream  that  reflects 
iman  beings  without  distorting  them, 
at  bubbles  with  humor  and  whispers  of 
le  strength  and  sanity  of  the  land 
trough  which  it  flows.  The  rural  Can- 
han  northwest  becomes  real  in  its- 
ges.  The  author's  name  is  a  new  one 
the  literary  world,  but  it  is  one  which 
ill  soon  become  familiar.  Here  is  a 
mntry  neighborhood  with  its  fighting 
id  working,  flirting  and  shrewdness,  a 
.nt  of  mystery,  a  bucolic  philosophy,  a 
irial  scene  rich  in  comedy  that  Hardy 
mself  would  enjoy,  and  an  Indian  chief 
ho  says  "Hoot  rnon!" 
A  feature  of  "Short  Stories  of  1919" 
the  inclusion  of  the  "Year  Book  of  the 
merican  Short  Story"  and  the  brief 
ographical  sketch  of  Ingersoll  is  in- 
uded  in  the  "Roll  of  Honor":  "Inger- 
•11,  Will  E.,  born  at  High  Bluff,  Mani- 
la, in  1?S0.  Two  months  later  his 
ther  continued  his  journey  West  to 
Koal  Lake,  Manitoba,  where  he  took  up 
homestead.  Received  his  education 
irtly  at  the  village  school,  partly  from 
le  Anglican  clergyman,  who  was  a 
iend  of  his  father,  but  mostly  from  a 
unk  full  of  books  which  his  father  and 
other  had     brought     from     the     East. 


Came  to  Wininpeg  in  the  early  twenties 
with  one  hundred  and  fifty  dollars;  hired 
a  garret  and  wrote  hard  while  the  money 
lasted;  placed  his  first  story  with 
"Everybody's  Magazine,"  August,  1905, 
and  has  been  in  journalism  ever  since. 
He  is  now  or.  the  "Winnipeg  Free  Press." 
Author  of  'The  Road  That  Led  Home,' 
lives  in  Winnipeg,  Manitoba." 

Another  popular  Canadian  author  is 
Harvey  O'Higgins,  whose  new  book, 
"From  the  Life,"  presents  short  stories., 
each  of  which  is  a  composite  portrait, 
taken  from  life,  of  the  successful  novel- 
ist, the  statesman,  the  famous  actress, 
the  city  politician,  etc.  The  humor  and 
subtle  charm  of  this  book  is  difficult  to 
convey  in  a  phrase,  but  the  lovers  of  real 
literature  will  sense  it,  and  its  fame  will 
soon  spread. 

THE  PRAIRIE  MOTHER 

A  sequel  to  "The  Prairie  Wife,"  by 
Arthur  Stringer,  is  "The  Prairie  Mo- 
ther," to  run  serially  in  the  "Pictorial 
Review." 

LE  PETIT  NORD 

Dr.  Wilfred  P.  and  Mrs.  Grenfell,  the 
famous  missionaries  to  Labrador,  have 
returned  to  America  after  a  winter 
spent  in  England.  They  arrived  at  al- 
most the  same  time  as  Mrs.  Grenfell's 
book  of  Labrador  experiences,  "Le  Petit 
Nord"  appeared  from  the  press. 


BEST   SELLING    BOOKS    IN    CANADA 

Fiction 

1. 

2. 
3. 

4. 
5. 
6. 

Man  of  the  Forest.     Grey   

Great  Impersonation.  Oppenheim . 
Rainbow  Valley.  Montgomery  . . . 
From    Now   On.      Packard    

Non-Fiction 

102 
88 
62 

r,o 
4? 

32 

1. 
2. 
3. 
4. 

5. 
6. 

A  Labrador  Doctor.     Grenfell 

Canada's  Hundred  Days.  Livesay. 
Vital   Message.     Doyle    

is 
36 
30 

26 
20 
10 

Rhymes  of  a   Red   Cross   Man. 

HOPKINS    MOOREHOUSE 

Whose  novel  "Everyman  For  Himself,"  is  to  come 
shortly.  Booksellers  will  vividly  recall  the  re- 
markable success  of  his  book,  "Deep  Furrows." 
The  new  book  is  described  as  "a  frank  action  story 
with  no  pretence  at  sounding  psychological  depths." 
Moorehouse  belongs  to  a  company  of  Western 
Canadian  authors  who  are  rapidly  coming  to  the 
fore. 
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A  TALE  OF  '37 

"The  Forging  of  the  Pikes"  is  a  new 
Canadian  historical  novel  by  Anison 
North  and  is  descriptive  of  the  rebellion 
of  1837  and  its  central  figure,  William 
Lyon  MacKenzie.  That  was  in  the  days 
when  Toronto  was  still  "Muddy  York." 
There  is  action  and  excitement  aplenty. 
This  book  has  a  remarkably  fine  colored 
jacket,  reproduced  from  a  special  paint- 
ing by  the  noted  Canadian  artist,  Nor- 
man Price. 

ROUND  THE  EMPIRE 

A  new  edition  is  to  come  shortly  of 
Dr.  George  R.  Parkin's  "Round  the 
Empire,"  with  Canada  as  the  starting 
point. 

KNIBBS 

That  Herbert  EI.  Knibbs,  Canadian 
novelist,  is  a  poet  as  well  is  evidenced  by 
his  volume  of  vivid  verse,  "Songs  of  the 
Trail,"  which,  like  his  novels,  stamp  him 
as  one  of  the  ablest  interpreters  of  Wes- 
tern life.  "Songs  of  the  Trail"  will  add 
to  this  reputation.  He  writes  of  the. 
trails  and  wild  places,  of  horses  and  dogs, 
of  friendship  and  adventure,  with  a 
breezy  swing,  a  fullness  of  knowledge, 
and  a  poetic  feeling  that  make  his  work 
memorable. 

"THE  BIG  THREE' 

In  the  Quarterly  Circular  issued  in 
Shanghai  by  the  Kwang  Hsueh  Publish- 
ing House  there  is  the  following  para- 
graph: "The  selected  list  of  publications 
has  been  made  out  from  lists  contained 
in  the  "Publishers'  Circular,"  London; 
the  "Bookseller  and  Stationer*,"  Toron- 
to, and  the  "Publishers'  Weekly,"  New 
York. 

SAILOR  GIRL 

Frederick  Moore's  book,  "Sailor  Girl," 
is  a  story  of  the  China  Seas — a  strange 
romance  of  treachery  and  piracy,  of 
double  crossings,  knifings,  drownings, 
and  all  manner  of  dark  deeds  with  an 
attractive  sailor  girl  as  the  heroine. 


Selling  Points  About  Timely  Books 


THE  THREAD  OF  FLAME 

Basil  King',  who  is'  ranked  among  the 
best  of  Canadian  novelists,  has  written 
a  new  novel  with  the  dynamic  power  of 
"The  Inner  Shrine,"  which  made  him  fa- 
mous. 

Basil  King  is  in  his  own  element  as 
a  weaver  of  original  plot  in  this  fast- 
moving  story  of  an  identity  lost  and 
found  again,  and  of  a  resultant  domestic 
problem  that  keeps  the  reader  in  con- 
stant suspense. 

"What's  your  name?"  thundered  a 
foreign  official.  "Jasper  Soames,"  re- 
plied the  dazed-looking  ambulancier.  It 
wasn't  his  name,  but  it  was  the  only  one 
he  could  think  of — his  memory  had  been 
destroyed  by  shell-shock. 

When  he  came  to  himself  he  was  on 
a  French  steamer  returning  to  America. 
He  had  a  feeling  that  he  had  been  in  an 
explosion,  but  he  was  vividly  conscious 
that  he  was  not  that  man,  but  another 
man.  And  for  three  years  he  wandered 
around  trying  to  conceal  from  people  the 
fact  that  he  did  not  know  who  he  was. 
He  couldn't  remember  where  he  had  liv- 
ed or  whether  he  was  married  or  single. 

But  finally  somebody  recognized  him. 
Yes,  his  wife  was  still  living  in  Boston. 
No,  she  had  not  married,  though  she  had 
long  ago  given  him  up  for  dead.  He 
hurried  home. 

But  .  ■  .  (and  here  is  the  problem 
which  Billy  Harrowby,  alias  Jasper 
Soames,  had  to  face)  "you  must  promise 
never  to  ask  me  what  has  happened  dur- 
ing the  last  three  years,  and  I  will  pro- 
mise never  to  ask  you,"  said  his  wife. 
Three  years  of  secret  "experience,"  and 
on  this  basis  they  resumed  their  married 
life!  And  the  remainder  of  the  stor.v  is 
how  the  plan  works  out  and  who  first 
broke  their  promise. 

THE  GORGEOUS  GIRL 

Nalbro  Bartley.  who  scored  last  season 
with  "A  Woman's  Woman,"  presents 
another  novel,  which  in  scene,  character- 
istics and  outlook  typifies  contemporary 
American  life.  It  is,  "The  Gorgeous 
Girl"  (Gundy).  The  prospective  mar- 
riage of  Steve  O'Valley  to  the  gorgeous 
girl  was  described  as  "Two  bank  ac- 
counts that  will  beat  as  one."  It  had 
been  Steve's  dream  ever  since  he  had 
clerked  in  her  father's  business  to  be- 
come rich  enough  to  win  her,  and  now, 
as  president  of  the  O'Valley  Leather 
Company,  the  dream  had  come  true. 
While  the  gorgeous  girl  was  teaching 
Steve  to  spend  monev  with  "elegance  and 
eclat,  Marv  Faithful  remained  behind, 
managing  Steve's  business  and  trying  to 


suppress  heart-pangs  with  a  good  cry 
now  and  then  in  Steve's  office  coat.  For 
a  while  the  steady  glittor  of  the  gor- 
geous girl  blinded  Steve,  and  he  followed 
her  adoringly,  though  her  trail  led 
straight  aci-oss  and  over  and  around  his 
bank  account.  But  Steve  was  a  plain 
man  at  heart,  and  felt  uncomfortable 
among  Vorticists  and  Swamis,  Voodoos 
and  the  Return  to  The  Primitive.  When 
his  comfortable  home  was  turned  into 
an  Italian  villa  with  Renaissance  furni- 
ture, when  clothes  were  worn  to  match 
the  color  of  the  rugs,  Steve's  adoration 
began  to  be  wholesomely  tempered  with 
doubt.  Then  various  things  happened: 
for  one,  the  collapse  of  the  O'Valley 
Leather  Company,  and  the  demise  of  the 
down-trodden  bank  account.  Steve  exe- 
cutes a  return  to  the  primitive  of  his 
own  and  incidentally  discovers  how  gor- 
geous a  plain  girl  can  be. 

EDITOR  TURNS  AUTHOR 

Grant  M.  Overton  used  to  be  famous 
as  editor  of  the  book  section  of  the  "New 
York  Sun."  Finally  he  got  tired  of  tell- 
ing budding  and  budded  authors  what 
was  wrong  with  their  novels  and  decided 
for  a  change  to  produce  a  few  novels  of 
his  own.  The  first  fruit  of  that  decision 
is  a  book  called  "Mermaid." 

The  locale  of  the  tale  is  a  Long  Island 
coast  village — old  sea  captains  going  and 
coming,  the  lifeguard  on  its  point  be- 
yond the  green  salt  meadows  and  the 
beaches,  and  the  spell  of  the  sea — its 
glamor,  its  terror,  its  mystery — over  all. 

THEIR  MUTUAL  CHILD 

Wodehouse,  the  English  humorist, 
who  has  made  good  to  such  a  striking 
degree  in  the  U.  S.,  has  a  new  book  just 
out,  entitled,  "Their  Mutual  Child."  It 
is  more  than  just  a  funny  story  with  a 
punch — riotous  fun  is  poked  at  eugenics 
and  the  general  bringing  up  of  children 
in  glass  cases.  But  with  all  the  fun 
there  is  a  tender  fascinating  love  story 
that  holds  you  in  suspense  to  the  last 
page.  There  is  also  a  mighty  sound  ex- 
position of  the  futility  of  so-called 
society  life.  And  in  the  end,  it  is  the 
little  child  that  leads  Ruth  and  Kirk  and 
all  the  rest  on  the  right  road. 

A  PROSE  TREASURY 

Logan  Pearsall  Smith,  English  author, 
already  well  known  to  readers  on  this 
side' of  the  Atlantic  as  "Trivia,"  is  re- 
sponsible for  "A  Treasury  of  English 
Prose." 

Selected  with  unusual  taste  and  dis- 
crimination, and  attractivelv  printed  and 
bound,  this  collection  of  extracts  from 
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English  prose  literature  ranging  from 
Chaucer  to  Bernard  Shaw,  will  be  wel- 
comed by  all  lovers  of  English  literature. 
The  passages  are  mainly  short  ones,  but 
they  reach  the  very  pinnacle  of  English, 
prose  in  their  beauty  of  form  and  mem- 
orable substance. 

ST.  JOHN  G.  ERVINE 

St.    John     G.     Ervine,    at    present  in 
America,  has  been  dividing  his  time  be- 
tween  lecturing,   attending  banquets   in 
his   honor,   and   proof  reading.      Shortly 
after   his    arrival,   some   weeks    ago,   he 
turned  over  to  his  publishers  the  com 
plete  manuscript  of  his  new  novel,  "The 
Foolish  Lovers,"  which  was  immediately 
rushed  into  type.     It  is  expected  that  it 
will  be  published  some  time  this  month. 
Also    in   March   will  appear  a  new  edi 
tion    of   Mr.    Ervine's   play,   "John   Fer 
guson,"    printed    from    new    plates    arid 
containing    an    introduction    written    by 
the  author. 

WAGES  OF  VIRTUE 

From  John  Murray,  of  London,  comes 
P.  C.  Wren's  "The  Wages  of  Virtue,"  ir 
a  two  shilling  binding.  It  is  a  vivid  pic 
ture  of  life  in  the  French  Foreign  Le- 
gion in  Algeria.  The  saying,  the  doings 
and  adventures  of  those  reckless,  daring 
soldiers  make  it  not  only  a  romance  bul 
a  reality. 

MISER'S  MONEY 

Eden  Phiilpotts  reverts  to  Dartmoor  ir 
his  new  novel,  "Miser's  Money,"  whicl 
is  beautifully  written.  All  Mr.  Phill 
potts:s  readers  know  how  fine  are  hi 
descriptions  of  his  dearly  loved  Dart 
moor,  though  there  are  fewer  of  then 
in  this  his  latest  novel  than  in  the  major 
ity  of  his  Dartmoor  books.  Neverthe 
less,  we  have  an  introductory  picture  o 
Fox  Tor  Mire:  "This  huge  cup  of  jad 
exhibits  scooped  sides  fretted  wifl 
granite.     *  *     Mists     wander     ove 

its  streamlets,  and  break  in  waves  o 
colorless  light  upon  its  sides."  And  w 
see,  too,  Devil's  Bridge  on  that  mornini 
when  poor  little  Anstice  made  her  on 
feeble  effort  to  revolt.  "Morning  touch 
ed  the  clouds  with  fleeting  fires,  and 
thousand  rivulets  that  ran  over  th 
heather  and  drowned  the  sheep  track 
flashed  back  out  of  the  sodden  gloom 
But  it  is  with  human  nature  that  Mi 
Phiilpotts  is  here  primarily  concernec 
and  more  than  one  type  of  it  does  h 
contrive  to  show  us,  all  of  them  rea 
all  loving  and  detestine,  hoping  an 
worrying,  and  all  more  or  less  affecte 
in  their  several  ways  by  the  power  o 
"Miser's  Monev." 


BOOKSELLER  AND  STATIONER 


THE  SECOND  LATCHKEY 

The  Williamsons  have  written  a  new 
novel  of  action  in  which  there  is  no  let- 
up. Its  title  is  "The  Second  Latchkey." 
The  reader  who  can  put  it  down  un- 
finished has  something  wrong  with  h's 
reading  faculty.  It  is  the  romance  of  an 
English  girl  and  an  adventuring  Ameri- 
can millionaire  who,  entering  like  a 
Galahad,  wins  her,  and  then  assumes 
what  appears  to  be  his  real  nature — a 
cad.  How  the  mystery  which  makes  him 
act  this  part  is  solved,  together  with  the 
enduring  love  that  comes  to  them,  make 
this  a  novel  worthy  of  C.  N.  and  A.  M. 
Williamson,  and  that  is  saying  some- 
thing. 

"THE  WILDERNESS" 

A  volume  that  will  appeal  more  par- 
ticularly to  artists  comes  from  G.  P. 
Putnam's  Sons.  "The  Wilderness,"  by 
Rockwell  Kent,  is  the  story  of  a  quiet 
six  months'  winter  sojourn  on  Fox  Is- 
land, Alaska.  Booksellers  should  not  fail 
to  bring  this  book  to  the  notice  of  those 
possessing  an  artistic  temperament.  To 
such,  the  illustrations  will  take  prece- 
dence of  the  reading  matter.  The  author- 
artist  disclaims  any  literary  aspirations, 
but  regards  the  records  of  his  stay  on 
the  island  rather  as  an  accompaniment 
to  the  drawings,  with  which  the  narra- 
tive is  liberally  interspersed. 

GREEN  RUST 

From  Small,  Maynard  &  Co.,  comes 
"Green  Rust,"  a  mystery  story  by  Edgar 
Wallace,  author  of  "The  Secret  House." 

Watched  over  by  the  indefatigable  Mr. 
Beale,  Olivia  found  herself  the  centre  of 
a  conspiracy,  far  reaching  and  far  flung, 
intended  to  wreck  the  world.  What  was 
the  green  rust?  The  secret  and  the 
strange  circle  interested  in  this  curious 
discovery  is  the  centre  of  Mr.  Wallace's 
most  appealing  novel  that  has  yet  ap- 
peared. The  story  takes  the  reader 
through  a  series  of  exciting  adventures 
and  piques  his  curiosity  by  the  diverting 
solution  cf  one  adroitly  handled  situation 
after  another. 

FAIRFAX  AND  HIS  PRIDE 

Another  issue  by  Small  Mayhew  & 
Co.,  is  "Fairfax  and  His  Pride,"  by 
Marie  Van  Vorst.  This  is  the  story  of 
a  young  artistic  genius  whose  ideas  are 
appropriated  by  an  eminent  New  York 
sculptor  as  were  those  of  Martin  Chuz- 
zlewit  by  Mr.  Pecksniff.  He  thereupon 
abandons  his  studies  in  digust  and,  to 
earn  a  living,  becomes  a  mechanic  in 
a  railway  yard.  Owing  to  a  legacy  left 
him  by  a  feller  workman  he  is  enabled 
to  travel  to  Paris,  where  he  studies  art 
in  the  Latin  quarter  and  eventually 
achieves  fame.  The  love  interest  forms 
a  thrilling  part  of  the  story  and  will 
help  make  the  book  a  general  favorite. 

SOUSA'S  LATEST  NOVEL 

John  Philip  Sousa  has  written  a  new 
novel  entitled,  "The  Transit  of  Venus," 
in  which  will  be  found  a  charming  love 
story  of  unusual  flavor,  combined  with 
brilliant,  penetrating  criticism  of  life, 
in  a  strange  setting.  In  addition  to  his 
success  as  a  composer  of  music,  Sousa 
has    written    a    number    of    novels,    dis- 


tinguished for  real  wit  and  shrewd  ob- 
servation. 

SEA  ADVENTURE 

A  readable  new  novel  of  adventure  is 
Sol  Sheridans  "The  Typhoon's  Secret," 
a  story  of  mystery  and  adventure  in  the 
China  Seas. 

The  author  is  a  California  newspaper 
man  who  has  sailed  the  Pacific  and 
South  Seas,  and  has  even  undergone  the 
rigors  of  a  typhoon  in  the  China  Seas. 
Mr.  Sheridan,  therefore,  has  lived  the 
adveiitures  that  comprise  the  main 
fabric  of  his  story. 

CHINESE-AMERICAN  NOVEL 

"East  is  East,  and  West  is  West." 
This  is  the  fundanmental  thesis  of  Her- 
bert Woodworth's  striking  novel,  "In  the 
Shadow  of  Lantern  Street,"  which  be- 
gins in  the  Orient  and  ends  in  America. 
The  complications  which  a  Chinese  view- 
point brings  into  a  dramatic  love  story 
afford  a  strong  realization  of  the  differ- 
ence between  the  ideas  of  the  East  and 
West.  There  are  striking  scenes,  drama- 
tic situations,  and  ideas  which  make  this 
story  an  unusual  combination  of  the 
novel  of  drama  and  of  intellect.  This 
book  has  just  come  from  Small,  Maynard 
&  Co.,  of  Boston. 

HAROLD  MACGRATH 

The  MacGrath  of  old,  he  of  "The  Man 
on  the  Box,"  et  al,  is  with  us  again  in 
"The  Man  With  Three  Names." 

Although  still  young,  as  every  Mac- 
Grath protagonist  ought  to  be,  this  hero 
has  already,  under  one  name,  achieved 
a  reputation  which  causes  thousands  to 
hang  upon  his  words.  The  second  name 
is  the  one  by  which  he  is  known  to 
friends  and  enemies  in  the  world  at 
large,  and  under  which  he  enters  into 
battle  with  the  unscrupulous  father  of 
the  girl  he  loves  for  the  sake  of  the  town 
over  which  the  latter  holds  dominion. 
The  third  name  cloaks  Nemesis — the  end 
of  his  hopes  if  it  be  discovered,  the  cut- 
ting short  of  his  caree",  the  contempt  of 
the  vast  public  that  follows  his  utter- 
ances. 

This  is  the  name  that  his  powerful 
enemy,  on  the  theory  that  every  man  has 
in  his  life  some  hidden  secret,  sets  out 
to  discover.  The  result  is  a  story  of 
baffling  mystery,  tense  interest  through- 
out, and  twelve-cylinder  speed. 

BASIL  EVERYMAN 

Carefully  and  skillfully  written,  show- 
ing a  restraint  and  finish  far  removed 
from  the  hasty,  slipshod  performances 
of  so  many  writers  of  contemporary  fic- 
tion, Elsie  Singmaster's  new  novel, 
"Basil  Everyman,"  is  an  artistic  piece 
of  work,  the  product  of  r.o  mean  degree 
of  craftsmanship.  In  atmosphere  and 
plot  it  belongs  to  the  period  in  which  it 
is  placed — the  closing  years  of  the  nine- 
teenth century.  A  certain  remoteness 
from  present  day  life  and  present  day 
ideas  and  activities  pervades  its  pages; 
the  tragedy  which  is  its  dominant  theme, 
a  tragedy  upon  which  the  final  curtain 
had  apparently  fallen  long  before  the 
time  when  the  novel  opens,  is  a  tragedy 
arising    in    great   measure   from    beliefs 
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and  prejudices-  long  since  flung  into  the 
limbo  of  things  outgrown  and  outworn. 
The  scenes  of  the  story  are  laid  in  the 
small  college  town  of  Waltonville,  lying 
"a  little  north  of  Mason  and  Dixon's 
line,"  one  of  those  peaceful  pleasant 
places,  distant  from  and  to  a  great  ex- 
tent out  of  touch  with  the  centres  of  ac- 
tivity, where  old-fashioned  opinions  and 
dogmas  linger  long  after  they  have  else- 
where been  discarded. 

PHILLI'OTTS  SATIRIZES 

"Evander,"  Eden  Phillpotts'  new  book, 
is  a  fascinating  satire  on  temperament 
and  marriage  and  over-stiff  religion,  set 
in  imaginary  classical  times,  where  the 
world  is  still  as  young  as  on  the  sixth 
day  and  yet  not  so  very  different  from 
ours.  There  is  a  triangle — consisting  of 
a  bore  and  a  boor  and  a  lady;  with  two 
rival  deities  just  outside  and  a  happy 
compromise  at  the  end,  the  gift  of  the 
lightest  hearted  of  the  wise  gods. 

POOR  DEAR  THEODORA 

Florence  Irwin  has  written  a  new 
novel  which  Putnam's  have  recently  put 
out  under  the  title  of  "Poor  Dear  Theo- 
dora." It  is  a  charming  and  well-writ- 
ten story  of-  character  development.  The 
path  of  Theodora  is  by  no  means  strewn 
with  roses,  but  with  steadfast  deter- 
mination and  increasing  power  she 
walks  her  way  to  a  great  and  real  hap- 
piness. ? 
GARDENING  BOOKS 

New  issues  in  Cassell's  gardening- 
books  are  "Climbing  and  Rambling 
Roses"  and  "Pansies   and  Violas." 

MINCE  PIE 

Christopher  Morley  has  scored  again 
in  a  humorous  book  entitled  "Mince 
Pie."  It  is  being  accorded  the  distinc- 
tion of  being  the  humorous  book  of  the 
year. 
A  PLACE  IN  THE  WORLD 

John  Henry  Turner,  whose  work  is 
suggestive  of  Locke  and  also  of  Jacobs 
in  the  picturesque  characters  he  delin- 
eates is  represented  in  this  season's  new 
books  with  "A  Place  in  the  World," 
which  is  acclaimed  as  being  every  bit  as 
good  as  his  "Simple  Souls." 
WHITEWASH 

Horace  Annesley  Vachell  has  written 
a     new     novel     entitled     "Whitewash," 
which  is  a  most  interesting  tale  of  rural 
life  in  the  England  of  to-day. 
NEW  TARZAN 

The    new    Tarzan    book,    "Tarzan,    the 
Untamed,"  is  to  be  printed  and  bound  in 
Canada. 
CHESS  BOOKS 

"Chess  Openings  Illustrated"  is  the 
title  of  a  book  by  the  well-known  author- 
ity, J.  Durblont,  who  is  the  translator 
of  Lasher's  "Ches^  Strategy,"  "Chess 
and  Checkers,"  and  Charusck's  "Games 
of  Chess." 
THE  BRIDGE  OF  TIME 

The  original  imaginative  device  of 
having  an  Egyptian  prince  of  the  time 
of  the  late  lamented  Rameses  transposed 
to  the  Paris  and  New  York  of  the  pres- 
ent day  characterizes  "The  Bridge  of 
Time,"  by  William  Henry  Warner. 


Influencing  the  Selection  of  Books 

Details  of  an  Interesting  Experiment  Carried  Out  by  a  Public  Librarian  to  Find  Out 
How  Readers  Were  Guided  in  Their  Choice  of  Reading  Matter 


HOW  can  the  bookseller  influence 
his  clients  in  the  selection  of 
their  reading  matter?  To  an- 
swer this  question  satisfactorily  we  must 
first  of  all  find  out  what  it  is  which  in- 
fluences book  readers  generally  in  their 
choice  of  books.  Do  they  choose  a  book 
because  it  has  been  recommended  by  a 
friend?  because  the  author  is  a  favorite 
of  theirs?  because  they  are  interested 
in  the  subject?  because  it  is  recommend- 
ed by  the  bookseller? 

To  what  extent  can  the  latter  influence 
his  customers  by  recommending  this  or 
that  volume  ? 

All  these  questions  are  of  vital  import 
to  every  bookseller  in  that  his  ability  to 
answer  them  correctly  will  undoubtedly 
tend  to  promote  his  book  sales. 

Some  time  ago  a  librarian  in  a  United 
States  city,  in  an  endeavor  to  find  out 
the  motives  which  influenced  the  public 
in  the  choice  of  books  drawn  from  public 
libraries,  carried  out  an  experiment,  the 
results  of  which  cannot  fail  to  be  of  in- 
terest to  every  bookseller.  It  will,  of 
course,  be  admitted  that  conditions  which 
may  influence  the  choice  of  books  in 
public  libraries  may  differ  in  some  de- 
gree from  those  which  may  affect  the 
purchaser  of  a  book,  but  it  may  be  taken 
for  granted  that,  if  we  are  fully  ac- 
quainted with  the  reasons  which  govern 
selection  in  the  one  case,  those  same 
reasons  will,  to  a  greater  or  lesser  extent 
be  operative  in  the  other. 

In  order  to  conduct  the  experiment  to 
which  reference  has  been  made,  several 
thousand  blanks  were  printed  and  sent  to 
selected  libraries  throughout  a  certain 
district  with  a  request  that  each  person 
drawing  a  book  during  the  following 
week  be  invited  to  give  the.  reason  that 
led  to  the  choice  of  that  particular  book, 
the  blanks  read  something  like  this: 

I  Took  This  Book  Because 

(a)  It  was  recommended  by  a  friend: 

(b)  I  was  interested  in  the  author. 

(c)  I  was  interested  in  the  subject. 

(d)  I  was  attracted  by  the  title. 

(e)  I  had  read  a  printed  notice  of  it. 

(f)  It    was    recommended    by    the    li- 
brarian. 

Several  hundred  blanks  were  filled  in 
and  returned  to  the  libraries,  and  they 
were  then  tabulated. 

The  results  were  somewhat  surprising 
and  not  over-complimentary  to  the 
libraries  themselves,  for  it  appeared  that 
the  choice  of  the  book  was  attributed  to 
the  influence  of  the  library  in  less  than 
a  half  of  one  per  cent,  of  the  cases  re- 
ported. Three  per  cent,  of  the  selections 
were  due  to  the  subjects  treated  of  in 
the  books;  about  the  same  percentage  to 
rh*ir  titles;  five  per  cent,  each  were 
(■edited  to  the  recommendations  of 
friends  and  reviewers,  and  three  and  one- 


half  per  cent,  were  the  result  of  a  lik- 
ing for  the  author. 

Then  came  an  astonishing  leap  to 
seventy-four  per  cent.;  and  the  reason 
that  had  determined  the  choice  of  three- 
fourths  of  all  the  books  recorded  was  one 
that  had  not  even  been  printed  on  the 
blanks— nor  even  thought  of.  It  was 
written  in  each  case  as  a  voluntary  ad- 
dition to  the  list  of  probable  reasons,  and 
it  is  quite  likely  that  had  a  line  been 
printed  on  the  blanks  for  this  particular 
reason  the  percentage  attributed  to  it 
would  have  been  still  greater  as  many 
more  returns  would  probably  have  been 
sent  in.  The  reason  given  was  to  this 
effect: 

"I  took  this  book  because  it  was  near- 
est my  hand." 

"Because  it    was  easiest  to  get." 

"Because  I  saw  it  lying  on  the  desk." 

These  answers  suggested  a  simple 
solution  of  a  problem  which  had  for  long 
exercised  the  minds  of  the  librarians, 
viz.:  "How  to  get  the  books  which  the 
library  thinks  the  best  into  the  hands  of 
the  reading  public." 

So  long  as  the  people  will  take  the 
books  that  are  easiest  of  access,  ihe 
library  must  make  the  books  that  it 
deems  the  best  the  most  accessible.  And 
the  same  argument  will  apply  to  the 
bookseller.  The  books  which  he  wishes 
the  public  to  buy  he  must  place  in  a  pro- 
minent position  where  they  may  be  seen. 
It  is  of  no  use  to  stick  them  on  a  shelf 
and  wait  for  the  public  to  come  and  ask 
for  them.  Expose  them  to  view  on  a 
table  in  your  store  where  everyone  who 
comes  in  will  see  them.  Put  them  in 
your  show  window  where  every  one  who 
passes  by  will  see  them. 

The  librarian  who  conducted  the  test 
related  above,  followed  it  up  by  placing 
a  large  table  in  front  of  the  delivery 
desk  in  the  library.  This  table  was  di- 
vided into  ten  sections  corresponding  to 
the  ten  grand  divisions  in  the  library, 
and  the  first  twenty  volumes  under  each 
subject,  philosophy,  religion,  sociology, 
etc.,  were  set  in  order  on  this  table  for 
three  days;  they  were  then  removed  and 
succeeded  on  the  table  by  the  next 
twenty  under  each  subject,  and  so  on, 
until  the  entire  library  had  been  rotated 
before  the  eyes  of  the  public,  thus  giv- 
ing every  book  its  fair  chance  of  being 
chosen  and  read. 

At  the  end  of  the  year  it  was  found 
that  thirty  thousand  books  had  been 
drawn  from  that  table  and  the  librarian 
is  convinced  that  by  no  ether  plan  could 
ten  per  cent,  of  that  number  have  been 
placed  with  readers.  The  plan  has  since 
been  adopted  by  several  important 
libraries,  and  in  each  case  with  striking- 
success. 

Herein   is  another  hint  which  can  be 
snapped    up    and    advantageously    made 
use   of.      Have   you   any   books   on   your 
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shelves  which  have  been  there  longer 
than  they  should  have  been  and  which 
you  would  like  to  see  cleared?  Take 
them  half  a  dozen  or  a  dozen  at  a  time 
in  rotation  and  place  them  in  your  win- 
dow. It  will  help  matters  if  you  write 
a  few  words  giving  a  short  description 
of  them.  This  could  be  done  on  a  small 
card  and  affixed  to  the  book.  Leave  them 
in  your  window  for  two  or  three  days 
and  then  change  them  for  the  next  in 
rotation  and  so  on  until  your  have  shown 
all  your  stock.  Human  nature  is  the 
same  all  the  world  over,  and  if  the  plan 
acted  in  the  case  of  the  library,  you 
would  no  doubt  get  results  of  a  similar 
kind  and  clear  out  some  of  your  stock 
which  has  been  hanging  fire. 

You  can  of  course  modify  the  system 
to  suit  your  own  ideas  or  the  conditions 
in  which  you  are  placed,  such  as  by  vary- 
ing in  particular  instances  the  number 
of  days  in  which  certain  books  shall  be 
thus  prominently  displayed.  A  book  of 
special  interest  or  value  may  be  left  un- 
til someone  purchases  it. 

In  this  way  you  will  place  before  your 
public  books  which  they  might  otherwise 
never  see.  Many  a  man  will  buy  a  book 
if  he  happens  to  see  it  on  display,  where- 
as he  would  never  dream  of  going  into 
a  store  to  ask  for  it.  One  point  more, 
do  not  omit  to  put  the  price  of  the  book 
prominently  before  the  public.  For 
every  one  person  who  will  go  into  a  store 
and  ask  the  price  of  a  book  there  are 
ten  who  will  buy  if  the  price  is  marked 
on  it.  The  majority  of  people  are  averse 
to  asking  the  price  of  an  article  and  then 
if  they  find  it  is  more  than  they  care  to 
give,  going  out  without  buying. 

Let  the  public  see  your  books;  give 
then  some  description  of  their  contents; 
let  them  know  the  prices,  then  await  the 
results. 


STRINGER'S  WORKS 

A  most  interesting  announcement  is 
that  of  a  series  of  uniform  editions  at 
popular  prices  of  the  works  of  Arthur 
Stringer,  who  is  one  of  the  most  able 
and  prolific  of  Canadian  novelists.  These 
new  editions  are  of  further  Canadian  in- 
terest, in  that  all  the  work  of  getting 
them  out  is  to  be  done  right  here  in 
Canada. 

Like  many  another  Canadian  author, 
Stringer  made  his  name  in  New  York, 
but  he  never  forsook  his  Canadian  citi- 
zenship and  has,  for  a  number  of  years, 
made  his  home  in  his  native  land,  being 
known  as  a  strong  protagonist  in  move- 
ments that  are  making  for  the  strength- 
ening of  Canadianism. 

Elsewhere  in  this  issue  will  be  found 
a  news  paragraph  about  his  forthcom- 
ing new  novel,  "The  Prairie  Daughter." 


IIOOKSELLER     AND     STATIONER 


HOGRAPHY  OF  BOOTH 

There  is  about  to  appear  an  import- 
nt  biography  that  will  have  as  wide 
n  appeal  as  the  influence  exerted  by 
he  Salvation  Army.  It  is  the  biography 
f  General  William  Booth,  founder  of 
he  Salvation  Army.  His  biographer  is 
larold  Begbie. 

Mr.  Begbie  says:  "William  Booth  is 
kely  to  remain  for  many  centuries  one 
f  the  most  signal  figures  in  human  his- 
ory.  Therefore,  to  paint  his  portrait 
aithfully  for  the  eyes  of  those  who 
ome  after  us — a  great  duty  and  a 
evere  responsibility — has  been  my  car- 
inal  consideration  in  preparing  these 
lages.  If  I  have  succeeded  in  my  work, 
losterity  will  be  able  to  feel  something' 
f  the  power  of  William  Booth's  person- 
lity,  and  to  understand  how  it  was  that 

s  spirit  could  touch  the  human  heart 
n  so  many  lands  and  in  almost  all  the 
aried   circumstances  of  mortal   life." 

JNCOLN  ON  SCREEN 

There  is  a  prospect  of  a  motion  pic- 
ure  production  of  John  Drinkwater's 
reat  play,  "Abraham  Lincoln."  This 
ould  be  a  great  impetus  for  further 
ales  of  the  book. 

EONARD  WOOD 

Although  General  Leonard  Wood  was 
ot  the  big  man  in  the  military  affairs 
f  the  U.  S.  in  the  Great  War,  there  are 
nany  who  think  he  should  have  been  and 
hat  he  didn't  get  a  square  deal  at  the 
ands  of  the  U.  S.  Government.  At  any 
ate,  he  was  and  still  is  a  big  man  in 
he  military  world.  Soldier  as  he  is, 
Jeneral  Wood  has  kept  his  temper  and, 
:0  matter  under  what  provocation,  he 
.as  never  been  led  into  criticism  of  his 
'ommander-in-Chief;  nor  has  he  been 
oerced  by  threats  or  intimidation  from 
lling  the  actual  truth  concerning  exist- 
lg  conditions. 

In  "Leonard  Wood,"  by  W.  H.  Hobbs, 
ust  published  by  Putnam's,  the  author 
ias  marshalled  his  facts  skilfully  and 
uthoritatively  and  has  given  a  splendid 
haracter  portrait  of  a  great  American 
oldier. 

When  General  Wood  and  Lord  Roberts 
vere  observing  together  the  great  Ger- 
nan  manoeuvres  of  1902,  Roberts  re- 
narked,  "Wood,  what  are  our  countries 
o  do  when  that  splendid  military  ma- 
hine  is  directed  against  us?"  Each  re- 
urned  to  warn  his  country  at  whatever 
est  to  himself.  In  each  case  the  warn- 
ng  was  unheeded,  and  bitterly  resented 
y  the  Government  in  power.  The  career 
f  a  man  holding  that  conviction  nearly 
wenty  years  ago  must  of  necessity  be 
nteresting  to  all  in  the  light  of  the 
ataclysm  that  broke  upon  the  world  in 
914. 

HOGRAPHY   FOR   BOYS 

An  especially  fine  new  book  of  bio- 
rraphy  for  bovs  is  "Famous  Leaders  of 
ndustry,"  by  Edwin  Wildman,  which  the 
*age  Co.,  Boston,  have  just  issued. 

Among  the  notables  whose  inspira- 
■onal  careers  are  briefly  told  are  the 
Jdison,  Bell.  Barnum,  Ford,  Goodyear, 
ffaxim.  Rockefeller,  Wanamaker, 

lehwab,  Woolworth  and  others  equally 
amous. 


Emphasis  is  laid  on  the  fact  that  all 
these  men  loved  their  work,  and  boys  are 
told  that  there  are  to-day  equally  good 
opportunities  for  forging  ahead  in  the 
world  as  in  the  days  when  these  great 
captains  of  industry  and  commerce  were 
young  fellows  with  the  problem  of  mak- 
ing their  way  confronting  them 

A  TERCENTENARY 

Lloyd  George  has  written  the  preface 
to  "Homes  and  Haunts  of  the  Pilgrim 
Fathers."  It  is  a  new  edition  of  Dr. 
Alexander  Mackcnnal's  work  revised  and 
partly  re-written  by  H.  Elvet  Lewis, 
M.A.,  and  in  view  of  the  fact  that  1920 
will  see  the  celebration  of  the  tercenten- 
ary of  the  sailing  of  the  "Mayflower," 
and  that  to-day  the  closer  union  of  Great 
Britain  and  America  has  come  to  mean 
so  much  for  the  future  well-being  of 
the  world,  this  story  of  heroic  enter- 
prise, which  is  profusely  illustrated  with 
colored  plates  and  drawings  and  photo- 
graphs by  Charles  Whymer  should  re- 
ceive a  warm  welcome 

A  STUDY  IN  DEMOCRACY 

"The  French  Revolution,"  by  Nesta  H. 
Webster,  comes  from  Constables,  of 
London.  It  is  a  21s.  book,  comprising 
over  five  hundred  pages,  and  is  a  most 
interesting  study  in  democracy  present- 
ed in  the  light  of  the  great  war  of  1914- 
1918,  being  something  analogous  to  the 
revolution  in  France  in  the  last  decade 
of  the  18th  Century,  represented  as  be- 
ing an  intrigue  the  aims  of  which  are 
abbreviated  as  follows: 

The  intrigue  of  the  Orleanists  to 
change   the  dynasty  of  France. 

The  intrigue  of  the  Sulversives  to  de- 
stroy all  religion  and  all  government. 

The  intrigue  of  Prussia  to  break  the 
Franco-Austrian  alliance. 

The  intrigue  of  English  revolution- 
aries to  overthrow  the  governments, 
both  in  France  and  in  England. 

This  book  is  one  that  will  appeal,  not 
only  to  people  naturally  studious  and  in- 
terested in  history,  but  to  the  thousands 
of  people  in  whom  the  recent  cataclysm 
has  awakened  an  insatiable  desire  to 
learn  all  that  may  be  learned  about  all 
events  of  history  that  led  up  to  the 
greatest  of  all  armed  conflicts.  Book- 
sellers will  not  be  slow  to  appreciate 
that  with  books  of  this  nature  they  have 
opportunities  for  developing  many  sales. 

NEW  AND  FORTHCOMING 

"Lorraine,"  the  new  novel  by  Cynthia 
Stockley,  is  not  a  book  about  Alsace- 
Lorraine,  but  is  a  novel  of  South  Africa, 
in  which  the  heroin.e  is  Lorraine  Temp- 
est. 

George  Weston's  new  book,  "Mary 
Minds  Her  Business,"  is  in  the  char- 
acteristic vein  that  has  won  him  a  big 
following  of  readers. 

"Mountain  Memories,"  by  Sir  Martin 
Conway,  is  described  as  "a  pilgrimage 
of  romance."  Sir  Martin  is  president  of 
the  Alpine  Club,  with  headquarters  in 
England,  which  is  the  premier  of  all 
Alpine  Clubs,  and  to  be  its  chief  officer 
is  an  honor  of  international   distinction. 

Much  interest  attaches  to  the  coming 
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of  a  new  novel  entitled  "Belonging,"  by 
an  English  novelist,  Olive  Wadsley,  who 
has  been  coming  rapidly  to  the  fore. 

Warwick  Deeping's  new  novel,  "The 
Prophetic  Marriage,"  is  to  appear  very 
shortly. 

FORTHCOMING  BOOKS 

Announcements  for  early  publication 
include:  "Swatty,"  a  stqry  of  real  boys, 
by  Ellis  Parker  Butler,  author  of  "Pigs 
is  Pigs";  "The  Elder's  People,"  a  series 
of  stories  of  a  New  England  town;  "The 
Island  of  Sheep,"  an  illuminating  and 
brilliant  discussion  of  present-day  af- 
fairs, by  one  of  England's  foremost  men 
of  letters  and  action,  who  hides  himself 
under  the  names  of  Cadmus  and  Har- 
monia;  "Humanism  in  New  England 
Theology,"  a  study  of  the  great  succes- 
sion of  New  England  divines,  by  Rev. 
George  A.  Gordon,  D.D.;  "Food  Facts 
for  the  Home-Maker,"  by  Lucile  Stim- 
son  Harvey;  "Recreation,"  by  Viscount 
Grey,  in  which  this  brilliant  statesman 
discusses  his  favorite  pastimes;  "The 
Almosts,"  a  study  of  the  feeble-minded, 
by  Helen  MacMurchey,  of  Toronto; 
"Le  Petit  Nord;  Annals  of  a  Labrador 
Harbor,"  by  Anne  Grenfell  and  Katie 
Spalding,  and  the  second  volume  of  "The 
New  England  Aviator*." 

FOOD  FACTS 

Mrs.  Harvey  is  the  food  expert  of  the 
Diet  Kitchen  of  Brookline,  Massachu- 
setts. Her  book,  "Food  Facts,"  which 
meets  a  real  need  of  the  housewife,  will 
prove  instructive  not  only  to  the  in- 
experienced housekeeper,  but  also  to  the 
practised  matron,  and  will  help  many  a 
reader  to  make  a  small  sum  of  money 
supply  the  greatest  possible  amount  of 
nourishment  and  the  most  palatable 
dishes  for  her  table. 

FIGHTING  THE  H.  C.  OF  L. 

Remember  "Skinner's  Dress  Suit?"  Of 
course  you  do.  Then  you  will  welcome 
Henry  Irving  Dodge's  latest  book,  "Skin- 
ner Makes  It  Fashionable,"  prescribing 
the  Skinneresque  method  of  downing  the 
H.  C.  of  L.  And  once  more  gloom  flies 
at  Skinner's  approach  like  dust  before  a 
broom. 

In  this  exceeding  humorous  fiction 
story  Skinner  again  carries  out  a  big- 
idea — in  no  way  propaganda.  Skinner 
tackles  the  problem  of  the  high  cost  of 
living.  To  reduce  the  same,  ho  deter- 
mines to  set  the  town  of  Meadville  by 
the  ears — in  a  sensational  way.  He  real- 
izes that  the  people  who  have  made  vast 
fortunes  out  of  the  war  and  are  now 
spending  money  like  drunken  sailors — 
paying  any  old  price  asked  for  anything 
— are  the  ones  who  are  largely  respon- 
sible for  keeping  up  prices.  It  is  these 
he  determines  to  teach  a  lesson.  These 
people  all  have  social  aspirations  and 
are  worshippers  of  the  great  aristocrat, 
Mrs.  Colby.  Skinner  knows  that  if  he 
can  get  Mrs.  Colby  to  start  to  practice 
entrenchment  and  economizing,  make  it 
fashionable  to  do  so,  the  others  will  fall 
in  lire.  Just  how  he  persuades  the  great 
aristocrat  to  do  this  and  how  the  end  is 
accomnlishedi — in  a  most  unsuspected 
wav — is  deliciously  humorous,  amusing, 
and  verv  original. 


Business  and  Technical  Books 


SELLING  BUSINESS  BOOKS 

A  list  sent  out  by  A.  H.  Jarvis,  of 
"The  Bookstore,"  Ottawa,  lists  various 
business  books  and  includes  illustrations 
of  a  number  of  them.  Here  are  quota- 
tions from  the  introduction: 

"Quite  natural  that  in  these  days  of 
unusual  business  problems,  men  of  keen 
judgment  are  more  and  more  relying  on 
the  rapidly-growing  fund  of  recorded 
business  experiences.  They  find  that 
business  books  save  time,  conserve  en- 
ergy, insure  right  policies.  Two  heads 
were  always  better  than  one,  and  in 
these  books  are  the  ideas,  plans,  ex- 
periences of  literally  thousands  of  men 
who  have  made  good  despite  every  ob- 
stacle. 

"In  these  books  you  find  no  long-spun 
theory  or  suggestion  of  what  might  pay. 
No!  Only  the  actual  method  that  has 
already  paid  out — the  "how-to-do-it" 
told  in  concise,  straightforward  terms 
that  make  its  reading  as  interesting  and 
helpful  as  though  you  were  face  to  face 
with  the  very  originator  of  the  plan, 
gaining  the  benefit  and  inspiration  of  his 
successful  experience. 

"Sales  managers  and  salesmen,  ac- 
countants and  office  managers,  advertis- 
ing men,  factory  executives,  bankers, 
letter  writers,  manufacturers,  whole- 
salers, retailers — men  and  women  in 
every  branch  of  business  will  find  these 
books  literally  packed  with  usable  ideas 
on  their  own  work.  They  bring  to  your 
desk  valuable  suggestions  that  might 
otherwise  cost  you  years  of  experience 
and  much  money;  they  increase  ability 
and  earnings;  and  in  more  than  one  in- 
stance outstanding:  business  success  has 
been  built  on  a  single  idea  gained  from 
their  g-enerous  pages." 

Hundreds  of  books  are  listed,  being 
arranged  alphabetically  under  headings 
such  as  "Accounting,"  "Advertising," 
"Banking,"  "Buying,"  "Correspondence," 
"Factory   Management,"  "Finance,"  etc. 

RETAIL  SALESMANSHIP 

A  book  of  double  interest  for  book- 
sellers, appealing  to  them  for  their  own 
edification  as  retailers  and  as  a  book 
for  ready  selling  to  other  merchants  and 
retail  salespeople  is  Prof.  Paul  Ivey's 
"Elements  of  Retail  Salesmanship." 

This  book  is  the  direct  outgrowth  of 
the  need  felt  by  progressive  retailers  for 
a  manual  on  salesmanship  for  the  use 
of  their  employees  who  are  desirous  of 
excelling  in  their  work. 

Prof.  Ivey  begins  with  a  general  dis- 
cussion of  the  new  philosophy  of  retail 
merchandising'  and  the  modern  efficiency 
movement.  He  then  devotes  two  chap- 
ters to  a  consideration  of  the  importance 
of  knowing  the  goods  to  be  sold.  The 
importance  of  knowing-  the  customer  is 
then  considered,  and  in  this  section  are 
taken  up  those  motives  for  buying,  those 
instincts,  which  are  common  to  all  peo- 
r>V  and  then  the  differences  in  peoole. 
The  elements  of  personality  —  enthu- 
siasm,  honesty,  tact,   courtesy,   prompt- 


ness, and  cheerfulness — are  next  pre- 
sented, followed  by  a  careful  analysis  of 
the  selling  process,  the  means  of  at- 
tracting attention,  arousing  interest, 
creating  desire,  closing  the  sale  and  in- 
troducing other  goods.  A  final  chapter 
deals  with  store  system  and  method. 

MOTOR  BOATS 

An  important  newcomer  this  season 
among  technical  books  is  Victor  Page's 
"Motor  Boats  and  Boat  Motors,"  dealing 
with  their  design,  construction,  opera- 
tion and  repair.  It  has  350  specially- 
made  illustrations  and  working  draw- 
ings for  boat  builders,  and  there  is  a 
special  chapter  on  seaplanes  and  flying 
boats. 

FORD  CAR  MANUAL 

The  1920  edition  of  Victor  Page's 
book,  "The  Model  T  Ford  Car,"  has  just 
come  from  Norman  W.  Henley  Co.,  of 
New  York.  It  is  revised  up  to  date  and 
much  enlarged.  It  includes  attention  to 
Fordson  Farm  Tractor,  the  F.  A.  Start- 
ing and  Lighting  System,  and  the  Worm 
Drive  1-Ton  Truck. 

This  book  is  written  especially  for 
Ford  drivers  and  owners  by  a  recognized 
automobile  engineering  authority  and  an 
expert  on  the  Ford,  who  has  driven  and 
repaired  Ford  cars  for  a  number  of 
years.  He  writes  for  the  average  man 
in  a  practical  way  from  actual  know- 
ledge. All  parts  of  the  Ford  Model  T 
car  and  Fordson  tractor  are  described. 
Repair  processes  are  illustrated  and 
fully  explained. 

I  WONDER  WHY? 

The  eternal  question  mark  that  at- 
taches to  every  healthy  child  receives  at- 
tention from  many  sides  in  Milton  Gold- 
smith's book,  "I  Wonder  Why,"  just  put 
out  by  Macmillan's. 

It  is  the  need  of  replying  correctly 
to  the  many  scientific  inquiries  on  the 
part  of  curious  children  that  this  book 
has  been  published.  All  abtruse,  tech- 
nical detail  has  been  omitted.  The  book 
is  written  in  narrative  form,  in  simple 
language  and  in  such  a  way  that  chil- 
dren of  all  ages  as  well  as  grown  people 
will  read  the  book  with  interest  and  pro- 
fit. 

DANNY  AGAIN 

V.  C.  Barclay's  previous  book,  "Danny 
the  Detective"  will  be  recalled  by  many 
readers  who  enjoyed  it  and  they  will 
want  to  read  its  sequel,  "Danny  Again," 
just  published  by  Putnam's.  It  is  an 
adventurous  tale  and  is  liberally  illus- 
trated. 

MARJORY  OF  THE  WILLOWS 

Alice  E.  Allen  has  written  a  delightful 
new  story  for  girls  in  her  book,  "Mar- 
jory of  the  Willows,"  just  put  out  by  the 
Pa<re  Co..  of  Boston.  Not  onl'T  is  the 
story  itself  a  meritorious  one  but  this 
volume  is  a  most  attractive  one  in  ap- 
pearance. 
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NEW  BOY  SCOUT  STORY 

Brewer  Corcoran  has  done  seme  good 
stories  for  boys,  and  not  the  least  of 
these  is  his  new  book,  "The  Boy  Scouts 
of  the  Wolf  Patrol,"  just  published  by 
the  Page  Co.,  of  Boston.  Corcoran  cer- 
tainly does  know  how  to  interest  boys 
as  booksellers  who  have  featured  his 
books  know  by  the  call  for  more  that 
comes  for  readers  fortunate  enough  to 
delve  into  one  of  his  tales. 

•  PSYCHICAL  BOOKS 

A  Psychical  work  from  the  pen  of 
John  S.  King,  M.D.,  of  Toronto,  assisted 
by  "a  band  of  invisible  co-workers,  who 
have  spared  no  effort  to  make  this  the 
most  comprehensive,  far-reaching  and 
convincing  work  of  its  kind  yet  pre- 
sented to  earth  mortals,  tending  to 
prove:  continuity  of  life,  spirit  return 
and  spirit  communion  with  mortals,"  is 
the  way  "The  Dawn  of  the  Awakening 
Mind"  is  being  put  before  the  public. 

Sir  Oliver  Lodge's  recent  visit  to  To- 
ronto  has  had  the  effect  of  creating  a 
strong  demand  for  his  books,  "The  Sur 
vival   of  Man"  and  "Man   and   the  Uni 
verse." 

"Pscychology  and  the  Day's  Work,"  by 
Edgar  J.  Swift,  essays  to  show  people 
how  to  organize  and  develop  physical 
faculties  in  their  relation  to  psychical 
truths,  so  as  to  get  the  most  out  of  their 
in  achieving  success  in  life. 

Among  the  several  books  by  Here- 
ward  Carrington,  Ph.D.,  being  publisher 
in  Canada  this  year  is  "The  Physica 
Phenomena  of  Spiritualism,"  which  in 
eludes  due  attention  to  spiritualist! 
fakers  and  their  methods. 

FARNOLS  NEW  NOVEL 

In  "The  Geste  of  Duke  Jocelyn,"  Jef 
fery  Farnol  has  apparently  found  wha 
a  good  many  writers  have  been  tryinj 
to  get  for  a  long  time — a  new  type  ol 
novel.  He  has  been  daring  enough  U 
begin  "The  Geste  of  Duke  Jocelyn"  witl 
a  "Prelude"  in  verse  which,  rather  re 
markable  to  relate  in  these  days  of  high 
brow  and  free  verse,  is  exceedingly  at, 
tractive  and  readable.  The  "Geste,"  a 
is  carefully  explained  in  this  prelude,  i 
a  tale,  a  otory,  a  romance,  and  Fame 
tells  it  as  he  did  his  other  books,  in  th 
most  delightful  archaic  English.  Tw 
or  three  lines  from  the  prelude  put  on 
at  once  into  the  atmosphere  of  the  story 

"Long,  long  ago,  when  castles  grim  di 

frown, 
When   ?nassy  wall   and   gate   did    'fen 

each  town; 
When    mighty    lords    in    armor    brigl 

were  seen, 
And  stealthy  outlaws  lurked   amid  t 

green 
And  oft  were  hanged  for  poaching  of  tl 

deer, 
Or.    easting,     died     upon     a     huntin 

spear." 


Vital  Books  of  the  New  Era 


IOW  IT  CAN  BE  TOLD 

One  of  the  most  notable  of  the  books 
f  1920  is  Philip  Gibbs'  "What  the  Cen- 
or  Forbade."  It  is  bound  to  survive 
s  one  of  the  greatest  of  all  records  of 
our  terrible  years,  a  record  which  is 
reat  literature  and  history,  terrible  in 
s  unsparing  truth,  its  majority,  its  hor- 
or,  its  candor.  Gibbs  has  spared  no 
ne.  The  incompetent  general,  the  in- 
ifferent  staff,  the  plans  that  went 
rong,  the  battles  uselessly  fought,  the 
len  uselessly  thrown  away,  the  wrong 
actics,  the  untruthful  propaganda,  all 
hese  things  stand  arraigned  in  this 
ook.  It  will  make  Philip  Gibbs  many 
owerful  enemies,  but  it  will  place  him 
mong  the  immortals,  for  there  never 
ras  a  book  like  it.  It  is  500  pages  com- 
ounded  of  terrible  courage,  crass 
tupidity,  foul  horror  and  searing  beauty 
rushed  out  of  the  heart  of  men  de- 
umanized  by  the  massacres  of  chemis- 
y  and  science. 

[AVAL  GUNS   IN   FLANDERS 

"The  Naval  Guns  in  Flanders,"  a  book 
elling  of  the  activities  of  British  naval 
orces  in  Flanders  in  1914-1915,  the  work* 
f"L.  F.  R.".  It  is  a  Constable  puli- 
ation. The  book  has  numerous  half- 
one  illustrations  as  well  as  maps. 

EAGLE  OF  NATIONS 

Charles  Sarolea  in  "Europe  and  the 
^ague  of  Nations,"  warmly  supports 
he  idea  of  the  League  as  a  panacea  for 
n  ailing  world: 

"The  peace  we  have  obtained  is  an 
minently  bad  peace;  bad  in  an  abso- 
ute  sense,  when  judged  by  the  ideals 
vith  which  we  started  the  war  when 
ested  by  the  fourteen  principles  of 
'resident  Wilson;  and  bad  in  a  relative 
ense,  when  we  compare  it  with  pre- 
vious notable  peace  settlements  in 
nodern  times.     *     *     * 

"The  very  failure  of  the  Peace  Treaty 
vill  give  a  powerful  impetus  to  the 
eague  of  Nations  and  is  giving  the  Lea- 
ue  such  an  opportunity  as  never  came 
any  parliament  of  men.  Things 
lad  to  be  worse  before  they  could 
ecome  better.  If  the  peace  pleni- 
>otentiaries  had  succeeded  in  making 
ven  a  tolerably  bad  peace,  the  old  sys- 
Wn  might  have  survived.  Having  utter- 
y  failed  in  settling  the  difficulties,  the 
League  of  Nations  must  interfere  as  the 
Deus  ex  machina." 

The  professor  asserts  that  the  treaty 
mposes  impossible  terms  on  Germany; 
;hat  we  have  destroyed  the  German  pow- 
Fr  without  touching  the  deeper  sources 
sf  German  strength;  that  we  have  not 
broken  up  the  compact,  homogenous, 
centralized  State  which  Bismarck 
created;  that  at  the  armistice  there 
might  have  been  some  hope  of  disinte- 
grating: the  German  Empire;  that  to- 
day the  German  people  seem  more  unit- 
ed than  ever,  and  under  the  conditions 
neither  France  nor  the  smaller  States 
born  of  the  war  have  any  greater  mili- 


tary security  than  they  had  before  the 
catastrophe;  and  that  the  German  spirit 
is  still  unbroken,  defiant  and  thirsting 
for  levenge — hence  the  necessity  for  a 
strong  League  of  Nations. 

SCIENCE  IN  WAR 

"Physiology  and  National  Needs,"  the 
title  of  a  new  publication  by  Constable's, 
the  work  of  W.  D.  Haliburton.  It  es- 
says to  prove  what  a  great  help  in  win- 
ning the  war  was  the  proper  organiza- 
tion of  the  scientific  resources  of  Great 
Britain. 

THE  BOOK  OF  IRELAND 

A  book  which  seeks  to  interpret  Irish 
life  has  just  been  published  under  the 
title,  "The  Soul  of  Ireland."  The  au- 
thor is  W.  J.  Lockington,  S.  J.  Father 
Lockington's  approach  to  his  subject 
is  seen  in  these  sentences  from  one  of 
his  chapters;  "Ireland,  as  we  have  said, 
is  Ireland  because  of  her  Catholicism. 
Therefore,  he  who  would  understand 
life  in  Ireland  must  take  full  cognizance 
of  this  fact,  for  it  is  this  that  is  the 
leading  characteristic  of  the  nation." 

DOSTOEVSKY 

A  new  volume  of  Dostoevsky  stories 
has  just  been  published  under  the  title 
"An  Honest  Thief,"  the  translation  hav- 
ing been  made  by  Constance  Garnett. 
The  book  contains  in  all  ten  stories  as 
follows:  An  Honest  Thief,  Uncle  Dream, 
A  Novel  in  Nine  Letters,  An  Unpleasant 
Predicament,  Another  Man's  Wife,  The 
Heavenly  Christmas  Tree,  The  Peasant 
Marey,  The  Crocodile,  Bobok,  and  The 
Dream  of  a  Ridiculous  Man. 

ARMENIA 

"Armenia  and  the  Armenians,"  is  the 
title  of  a  little  book  on  Armenian  his- 
tory just  from  the  press.  The  author 
is  Kevork  Aslam  and  the  work  has  been 
translated  from  the  French  by  Pierre 
Crabites. 

REALITIES  OF  WAR 

The  following  tribute  to  General  Cur- 
rie  is  paid  by  Philip  Gibbs,  the  noted  war 
correspondent,  in  his  book.  "Realities 
of  War,"  just  published  in  England: 

"He  cut  clean  to  the  heart  of  thing-s 
ruthlessly  like  a  surgeon,  and  as  I 
watched  that  man,  immense  in  bulk,  with 
heavy  thoughtful  face,  stern  eyes  that 
softened  a  little  when  he  smiled.  I 
thought  of  him  as  Oliver  Cromwell.  Th>s 
real  estate  agent,  as  he  was  before  he 
took  to  soldiering,  is  undoubtedly  a  man 
of  strong  ability,  free  from  those  tram- 
mels of  red  tape  and  tradition,  which 
swathed  around  so  many  of  our  own 
leaders." 

ENGLAND  TO  AMERICA 

Margaret  Prescott  Montague  has  writ- 
ten in  her  book,  "England  to  America" 
a  perfect  tribute  to  the  dodged  and  un- 
stinted courage  of  English  hearts — an 
unforgettable  picture  of  an  English 
family  that  had  given  all  and  was  mak- 
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ing  a  last  and  tenderly  beautiful  sacri- 
fice for  an  American  boy.  A  little  book 
with  a  big  message.. 

DR.  DILLON'S  BOOK 

Dr.  Edward  J.  Dillon's*  book,  "The  In- 
side History  of  the  Peace  Conference," 
tells  of  what  went  on  during  those  high- 
ly significant  days  in  Paris,  when  the 
representatives  of  the  Big  Five  were 
gathered  around  the  conference  table  in 
the  Hotel  Crillon.  Dr.  Dillon  had  the 
advantage  over  other  observers  in  that 
he  has  for  twenty  years  been  on  the  "in- 
side" of  European  politics,  and  so  had 
the  background  necessary  to  interpret 
events. 

FRANCK  IN  GERMANY 

The  reason  why  Harry  A.  Franck's 
travel  books  keep  selling  so  strongly 
from  year  to  year  is  that  they  are  ab- 
solutely individual.  His  large  following 
will  joyously  seize  the  opportunity  to  go 
with  him  on  a  new  journey— particularly 
on  this  revealing  trip  through  the  Ger- 
many which  has  been  a  closed  book  to 
the  world  for  five  years. 

The  author,  famous  for  his  vagabond 
journeys  in  almost  every  nook  and  cor- 
ner of  the  world,  set  out  on  a  1,000-mile 
hike  with  camera  and  knapsack,  to 
tramp  through  a  country  that  has  been 
screened  from  the  outside  world  for  over 
four  years.  He  has  recorded  his  im- 
pressions of  Germany  and  the  Germans 
as  they  are  to-day.  Walking  along  the 
road,  stopping  at  small  inns  in  the  very 
heart  of  Germany,  he  got  to  know  what 
people  were  really  thinking  and  doing 
and  what  their  attitude  towards  the  war 
was  and  how  they  regarded  the  signing 
of  the  peace.  He  describes  the  shortage 
of  food  in  the  towns  and  the  extraordin- 
ary week-end  excursion  into  the  country 
where  every  one  went  foraging.  An 
amazing  book  crowded  with  first-hand 
information. 

THE  RED  LADY 

Katherinc  Newlin  Burt  is  sure  of  a 
good  audience  for  her  new  book,  "The 
Red  Lady,"  because  of  the  success  of 
"The  Branding  Iron."  This  new  novel 
is  an  example,  par  excellence,  of  the  type 
of  story  that  "makes  you  forget  your 
troubles."  It  is  the  absorbing  tale  of 
the  mysterious  adventures  of  an  attrac- 
tive and  (this  is  significant!)  red-headed 
young  wcman  in  a  rambling,  isolated 
country  house  in  the  Southern  pine  belt. 
There  has  been  a  mysterious  death  in  the 
house,  and  other  weird  events  following 
it.  The  heroine  finds  herself  caucht  in 
a  web  from  which  there  seems  no  es- 
cape. White  and  tremblinor,  three  house- 
keepers had  left  the  lonely  old  mansion 
in  quick  succession.  Will  this  youn?  girl 
have  the  pluck  to  remain  and  unravel 
the  stranere  mysterv  that  holds  sway 
over  the  house  in  the  pines? 

Isn't  that  advance  interest  enough  for 
anv  bookseller  to  believe  in  the  sale- 
ability  of  this  book? 
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THOMAS  ALLEN 
Fiction 

Pirates  of  the  Spring,  Forrest  Reid, 
$2;  The  Red  Lady,  Katharine  Newlin 
Burt,  $2;  Elders  People,  Harriet  Prescott 
Spofford,  $1.90;  Swatty,  Ellis  Parker 
Butler,  $2;  The  Almosts,  Helen  Mac- 
Murchey,  $1.65. 

Non-Fiction 

Humanism  in  England,  Rev.  A.  Gor- 
don, D.D.,  $1.35;  Your  National  Parks, 
Enos  A.  Mills.  $3.50;  A  Sportman's 
Wanderings,  J.  G.  Millais,  $5.50;  Dar- 
danelles, Major-General  Sir  C.  E.  Cald- 
well, K.C.B.,  $5.50;  Recreation,  Viscount 
Grey,  $1.65;  Island  of  Sheep,  Cadmus 
and  Harmonia,  $1.65;  Le  Petit  Nord, 
Grenfell  and  Spalding,  $1.65;  Food  Facts. 
Harvey,  $2.75. 

J.  M.  DENT  &  SONS 
Fiction 

Woman  Triumphant  (Le  Maja  Des- 
nuda),  Vincente  Blasco  Ibanez  (author 
of  Four  Horsemen  of  the  Apocalypse), 
cloth,  $2.25;  The  Worldlings,  Leonard 
Merrick,  cloth,  $1.90;  When  Leve  Flies 
Out  of  the  Window,  Leonard  Merrick, 
cloth,  $1.90;  The  House  of  Lynch, 
Leonard  Merrick,  cloth,  $1.90;  Mary  Girl, 
Hope  Merrick,  cloth  (Mrs.  Leonard  Mer- 
rick), cloth;  Barry  Leroy.  H.  C.  Bailey, 
cloth,  $2.25;  Wimpost,  Dave  Coolidge, 
cloth,  $2.25;  The  Painting  Man,  Marjorie 
Douie,  cloth;  The  Taming  of  Man,  Ethel 
Holdsworth,  cloth,  $2.25;  En  Route,  J.  K. 
Huysman,  cloth,  $3;  Tamarisk  Town, 
Sheila  Kay  Smith,  cloth;  The  Young 
Physician,  Francis  Brett  Young, 
cloih,  $2.25;  John  Silence,  Alger- 
non Blackwood,  cloth;  Erewhon  Revisit- 
ed, Samuel  Butler,  cloth,  $2.25;  Bruce, 
Albert  Payson  Terhune  (author  of  Lad 
a  Dog),  cloth,  $2.25;  Our  Peter,  George 
Woden,  cloth;  The. Golden  Scorpion,  Sax 
Kohmer,  cloth,  $2.25;  Unseen  Hands, 
Robert  Orr  Chippesfield,  cloth,  $2.25; 
The  Cords  of  Vanity,  James  Branch 
Cabell,  cloth,  $2.25. 

Juvenile 

Puppies  and  Kittens  and  Other  Stories, 
Caroline  Cadby,  cloth,  $1.75;  Princess 
White  Flame,  Gertrude  Crownfield, 
cloth. 

Travel 

Things   Seen  in  London,  A.  H.  Blake, 
M.A.,  cloth,  $1.50;   South  of   Suez,  Wil- 
liam Ashley  Anderson,  cloth,  $3. 
S.  B.  GUNDY 
Fiction 

The  Gorgeous  Girl,  Nalbro  Bartley, 
cloth,  $1.75;  Kathleen,  Christopher  Mor- 
ley,  cloth,  $1.25;  Full  Speed  Ahead, 
Henry  B.  Beston,  cloth,  $1.50;  A  Pilgrim 
Maid,  Marion  Ames  Taggart,  cloth, 
$1.60;  Something  Else  Again,  Franklin 
P.  Adams,  cloth,  $1.50;  Some  of  Us  Are 
Married,  Mary  Stewart  Cutting,  cloth, 
nett  $1.75;  Stories  of  the  Saints,  Grace 
Hall,  cloth,  nett  $1.50;   Unsolved   Riddle 


of  Social  Justice,  Stephen  Leacock,  cloth, 
$1.25. 

Non-Fiction 
Woodrow  Wilson  and  His  Work,  Wil- 
liam E.  Dodd,  cloth,  nett  $3. 

HODDER   AND   STOUGHTON,   LTD. 
Fiction 

Sweethearts  Unmet,  Berta  Ruck,  clotR, 
$1.75;  House  of  Dreams  Come  True, 
Margaret  Pedler,  cloth,  $1.65;  Cathy 
Rossiter,  Mrs.  Rickard,  cloth,  $1.65; 
Bachelor  Husband,  Ruby  M.  Ayres,  cloth, 
$1.65. 

Non-Fiction 

An  Irishman  Looks  at  His  World,  Geo. 
A.  Birmingham,  cloth,  $1.65;  Life  and 
Letters  of  St.  Paul,  David  Smith,  cloth, 
$6;  Case  Against  Spiritualism,  Jane  T. 
Stoddart,  cloth,  $1.50;  British  Campaign 
in  Nearer  East,  Edmund  Dane,  cloth, 
$5:  British  Campaign,  1918,  Sir  A.  C. 
Doyle,  cloth,  S5. 

MACMILLAN  CO.  OF  CANADA,  LTD. 
Fiction 

Legend,   Clemence   Dane,  cloth,  $2. 
Non-Fiction 

A  Quaker  Singer's  Recollections,  David 
Bispham,  cloth,  $4.50;  Catalysis,  Rideal 
and  Taylor,  cloth,  $5.75;  Liberty  to  Brest 
Litovsk,  Williams,  cloth,  $5.50;  Theodore 
Roosevelt,  School  Edition,  James  Mor- 
gan, cloth,  $1.25;  Introduction  to  An- 
thropology, E.  O.  James,  cloth,  $2.50; 
The  Miristry  of  Reconciliation,  J.  R. 
Gillies,  cloth,  $2;  The  Gunroom,  C.  L. 
Morgan,  cloth,  $2.50;  The  Army  and  Re- 
ligion, Rev.  D.  S.  Cairns,  cloth,  $2.50; 
The  Soul  of  Ireland,  W.  J.  Lockington, 
cloth,  $2;  Satire  in  the  Victorian  Novel. 
F.  T.  Russell,  cloth,  $2.75;  Caught  by 
the  Turks,  F.  Yeats  Brown,  cloth,  $2.25; 
Golden  Whales  of  California,  Vachel 
Lindsay,  cloth,  $2;  Arcnenia  and  the 
Armenians,  Pierre  Crabites,  cloth,  $1.50; 
The  Young  Man  and  Teaching,  H.  R. 
Wright,  cloth,  $1.75;  The  Young  Man  and 
the  Law,  S.  E.  Baldwin,  cloth,  $1  75;  A 
Living  Wage,  John  A.  Ryan,  cloth,  $2.25; 
Art  of  Theatrical  Make-up,  J.  Norton, 
cloth,  $1.65;  School  Bovs  of  Other  Lands, 
A.  R.  Hope,  cloth,  $1.65. 

Juvenile 

McKickshaws  at  School,  A.  R.  Hope, 
cloth,  $1.65;  Charlie's  Mascot,  H.  C. 
Hooke,  cloth,  $1.65;  A  Cavalier  Maid, 
Knipe,  cloth,  $1.75. 

McC  LELLAND  &  STEWART,  LTD. 
Fiction 

The  Rebels  Up,  G.  A.  Birmingham,  $2: 
September,  Frank  Swinnerton,  $2:  Pos- 
sessed, Cleveland  Moffett;  $1.75;  A  Place 
in  the  World,  John  Hastings  Turner, 
$1.75;  The  Ranchman,  Charles  Alden 
Seltzer.  $2;  Fire  of  Youth,  Henry  J. 
Fcrfijan.  $2;  The  Disannearance  of  Kim- 
ball Webb,  Rowland  Wright.  $2. 
Non-Fiction 

Psychology  and  the  Day's  Work,  Ed- 
gar   James     Swift,     $2;     The     Physical 
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Phenomena  of  Spiritualism,  Hereward 
Carrington,  Ph.D.;  The  Coming 
Science,  Hereward  Carrington;  South, 
Sir  Ernest  Shackleton,  $7.50;  Games  of 
Chess,  Charousek,  $2.50;  Chess  Open- 
ings: First  Series,  Du  Mont,  $1.25;  Mince 
Pie,  Christopher  Morley,  $1.75. 

GEO.  J.  M.  McLEOD,  LTD. 
Fiction 
The  Splendid  Outcast,  George  Gibbs, 
$2;  Taxi,  Geo.  A.  Chamberlain,  $1:60; 
The  Eye  of  Zlitoon,  Talbot  Munday,  $2; 
Leave  it  to  Doris,  Ethel  Hueston,  $1.50; 
Strange  Case  of  Mortimer  Fenley, 
Tracey,  $1.90. 

Non-Fiction 
Fear  Not  the  Crossing,  Gail  Williams, 
$1.25. 

THE  MUSSON  BOOK  CO. 
Fiction 
Ludendorff's  Own  Story,  Eric  Von 
Ludendorff,  cloth,  2  vols,  $8.50;  Raymond 
Robins  Own  Story,  Raymond  Robins, 
cloth,  $2.25;  The  Inside  Story  of  the 
Peace  Conference,  Dr.  Ed.  J.  Dillon, 
cloth,  $2.50;  Our  Unseen  Guest,  Anony- 
mous, cloth,  $2.25;  The  Book  of  the 
Damned,  Charles  Fort,  cloth,  $2;  Bal- 
lards  of  Old  New  York,  Arthur  Guir.er- 
man,  cloth,  $1.75;  The  Strangers'  Ban- 
quet, Donn  Byrne,  cloth,  $2;  Poor  Re- 
latibns,  Compton  MacKenzie,  cloth,  $2; 
The  Man  of  the  Forest,  Zane  Grey,  cloth, 
$?;  The  Swing  of  the  Pendulum,  Adriana 
Spadoni,  cloth,  $2;  Duds,  Henry  C.  Row- 
land, cloth,  $1.90. 

RYERSON  PRESS 
Fiction 
Raspberry  Jam,  Carolyn  Wells,  cloth 
$1.75;    The    Outlaw,    Maurice    Hewlett, 
cloth,  $1.75;    The    Scarred     Chin,     Will 
Payne,     cloth,     $1.75;      Sunny     Ducrow, 
Henry  St.    John    Cooper,    cloth,     $1.75 
Trailin',    Max    Brand,   cloth,   $1.75;    Th, 
Gold    Girl,   J.    B.    Hendryx,   cloth,    $1.75; 
In  the  Shadow  of  Lantern  Street,  H.  G 
Woodworth,  cloth.   $1.75;    The  Husband 
E.  H.  Anstruthcr,  cloth,  $1.75. 
Non-Fiction 
Korea's  Fight  for  Freedom,  F.  A.  Mc 
Kenzie,    cloth,    $2.25;    The    Great    South 
Land,  W.  H.   Koebel,  cloth,  $4;   Studies 
of  Plant  Life  in  Canada,  Catharine  Parr 
Trail,  cloth,  $2.50. 

Juvenile 
Boys'  Book  of  Frontier  Fighters,  Ed- 
win L  Sabin,  cloth,  $1.75. 

COPP-CLARK  CO. 
Fiction 
Tatterdemalion,       John       Galsworthy 
cloth,    $2.00;      Red    Seal,    Lincoln,   cloth 
$2.00. 

Special  Canadian  Edition 
The  Adventures  of  Jimmie  Dale,  Pack- 
ard. $1.25;  The  Further  Adventures  ol 
Jimmie  Dale,  Packard.  $1.25;  The  Wire 
Devils,  Packard.  $1.25:  The  Sin  That 
Was  His.  Packard,  $1.25;  The  Belovec 
Traitor,  Packard,  $1.25:  Greater  Lov( 
Hath  No  Man,  Packard,  $1.25. 


Canadian  Book  Fair— Why  Not? 

What  Live  Canadian  Bookseller  Will  Be  First  to  Put  Across  This  Idea? 


WHO  is  going  to  be  the  first 
bookseller  tc  adopt  the  "Can- 
adian Book  Fair"  idea  of  creat- 
ing big  interest  in  Canadian  literary 
lore,  thus  promoting  greater  sales  of 
books  by  Canadian  writers  and  about 
Canada  ? 

This  suggestion  came  to  the  writer 
while  reading  in  the  "Publishers' 
Weekly,"  an  acount  of  "A  Hoosier  Book 
Fair"  held  by  L.  S.  Ayres  &  Co.,  of 
Indianapolis.  During  the  week  of  March 
1  they  held  this  book  fair,  an  event  that 
brought  large  numbers  to  the  store  and 
proved  a  most  successful  feature. 

On  a  dozen  or  more  tables  were  ar- 
ranged Indiana  literature  in  groups,  and 
on  each  table  was  an  enormous  book, 
built  of  card  board  ^nd  opened  in  the 
middle  as  if  to  indicate  that  books  were 
gates  to  pleasures  beyond.  There  was 
a  Tarkington  table,  one  devoted  to  Gene 
Stratton-Porter,  to  the  "Little  Colonel" 
series,  a  Riley  table,  of  course,  and  one 
for  other  Hoosier  verse,  Gillian,  Nesbit 
and  Herschell,  a  table  for  Meredith 
Nicholson,  and  one  gathering  together 
many  of  the  popular  novelists  of  the 
state,  Eggleston,  Maurice  Thompson, 
Elizabeth  Miller,  George  Barr  McCutch- 
eon,  Eleanor  Atkinson,  and  others. 

On  the  walls  of  the  room  were  hand- 
somely framed  portraits  of  Hoosier 
writers,  including  not  only  those  men- 
tioned above,  but  others,  such  as  Charles 
Major,  Kin  Hubbard,  George  Ade,  Ro- 
bert Cortes  Holliday.  Theodore  Dreiser, 
Max  Ehrmann. 

In  glass  cases  were  numerous  exhibits 
of  interesting  letters  and  manuscripts 
gathered  from  many  sources.  Many  of 
them  were  contributed  by  Mrs.  Charles 
Major  from  her  husband's  library.  A 
very  interesting  item  was  a  letter  from 
Longfellow  to  Riley  in  1873,  the  letter 
that  did  so  much  to  encourage  Riley  to 
continue  in  the  writing  of  poetry;  also, 
a  letter  from  Theodore  Roosevelt  to 
Maurice  Thompson,  encouraging  him  in 
this  line  of  work. 

Grosset  &  Dunlap  had  supplied  an  ex- 
hibit on  how  "A  Popular  Log  Became  a 
Popular  Book,"  showing  the  progress  of 
paper  making  and  printing  through  the 
various  processes  to  the  complete  vol- 
ume. 

Each  day  was  devoted  to  a  reception 
and  talks  by  various  writers,  and  an 
auditorium  seating  some  three  hundred 
people  was  filled  on  each  session. 

The  exhibit  was  timed  to  emphasize 
the  one  hundredth  anniversary  of  the 
founding  of  the  city  of  Indianapolis,  and 
the  plans  were  laid  by  Miss  Eleanor 
Foster,  head  of  the  book  department  of 
L.  S.  Ayres  &  Company.  The  firm  found 
that  this  occasion  was  a  very  successful 
event  for  their  store. 


Think  of  the  wealth  of  Canadian  lore 
that  is  available  for  the  Canadian  Book 
Fair  idea! 

What  live  Canadian  bookseller  is  going 
to  first  put  it  across? 

FOR  BOOK  ADS. 

Here  are  a  few  extracts  from  a  book 
advertisement  which  will  be  good  to 
work  into  the  newspaper  advertisements 
of  any  bookseller: 

Books  are  not  explosive.  Canadians 
pay  more  for  a  theatre  ticket  or  a  dinner 
than  most  books  cost.  They  are  easy  to 
buy.  Some  people  like  to  read  book  news 
and  reviews  and  choose  exactly  what 
they  want.  Some  ueople  leave  a  stand- 
ing order  with  a  bookseller  to  send  a 
certain   number   of   the   best   new  books 


NEEDLESS  BUYING 

NOT  WANTED  BY 

UNITED  STATES 

The  announced  intentions  of 
manufacturers  and  distributors  or 
commodities  to  confine  their  pur- 
chases within  the  Dominion  has  oc- 
casioned comment  on  the  whole  sit- 
uation both  in  Canada  and  the 
United  States.  The  views  of  Amer- 
ican business  men  are  interesting 
in  this  connection.  The  following 
comment  on  the  desirability  of  the 
removal  to  the  present  barrier  to 
trade  is  made  by  a  New  York 
writer: 

"  'The  Buy-in-Canada'  movement 
is  reported  in  banking  circles  to  be 
gaining  considerable  momentum, 
and,  it  is  hoped,  will  have  some  ef- 
fect in  steadying  exchange.  Recent 
trade  statistics  indicate  that  Cana- 
dians have  been  buying  large  quan- 
tities of  non-essential  merchandise 
on  this  side  of  the  border,  and  it  is 
this  class  of  imports  that  the  move- 
ment, together  with  the  natural 
barrier  raised  by  the  premium  on 
American  dollars,  ruling  above  15 
per  cent.,  is  expected  to  check. 
That  some  Canadian  importers  are 
limiting  ther  purchases  here  to 
those  items  for  which  sellers  will 
accept  payment  in  Canadian  money 
in  Canada  is  admitted,  but  that 
there  is  any  concerted  campaign  to 
this  end  is  doubted.  No  estimate 
is  available  as  to  the  amount  of 
American  balances  tied  up  in  Can- 
ada, but  these  are  stated  to  be 
large  and  increasing.  Meantime 
bankers  do  not  anticipate  gold  ship- 
ments or  other  temporary  expedi- 
ents to  correct  the  exchange  posi- 
tion, as  such  measures  would  en- 
courage unnecessary  buying  here." 
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each  month;  then  they  read  them  as  oc- 
casion serves.  Books  await  your  plea- 
sure. If  you  have  moue  in  the  house  you 
will  read  more. 

If  you  come  across  a  book  now  and 
again  that  for  you  is  simply  a  failure, 
chuck  it  and  try  another  one.  Plays  are 
often  failures  for  you,  and  dinners,  lec- 
tures, music  and  what  not,  but  you  try 
again  with  them.    Try  again  with  books. 

Why  not  buy  and  read  more  books? 
Why  not  get  the  habit  if  it  is  a  good 
one.  Good  habits  are  formed  in  the 
same  way  as  bad  ores — by  deliberately 
willing  to  do  an  unusual  thing  until  it 
becomes  usual..  Then  the  will  is  not 
needed  for  that  good  thing. 

HELPS  BOOKSELLERS 

Through  the  Haskin  Information  Ser- 
vice of  Washington,  newspapers 
throughout  the  country  are  distributing 
many  copies  of  a  sixty-eight  page  book- 
list entitled  "Eight  Hundred  Useful 
Books."  This  list  has  been  edited  for 
them  by  Miss  Sophie  H.  Powell  of  the 
American  Library  Association  War  Ser- 
vice, and  includes  the  most  popular  titles 
from  previous  catalogues  entitled  "One 
Thousand  Technical  Books"  and  "Five 
Hundred  Business  Books."  Such  distri- 
bution cannot  but  help  in  stimulating  the 
already  rapidly  increasing  interest  in 
vocational  and  practical  books,  and 
should  help  business  with  the  publishers 
and  also  with   the  retailers. 

THE  RED  SEAL 

On  trial  for  breaking  into  the  home 
of  Colonel  Mclntyre,  the  defendant  falls 
dead  in  the  court  room.  Who  is  this  un- 
known prisoner,  and  what  is  the  cause 
of  his  mysterious  death,  and  who  is  re- 
sponsible for  Colonel  Mclntyre's  missing 
bonds?  That  is  the  plot  of  Natalie 
Lincoln's  latest  detective  story,  "The  Red 
Seal." 

JUST  A  SCHOOL  BOOK 

An  acquaintance  of  ours  recently 
wandered  into  a  big  store  book  depart- 
ment to  buy  a  book.  A  willowy,  gum- 
chewing  female  product  of  modern  in- 
tensive culture  kindly  postponed  a  jazz 
conversation  to  inquire  "what  he'd  have." 

"Have  you  any  of  the  new  books?" 

"Yes,  right  over  there." 

Finding  nothing  of  much  interest 
among  the  books  on  the  table  he  wan- 
dered over  to  a  despised  little  stack  of 
pocket  editions  and  there  found  a  copy 
of  one  of  Shakespeare's  plays. 

"I  think  I'll  take  this  one,"  said  he  to 
the  clerk. 

"Oh-s-say,  mister,  I  don't  think  that 
will  be  much  good,  it's  just  a  school 
book." 


HOOKSKLLER     AND     STATIONER 


A  Music  Trade  Nuisance 

Sheet   Music   Hounds   Who   Are   Hangers-On    of   Theatrical 
Troupes  Have  Unfair  Advantages 


TORONTO  musk  dealers,  among 
ivhom  are  numbered  a  good  propor- 
tion of  retail  stationers,  are  wag- 
ing a  fight  against  the  music  hawkers  in 
the  theatres  who  are  "hangers-on"  of  the 
theatrical  troupes  and  are  able  to  sell,  in 
Canada,  sheet  music,  published  in  the 
U.S.,  at  less  than  copies  can  be  laid  down 
by  Canadian  dealers. 

A  Toronto  music  dealer  can  buy  a  cer- 
tain number  of  songs,  they  stated  (22% 
cents  per  copy  in  New  York;  exchange, 
duty  and  freight  bring  this  amount  to 
well  over  31  cents.  If  they  buy  a  large 
quantity  each  song  will  cost  them  be- 
tween 29  and  30  cents.  Yet,  say  these 
dealers,  the  theatre  music  dealer  offers 
them  the  songs  at  25  cents  each;  and 
himself  sells  the  songs  in  the  theatres  at 
30  cents  each.     How  is  this  done? 

A  local  dealer  told  of  a  wide-awake 
customs  officer  who  called  upon  a 
theatre  hawker  some  time  ago  for  his 
customs  receipts  for  the  music  he  was 
selling.  The  hawker  was  caught  nap- 
ping. How  many  of  these  hawkers  with- 
stand the  temptation  to  smuggle  their 
wares  through  customs  among  the 
"props"  when  the  back  of  the  property 
man  is  turned? 


Speaking  of  this  evil,  Charles  Mus- 
grave,  one  of  the  most  prominent  music 
dealers,  pointed  out  that  the  system 
works  out  to  the  disadvantage  both  of 
the  owners  of  the  copyright  and  the  pro- 
duction. 

"For  instance,"  he  said,  "if  a  musical 
play  is  announced  as  coming  to  Toronto, 
without  a  hawker,  I  can  make  arrange- 
ments to  have  a  stock  of  the  music  in 
advance,.  Advertising  my  stock,  I  ad- 
vertise the  play.  The  greater  number 
of  songs  is  not  sold  during  the  stay  of 
a  piece  in  Toronto,  but  the  week  after, 
when  the  people  want  to  recall  a  song 
that  took  their  fancy.  On  the  other  hand, 
the  theatre  hawker,  for  some  reason  or 
another,  is  able  to  undersell  me  during 
the  run  of  the  play — and  afterwards 
prospective  customers  say  to.  me:  'This 
piece  was  sold  cheaper  at  the  theatre — ■ 
this  man  is  a  profiteer.' 

"I  have  big  taxes  in  this  city,  and  the 
theatre  hawker  has  none.  Many  much 
smaller  cities  than  Toronto  saw  the  evil 
some  years  ago  and  imposed  a  prohibi- 
tive 'transient  traders'  tax' — sometimes 
of  |100  per  night." 


Has  Your  Insurance  Increased 

With  the  Value  of  Your  Stock? 

Many  Merchants  May  Have  Forgotten  That  Their  Stock  Has 

Increased  in  Value  100  Per  Cent.,  While  Their  Insurance 

on  Same  Has  Stood  Still — Delay  May  be  Fatal 


IF  A  fire  should  break  out  in  your 
store  to-day  and  your  stock  were 
ruined  either  by  flames  or  water,  how- 
would  you  be  fixed  for  insurance?  No 
doubt  you  have  insurance  placed  on  your 
stock;  perhaps  you  have  carried  the 
same  insurance  for  years  and  feel  snug 
with  contentment,  so  far  'as  the  possi- 
bility of  fire  with  its  ruinous  conse- 
quences are  concerned.  Premiums  have 
been  paid  promptly  on  the  $5,000,  $10,- 
000,  or  $20,000,  or  more,  worth  of  in- 
surance that  you  have  been  carrying; 
the  rest  you  leave  in  the  hands  of  a 
merciful  Providence. 

But— 
Providence,  however,  usually  helps 
those  who  help  themselves.  Have  you 
overlooked  the  fact  that,  during  the  last 
four  or  five  years,  your  stock  has  in- 
creased in  value  from  50  to  100  per 
cent.?  Did  you  ever  sit  down  to  figure 
out  what  it  would  cost  to  replace  the 
stock  you  are  carrying  to-day,  and  then 
4o  compare  that  figure  with  the  amount 
of  insurance  you  are  carrying  on  that 
stock?  It  might  be  time  very  well  spent 
and  it  might,  in  addition,  bring  you  very 
sharply  to  time  with  regard  to  insur- 
ance. Many  merchants  may  have  for- 
gotten that  their  protection  against  fire 


has  stood  still  while  the  value  of  their 
stock  has  been  going  up  by  leaps  and 
bounds. 

Stock   Protection   as   Impc/rtant   as   Self 
Protection 

It  is  just  as  important  to  the  welfare 
of  your  business  that  your  stock  be  pro- 
tected as  that  you,  yourself,  should  be 
protected  both  by  life-insurance  and  a 
salary  from  your  business.  Many  of  the 
leading  financial  men  in  big  firms,  or 
the  heads  of  big  concerns  are  increasing 
their  business  life  assurance  to  protect 
their  business  against  the  possibility  of 
shock  should  they  suddenly  die.  Such  a 
shock  is  inevitable  when  the  directing 
head  of  a  great  institution  is  suddenly 
taken  off.  Every  merchant  should  give 
his  own  business  the  same  protection. 
All  good  merchants  do.  Every  merchant 
knows  that  his  stock  to-day  is  almost 
twice  as  valuable  as  it  was  before  the 
war  and  that  it  would  cost  him  more 
than  much  to  replace  it.  You  always 
figure,  of  course,  the  fire  will  never 
come  nearer  you  than  next  door.  But 
it  may.  How  are  you  fixed  for  such 
an  eventuality?  This  is  a  reminder  to 
the  man  who  has  not  attended  to  in- 
surance matters. 
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PHONOGRAPHS  IN  SCHOOLS 

Another  instance  of  the  use  of  phono- 
graphs in  schools  is  reported  from  Owen 
Sound,  where  the  Ryerson  School  now 
has  a  talking  machine.  It  was  purchas- 
ed by  the  students  from  a  school  fund 
that  has  been  raised  at  one  time  and 
another  under  the  supervision  of  Prin- 
cipal Douglass.  The  new  instrument  is 
supplied  with  records  of  an  instructive 
character  and  is  taken  from  room  to 
room  as  required,  each  class  having  the 
machine  in  turn  for  half  a  day.  The  idea 
is  very  popular  with  the  pupils  and  it  is 
to  be  hoped  that  it  will  prove  to  be  very 
useful  in  increasing  interest  in  the  dif- 
ferent classes.  This  suggests  oppor- 
tunities for  dealers  in  other  towns  to  cul- 
tivate sales  of  talking  machines  and  re- 
cords to  schools. 

KATHLEEN 

Christopher  Morley's  "Kathleen"  is  a 
long  short  story,  but  not  long  enough 
for  any  reader  with  a  sense  of  humor, 
and  it  shows  the  versatile  young  author 
in  a  new  field,  the  farce.  It  treats  of 
the  sad  ravages  love  makes  upon  frater- 
nal ties,  duties  and  dignity.  Upon  the 
"Scorpions"  assembled  to  discuss  things 
literary  and  culinary,  drcps  a  missive 
from  "Kathleen."  How  the  "great  Kath- 
leen quest"  began — and  ended — fills 
every  page  with  laughtei. 

WHY  NOT  HAIR  NETS 

The  question  of  side-lines  is  one  that 
is  continually  cropping  up  in  the  book 
and  stationery  business.  What  class  of 
goods  should  be  carried?  This  is  a 
query  that  is  often  heard,  but  it  is  doubt- 
ful if  any  definite  answer  can  be  given. 
"Anything  that  is  salable,"  some  say, 
but  all  things  being  considered,  there  ar 
a  number  of  points  such  as  location  an 
competition  to  be  pondered  over  befor 
reaching  a  decision  on  the  matter. 

One  good  policy  is  to  handle  what  th 
people  want  to  buy. 

"Now,  I  carry  a  line  of  merchandis< 
which  I  consider  an  excellent  thing.  II 
does  not  mean  $1,000  every  year  or  any 
thing  like  that,  but  it  means  go« 
revenue  and  more  customers,  just  th 
same,"  said  one  Toronto  dealer.  H< 
keeps  a  number  of  these  nets  in  a  boj 
on  the  counter  at  all  times  and  finds  it  1 
be  a  particularly  good  side-line. 

The  total  revenue  might  not  be  con 
sidered  big,  but  every  dollar  counts  thes 
days  and  the  revenue  is  big  enough  fc 
warrant  a  man  handling  the  line.  Ther 
is  a  steady  sale  for  these  nets  and  a  goo 
way  to  sell  them  is  to  keep  them  on  th 
counter  where  they  will  be  seen. 
"What  a  Funny  Thing" 

A  woman  comes  in,  and,  seeing  thes 
nets,  exclaim<s:  "Oh,  they  keep  hai 
nets!  What  a  funny  thing  for  a  boo 
store!"  She  may  consider  it  Strang 
but  in  a  day  or  so,  when  she  happens  t 
need  a  net,  she  is  back  again  to  buy  on< 
And  the  chances  are  that  she  becomes 
steady  customer  for  hair  nets." 

For  the  amount  of  space  they  take  u 
these  same  hair  nets  are  about  as  goo 
producers  of  profit  as  any  line  a  sti 
tioner  can  handle. 


BOOKSELLER     AND     STATIONER 
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Weldon  Roberts'  erasers  are  as  highly  prized  in  every 
other  commercial  country  as  they  are  in  the  United  States  and 
Canada.  Their  excellence  has  made  them  the  World's  Quality 
Standard.     There  are  88  styles. 
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CANADIAN-MADE   PLAYING   CARDS 

When  ordering  from  your  jobber  specify  our  well-known  brands, 
Good  Luck,  Oak  Leaf,  St.  Lawrence,  Sports,  Golfer,  Royal  Whist.  We 
also  manufacture  playing  cards  for  advertising  purposes. 

CONSOLIDATED   LITHOGRAPHING   AND   MANUFACTURING   CO.,    LTD. 


Phone  LaSalle  393-4 


284  Parthenais  St.,  Montreal,  Canada 


KIMPTON,  HAUPT  &  COMPANY,  New  York,  U.S.A. 

Wholesale  and  Manufacturing  Stationers 

Under  the  names  of  "Dixie,"  "Victor,"  "Royal"  and  "Gardner,"  we  manufacture  59  different  styles  of  glass  inkstands,  having 

ink-protecting,  ink-preserving,    ink-saving  tops. 

Catalogue  sent  upon  request 


No.  15  Victor 


No.  625  Dixie 


No.  666  Dixie 


GLASSWARE  for  STATIONERS 

We  are  specializing  on  the  needs  of  a  stationer. 
Our  large  factory  is  equipped  to  serve  you 
promptly  with  reliable  merchandise. 

Let  us  send  you  our  illustrated  catalog  with 
trade  prices. 

McKEE  GLASS  COMPANY,  Jeannette,  Penna. 
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and 


Equipment^ 


Business  Systems 


Selling  Carbons  and  Ribbons 

Recommendations  That  Will  Help  Stationers  to  Standardize 
This  Department  and  Build  Up  Trade 


Among  the  good  suggestions  brought 
out  in  the  Retailers'  Convention  at  the 
recent  convention  of  the  National  As- 
sociation of  Stationers  and  Manufactur- 
ers at  Richmond,  Va.,  was  one  by  Mr. 
Cole,  of  Lawrence,  who  stated  that  his 
representatives  and  his  own  personal 
calls  upon  customers  he  secured  all  in- 
formation possible  concerning  the  kind 
of  typewriters  used,  the  size,  number, 
the  kind  of  carbon  and  ribbon  preferred, 
color,  size,  etc.  This  data  Mr.  Cole  en- 
ters on  a  card  index,  and  later  sends  a 
sales  letter  to  these  prospective  cus- 
tomers in  which  the  information 
ready  secured  is  used  to  make  a  good 
sales  talk  and  a  sale  offer.  This  method, 
Mr.  Cole  said,  was  not  only  good  ad- 
vertising and  brought  the  store  to  the 
attention  of  customers,  but  the  net  re- 
sult was  to  double  the  carbon  and  rib- 
bon business  of  the  firm. 

The  committee  on  carbons  and  ribbons 
brought  in  these  recommendations: 

"A. — Select  some  one  of  the  leading 
brands  of  typewriter  ribbons  and  car- 
bon papers,  and  specialize  on  this  par- 
ticular brand.  By  so  doing,  you  can 
secure  the  heartiest  co-operation  of  the 
manufacturer,  in  your  advertising  and 
sales  promotion. 

"B. — Have  one  person  in  the  depart- 
ment thoroughly  post  himself  in  all  the 
details  of  the  business,  the  uses  of  the 
various  grades,  etc.  If  possible,  have 
him  visit  the  factory  so  that  he  can  see 
how  the  goods  are  manufactured.     This 


person  should  also  familiarize  himself, 
to  a  certain  extent,  with  other  makes 
and  grades  of  carbon  paper  and  rib- 
bons. 

"C— Assign  a  certain  section  in  the 
store  (we  would  suggest  near  the  type- 
writer papers),  for  this  department  and 
equip  it  with  cabinets  and  boxes  so  that 
the  goods  can  be  conveniently  shown, 
and  the  stock  easily  taken  care  of.  It 
pays  to  make  sure  that  each  customer 
receives  the  quality,  weight  and  kind  of 
carbon  paper  best  suited  to  the  uses  to 
which  it  is  to  be  put,  and  in  the  case  of; 
typewriter  ribbons,  the  clerk  should 
ascertain  the  style  of  the  machine,  the 
type  used  on  same,  also  whether  or  not 
the  stenographer,  who  is  to  use  it,  has 
a  light  or  heavy  touch.  There  is  quite 
a  difference  in  stenographers  in  this 
particular.  In  other  words,  your  clerk 
should  be  able  to  give  expert  advice  in 
these  matters.  Most  complaints  are 
caused  by  trying  to  use  a  ribbon  or  car- 
bon paper  not  intended  for  the  use  to 
which  it  is  being  put.  You  can  get  many 
helpful  suggestions  along  this  line  from 
the  manufacturers  and  trade  papers. 

"D. — Finally,  see  that  the  standard 
prices  on  the  goods  are  maintained. 
Build  up  your  business  on  quality  and 
service. 

"We  feel  confident  that  there  is  a 
good,  profitable  field  for  typewriter 
ribbons  and  carbon  papers  in  most  of 
the  commercial  stationery  stores." 


To  Simplify  Loose  Leaf 


Standardization  of  Lines  Being  Promoted  in  United  States- 
Loose  Leaf  Week  Great  Business-Getter 


THAT  the  loose  leaf  line  is  be- 
coming entirely  too  large  for  the 
dealer  in  stock  size  and  styles, 
consequently  he  will  have  to  order  single 
items,  increasing  the  cost  of  handling 
both  to  the  dealer  and  manufacturers, 
was  the  conclusion  of  the  special  com- 
mittee   on    Loose    Leaf    at    the    annual 


convention  of  the  National  Association 
of  Stationers  of  the  U.   S. 

"During  the  last  four  years  the  manu- 
facturers standardized  their  lines  and 
prior  to  the  introduction  of  these  special 
sizes  the  dealer  enjoyed  a  reasonably 
profitable  return  on  loose  leaf  business. 

The    special   loose   leaf  display   weeks 
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proved  a  big  success,  the  trade  paper! 
co-operating  splendidly  by  playing  uj[ 
this  feature  and  devoting  a  large  part  01 
their  publications  to  advertising  the  lini 
of  loose  leaf  devices.  The  question  aj 
to  the  best  seasons  of  the  year  for  thesi 
special  display  weeks  should  be  debate^ 
and  decided  at  this  time. 

The  line  of  loose  leaf  is  one  of  thJ 
best  and  cleanest  of  merchandise  thJ 
stationer  handles,  and  if  it  is  not  simplil 
fied  so  that  it  can  be  economically 
handled  by  the  dealer,  a  large  numbej 
of  sales  will  be  lost,  as  most  dealer! 
are  not  fully  equipped  with  expert  loosj 
leaf  salesmen. 

This  committee  recommends  that 
committee  of  ten  of  the  largest  buyer 
of  loose  leaf  devices  be  appointed  b 
the  President,  and  that  he,  in  turn,  ac 
as  chairman  to  set  a  date  that  would  b 
satisfactory,  to  get  all  loose  leaf  manu 
facturers  together  and  devise  some  pla: 
to  standardize  the  line,  both  in  styl 
size  and  pricing.  This  would  not  onl 
eliminate  a  large  number  of  styles  an 
sizes,  but  place  thir  commodity  on 
uniform  basis  which  would  greatly  ben 
fit  the  members  of  this  association." 

The  chairman  of  the  committee  wa 
authorized  to  appoint  the  special  com 
mittee  of  ten. 


MEMORANDUM    BOOKS 

Several  number  of  memorandun 
books  have  been  dropped  by  the  manu 
facturers,  enabling  the  retailer  to  re 
duce  his  stock  materially.  The  manu 
facturer  has  been  rather  hard  put  t 
find  a  substitute  for  genuine  leather 
both  in  cowhide  and  Russia,  for  mem 
randum  books.  It  is  understood  tha 
the  leather  being  purchased  to-day  i 
of  an  inferior  quality  and  that  th 
manufacturer  is  unable  to  get  the  re 
quired  number  of  pieces  from  thes 
skins  which  they  are  purchasing  so  a 
to  keep  the  price  of  genuine  leathei 
memorandum  books  somewhere  withii 
reason. 

A  very  good  substitute  has  been  foun< 
which  several  of  the  manufacturers  hav 
been  using  instead  of  the  genuine  leath 
er  and  the  trade  has  evidently  receive 
it  with  approval  because  sales  of  memo 
randum  books  have  been  steadily  in 
creasing. 
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The  Self-Filling 


ILLAfcD 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and  Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


The 
"Premier' 

(Reg.  No.  14345> 

Paper 
Binder 


634  644 

Made  in  lengths  of  1/4"  to  6". 

Sole   Makers 

TWIGG   &  BEESON 

Ludgate  Works,  Birmingham 
England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London    Office  :    27  Paternoster  Square,  E.C.  2. 


mm 


Inkstands 


Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 

Board  Clips 


Automatic 
Wood 
Glass 

Defiance   Mfg.    Co. 

384  B'way,  N.Y. 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


NEW  SPECIALTIES 

A  correspondence  distributor  and  a 
perforator  are  two  new  products  which 
have  recently  been  added  to  the  line  man- 
ufactured by  the  Globe-Wernicke  Co. 

The  distributor  is  for  the  use  of  the 
file  clerk,  who  can  sort  his  mail  accord- 
ing to  alphabetical  order,  before  he  be- 
gins filing  the  letters  permanently.  A 
clerk  will  oftimes  waste  valuable  time 
walking  up  and  down  in  front  of  a  bat- 
tery of  filing  cabinets,  first  filing  a  let- 
ter from  the  Acme  Veneer  Co.,  under 
"A"  and  then  walking  a  considerable 
distance  to  file  Zero  Refrigerating  Co., 
under  "Z."  With  this  new  distributor  in 
use  the  file  clerk  distributes  all  paper 
between  guides  and  then  the  "A's"  are 
filed  first  and  so  on  through  the  alpha- 
bet. 

The  second  item  is  their  Globe  Perfor- 
ator in  which  many  new  improvements 
have  been  made.  This  perforator  cuts 
holes  M  inch  in  diameter  and  2%  inches 
between  centres.  Each  is  fitted  with  a 
metal  cup  in  base  to  receive  cuttings  and 
also  an  adjustable  sliding  gauge  gov- 
erned by  a  set  screw. 


The  Moistener 
De  Luxe 

Bankers' 
Sanitary  Moistener 

Unbreakable  with  ordinary  use, 
made  entirely  of  metal,  mostly 
brass.  Guaranteed       rustproof. 

Extra  wide  moistening  roll  —  three 
inches  wide,  of  special  composition 
that  carries  water  in  a  thin  film, 
adequate  for  all  purposes;  yet  will 
not  flood  small  gummed  labels  and 
stamps,  destroying  their  adhesive 
qualities  before  affixing. 

Our  De  Luxe  finish  is  distinctive 
and  makes  an  attractive  addition 
to  any  office.  Packed  in  individual 
cartons. 


A  NEW  CHAIR  PAD 

The  Widney  Manufacturing  Co.,  322 
S.  Jefferson  St.,  Chicago,  111.,  have 
turned  out  a  cushion  designed  primarily 
for  uses  in  office  chairs.  It  is  thicker 
and  softer  than  their  felt  seatpads,  with- 
out being  thick  enough  to  throw  the  user 
out  of  balance  with  his  chair. 

This  quilted  chair  cushion,  like  the  felt 
seatpad,  has  no  straps,  but  is  attached 
to  the  chair  with  the  Widney  patented 
sliding  slot  with  patent  anchor  which 
prevents  the  cushion  from  working  off 
the  seat  or  being  lifted  off  accidentally, 
yet  it  always  "moves  as  you  move,  but 
never  leaves  the  chair." 

The  top  is  felt  cloth,  the  bottom 
sateen,  and  it  is  strongly  bound  with 
special   silk  edging. 


A  GOOD  EXHIBITION 

This  year's  exhibition  of  holiday  goods 
at  the  Copp,  Clark  Co.,  being  held  as 
u«ual  on  the  fifth  floor  of  their  ware- 
house, is  a  remarkably  fine  show,  and 
is  attracting  buyers  in  large  numbers. 
The  show  this  year  is  marked  by  a  still 
greater  proportion     of     goods     of     :his 


Our    distributors'    discounts 
are  worth  while 


RYCO 

ADDS  TO   PROFITS 


TAPE 
MOISTENER 


Retail    price, 

$5  each. 

Wholesale  price. 

$2.50  each. 

F.O.B.    Bellows 

Falls.    Vt. 


Made  of  pressed  steel, 
takes  any  standard 
width  roll,  and  is  so 
simple  sales  talks,  de- 
monstrations or  '  ap- 
proval" sales  are  un- 
necessary. Users  like 
them  because  i  n 
speeding  wrapping 

and  packimr  they 
moisten  tape  perfect- 
ly. Put  in  a  stock 
now  and  lose  no  sales 
when  customers  call. 
'Orders  shipped  daiy 
received. 


WRITE    FOR    PRICES 
AND   SAMPLES  OF 
SEALING  TAPES. 

J.F.RYAN  &  CO. 

52  Vanderbilt  Ave.,  New  York 
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BOOKSELLER   AND   STATIONER 


WEBER    ARTISTS' 
MATERIALS 

TEMPERA  COLORS 

Tempera  Canvases  and  Academy 

Boards 

Students'  Tempera  Colors 

Finely    Prepared    Artists'    Oil    and 

Water  Colors 

Pastels  and  Pastel  Painting 

Materials 

Fine  Quality  Brushes 

Poster  Show  Card 

Colors 

Air  Brushes  and 

Materials 

Catalogue  on  Request 

F.  WEBER  &  CO. 

Manufacturing     Artists 

Colormen    since    1854. 

Factories  and  Main  House: 

Philadelphia,    Pa. 

Branches : 

St   Louis,   Mo. ;    Baltimore, 

Md. 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,  1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$z. io  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


DESK  PADS 


Good    Merchandise — Fair    Prices 

Satisfaction     Guaranteed 

on    all    specialties 

Leather    and    Brass    Corner 

Desk     Pads 

L.  SAINBERG 

65-67  HOUSTON  ST.  NEW  YORK 

Canadian  Rtprcstntatict 

Standard    Distributing    Co.,    Guy    Block 

Montreal,  Que. 


firm's  own  manufacture,  among  which 
holiday  papeteries  constitute  an  out- 
standing feature.  Christmas  and  various 
other  greeting  cards  and  postcards, 
games,  novelties,  and  an  infinite  variety 
of  specialties  in  season  goods,  particular- 
ly for  Christmas  trade  are  on  display 
and  the  show  as  usual  includes  an  ex- 
tensive array  of  toys,  from  toy  books 
to  elaborate  editions  de  luxe. 
NEW  LINE  OF  STOCK 
CERTIFICATES 

The  Mysell-Rollins  Bank  Note  Co.,  32 
Clay  St.,  San  Francisco,  Calif.,  are  manu- 
facturing a  new  line  of  fine  stock  cer- 
tificates, including  over  100  attractive 
designs  suitable  for  all  classes  of  cor- 
porations. They  ar<)  looking  for  selling 
agents  to  place  the  line  before  the  trade. 
DISPLAY  SIGN  SAVES  SPACE 

The  L.  E.  Waterman  Co.  are  offering 
to  the  trade  a  new  ink  display  sign.  It 
is  attractively  lithographed  in  several 
colors.  The  bottles,  labels,  etc.,  are  re- 
produced in  their  actual  colors  and  size. 
The  sign  folds  up  to  a  size  211/£x271/2 
inches,  and  when  open  the  bottles  stand 
out  from  the  background,  making  a  very 
natural  and  varied  ink  display  in  much 
less  space  than  would  be  required  for  the 
actual  bottles. 
CHECK  STUB  HOLDER 

One  of  the  petty  annoyances  incidental 
to  using  a  checkbook  with  a  three-spread 
check  arrangement  is  the  manner  in 
which  the  old  stubs  persist  in  getting  in 
the  way.  To  avoid  this  there  is  now  on 
the  market  a  check  stub  holder.  With 
this  novel  device  old  stubs  are  firmly 
held  in  place,  out  of  the  way,  and  check 
writing  is  made  more  convenient.  The 
holder  is  strongly  constructed  along  very 
simple  lines.  It  is  a  product  of  the  De- 
fiance Manufacturing  Co.,  384  Broadway, 
New  York. 
ROAD  GUIDES      - 

"Appleton's  Road  Guides,"  include 
maps  that  give  complete  and  accurate 
information.  Chief  roads  are  indicated 
in  color  and  are  based  on  information 
supplied  by  the  leading  automobile  clubs 
of  the  Province.  The  maps  are  printed 
in  two  colors  from  entirely  new  en- 
gravings. 

Travellers  can  get  complete  informa- 
tion regarding  railroads  and  electric 
lines  from  these  jruides,  as  well  as  in- 
formation regarding  every  village  and 
hamlet  not  shown  on  usual  postal  map. 

There  are  four  sections,  three  cover- 
ing sections  of  Ontario  and  the  fourth 
the  most  traveled  section  of  Quebec. 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 
We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,   Cushions   and   Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising   Signs   and   Banners. 
Purses,  Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir  Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

If  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.G.VolgerMfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


Catch-All  Basket 
Half  Steel,  Half  Coppered  Wire 
Mfg.  by 

Macdonald  Wire  Goods  Co. 

Drummondville,  P.  Q. 
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ULTON 

Self-Inking 

5  Stamp  Pads 


Line  Oaters 

Numberers 

Sign  Markers 

Rubber  Type 

Printing 

Outfits 


Manufactured  by 

FULTON  SPECIALTY  CO. 


KHeabeth, 


New  Jersey 


••TTTTTTTTTTTTTVTTTTTTTT** 


GRAMOPHONE 
NEEDLES 

Buyers   should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    •£&    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERIES  of  any  quantities  can 
be  despa  tched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood  Bank 
REDDITCH,  ENGLAND 


CADO 

SANITARY    MOISTENER 


Attractive  in  Design, 
Quality,  Packing  and 
Price. 

Cushman    &    Denison   Mfg.    Co. 

New  York,  U.S.A. 


LISTS   RECEIVED 

From  Thomas  Allen  come  lists  fea- 
turing the  new  Rand,  McNally  black  and 
white  mileage  maps,  covering  different 
states  of  the  Union  and  Provinces  of 
Canada. 

These  maps  are  made  14x21  inches,  or 
larger,  folded  in  an  ornamental  cover, 
convenient  pocket  size  and  comfortable 
to    handle. 

Steamship  lines  on  inland  lakes,  as 
well  as  coastwise,  are  shown  and  named, 
and  the  relative  importance  of  centres 
of  population  is  indicated  by  appropriate 
symbols. 

A  ready  reference  list  of  cities  and 
towns,  indexed,  and  with  the  latest  esti- 
mate of  population  accompanies  each 
map. 

These  mileage  maps  will  be  found 
most  convenient  in  making  and  check- 
ing travelling  expenses,  assigning  terri- 
tory, etc. 

The  Canadian  maps  are  not  out  yet, 
but  are  to  be  ready  shortly. 

NEW  MOISTENERS 

Moistening  devices  are  an  ever  popular 
staple  with  the  stationer,  and  one  on 
which  ready  sales  are  made  at  all  sea- 
sons. One  of  the  latest  articles  of  this 
kind  to  be  seen  comes  from  the  Frank 
A.  Weeks  Manufacturing  Co.,  93  John 
street,  New  York.  It  is  compactly  con- 
structed of  all  metal  and  heavily  nickel- 
plated,  giving  it  a  handsome  appearance. 
It  is  supplied  with  a  long  revolving  metal 
roll  that  can  be  constantly  moistened  on 
turning,  as  it  is  immersed  in  a  water 
tank.  The  main  features  are  the  sim- 
plicty  of  construction,  the  unbreakable 
nature  of  the  device,  its  lightness  and 
the  simple  manner  in  which  it  can  be 
taken  apart  and  cleaned.  It  is  made  for 
long,  hard  wear  and  should  find  a  place 
on  the  shelves  of  dealers.  Another  staple 
that  has  been  modernized  by  the  Frank 
A.  Weeks  Manufacturing  Co.,  93  John 
street,  New  York,  is  an  oblong  glass 
sponge  container  with  a  red  rubber 
sponge.  The  feature  of  the  new  device 
is  the  fact  that  the  overflow  that  is  in- 
cident to  the  using  of  such  moisteners  is 
provided  for  and  the  water  runs  off  into 
the  reservoir  through  notches  in  the 
glass  at  the  sides  of  the  container.  This 
avoids  wetting  the  hand  when  using  the 
moistener.  The  device  is  handsomely 
gotten  up  in  clear  glass  and  it  should 
prove  a  rapid  seller. 


Quick  Selling  Penny 
Lines 

DREAM  BOOKS. 
GIPSY  FORTUNE 

TELLING. 
TEA  LEAF  FORTUNE 

TELLING. 
RIDDLES  AND  JOKES. 
PICTURE  RIDDLES. 
OLD  MOORE'S 

ALMANACS. 

The  Original  Edition. 

GOODE  BROS.,  LTD. 

(1913) 

ARIEL  WORKS 

88-90  CLERKENWELL  ROAD 

LONDON,  E.C.  I,  ENGLAND 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems.  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for   samples   and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 


HAVILAND'S 

SEMI-LIQUID  PASTE 

Pure  white.  Remains  in 
liquid  formation  even 
when  exposed  to  the  air. 
Wonderful  adhesive  qual- 
ities. A  strictly  Canadian 
product.  All  ingredients, 
bottles,  labels,  etc.,  made 
in  Canada. 
BUY  M  ADE-IN-CANADA  GOODS 

Good  Profit  for  dealers.  Made  in  the 
following  sizes:  5oz.  and  8oz.  bottles  with 
adjustable  brush  and  32  oz.  (quart,)  128 
oi.    (gallon)   Jars.     Send  for  Price    List. 

A.  R.  HAVILAND  &  CO.,  Mfgrs. 

769  DUNDAS  ST.  W.  TORONTO 
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BOOK  BUYERS'  GUIDE 


Fastest  Selling  Book 
of  Its  Kind 

Money  Maker  for  You 

101  Famous  Poems 

is  a  splendid  collec- 
tion of  the  very  best 
poetry  of  all  time, 
with  a  prose  sup- 
plement, photos  of  authors,  etc. 
Handy  size  (4hx8.)  A  book  needed 
in  every  home. 

Special  Trade  Prices: 

Crash  finish  cover,  retails  15c,  trade  price 
9c;  Hard  Board  Cover  retails  25c,  trade 
price  15c;  De  Luxe  binding,  retails  $1.50, 
trade  price  90c.  F. O.B.Chicago.  In  lots  of 
25  or  more,  6  months  return  privilege.  Order 
your  supply  today.    Sample  copy  free. 

Pe  Luxe  Binding  Jgjg; 

We  also  Publish:  m/kes  a  rift  book 

ftsiBestsones-4 mm™ sat.  of  unusual   attrac- 

pavorite  songs,  tiveness,  and   is  a 

catholic  Edition.  fast  seller.    Rose 

everyday  songs.  colored    silk   finish 

For  YoungVoices.  COIOreu      S>1IK     III11M1 

Write  Us  Today  for  Prices.        CDVer.  (101) 

CABLE  CO.,  0000  Cable  Bldg.,  CHICAGO 


I 


c|vualb  ONLY  $15,> 

MA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Or.WIHFlELO  SCOTT  HALL,  Ph.D. 

Noted  A  uthority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE— 

What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacber  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
In  plain  wrapper  for  onl.r  $1.50 
postage  10  cents  extra. 


McClelland  &  stewart 

Limited 
215  Victoria  St.,  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE  IN  THE  U.S.A. 

Grammar  Separate,  $1.00 

Grammar  imtk  Key    $1.2t 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 
Liberal  DUceunU  U  the  Tr»«» 


Classified  Advertising 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. W  The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  Bale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 

LANGUAGES 

tlTORLD-ROMIC  SYSTEM,  MASTERKEY 
V*  to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c  ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  West 
47th,  New  York. 

pLERK— EXPERIENCED    IN    ROOKS    AND 
stationery,    for   responsible   position.       Give 
experience,  age,  and  references.     Address  Cope- 
land's   Bookstore,   Windsor,   Ont. 

A   FINE  CATALOGUE 

One  of  the  finest  catalogues  ever 
issued  by  a  Canadian  stationery  house  is 
that  recently  sent  out  by  Clark  Bros.  & 
Co.,  of  Winnipeg.  As  regards  both  ap- 
pearance and  arrangement  of  contents  it 
is  a  most  creditable  book.  The  lines  that 
receive  attention  include  printers'  sup- 
plies, school  goods,  office  sundries,  sta- 
tioners' hardware,  cards,  wrapping 
paper,  bags,  twine,  pipes,  games  and  a 
variety  of  other  specialties  suitable  for 
stationery  stores. 

An  outstanding  feature  is  the  colored 
plate  illustrating  Vogue  Lawn  and  the 
several  pages  setting  forth  the  various 
items  in  the  firm's  "Sunrise  Stationery." 

NEW   SEMI-LIQUID   PASTE 

A  new  manufacturing  concern  in  To- 
ronto is  A.  R.  Haviland  &  Co.,  769  Dun- 
das  Street  W.,  Toronto.  This  concern 
is  making  a  meritorious  new  adhesive, 
being  marketed  as  Haviland's  Semi- 
Liquid  Paste.  It  is  a  pure  white  paste 
and  retains  its  semi-liquid  state  even 
when  exposed  to  the  air.  It  is  being  put 
up  in  5  oz.  and  8  oz.  bottles  with  adjust- 
able brush  and  also  in  32  oz.  and  128  oz. 
jars. 

Mr.  Haviland  is  well  known  to  the 
Canadian  stationery  trade,  having  for 
five  years  been  on  the  road  for  A.  R. 
MacDougall  &  Co.,  latterly  as  city  trav- 
eller in  Toronto. 

ELBE  CO.'S  NEW  LIST 

The  new  dealers'  price  list  No.  12-  of 
the  Elbe  File  &  Binder  Co.,  of  New  York, 
effective  March  25,  deals  with  this  firm's 
extensive  line  of  spring  binders,  snap- 
binders,  folders,  wallets,  clip  binders, 
board  files,  notebook  covers,  permanent 
binders  and  folders,  eyelet  machines  and 
supplies,  together  with  other  specialties 
of  a  kindred  nature. 

PERIODICAL  NOTES 

Charles  Dana  Gibson,  the  artist,  how 
owns  a  controlling  interest  in  the  New 
York  "Life." 
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CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West  Toronto 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 

Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband   Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women:— 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young"  Woman    Ought   to 
v  Know. 
What    a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of   45    Ought   to 

Know. 

$1.20  Each. 

THE  RYERSON  PRESS 

Publisher*  Toronto 


YOUR  ADV. 
HERE 

WILL  BE 

RECEIVED  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 
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QELIANCE 


RELIANCE  INK 

Smooth  Flowing 
Never  Corrodes 
Absolutely  Permanent 


Reliance  Ink  Co.,  Ltd 
Winnipeg,  Man. 


INK. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,     526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 
Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Geo.  M.  Hendry  Co.,  Ltd.,  215  Victoria  St.  Toronto. 

BELTS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BLACKBOARDS   (Slate  and  Hyloplate) 
Geo.  M.  Hendry  &  Co.,  215  Victoria  St.,  Toronto. 

BILL  FOLDS 
Davis  Novelty  Co.,  Mappin  Bl3g.,  Montreal,  Que. 

BLANK  BOOKS 
Boorum  &   Pease   Co.,   Brooklyn,   N.Y. 
Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Dominion  Blank  Book  Co.,  Berthierville,  Que. 
National  Blank  Book  Co.   .Holyoke,  Mass. 
The  Copp,  Clark  Co.,  Toronto. 

BLOTTING  PAPERS 
Eaton-Dikeman  Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CASH  REGISTSER  ROLLS 
Paper  Manufacturers   Co.,  Inc.,  526   Cherry  Street, 
Philadelphia. 

CELLULOHJ  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 
Can.    Manufacturing    of    Novelty,    13    Boucher   St., 
Montreal,  Que. 

CODE  BOOKS 
The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable    Directory,    17    State    St.,    New 
York.  N.Y. 

CRAYONS 
Binney  &  Smith,  New  York. 

A.    R.     MacDougall    &    Co.,     468     King    St.    West, 
Toronto. 

DIE  WIPING  PAPER 
Paper  (Manufacturers  Co.,  Inc.,  526  Cherry  Street. 
Philadelphia. 

EYELETTING    MACHINES    AND    EYELETS 
Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd.,  Toronto. 
Rivet-O  Manufacturing  Co.,  Orange,  Mass. 

ENVELOPES 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp,  Clark  Co..  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Menzies  &  Co.,  Ltd.,  Toronto. 

ERASERS 

Menzies  &  Co.,  Ltd.,  Toronto. 

Weldon  Roberts  Rubber  Co.,  Newark,  N.J. 

FANCY  PAPERS,   TISSUES  AND   BOXES 
Dennison  Manufacturing  Co.,  Boston. 
Menzies  &  Co.,  Ltd.,  Toronto. 
FILES 
Elbe  File  and  Binder  Co.,  97  Reade  St.  New  York. 

FOUNTAIN  PENS 

Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

L.  E.  Waterman,  Montreal,  Que. 

INKS,  MUCILAGE  AND  GUMS 

Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 
The  Carter's  Ink  Co.,  Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg,  Man. 
S.  S.  Stafford  Co..  Toronto. 

"Glucine."     Menzies  A  Co..  Ltd.,  439  King  St.  W., 
Toronto. 

INDELIBLE  INK 

Carter'6  Ink  Co.,  Montreal. 

Payson's  Indelible  Ink. 

S.  S.  Stafford  Co.,  Toronto. 

INKSTANDS 

A.  R.  MacDougall  A  Co.,  468  King  St.  W.,  Toronto. 

KINDERGARTEN  MATERIALS 

Geo.  M.  Hendry  Co.,  Ltd.,  215  Victoria  St.,  Toronto 

LADIES'  PURSES 

Davis  Novelty   Co.,   Mappin  Bldg..  Montreal. 

LEATHER  GOODS 

E.  Davis  A  Co.,  Drummond  Bldg.,  Montreal. 
Davis  Novelty  Co.,  Mappin  Bldg..  Montreal,  Que. 


WATERSTON'S 


"BEE" 


BRAND 


MARK 


SEALING  WAX 

Factory: 
Warriston  Works,  Edinburgh,  Scotland 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Cata.ogum. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  best  madt 

Thl  Fnd  J.  Meyer  Mfg.  Do. 
HAMILT9N.  OHIO.  U.S.A. 


To  U.S.  Publishers 
of  Music,  Fiction, 
and  General  Litera- 
ture, secure  Imperial 
British  Copyright 
rapidly  and  at  a 
nominal  charge  of 
$2.50  each  title. 

S.  E.  Garland  Copyright  Office 
Garland  Building,      •     St.  John'*,   Nfld. 
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Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every, 
thine  in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


The  Davis  Novelty  Company 

(Reg'd) 

A  large  assortment  of  Billfolds  and 
Ladies'  Purses  in  stock. 
Also  Men's  Leather  Belts,  Boy  Scout 
Belts,  School  Bags  for  boys  and  girls, 
Photo  and  Certificate  Cases,  Cigar- 
ette Cases,  etc. 

Mappin    Building,       Montreal 

Telephone  Uptown  398 


This   Space   $3.00    a 

Year  on   Yearly 

Contract 


LEAD  AND  COPYING   PENCILS 

American   Pencil   Co.,  New  York. 

Wm.  Cane  &  Sons,  Newmarket,  Ont. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

LOOSE   LEAF   BOOKS,  BINDERS  AND 
HOLDERS 

Boorum    &    Pease    Co.,    Brooklyn. 

Buntin,  Gillies  &  Co..  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,  Ltd.,  539  King  St.  W.,  Toronto 

National   Blank  Book  Co.,  Holyoke,  Mass. 

Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 

Rand,  McNally  &  Co.,  Chicago. 

The  Copp,  Clark  Co.,  Toronto. 

Geo.  M.  Henry  Co.,  215  Victoria  St.,  Toronto. 

The  Scarborough   Co.  of  Canada,   Hamilton,   Ont. 

PAPER   BALERS 

Climax   Baler  Co.,  Hamilton,  Ont. 


0, 


PAPER  FASTENERS 

K.  Manufacturing  Co.,  Syracuse,  N.Y. 


PAPETERIES    AND  WRITING    PAPERS 

The  Copp,  Clark  Co..  Toronto. 

Buntin,  Gillies  &  Co.,  Toronto. 

Clark  Bros.  &  Co.,  Winnipeg,  Man. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 

PENNANTS 

Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PHONOGRAPH      SUPPLIES 

H.   A.    Bemister,    10  Victoria   St.,   Montreal,   Que. 

Arthur  H.    Kempton,   511    St.  Catherine  .St.,   Mont- 
real, Que. 

PHOTO  CASES 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

PILLOW  COVERS 

Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PLAYING  CARDS 
Standard  Playing  Card  Co.,  Chicago,  III. 
U.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

POST  CARDS,  GREETING  CARDS,  ETC. 
W.  E.  Coutts,   145  Adelaide  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Valentine  &  Sons  Publishing  Co.,  Toronto. 

PUNCHES    (Cutter,  Eyelet,  Round-Hole,  Etc.) 
Rivet-O   Manuafcturing  Co.,  Orange,   Mass. 

PRONG  FASTENERS 
Rivet-0  Manufacturing  Co.,  Orange,  Mass. 

RUBBER  STAMPS,  STENCILS,  ETC. 
Fulton  Specialty  Co.,  Elizabeth,  N.J. 

SCIENCE  APPARATUS 
Geo.  M.  Hendry  &  Co.,  215  Victoria  St.,  Toronto. 

SCHOOL  SUPPLIES 
Geo.  M.  Hendry  Co.,  Ltd.,  215  Victoria  St.,  Toronto 

SCHOOL  BAGS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

SCHOOL  AND  OFFICE  SUPPLIES 
Westcott  Jewell  Co..  Seneca  Fails,  N.Y. 

SHEET  MUSIC 
McKinley  Music  Co.,  1501-15  E.  55th  St.,  Chicago. 

STATIONERS'  SUNDRIES 
Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark  Bros.  &  Co.,  Ltd.,  Winnipeg,  Man. 
W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING  PENS 
John  Heath,  8  St.  Bride  St.  EC.  London. 
Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
Esterbrook'  Pen' Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian  Representatives. 

TOILET  GOODS 
Drummond  Bldg.,  Montreal. 
DOLLS.    PUZZLES,    ETC. 


E 


Davis  &  Co., 
TOYS, 

A.  C.   Gilbert. 
Menzies  &  Co., 


Ltd.,  Toronto. 


E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 


Excellent   for   holding   Essays,   Class    Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made    in    all    sizes.      Capacity    of   back,    %" 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

School  Rings. 

Elbe  No.  1   Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale -Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


PENNANTS   PILLOW-TOPS 

and 

CHAIR-PADS 

MADE  BY 

Canadian  Manufacturing 

of  Novelty 

13  Boucher  St.  MONTREAL 
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British  Goods  Are  Standards  of  Value 


CARDED  GOODS 

are  the  busiest  members  of  a  sta- 
tioner's stock.  They  work  while 
other  goods  sleep.  To  the  man  in 
a  hurry  they  are  an  open  directory 
of  his  daily  wants.  Other  goods 
wait  for  the  demand — these  Bri- 
tish Carded  Goods  create  it.  They 
have  a  knack  of  getting  in  the  way 
of  coins,  tipping  them  up  and  con- 
veying them  to  the  cash  till.  In 
short  they  are  silent  but  forceful 
examples  of  the  business  maxim, 
"It  pays  to  advertise." 

ASK  NOW  FOR  NEW  POST-WAR 
CATALOGUE  AND  TERMS  TO 
CANADIAN    IMPORTERS,   of 

H.  A.    COOMBS 

10,   Farringdon  Avenue, 

LONDON,  E.C.  4,  ENGLAND. 


Hold  the  Line 

Here's  the  line  to  hold 
-^lohn  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  iy  all  the  leading  Whole- 
sale Houses  In  Toronto  6  Montreal 

(Registered) 
London  (Eflf .)  Eiport  Af  enc y 

8  St.  Bride  Street 
LONDON,  E.C. 


300%  PROFIT! 

Booksellers   can   make  this  by  handling 
specimens  of 

The  "Nightingale"  Music 

High-class,  all  British, Songs 

"      Piano  Solos 
"      Violin  Solos 
"      Harmonium 
which  retail  here  at  2/-  each 

40  Assorted  Copies,  Prepaid 

*&      $5.50      "^ 

All  Copyrighted  at  Washington 

NIGHTINGALE  &  CO. 

101  Mortimer  St.,  Regent  St.,  London,  W.  1 

Cable  Address:  '*  Echometer,"  London 


THE 

"Lightning"  Paper  Clips 

The  Best  British  Manufacture 

FLAT  OR  UPTURNED  LIP 
Made  in  2  sizes. 

Staples  on  Wood   Blocks 
for    stapling     machines. 

Specialities  in  Wire 
PRICES  ON  APPLICATION 

ROBT.  THORNTON 

PARAGON  WIRE  WORKS 
CLECKHEATON,      ENGLAND 
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ROBINSON  REMINDER 


Tear  Out 
When  At- 
tended to 


Each  memo  separate; 
when  attended  to,  it  is 
torn  out.  This  leaves 
everything  ready  for  in- 
stant reference  and  re- 
moves the  last  excuse  for 
forgetting.  Has  handy 
pocket  in  cover.  Made  in 
three  sizes;  all  leathers. 


A  Million  Sold  and  Business 
Just  Getting  Under  Way  ! 

Demand  on  dealers  gets  stronger  every  day.  There 
is  no  limit  to  the  sales,  possibilities.  Dealers  say 
they've  never  seen  anything  like  it.  Every  man  and 
woman  who  has  anything  to  remember  is  an  almost 
certain  prospect,  sooner  or  later.  Write  for  our 
dealer's  proposition  and  discounts. 
Dealers  Write 


LIVE 
NOTES 
ONLY 


Nationally  Advertised  In 

LITERARY 

DIGEST 

American 

System 

MacLean's 

Metropolitan 

McClure's 

And  Elsewhere 

With    each    Reminder   if*   an    extra    filler 


RETAIL 
PRICES : 


Size  B  3  in 
Handsome  Black  Leather. .      $1-25 
In  Cross  Grain   (fast  colors)      1.75 

In   India   Calf    2.50 

In  Cowhide  2.75 

In   Genuine  IMorocco    3.00 

In    Imitation    Leather    .75 

hi  'Cloth  (without  extra  filler)    .25 
Ladies'   'Shopping  Beminder.    Size   L, 
with    pencil    and    extra    filler.    $1.50; 
$1.75;   in   Genuine  'Morocco.    $2.25. 

ETRA  FILLERS 
Per  dozen:   Size  B,  75c.     Size    A,    $1.00.,    Size  L 
Name  in  gold  leaf  on  cover — 25c  extra 
These   prices   subject   to  change   without   notice 


Size  A  %  in.  x  7iu. 
$2.00 
■     -  2.75 

3.50 
3.75 
4.00 
1.00 
.50 
2%   in.   x  3%   in., 
n    patent    leather, 


me 


rl 


ROBINSON  MFG.  CO.,  74  Elm  Street,  WESTFIELD,  MASS.,  U.S.A. 


tyhe  Merits  oP 

(HAZED  LINEN 

DIE-WIPING 

-PAPER; 

are  now  recogniz~ 
ed  by  the  leading 
Die  and  Plate  Press 
^Manufacturers- 
and  it  is  beina^D 
recommended  by 
them  and  shipped 
with  all  new  presses 

PAPERMANUFACTURERSCQ,k 

PHILADELPHIA-PA- 


You   Probably  Carry 

WORK-ORGANIZERS 

if  not,  you've  overlooked  a  good  seller;  make  good 
in  use;  repeat  great;  liberal  max-gin.  ' 
So  Practical   and   Valuable 
that  if  kept  in  sight  you  can't 
keep  them;  every  person  that 
enters   your   store  a   prospect 
No    office   furniture,    office 
supply  or  commer- 
cial stationer  stock 
complete      without 
them. 
Why  They  Sell  So 

Easily 
Inexpensive; 
lie  flat  on 
desk  or  in 
drawer;  or- 
ganize the 
day's  work; 
solve  the 
littered  desk 
problem. 

Just  a  Few  of  the 
Thousands  of  Big  Users 
A.lex.  Hamilton  Institute 
Postal  Life  Ins.  Co. 
Beechnut   Packing  Co. 
Old    Dominion    Steamship 

Co. 
Frederick    Stearns    &    Co. 
Pennsylvania  Steel  Co. 

Work-Organizer  Specialties  Co. 

87  JEFFERSON  AVE.,  DETROIT,  MICH. 


No.  332.  10 
pkts_  $5.25  • 
No.  330,  6 
pkts.,  $3.75. 
Letter  size, 
black  seal 
grain,  Fabrikoid  cover.  All  flat, 
open  in  front,  your  own  subject 
labels. 

tn  Drawer  No.  734.  handsome 
paper,  15  pkts.,  $2.25 ;  No.  732, 
10  pkts..  $1.90:  No.  730.  6 
pkts.,  $1.50.  Letter  size.  Ten 
3ther  styles. 
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PARAGON 

Inkstands 

of  all  styles 

Manufactured  by 

FRANK  A.  WEEKS 
MFG.  CO. 

93  JOHN  STREET      -      New  York  City,  N.Y. 

Canadian  Jobbers  handle  our  lines. 


THE    CUSTOMER 
THINKS   STRAIGHT 

In  any  given  group  of  merchandise,  show  a 
customer  two  or  three  hundred  items  selected 
from  the  lines  of  a  dozen  or  so  manufacturers, 
and  you  still  leave  him  with  a  sense  of  confu- 
sion, a  suggestion  of  incompleteness. 

Show  him  less  than  a  hundred  items,  but  let 
them  represent  the  full  and  complete  line  of 
one  manufacturer  of  known  reputation,  and 
the  customer  at  once  feels  that  his  require- 
ments can  be  quickly  and  amply  fulfilled  in 
your  store. . 

Carter  Ink  Products  are  being  constantly 
advertised.  This  year  nineteen  leading  maga- 
zines are  being  used,  reaching  over  twenty 
million  people.  It  will  cost  you  less  and  bring 
you  more  if  you  standardize  on  Carter  Inx 
Products. 


THE  CARTER'S  INK  COMPANY 

Mount  Royal  Ave.  and  Drolet  St. 
MONTREAL,  QUEBEC 


Let  us  Supply  your  Flag 
requirements 

The  Flags  of  Canada,  Great 
Britain,  France,  Belgium,  Italy, 
Servia,  etc. — Yes,  we've  got  them 
all  and  in  most  every  size  you  will 
ever  have  a  call  for. 


Always  Keep  a  good  stock  of 
flags  on  hand  for  picnics,  celebra- 
tions, anniversaries  of  famous 
battles,  etc.  You  will  find  "Har- 
court"  prices  low  and  the  profit 
margin  on  every  sale  excellent. 

Send  for  our  price  list  on  the  fol- 
lowing sizes : 

2x3,  4x6,  6x8,  8x12,  9x14,  12x16, 
14x18, 17x24,  18x30  and  22x36. 
Cotton  flags  all  on  sticks. 


E.  H.  HARCOURT  CO.,  LTD. 


255  WELLINGTON  ST.  W. 


TORONTO 
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NICHOLAS  L.  BROWN 

Publisher 
Of  New  York  City 

announces  the  opening  of  his  Canadian  office 
in  Montreal,  Que. 

The  Book  Trade  of  Canada  is  respectfully 
urged  to  apply  for  lists  of  publications  and 
announcements,  as  well  as  trade  discounts  to 

NICHOLAS  L.  BROWN 

90  ST.  JAMES  STREET 
Suite  702  Montreal,   Que. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton.  London.  Eng 

A.RAMSAY  &  SON   C° 

ESTD.   1842.    MONTREAL. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


The  McKinley  Edition  of  Ten  Cent  Music 


will     always     hold     first     place     as     an     Edition     of 

Standard,     Classic  and      Teaching     Music. 
as     an     established     demand     for    this     line     of    Music    exists     through- 
out the  United  States  and  Canada. 

It    meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has   proved   itself  to  thousands  -of   dealers   to  be  the  best  foundation 
for    a    sheet    music    department. 

Write   us   for   samples 

McKINLEY  MUSIC  CO. 

The   Largest  "  Exclusively   Sheet  Music  House  " 
in  the  World 


Every  copy   of   The  McKinley   Edition   sold   means   a   profit  of   over    150 
per   cent,   to   the  dealer. 

The  McKinley  Edition   {Revised  for  Canadian  Trade)   conforms  in  every 
detail    with    Canadian    copyright   laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer"   is  the  cata- 
logues   bearing     the    dealer's     imprint    which    are    supplied     with    this 
Edition.      These   catalogues    will    attract   more    customers    to   your   store 
than    any   other   medium   you   could   employ, 
and    particulars   to-day. 

New  York  City:  145  W.  45th  Street 

Chicago:   1501-15  East  Fifty-Fifth  St. 


THE  mission  of  this  trade  newspaper  is 
to  work  for  greater  efficiency  in  the  re- 
tail stores  and  for  the  increased  sale  of  books, 
stationery  and  the  associated  lines  in  these 
stores. 
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Loose  Leaf 
Devices 

and  Blank  "Books 

THE  LINE  OF  I0O0I  NUMBERS 

€ 

The  same  care  and 
quality  that  has  dis- 
tinguished B6P  pro- 
ducts for  80  years.enters 
into  the  manufacture  of 
our  Loose  Leaf  Devices 

Sold  only  through  dealers 


Sfar/A&rA 
B&P 

BlsokB*okc 
loos*  Lt* '  D*w  c«s 


BOORUM  6  PEASE  CO. 

NEW  YORK 


Eversharp  Pencils 
Sell  Quickly 

There  are  several 
reasons  why  Ever- 
sharp  sales  increase 
steadily,  month  after 
month,  throughout 
Canada. 

Eversharp  is  always 
sharp  yetneversharp- 
ened,  it  is  beautifully 
fashioned  to  give  life- 
long writing  comfort, 
and  it  is  priced  to 
appeal  to  all  classes. 

Remember,  too,  that 
there  is  a  large  repeat 
business  inEversharp 
Leads,  which  have  a 
fineness,nrmness  and 
smoothness  all  their 
own. 

Make  ready  to  sign 
up  for  your  share  of 
Eversharp  profits  by 
sending  for  catalog 
and  interesting  liter- 
ature. Address  Cana-     L«Jrl3K? 

.  Eversharp   Pen- 

dian  representatives:     «£■«•»»«* 
Rowland  &  Campbell,  Ltd. 

Winnipeg,  Manitoba 

Consolidated  Optical  Co. 

Toronto,  Ontario,  and  Montreal,  Quebec 


The  name  is  on   the  pencil 

Made  and  Guaranteed  by 
THE  WAHL    COMPANY,  Chicago 
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ENVELOPES 

This  is  "Dawson'   Year  for  Blank  Books 

Other  Well-known  Dawson  Lines  : 


Bond  Papers 
Ledger  Papers 
Blottings  Bristols 

Ruled  Statements 


Writing  Papers 
Cover  Papers 
Coated  Boards 
Billheads,  Etc. 


Write 

for  our 

Price  List 


1\^DxM^dtv 

MONTREAL— 93-103  St.  Urbain  Street 
TORONTO-64  Wellington  Street  West 


Prompt 
Service 
Assured 


MODERN  BUSINESS  ESSENTIALS 

EFFICIENT  and  ECONOMICAL 


Wilson- Jones  Loose  Leaf  Company 

Largest  Manufacturers  of  Loose  Leaf  Products  in  the  World 

Chicago  -  -  -  New  York 
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SLUCKETTS     ^"^ 
terlinR 
LINE U 

SOLID  LEATHER 


1 ! 

l  ..: 


MEMO  BOOKS 


We  have  a  complete  stock  of  SOLID  LEATHER  MEMO 
COVERS,  with  pocket.  No  Glue— No  Boards— No  Lin- 
ings— Just  one  piece  of  heavy,  solid  leather,  No.  1  quality. 
Practically  indestructible.  Metals  are  securely  fastened  in. 
This  line  will  give  excellent  service  and  will  stand  severe 
usage. 


No. 
400 
402 
403 

404 


End  Open 

Sheet  Size 
2.       x  4 

2i/2  x  4i/2 
3       x  5 
3%  x  63/4 


Price 

$1.25 

1.65 

1.90 

2.25 


No. 
412 
413 
414 
415 


Side  Open 

Sheet  Size 
4i/2  x  2i/2 

5  x  3 

6  x  31/2 

63/4    X    33/4 


Price 

$1.65 

1.90 

2.25 

2.50 


The  above  are  retail  prices — covers  only 


We  also  carry  a   full  Line  of  Solid  Leather  Books  in  %"  and  /"  Rings. 

Luckett  Loose  Leaf,  Limited 

TORONTO 
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Sweeping 

from 
Newfoundland 

to 
Dawson  City! 


20  00       Sje 

iO  00 
50   00 

ioo  oo      Address 


annu 


There  are  more  than  1300  live  newsdealers  throughout  Canada,  just 
like  these,  who  Boost,  Talk,  Display  and  SELL  each  succeeding  issue  of 

Macleans 

I         1  "CANADA'S  NATIONAL  MAGAZINE  " 

The  1,300  newsdealers  referred  to  above  buy  MACLEAN'S  direct  from  us  on  a  yearly  basis. 
Besides,  there  are  over  1,000  dealers  in  the  larger  cities  who  also  energetically  boost 
MACLEAN'S,  obtaining  their  supplies  from  our  wholesale  distributors. 

Why  are  these  2,300  live-wire  newsdealers  so  enthusiastic?  Because  they  make  more  profit  on 
MACLEAN'S  than  on  any  other  magazine.  If  you  are  not  already  handling  "Canada's  National 
Magazine"  you  are  missing  this  profit —  and  missing  it  Twice  a  Month! 


Ask  us  for  full  particulars ! 


Mail  this  coupon  Now! 


The  Circulation  Manager, 

MACLEAN'S  MAGAZINE,  Toronto,  Ontario. 
Tell  me  your  plan  for  selling  MACLEAN'S  through  newsstands. 


Name  .  . 
Address 
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DOMINION 

LOOSE  LEAF 

LEDGERS 


DOMINION  Loose  Leaf  Ledgers  embody  the  most  practical  ideas  in  design 
and  construction.  They  supply  all  the  service  that  can  possibly  be  put  into 
an  account  book.  The  bindings  are  attractive  and  durable.  Stationers  find 
these  Made-in-Canada  Ledgers  a  solid  foundation  upon  which  to  build  up 
a  permanent  Loose  Leaf  trade  among  big  business  houses. 


Beaver 
Trade- 
Mark 


Dominion  Blank  Book  Company 

Limited 
BERTHIERVILLE,  P.Q. 


T'n^lf^qJ^g. 


NATIONAL  BILL  AND  TIME  BOOKS      " 

In  the  National  Line  there  are  three  Bill  Book  offerings,  namely:  Payable,  Receivable 
and  Reversible.     These  books  fill  a  specific  need  in  every  office. 

National  Time  Books  may  be  had  for  Weekly,  Fortnightly,  or  Monthly  Time-Keep- 
ings  systems,  serviceable  in  bindings  and  a  wide  range  of  prices.  Stock  these  neces- 
sary accounting  forms,  which  will  prove  to  be  ready  sellers. 


.NATIONAL 


NATIONAL  gLANK  ROOK  QO. 

HOLYOKE,    MASS. 


.NATIONAL 


!    . 
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Don't  Lick  Stamps 


er 


Envelopes 


MOISTEN  THEM  with  the  ARGUS  MOISTENEB 

Always  ready  for  use.  Sanitary.  Moistens  flap  or  stamp  neatly- 
quickly — in  series  or  singly.  Beautifully  nickel-plated,  highly  de- 
sirable for  OFFICE  OR  HOMB 

Useful  gilt.  Will  be  keenly  appreciated  by  social  letter  writer  or  office  employee. 
PRICE,  <M  rn  Ask  your  stationer  or  send  us  $1.  SO.  Our  guarantee 
PREPAID  »!•»»  with  every  one.    Money  refunded  if  not  satisfied. 

ARGUS  MFG.  CO.,     402-6  N.  Pauline  St.,  Dept.  I6C     CHICAGO 


The  AIGNER  Way 

Saves  Half  the  Time 

Aigner's  Patent  Cut  Index  Tabs  come  in  strips  or  gangs 
already  cut,  leaving  the  tabs  in  one  strip  with  a  1/16  at- 
tachment on  rear  edge.  One-half  turn  separates  the  tabs  — 
no  mixing  of  tabs,  as  they  come  in  alphabetical  order ;  the 
next  letter  is  always  at  the  top  of  the  strip.  Tabs  are  linen- 
lined  on  inside,  gummed  and  ready  for  use. 
Stationers  and  manufacturers  come  to  us  for 

Index   Tabs  of  all  kinds 

Index  Shields  for  reinforcing 

Name,  Law  and  Number  Labels  for  Law  Work 

Gold  Stamping  and   Embossing 

Special  Die  Cutting 

Cloth  for  reinforcing  Index  Sheets 
Index  sheets  with  Tabs  attached  to  Sheets. 

Write   for   information    and   catalogue  —  It's   free. 

G.  J.  Aigner  &  Company 

Sole  Manufacturers  of  Patent  Cut  Index  Tabs 
Dept.  C.  554  Adams  St.  Chicago,  111.,  U.S.A. 


Moore  Push-Pins 

Glass  Heads  Steel  Points 

Moore  Push-less  Hangers 

The  Hanger  with  the  Twist 

Their  sharp  needle  like  steel  points  will  not  mar  the 

finest  surface. 

Allowed  where  tacks  are  prohibited. 

MOORE  PUSH-PIN  CO.,     -    Berkley  St,  Philadelphia,  Pa. 


PLAYTHINGS 

The  American  Toy  Journal 

18th  year  of  publication  and  the 
largest  Toy  Magazine  in  the 
World. 

—  The  editorial  pages  give  all  the  news  of 
the  Industry  and  there  are  300  to  500 
Business  Announcements  in  every  issue 

Subscription       $2.00     per    year.     (Foreign    $3.00) 
Send    your     subscription     NOW 


Playthings  ! 


18  E.  28th  Street 
NEW  YORK 


5000  Facts 

about 

CANADA 

NOW   READY   FOR    1920 

Edited  by  Frank  Ycigh 

Author  of  "Through  the  Heart  of  Canada" 

Chock  full  of  new,  striking  and 
suggestive  facts.  Indispensable  to 
every  wide-awake  Canadian.  Final 
War-Facts. 

Order  from  your  newsdealer  or  from 

Canadian  Facts  PublishingCo. 

588  Huron  St.,  Toronto 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


%JnJte) 
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Calgary. .  . 
Edmonton . 
Halifax... 
Hamilton . 
London . . . 
Montreal . . 
Ottawa . .  . 


It  has  taken  35  years 
of  hard  work  to  develop 
the  organization  making 
National    Cash    Registers 

m 

STARTING  with  two  employees  in  one  little  room,  The 
National  Cash  Register  Company  now  has  a  making 
organization  of  over  7,000  people  working  in  21  big 
buildings. 

It  has  taken  35  years  to  develop  this  tremendous  organiza- 
tion. 

Many  obstacles  had  to  be  overcome  in  those  years.  Money, 
time  and  energy  were  thrown  into  the  enterprise  by 
large-visioned  men  who  believed  that  cash  registers  were 
a  necessity  in  stores  of  all  kinds. 

Slowly  but  surely  the  business  grew.  Building  after 
building  sprung  up  to  house  the  expanding  organization. 

The  National  Cash  Register  factory  of  to-day  is  the  result. 
It  is  built  on  a  foundation  of  faith  in  the  cash  register  as  a 
business  necessity.  It  is  dedicated  to  the  making  of  a 
labor-saving  machine  that  helps  merchants,  clerks  and 
customers. 

The  National  Cash  Register  Company  of  Canada,  Limited 

Factory  :    Toronto,  Ontario 

BRANCH  OFFICES: 


714  Second  Street  W. 

5  McLeod  Bldg. 

63    Granville    St. 

14  Main  Street  E. 

350  Dundas  Street 

.122  St.  Catherine  Street  W. 
305  Bank  Street 


Quebec 133  St.  Paul  Street 

Regina 1820  Cornwall  Street 

Saskatoon 265  Third  Avenue,  S. 

St.  John 50  St.  Germain  Street 

Toronto 40  Adelaide  Street 

Vancouver 524  Pender  Street  W. 

Winnipeg 213    McDermot    Avenue 
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We  search  the  markets  of  Central  America  for  the  finest  Boxwood  procurable. 

Before  this  receives  our  O.K.  for  the  manufacture  of  Arrow  Brand  Rulers,  it  must  pass  inspection 
at  the  Venezuelan  coast,  at  the  docks  in  New  York  and  again  at  our  factory  after  which  it  is  treated 
and  cured  by  us  for  months. 

Arrow   Brand  Boxwood  Rulers  make  money  for  you  and  friends  for  us. 

Westcott-Jewell   Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


A  igner,  J.  G '^* 


Allen,   Thomas 


35 


American  Lead  Pencil  Company   2 

Argus  Manufacturing  Company    s* 

Artists'   Supply  Company   '* 


11 


Bemister,    H.    A.    . 

Rinney  &  Smith  Company    41 

Bond,   John    if 

Boorum  &  Pease   i^ 

Broadway  Smallw.ares   .   '£ 

Brown,  N.  L v  •  •  •  •  ■  ■     7S 

Buutin,  Gillies  &  Co "aok  cover 

Cable  Company    £• 

Canadian  Facts  Publishing  Company. »4 

Canadian  Manufacturing  of  .Novelty   <4 

Cane  &  Sons,  Ltd.,  William   Inside  back  cover 

Carmichael  &  Co.,  Peter 


HI 


Carter's  Ink  Company  J? 


Climax  Baler  Company 


73 


Consolidated  Lithographing  and  Manufacturing  Co 67 


Coombs,   H.   A. 


78, 


Copp-Clark   Company    21,   22,  74 

Coutts,  W.  E ' 

Cushman  &  Denison  Manufacturing  Co 1 

Davis  Novelty  Company    J"* 

Davis  &  Co.,   E •£■ 

I  >a  wson,  Ltd.,  W.  V »* 

Defiance  Manufacturing  Company   «•' 

I  texter  &  Sons.  Inc.,  C.  H '1 

Dominion  Blank  Book  Company   .  . . '. °* 

Eagle   Rubber  Company 30 

Eaton,  Crane  &  Pike   4 

Eaton-Dikeman   Company    M 

Elbe  File  and  Binder  Company   '4 

Empire  Typewriter  ' 

Esterbrook  Pen  Manufacturing  Co Inside  front  cover 

F.  B.  Manufacturing  Company ?0 

Fulton  specialty  Company    71 

Garland,  S.  E •' ^3 

( loodall  &  Son,  Charles    «° 

Goode  Bros 'j 

Crossett  &  Dunlap   1 

Gundy,  S.  B n 

Harcourt,  E.  H J? 

Haviland  &  Co ' H 

Heath  &  Co.,  John    J5 

Henley,   N.  W -% 

Higgins  &  Co.,  Charles  M b 

Hinks,  Wells  &  Co 14 

Hurst,  A.  0 38 

Imperial  Phonograph  Company  40 

Irish,  G.   L '4 

Kempton,  A.  K 42 

Kempton  Haupt  Company   C7 


Languages     72 

Luckett   Loose   Leaf  Co.,   Ltd SI 

Mabie-Todd .37 

Macdonald    Wire   Goods   Company    70 

MacDougail,  A.  11 17.  IS.  19.  20,  22,  23 

MacLean's    82 

Macmillans     10 

Matthews.    B 15 

McClelland  &  Stewart.  Ltd 24,  25,  26,  27,  28,  72 

McFarlaue,   Son  &  Hodgson.  Ltd -. 74 

McKee   Glass    Company 67 

McKinley   Music  Company    78 

Mecanno    Toy    Company    33 

Mcilicke  Calculator  Company  4 

Menzies  &  Co.,   Ltd '. 31 

Mittag    &    Volger,    Inc Inside    back    cover 

Moore  Push  Pin  Company  84 

Morgan  &  Scott   16 

Musson  Book  Company   ' Front  cover 

Myers  Manufacturing  Co.,  Fred  .1 23 

National  Blank  Book  Company   83 

National  Cash  Register  Company   85 

Newnes    12 

Nightingale  &  Co 75 

O.  K.  Manufacturing  Company   5 

Page  Company   7 

Paper  Manufacturing  Company    76 

I'ugh  Specialty  Company,  Ltd 70 

Ramsay   &   Son,   A 78 

Reliance  Ink  Company   73 

Religious  Tract   Society    13 

Robinson  Manufacturing  Company   * 76 

Ryan  &  Co..  J.  F 60 

Ryerson  Press    8,  9,  72 

Sainberg,  L 70 

Simmons  &  Co.,   J.  M 32 

Sinclair  &  Sons.  Ltd.,  William  14,  74 

Stafford.   Inc..   S.  S S4 

Thornton,  Robert   75 

Tucker  Manufacturing  Company    38 

Twigg  &  Beeson    69 

Volger  Manufacturing,  Inc.,  B.  S 70 

Wa  li  1  Compa  ny  79 

Waterman.  L.  E 3 

Waterton  &  Sons,   Ltd..  George 14.  73 

Weber   &  Co.,    F 70 

Webster,  Limited,   S 13 

Weeks  Manufacturing  Company.  Frank  77 

Wekloii-Roberts   Rubber  Company    67 

Westcott-Jewell  Company    S6 

White  &  Wyckoff   22,  23 

Willard  Pen  Company  69 

Wilson  ones  Loose  Leaf  Company    80 

Work  Organizer  Specialties  Company  76 

Wycil   &    Co 12 
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The    recognized  "Leaders" — 

"M  &  V"  Typewriter  Ribbons  and  Carbons -are 
the  acknowledged  leaders  in  their  field. 

They  are  unequalled  for  durability,  permanency 
and  indelibility — the  three  vital  points  so  essen- 
tial to  good  ribbons. 


I  jj 


, 


■ 
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"M  &  V"  Products  offer  a  good,  substantial 
profit  margin  on  every  sale  and  their  high  stan- 
dard of  quality  insures  complete  customer  satis- 
faction. 

Mittag  &  Volger,  Inc. 

Principal  Office  and   Factory  :   Park  Ridge,  N.J.,  U.S. A' 

Agencies  all  over  the    World 


CAN  EL'S  Si 


WA. 


f&1t&6,n.i-4~ 
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Pencil  Perfection 

Cane's  "All-Canadian"  Pencils  are 
made  from  smooth-grained,  non-split- 
ting wood.  Their  superior  writing 
qualities  and  all-round  perfection  win 
complete  satisfaction  both  for  dealer 
and  customer. 

Let  this  attractive  Cane  Counter  Carton 
speed  up  your  pencil  sales.  Just  place 
it  on  your  counter,  fill  it  up  with  Cane's 
high  quality  pencils  and  watch  how 
quickly  it  sells  them.  Have  your  whole- 
saler send  you  this  attention-compelling 
display  case  to-day. 


The  Wm,  Cane  &  Sons  Company 


NEWMARKET,  ONT. 


BOOKS  E  I,  I.  EE      A  X  D     STATU'  X  E  I: 


Sanfin,  Gillies  6 


HAMILTON 


LIMITE  D 


CANADA 


The  Headline 


Scribblers 

and 

Exercise  Books 

for  school  opening  are  now  being  shown  by 
our  travellers.  We  want  you  to  see  the  new 
covers — snappy,  lively  subjects  that  will 
attract  the  children. 

May  we  send  you  samples? 


AND  OFFICE  EQUIPMENT  JOURNAL  . 


The  only  publication  in  Canada  devoted   to  the  Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years   the  recognized  authority  for  those  interests. 


VOL.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     MAY,     1920 
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—  Coming 

Canadian 

Copyright 

Editions 


Tarzan, 
the  Untamed 

By 
Edgar  Rice 
Burroughs 


Top   o'    the 
World 

By 
Ethel  M.I  Dell 


r 


Y), 
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/Je  BLOWER 
BUBBLES 


The  Start-off  of  Another  Big  Year 
In  Canadian  Fiction 

Two  new  titles  that  will  be  in  great  demand.  You  will 
need  a  good  stock  of  these  to  keep  up  with  the  ever- 
growing interest  in  our  Canadian  books. 

The  Forging  of  the  Pikes 

A  Romance  of  1837 

By  Anison  North 

A  delightful,  quaint  and  mysterious  love  story ;  a  thrill- 
ing narrative  of  exciting  events  in  the  early  days  of 
Canada — historic  characters  and  incidents  and  atmos- 
phere reproduced  with  rare  skill  and  fidelity.  The 
reader  is  caught  up  into  the  swing  and  action  at  the 
outset  and  carried  along  entranced  to  the  finish. 

A  Blower  of  Bubbles 

A  Joyous  and  Human  Book 

By  Arthur  Beverley  Baxter 

This  young  Canadian  has  achieved  the  remarkable 
distinction  of  capturing  the  reading  public  of  Great 
Britain  and  taking  a  high  place  with  the  great,  modern 
British  authors  before  the  publication  of  his  work  in 
his  own  country. 

The  Bookman  (London),  says:  "A  remarkable  book  by 
a  Canadian  author.  Has  a  charm  of  style,  vivid  des- 
criptive power,  and,  what  is  even  more  precious,  a  very 
searching  knowledge  of  humanity." 

McClelland  &  stewart 

LIMITED 

PUBLISHERS  TORONTO 


-  Coming  - 

New 
Canadian 

Novels 


The 
Prairie 
Mother 

By 
Arthur  Stringer 


Red  Meekins 

By 

W.  A.  Fraser 
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The   Imperial   Series 

of  SCRIBBLING  and  EXERCISE  BOOKS       j 

For  School  Opening 


"He' sail  right" 


PHE  remarkably  interesting 
cover  designs,  are  due  in  part, 
to  human  interest  displayed  by  our 
artists,  and  their  selection  of  sub- 
jects typically  Imperial  and  wholly 
Canadian,  one  of  particular  interest 
being  a  reproduction  of  the  copy- 
right photograph  of 

OUR  PRINCE 

in  one  of  his  characteristic  and 
pleasing  positions,  saying  good- 
bye to  Canada.  Among  the  many 
other  subjects  are  found  designs 
taken  from  Canadian  life.  All  in 
all,  these  books  could  not  be  more 
attractive,  and  are  the  best  value  on 
the  market. 


WARWICK  BROS.  &  RUTTER,  LIMITED 

MANUFACTURERS 
TORONTO 

BOOKSELLER  AND  STATIONER,  May.  11120.  Volume  XXXVI.  Published  every  month.  Yearly  subscription  price.  SI. 00.  Entered  as  secondf 
class  matter,  July  1st,  1912,  at  the  Post  Office  at  Buffalo,  under  the  Act  of  March  3rd.  1879.  Entered  as  second-class  matter  at  the  Post  Office  De 
partment.    Ottawa. 
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HERE  THEY  ARE 

The  New 
Rand  -  McNally 

Indexed  Pocket  Maps 

1920 

The  1920  Rand  McNally  Pocket  Maps  will  present  the  very- 
latest  developments  in  the  art  of  map-making.  Entirely  new 
plates  have  been  engraved  producing  new  maps  in  new  style 
and  color — the  very  finest,  most  accurate,  distinctive  maps  on 
the  market. 

Complete  indexes  to  all  places  enables  the  user  to  readily  locate 
any  point  and  secure  the  desired  information. 

These  NEW  MAPS  will  in  every  way  conform  to  the  popular 
demands  of  map-users.  They  are  what  YOUR  CUSTOMER 
will  expect  to  get  when  he  comes  to  you  for  maps. 

CANADA  ALBERTA 

ONTARIO  BRITISH  COLUMBIA 

MANITOBA  QUEBEC 

SASKATCHEWAN  MARITIME  PROVINCES 

We  also  carry  maps  of  American  States. 

Price  -  50  -  Cents 

YOU  CAN  PUT  IN  A  COMPLETE  STOCK  OF  MAPS  WITH  A 
SMALL  INVESTMENT— THE  LIBERAL  DISCOUNT  WE  ALLOW 
YOU  WILL  NET  YOU  A  SUBSTANTIAL  PROFIT  ON  EVERY 
MAP  YOU  SELL. 

DISPLAY  YOUR  STOCK  prominently  in  your  windows  and  on  your 
counter  so  that  all  of  your  customers  will  know  that  you  carry  the 
Rand  McNally  maps.  Then  when  they  want  maps  they  will  come  to 
you. 


COMING!! 

in  June 
"CANADA  AND  THE  NEW  WORLD"  ATLAS 


THOMAS  ALLEN   -  PUBLISHER  -  TORONTO 
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Do  You  Stock  These  Books  ? 

Nearly  Ready!  A  New  and  Timely  Book  on  Motor  Boats 

MOTOR  BOATS  AND  BOAT  MOTORS 

DESIGN— CONSTRUCTION— OPERATION  AND  REPAIR 

Written  by  a  Corps  of   Experts  and  Edited    by  Victor  W.  Page.      500  Octavo  Pages. 
350  specially^made  illustrations  and  working  drawings  for  boat  builders. 


Price  $3.50 


This  is  an  indispensable  book. for  every  present  or  prospective  owner,  user,  repairman  or  operator  of  motor  boats  and  marine 
engines.  A  Non-Technical  Treatise  for  Practical  Men.  Includes  Full  Instructions  for  Building  Five  Boats,  Ranging  from  a  Gen- 
eral Utility  16-foot  Model  to  a  25-foot  Raised  Cabin  Cruiser  from  Tested  Designs  by  A.  Clark  Leitch,  Naval  Architect  and  Boat 
Building    Expert.      A    SPECIAL    CHAPTER    ON    SEAPLANES    AND    FLYING   BOATS   IS   ALSO   INCLUDED. 

1  Among  the  chapters  contained  in  the  book  are— 

PART  I.— THE  HULL  AND  FITTINGS— 

Chapter  1 — Motor  Boat.  Classification  and  Types.  Selecting  a  Boat,  Materials  used  and  Type  of  Boats.  Chapter  2 — Hull  Con- 
struction and  Design  Details,  Various  Styles  of  Boats;  Stem  and  Stern  Design,  Planking  Boats,  Laying  Decks,  Interior  Finish, 
Keels,  Keelsons,  Skegs,  Frames,  etc.,  Strength  of  Boats,  Requirements  of  Boats.  Chapter  3 — Capacity  and  Seaworthiness  of 
Boats,  Speed  and  Power  Required,  Boat  Equipment  and  Accessories,  Electric  Lighting,  Boat  Fittings,  Laws  for  Equipment, 
Buoys  and  Anchors,  Pumps,  etc.  Chapter  4 — Motor  Boat  Operation  and  Care,  Handling  Motor  Boats,  Signals  and  Navigation, 
Hauling  Out  and  Storing  Boats,  Overhauling,  etc.  Chapter  5 — Five  Popular  Boat  Designs,  a  Shallow  Draft  Tunnel  Stern  Boat, 
a  Complete  "V"  Bottom  Boat,  a  Small  Hydroplane,  a  25-foot  Raised  Deck  Cruiser,  a  16-foot  General  Utility  Boat,  Complete 
Working   Drawings   and    Laying-out  Descriptions. 

PART  II.-THE  POWER  PLANT  AND  ITS  AUXILIARIES- 

Chapter  6 — Types  and  Operating  Principles  of  Boat  Motors,  Power  Plant  Principles,  2  and  4  Cycle  Engines,  Engine  Parts, 
Indicated  Horsepower,  Choice  of  Motor,  Portable  Motors,  Advantages  of  Engine  Types,  etc»  Chapter  7 — Typical  Boat  Motors, 
Features  of  Leading  Motors  for  all  Types  of  Craft,  Outboard  Motors,  Light  and  Medium  Duty  Power  Plants,  Heavy  Duty 
Models,  the  Diesel  Engine.  Chapter  8 — Power  Plant  Auxiliaries,  Carburetors,  Oilers,  Electrical  Ignition  Systems  and  Parts, 
Starting  and  Operating  Motors,  Starting  Devices,  Reverse  Gears  and  Clutches,  Electric  Starting  Systems,  etc.  Chapter  9 — 
Power  Plant  Installation,  Engine  Beds,  Lining  Up  Beds  and  Shafts,  Installing  Fuel  System,  Water  Cooling,  Exhausts,  Stuffing 
Boxes  and  Stern  Bearings,  Flexible  Couplings,  etc.  Chapter  10 — Propelling  Devices,  Stern  and  Side  Wheels,  Propellers,  Fitting 
Wheels,  Computing  Size  and  Pitch  of  Wheels,  Reversing  Propellers,  Safety  Propellers,  etc.  Chapter  11 — Care  and  Repair  of 
Motors,  Locating  Common  Troubles,  Overhauling  and  Cleaning,  Adjusting,  Electrical  Troubles,  Grinding  Valves,  etc.  Chapter 
12.— SEAPLANES  AND  FLYING  BOATS,  Combination  Air  and  Water  Craft,  Details  of  Seaplanes,  Seaplane  Floats  and  Hulk, 
Elementary  Airplane  Principles,  Aircraft  Power  Plants  and  Installation,  The  Aerial  Propeller,  Why  Airplane  Flies,  Control 
of  Flying   Boats,  etc. 

1920  Editions  Automobile  Books  All  by  Victor  W.  Page 

Modern  Gasoline  Automobile:  Its  Design,  Construction  and  Operation $4.50 

Questions  and  Answers  Relating  to  Automobile  Construction,  Driving  and  Repair  2.75 

How   to  Run  an   Automobile    1.65 

Starting,  Lighting  and  Ignition  Systems    3.50 

The  Model  T  Ford  Car  —  Fordson  Farm  Tractor  —  F.  A.  Starting  and  Lighting 

System  —  the  Worm-Drive  1-Ton  Truck   2.25 

Storage   Batteries    Simplified    2.25 

Automobilists'  Pocket  Companion  and  Expense  Record   1.35 

Automobile  Repairing  Made  Easy    4.50 

Gasoline  and  Kerosene  Carburetors:  Construction,  Installation  and  Adjustment..  2.25 
Motorcycles,   Side   Cars    and   Cyclecars:      Their   Construction,    Management   and 

Repair    - 2.25 


Practical  Books  New  Editions 

Electricians'  Handy  Book,  by  T.  O'Conor  Sloane   $4.50 

E.  T.  Air  Brake  Pocket  Book,  by  W.  W.  Wood 2.75 

20th  Century  Recipe  Book,  by  G.  D.  Hiscox 4.50 

Liquid  Air  and  the  Liquefaction  of  Gases,  by  T.  O'Conor  Sloane 3.50 


THE  NORMAN  W.  HENLEY  PUBLISHING  CO. 

2  WEST  45th  STREET,  NEW  YORK 
Canadian  Representatives  : 

McClelland  &  stewart,  Limited,  Toronto 


BOOKSELLER     AND     STATIONER 


■a— taaumwm 


THE  RED  SEAL 

A  MYVTRpV  9T0RV       , 


NATALIE  I  We*  nvi'is 


This  is  an   illustration   from   "Kindred  of  the   Dust" 

PETER  B.  KYNE'S 
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KINDRED  OF  THE  DUST 


is  coming  this  month 


A   love  story  of  the  great  Weet  and  of  a  man's  belief  in  the  woman  he   loves.     A  great  novel  both   in   literary  merit  and  popular 
appeal — decidedly   in  the   "Best  Seller"  Class.     As  strong   a  book  as   "The  Valley  of  the  Giants." 


This  Side  of  Paradise.  By  F.  Scott  Fitzgerald. 
This  is  a  first  novel  that  is  creating  a  sensa- 
tion. This  new  novelist  is  being  acclaimed  "a 
great  find"  and  his  book  "brilliant  and  be- 
wilderingly    interesting." 

Uneasy  Street.  By  Arthur  Somers  Roche. 
Mystery,  adventure,  jazz,  Broadway  hotels, 
traction  deals,  lost  jewelry,  escapes,  nerve- 
wracking  New  York  life,  make  this  the  swiftest 
moving  novel  of  the  year. 

The  Cresting  Wave.  By  Edwin  Bateman  Mor- 
ris.     A   man    with   pirate   blood    in    his    veins 


delves  into  big  business  and  operates  just 
"within  the  law."  A  woman  awakens  him 
to   bigger    things    in    life. 

The  Rapids.  By  Alan  Sullivan.  Strong  Cana- 
dian story  by  one  of  Canada's  best  novelists. 
The  theme  of  the  story  deals  with  that  which 
men  call  success  and  failure.  Through  the  book 
runs  an  elemental  and  dominant  call,  producing 
a  multitude  of  varying  reactions  in  different 
breasts.  It  is  the  voice  of  nature  blending 
myraids  of  human  voices  from  a  multitude  that 
is  striving  and  ever  striving.  They  keynote  s 
destiny. 


The  Red  Seal.  By  Natalie  Sumner  Lincoln. 
A  rattling  mystery  story,  starting  with  a 
death  under  suspicious  circumstances  in  the 
very  first  chapter.  Development  after  develop- 
ment are  piled  up  on  each  other  to  mystify  the 
reader  and  give  him  more  opportunity  to  exer- 
cise his  ingenuity  on  the  solution  of  the  mystery 
of    "The    Red    Seal." 


Tatterdemalion.  By  Joihn  Galsworthy.  The 
title  expresses  the  wide  variety  of  the  stories 
in  this  volume;  some  are  brief  graphic  presen- 
tations of  a  significant  character ;  some  are 
concerned  with  war  and  their  figures  are 
French  or  English  soldiers ;  others  are  of  Eng- 
lish life  and  the  striking  characters  of  the 
English   rural  communities,  or  of   London. 


HIS   NEW 


FRANK  L.  PACKARD 

NOVEL   IS  "FROM  NOW   ON"    TELLING    HOW  A   MAN'S 
SOUL  WAS  SAVED  BY  A  WOMAN'S  LOVE 


Dave  Henderson,  after  successfully  "stowing  the  swag"  wore  stripes  for  five  years.  When  he  came  out  of  prison  he  turned  for  help  to  Nicolo  Capriano, 
the  old  bomb  king,  who  still  was  a  power  in  the  underworld,  although  his  daughter  Teresa  ruled  him.  It  is  a  story  of  desperate  hate  and  a  regenerating 
love,  a  love  that  led  Dave  to  return  the  money  for  which  he  had  served  his  term  and  to  repeat,  w(ith  Teresa's  hand  in  h*  "From  Now  On." 

PUT  IN  A  GOOD  STRIKING  WINDOW  DISPLAY  OF  PACKARD'S  NOVELS 

Along  with    "From  Now  On,"    "Play  Up,"    "The  Night  Operator"    and  include  all  of  these  titles,    in  special 

Canadian  Edition  at  popular    prices:  The  Adventures  of  Jimmie  Dale,  The  Sin  That  Was  His,  The   Further 

Adventures  of  Jimmie  Dale,  The  Beloved  Traitor,  The  Wire   Devils,  Greater  Love  Hath  No  Man. 


THE  COPP,  CLARK  CO.,  LIMITED 


517  Wellington  Street  West 


Toronto,   Canada 
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jbur-  ■-  Here  s  a 


Great  Business 

f>  i      *g\  w  *    Builder 
01  theTMckjor  Summer 


By  EDISON  MARSHALL 


A  splendid  new  book  with  a  triple  appeal  to: 

1.  Lovers  of  adventure  stories,  such  as  those  of  Zane 
Grey,  Sinclair  and  Bower. 

2.  Lovers  of  Nature  stories  as  those  of  Jack  London. 

3.  Lovers  of  romance. 

So  that  every  visitor  to  your  shop  is  a  good 
prospect  for  this  book. 

The  scenes  of  this  story  are  laid  in  the  Cascade  Mountains,  and  it 
has  glowing  descriptions  of  forests,  thrilling  recitals  of  encoun- 
ters with  the  wild  denizens  of  the  district.  The  author  is  thor- 
oughly familiar  with  the  field  and  knows  what  he  is  talking  about. 

"The  Voice  of  the  Pack"  is  a  305-page  book  with  a  frontispiece 
in  colors  and  an  attractive  four-color  wrapper,  which  in  itself  will 
go  a  long  way  toward  selling  the  book,  by  W.  Herbert  Dunton. 


Price 


$1.90 


THE  RYERSON  PRESS 


Publishers 
TORONTO 
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Fl 


orence 


L.  Barclay 

speaks  again  in 


ANOTHER 

BIG-BUSINESS 

OPPORTUNITY 


RETURNED 
EMPTY 


You  know  what  one  of  your  windows  filled  with  a  new  book 
by  the  author  of  "The  Rosary"  will  do.    Here  it  is : 

RETURNED  EMPTY  deals,  as  Mrs.  Barclay  only  can,  with 
spiritualism  and  reincarnation,  but  is  strongly  against  any  inter- 
ference with  the  dead.  It  is  a  thrilling  story  of  an  unusual  type 
and  daring  in  conception,  intensely  dramatic  and  full  of  vivid 
situations.  Aside  from  its  romance  interest,  it  will  bring  conso- 
lation to  a  good  many  sorrowing  people.  "RETURNED  EMPTY" 
will  come  to  you  in  the  usual  Florence  L.  Barclay  format  with  full 
colored  wrapper  designed  by  F.  H.  Townsend.    Price,  $1.75. 


RE  METHODIST  HYMN  BOOK 

By  reason  of  continued  increase  in  the  costs  of  material  and  labor,  we  are 
forced  regretfully  to  raise  the  list  price  of  all  editions  of  the  Methodist  Hymn 
Book.  Existing  prices  were  cancelled  April  20th.  New  price  lists  will  be  ready 
shortly. 


THE  RYERSON  PRESS 

PUBLISHERS 

TORONTO 


BOOKSELLER     AND     STATIONER 


/  tb  AOL-  &b  (MfJiJLtoJvU.      a 


EUGENE 
1MANL0VE  PUODES 

Romances  d  Navaho~Larici 

To  Knovo  Cuoens  Xiar\\otcffinoAes 
ts  io  Knovu    iVie  West  andfael 
'rfi  lure,  4u<v$,inp   at  foe  WearHWrt^s 
WM  a.  disHnct  sense  <}  a  cWte  de- 
merit vwe offer  -|nesegrea+  boofesol 
tfe  West  >o  *ne  Trade.         TVe' 
jackets,    posttii  and  cowls  are. 
reproductions  in  "the.  original  od- 
ors 9I  -knmous    Wavawo    btankfcrs  • 
(fr  sWoutd  be-  oneaf-tf*/  most 
oowedul   oelHnj  ur»m  in  Region . 

WE.ST    IS    WEST 
SEAWSPoeO  OF  J?AlN60va  eAN6E 
"the.  destbe  of  toe  moth 
Good  men   ^np  tko£ 


e 


GBACEL.H.LUTZ. 

Tdiis  auftor's  name  on  a,  4vHe>-paae. 

is  a,  guaranty   at-   sotnetftin  o    sweet-   and 
good —  and  also  clever: 

Mrs  LuJz.  has  pained  on  enviable-  -Jollow- 
ino  ot  readers  amona  an  inaeaswaly 
large-  dais  qt  people.  vtfrio  enjoy 
spirited  romances  wrii'ch  are,  a+  toe- 
jame  lime,  v^ote^oww  and  of  a» 
character  <tr»a+  W*y  can  recommend 
■to  every  vnember  a|  ««''r|.a mi  lies  . 

THE  MAN    OF  THE.    OtSEet 

OAVOM  OF  THE  MoeNlNG 
A  VOICE.  I'M   THE  WULOEe  NESS 
THE  ENCHANTED  BftdM 
UO   tniGHrNEL 
PHOEBE  DEANE 

ripieciR  scHuyLEe 

THE  6EST  HAN 
THE  WITNESS 


George  J.  McLeod,  Ltd.,  Selling  Agents,  Toronto 


BOOKSELLER     AND'  STATIONER 


|TOURISTS 

will  find  these  maps 
all  that  are  necessary 
in  planning  either 
short  or  long  trips. 
Complete  informa- 
tion available  for 
ready  reference. 

CYCLISTS 

will  find  the  popular 
pocket  size  a  great 
convenienee 

TRAVELLERS 

can  get  complete  in- 
formation regarding 
railroads  and  electric 
lines  from  these 
guides,  as  well  as  in- 
formation regarding 
every  village  and 
hamlet  not  shown  on 
the  usual  postal  map. 


Pllllllllllllll 


WHEREVER  THERE  ARE  ROADS 

A— yr-TSMS 

will  unerringly  guide  you  every  mile  of  the  way — they  show 
you  where  to  go,  and  how  to  get  there — and  tell  you  how 
to  stay  on  the  right  road  without  guessing. 

They  arc  the  best  road  guides  at  any  price— and  include  maps  that  will 
give  you  complete,  accurate,  dependable,  up-to-date  information. 

Motorists  won't  have  to  ask  any  questions  en-route  when  they  use  these 
Guides,  for  every  main  highway,  concession,  sideroad,  county  boundary, 
railway,  electric  line,  city,  town  and  village  is  accurately  indicated.  An 
invaluable  feature  they  contain  is  the  little  guides  to  important  cities, 
showing  the  main  streets  and  where  they  lead  to, 

Appleton's  Road  Guide's  are  published  in  four  separate  volumes,  one  for 

each  section  of  the  country,  including  three  for  Ontario  and  one  for 

Quebec.     Each  section  covers  an  area  of  over  40.000  square  miles 


SECTION  1 

Includes  the  district 
between  Windsor  and 
Sarnia  to  Niagara 
Falls,  and  Toronto, 
Ontario. 

SECTION  2 

Includes  the  district 
betweenGoderich  and 
Wiarton  to  Tweed 
and  Belleville,  Ont. 

SECTION  3 

Includes  the  district 
Tweed  and  Belleville 
to  Pembroke  and 
Montreal. 

SECTION  4 

THE  QUEBEC  ROAD 
GUIDE  is  authorized  as  the 
Official  map  of  the  Auto- 
mobile Club  of  Canada. 
It  includes  the  district  be- 
tween Hull,  Que.,  Ottawa, 
Ont.,  and  Huntingdon, 
Que.,  to  Quebec  City,  Me- 
ga ntic  and  Sherbrooke, 
Que. 


Illllllllllllllll^ 


——  I  have  yours  under  date  of  the  24th  inst.  with  maps  enclosed. 

BS  I  must  say  that  it  is  one  of  the  most  complete  and  easily  read 

Road  Maps  that  I  have  ever  seen  and  it  should  certainly  have  a  jgBj 

— ■  great  sale.   I  know  that  any  one  would  not  hesitate  for  a  minute  SB 

BS  to  recommend  it  after  having  once  seen  it.  — 

BS  Again  complimenting  you  on  you ?  splendid  achievement  in  BS 

555  obtaining  such  a  thorough  map,  I  remain,  BS 

SB  Yours  sincerely,  — — 

-TJ  S.  A.  WALKER,  BS 

HI  Sec'y  Norwich  Motor  Club   — — 

J  Just theGuide everyMotoristisWaiting for  J 

Price  50c  per  copy — At  your  Booksellers  or  Automobile  Supply  Agents.  ZZZZ 

1  THE  MUSSON  BOOK  CO.,  LIMITED  1 
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NEW  ROAD  MAP 

PROVINCE  OF  ONTARIO 

and 

INTERNATIONAL 
MAIN  TRAVELLED  ROUTES 


PUBLISHED  BY 

Ontario  Motor  League,  1920 

Thousands  of  motorists  will  plan  their 
Automobile  Trips  this  Summer  with  the 
aid  of  the  Official  Motor  League  Road  Map. 

>^^^  HIS  map  shows  in  accurate  outline  the  best  roads  in  Ontario,  West- 
4  C*\  ern  Quebec,  New  York  State,  and  Eastern  Michigan  and  gives  the 
^  )  location  of  all  the  cities  and  principal  towns  and  villages,  lakes, 
^^^^   rivers  and  summer  resorts  in  this  area  of  over  200,000  sq.  miles. 

The  roads  shown  extend  all  the  way  from  New  York  City  to  Sault  Ste.  Marie 
and  from  100  miles  east  of  Montreal  to  100  miles  west  of  Detroit.  A  motorist 
planning  a  trip  anywhere  in  this  district  will  find  the  O.M.L.  road  map  of 
great  assistance.  The  relative  importance  of  roads  has  been  shown  by  three 
classes  of  lines — heavy,  medium  and  light. 

The  map  has  been  compiled  from  the  most  reliable  sources  of  information 
and  has  been  designed  with  the  one  object  of  meeting  the  requirements  of 
motor  tourists.  It  is  the  best  map  of  its  kind  to  be  published  in  Ontario  and 
the  only  map  in  existence  covering  equally  well  the  roads  on  both  sides  of  the 
international  border. 

On  the  reverse  side  of  the  map  are  printed  a  number  of  city  plans,  speedo- 
meter readings  for  important  routes,  a  list  of  ferries,  local  and  international, 
and  full  information  regarding  customs  and  license  regulations  to  be  observed 
by  motorists  in  crossing  the  border  between  Canada  and  the  United  States. 

The  map  is  lithographed  on  the  finest  Quality  of  bond  paper  (38  in.  x  24  in.) 
and  folded  in  pocket  size  (4  in.  x  9!/o  in.) 

Every  motorist  in  your  district  will  want  a  copy  of  this  map. 

Retails    at    50    cents 

MUSSON  BOOK  CO.,  LIMITED 

25  DUNDAS  ST.  E.  TORONTO,  ONT. 


B  O  0  K  S  E  L  I.  E  !;    AND    S  T  A  T  1  0  N  E  R 


One  of  the  phenomena  of  book  publishing  experience  is  the  tremendous  sale  that  has 
come  to 

THE  BUBBLE  BOOKS 

introduced  three  years  ago  as  a  new  experiment  in  publishing  by  Harper  &  Brothers. 
They  have  obtained  such  a  demand  that  one  million  copies  will  be  needed  for  the  present 
twelve  months.  One  wholesale  order  received  within  a  week  was  for  173,000  copies. 
This  tremendous  sale  is  of  interest,  not  merely  because  it  is  a  large  figure  in  any  record  of 
book  distribution,  but  because  of  the  diversified  character  of  the  sales.  The  books  are, 
of  course,  as  closely  connected  with  the  musical  record  business  as  with  books,  and  it  has 
been  this  connection  that  has  brought  to  them  selling  space  and  selling  effort  in  thou- 
sands of  places  where  books  have  never  been  carried  before.  It  testifies  to  the  extra- 
ordinary display  that  musical  instruments  have  acquired  in  this  country,  in  specialty 
stores  and  in  department  stores,  in  large  cities  and  in  small,  that  sales  of  this  character 
can  be  so  quickly  built  up  by  connecting  with  these  channels. 

The  Bubble  Books  are  books  that  can  "speak  for  themselves,"  while  others  have  to 
remain  silent,  or  have  their  virtues  voiced  by  the  salesman,  and  this  peculiar  character- 
istic gives  opportunities  for  publicity  and  sales  effort  that  should  be  promptly  utilized. 
The  phonograoh  has  been  put  to  work,  and  the  parents  and  children  interested  in  "The 
Bubble  Books"  as  the  records  give  forth  the  happy  melodies.  This  not  only  brings 
attention  to  a  particularly  attractive  new  item,  but  brings 
attention  to  the  whole  book  department.     If  the  bookseller  Jt      jf 

does  not  seize  upon  these  opnortunities  as  they  come,  he  is  €^tn^  ^^ 

losing  a  chance  to  build  his  business  in  a  very  constructive        /v'"""\  41*.  <^ac^>5« 
way. 

NINE  NUMBERS  RETAILING 
AT  $1.50  NOW  READY 

Write  for  Quotations: 

THE  MUSSON  BOOK  CO.,  LTD.,  Publishers 

TORONTO 
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«*j2y^r 


'OUT 


Announcement 


(If    We    take    great    pleasure    in    announcing 
"     that  we  are  accepting  Canadian  funds  at  par 
and  that  the  proceeds  of  our  Canadian  sales 
are  being  invested  in  Canadian  securities. 

^f|    The    catalogs    and    price    lists    issued    to 
"     Canadian  dealers  are  exactly  the  same  as 
those  issued  to  our  dealers  in  the  United 
States,  and  the  discounts  are  the  same. 

JIT    If  you   are   not   provided   with   copies   of 
"     De  Luxe  Line  General  Catalog  No.  56  and 
Metal  Parts  Price  List  No.  67,  write  for 
them  now. 


WILSON-JONES   LOOSE   LEAF   COMPANY 


Largest  Manufacturers  of 
Loose  Leaf  Products  in   the   World 


Chicago 
3021  Carroll  Ave. 


New  York 
316  Hudson  St. 


What's  Wanted 


Almost  every  month  you  want  something 
which  you  could  quite  easily  secure  by 
consulting  with  your  fellow  Booksellers. 
Perhaps  you  need  a  clerk.  The  best  of 
them  read  Bookseller  and  Stationer  and 
watch  the  "Wanted"  page  for  new  oppor- 
tunities. 

Possibly  you  want  to  buy  or  sell  a  station- 
er's business.  Bookseller  and  Stationer's 
subscribers  are  the  best  prospects  in  Can- 
ada. Talk  to  them  through  our  columns 
with  a  want  ad. 

Or  do  you  want  to  sell  or  exchange  some 
surplus  stock?  Here  again  the  Want 
Advertisement  can  help  you. 

Cost:  2  cents  per  word  for  first  insertion; 
1  cent  per  word  for  subsequent  insertions 
of  the  same  ad.  Box  Number  5  cents  extra. 


PROTECTS  \0UR  FINGER 


',„ 


n 


"ARGUS"  Paper  Fasteners 

New  patent — finger  guard  absolutely 
prevents  point  pricking.  Made  of  steel 
and  always  stays  in  place.  Cost  no 
more  than  others  and  sell  readily. 
Write  for  FREE  sample. 

You  Can't  Lose  Pen  or  Pencil 

This  wonderful  UP-TO-DATE 
a,  combination  clasp  and  yearly 
5j  calendar  will  more  th.in  pay  for 
_  itself  by  saving  pencils  and 
,=  time.    At  all  good  stationers  or 

from  us  15c.  stamps  or  coins. 


State  for  Pen  or  Pencil 


ARGUS  MFG.  CO. 


Dept  30 


402-406  N.  Paulina  St.,  CHICAGO,  ILL. 


The  AIGNER  Way 

Saves  Half  the  Time 

Aigner's  Patent  Cut  Index  Tabs  come  in  strips  or  gangs 
already  cut,  leaving  the  tabs  in  one  strip  with  a  1/16  at- 
tachment on  rear  edge.  One-half  turn  separates  the  tabs  — 
no  mixing  of  tabs,  as  they  come  in  alphabetical  order ;  the 
next  letter  is  always  at  the  top  of  the  strip.  Tabs  are  linen- 
lined  on  inside,  gummed  and  ready  for  use. 
Stationers  and  manufacturers  come  to  us  for 

Index  Tabs  of  all  kinds 

Index  Shields  for  reinforcing 

Name,  Law  and  Number  Labels  for  Law  Work 

Gold  Stamping  and  Embossing 

Special  Die  Cutting 

Cloth  for  reinforcing  Index  Sheets 
Index  sheets   with  Tabs  attached  to  Sheets. 

Write   for    information    and   catalogue  —  It's   free. 

G.  J.  Aigner  &  Company* 

Sole  Manufacturers  of  Patent  Cut  Index  Tabs 
Dept.  C.  554  Adams  St.  Chicago,  III.,  U.S.A. 
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"L 


^TeDARK 
MIRROR, 

Lmiis 
Joseph 
V'8ni«. 


^ 


A 

SECRET 

of  the  SEA 

William  Allison 


: "  I, 


HANDMADE 
FABLES 

BT   CEOBCe  ADS 


R 


$ 


A 
ILGRiM 

MAID 


Marion 
monies 


Tales  of  Mj^ 
Native  Town 

Cibrlele  D  Annufuioi 


fr 


t 


^eMAN  WITH 
THREE  NAMES 

Harold  MacGratb 


The  Man  With 
Three  Names 

By  HAROLD  MACGRATH 

The  old  inimitable  Harold  Mac- 
Grath,  back  again  with  a  novel 
to  stir  the  hearts  of  all  who  love 
a  good  tale  of  mystery  and  love. 

PRICE  $1.75  NET 


THE  GORGEOUS  GIRL 

BY  NALBRO  BARTLEY 

This  is  a  novel  of  life  among  the  very  idle  rich  with  some  very 
wholesale  and  delectable  contrasts.  This  book  will  be  hailed  as 
another  notable  work  from  Nalbro  Bartley's  fluent  and  incisive 
pen. 

PRICE   $1.75  NET 

THE  TEMPERING 

BY  CHAS.  NEVILLE  BUCK 

This  is  the  story  of  the  power  of  love  over  a  boy  whom  strong 
men  of  two  generations  cannot  influence. 

PRICE  $1.75  NET 

TALES  OF  MY  NATIVE  TOWN 

BY  GABRIELE  D'ANNUNZIO 

Tales  of  D'Annunzio's  native  town,  written  with  fire  and  vigor. 
Colorful  tales  that  show  the  art  of  the  great  master  at  his  best. 

PRICE  $1.75  NET. 

AMERICANISM  VS.  BOLSHEVISM 

BY  OLE  HANSON 

Mr.  Hanson  knows  the  enemies  of  civilization  from  bomb 
thrower  to  parlor  Bolshevik.  For  his  indictment  their  own 
activities  are  his  witnesses. 

PRICE  $1.75  NET. 


3U 
TEMPERING 

QUSUS  NTYULI  BUCK 


SHEPHERD 
OF  THE 

SEA 

HENRY  LEVERAGE 


KATHLEEN 

tnKi'ronui  mohlli 


THE  DARK 

MIRROR 

BY   LOUIS   JOSEPH   VANCE. 

A  Bigger  book  than  "False 
Faces."  Vance  has  capitalized 
the  present  overwhelming  inter- 
est in  psychic  phenomena,  in  his 
latest  book. 

PRICE  $1.75  NET 


A 


Tup 

GRAY  MASK: 

WADS  WORTH  CAMP 


MAKE  INCREASED  BOOK  SALES  PAY  THIS  YEAR'S  STORE  RENT 


Doubleday  Page  &  Co. 

Country  Life  Press 
Garden  City      -     N.Y. 


S.  B.  GUNDY, 


OXFORD 


25  Richmond  St.  W. 
Toronto         Canada 
VERSITY      PRESS 
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Known 


vs. 

Unknown 

MRS.  JOHN  SMITH  might 
be  able  to  make  a  Worces- 
tershire sauce  better 
than  Lee  and  Perrin's,  but  if  so, 
she's  kept  it  a  secret. 

William  Brown  might  be  able 
to  make  a  better  car  at  a  lower 
price  than  Henry  Ford,  but  if  so, 
nothing  is  known  about  it. 

(leorge  Robinson  might  be  able 
to  make  a  pencil  superior  to 
VENUS,  but  if  so,  we've  yet  to 
try  the  Robinson  pencil. 

Which  signifies  just  this — to 
make  sales  you  not  only  must 
make  a  good  product,  but  you 
must  use  all  possible  means  to 
have  everyone  know  of  it  and  have 
them  know  that  it  is  good. 

VENUS  pencils  are  known 
round  the  world.  They  are  seen 
everywhere  on  the  desks  and  draft- 
ing tables  of  discerning  pencil- 
users.  And  the  makers  of  the  17 
VENUS  black  degrees  and  the 
VENUS  hard  and  medium  copy- 
ing pencils  see  to  it  that  your  cus- 
tomers and  prospective  customers 
hear  about  VENUS  pencils,  and 
make  certain  that  after  trying 
VENUS  pencils,  the  user  does  not 
forget  their  excellence. 

Write  for  catalog  and  prices. 

American  Lead  Pencil  Go. 

220  Fifth  Aevnue,  New  York 

Factory     Hoboken,  U.S.J. 
Factory ,  London,  England 


If  You  Buy  Ream  Goods 

you  will   be  interested  in 

CRANE'S  STANDARD 

Four  and  Five-Quire  Boxes 


THEY  contain  120  sheets  and  100 
envelopes  (in  note  size  and 
correspondence  cards  100  of  each)  ; 
cost  less  than  under  the  old  method 
of  selling;  leave  no  broken  or  mis- 
matched stocks;  and  are  attractively 
boxed  ready  for  delivery.  Requests 
for  single  quire  lots  may  be  filled  by 
-elling  30  sheets — 5  sections  of  letter 
size — to  each  package  of  envelopes 
and  charging  1-4  of  the  price  of  the 
box.  The  one  quire  papeterie  is 
always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present  in  Crane's  Linen 
Lawn  and  Crane's  Kid  Finish 

These  papers  can  also  be  had  in  the 
former  put  up  of  l-4th  reams  and 
l-8th  M  in  a  large  variety  of  sizes,  in 
quantities  of  not  less  than  5  reams 
and  2  1-2  M. 

Canadian    funds    accepted    at    par. 


EATON,  CRANE  &  PIKE    COMPANY 

New'Vbrk  Pittsfield.Mass 
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"CRAYOLA" 

Gold  Medal    Crayons 


i 
i 


SINCE  the  introduction  of 
"CRAYOLA,"  most  of 
the  elementary,  high 
schools  and  colleges  in  the 
United  States  and  Canada 
have  used  these  crayons 
exclusively. 

This  can  be  due  only  to  the 
unsurpassed  e  x  c  e  Hence, 
uniform  quality  and  moder- 
ate price  of  "CRAYOLA." 

To  enable  you  to  test  the 
merit  of  our  crayons  and 
chalks,  and  make  compari- 
sons, we  are  always  glad  to 
send  samples,  also  speci- 
mens of  drawings  and  color 
charts. 


"CRAYOLA"  Set  No.  8  consists  of  eight 
colors  in  tuck  cardboard  box.  Crayon  paper 
wrapped;  size  3%"  long  by  5/16"  diameter 


Write  for  catalog,  prices,  etc.,  and 
data  on  additions  to  line  which 
appear  from  time  to  time. 


Binney  &   Smith   Company 

81-83  Fulton  St.,   New  York 


No  Use  Talking 

Every  dealer  owes  it  to  himself 
to  specialize  on  the  sale  of 
Everyday  cards  and  to  prove 
what  a  clean-cut  money-mak- 
ing proposition  this  can  be 
made. 

Do  not  wait  until  your  cus- 
tomers ask  for  these  cards,  but 
display  them  continuously. 

Ask  to  see  our  lovely  new 
Birthday,  Wedding,  Con- 
gratulation, and  Sho  w  e  r 
Cards,  or  send  for  assortments. 

Attractive  Prices. 

Made  in  Canada. 

No  Duty. 

No  Exchange. 


William  E.  Coutts 


wwm 


145-149  Adelaide 
St.   West 

TORONTO 
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When  you   contemplate  the  large  number  of  pros- 
pective customers   for  school   bags   you  will'  appre- 
ciate the  importance  of  carrying  a  good,  big  stock 
and  of  giving  good  attention  to  this   line. 


There  is  good,  profitable  business  to  be  done  in 
selling  globes  of  different  sizes.  Even  one  or  two 
displayed  in  the  store  will  attract  purchasers,  and 
all  schools  should  be  canvassed  for  such  sales 
each  school  term. 


GENUINE 
SHEEPSK-IN 
SCHOOL- 
BAGS 

Again  on  the 
Market 

Also 

Waterproof, 

Leatherette, 

Duck  and 

Oilcloth 

School  Bags 

THE  GOOD 

ENGLISH  LINES] 

AGAIN 

AVAILABLE 


These  illustrations  show  some  of  our  new 


SCRIBBLERS 

No.  68 — 28-page,  pen  and  pencil,  plain,  as- 
sorted, new  3-color  covers,  per  gross  $4.80 

No.  69 — 24-page,  pen  and  pencil,  ruled,  as- 
sorted, new  3-color  covers,  per  gross     4.80 

No.  60X — 76-page,   pencil,   plain,   titled  :    Big 

6c,  per  gross    4.80 

No.  62X — "Whale"     extra     large,     120-page, 

plain,   per   gross    9.60 

No.  63X — "Whale"     extra     large,     104-page, 

ruled,   per  gross    9.60 


EXERCISE    BOOKS 

No.   74 — 20-page,  8  all  new  covers,  assorted. 


$4.10 


52 


per    gross     

No.  77 — 20-page,    4    new    3-color   covers,    as- 
sorted,  per  gross    

No.  79 — High      School     Exercise     Book, 
pages,    per    gross     

No.  73 — 12-page,     4     one-color     covers,     as- 
sorted,  per   gross    3 .  00 

Quantity  prices  on  application. 


4.80 


9.60 


ARE    THE   BEST.      Manufactured   of    the   finest    crucible   steel. 


!|j|||||||llll!l||||||||llll!llllll1IIH 
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OR  YOUR  TRADE 
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Mill 


c  c.c 


a  pi  ''''w 


three-color  covers  for  Scribblers  and  Exercise  Books 


EXAMINATION    PADS 


STUDENTS'  NOTE  BOOKS 


Per  gross 

Peerless,   20  sheets,  per   100   $9 .  70  Tam    o'Shanter,    20    leaves     $2.75 

Progress,  25   sheets,   per   100    11.60  Midget,    28    leaves    3.25 

Students',    12   sheets,    per    100    6.15  Union  Jack     20   leaves    2.75 

,„     ,                      .„„  ,,   ,.  Classic,     28    leaves     4.80 

Paragon,    40  sheets,   per    100    14.60  Library,    24    leaves    i." 

No  Cover,   10  sheets,  per   100   4.45  Collegiate.    48    leaves    9.60 


Camel's  Hair  Paint  Brushes         Made  -  in  -  Canada 

Sizes  1  to  12,      $4.80  to  $20.00 


MADE  -  IN  -  CANADA 
Black  Board  Brushes 

Our  Own  Manufacture 


|MADE  -  IN  -^CANADA 
Lead  Pencils  and  Ink 


Solid  Steel  Drawing  Pins 

Il6  in.,  per  1,000  $1.30 

|l6  in.,  per  1,000  1.50 

■16  in.,  per  1,000  1.70 

Il6  in.,  per  1,000  1.90 


Water  Color  Paints 


In   Tin    Boxes 


Protractor 

Nickel,     75c     doz;     boxwood,     $4.50     doz. 


iiiiii.iiiii.iiiiiiiiii.iiiiiiiiimiiiiiiiim 
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IMITED, 


TORONTO 
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LOOSE  LEAF  MEMO  BOOKS 

THE  LOOSE  LEAF  MEMO  is  the  ideal  way  to  preserve  notes,  addresses,  data,  cash  account,  business 
and  personal  matters  —  all  in  the  same  cover  properly  indexed,  so  that  any  subject  may  be  found  with- 
out loss  of  time.  Both  End-Opening  and  Side-Op  ening  goods  with  rings  set  to  standard  gauges,  so 
that  they  will  take  all  standard  punched  fillers. 

MADE  IN  CANADA  —  SOLD  ONLY  TO  DEALERS 


Beaver 
Trade- 
mark 


Dominion  Blank  Book  Company 

Limited 

BERTHIERVILLE,  P.Q. 


.NATIONAL  .» 


,] 

\ 

■ 

■f^ATjONAb 
PoeIedger 

WEEKLY 

A 

v> 

NATIONAL, 


l.NATIONAl 


NATIONAL  ROLL  BOOKS  AND  DUE  LEDGERS 

National  Roll  Books  are  made  for  the  long  and  hard  service  they  must  receive  in  their 
daily  use  in  schools.  They  come  in  various  bindings.  The  above  illustration  shows  a 
half  bound  book,  with  Russia  Back  and  Corners  and  Black  Cloth  Sides.  Made  in  from 
36  to  500  leaves. 

Convenient  and  accurate  collection  records  for  societies  and  rentals  are  easily  kept  by 
using  National  Due  Ledgers.  They  are  designed  to  simplify  the  work  of  treasurers 
and  collection  agents. 

Stock  these  useful  membe-s  of  the  National  Line. 

NATIONAL  BLANK  BOOK  COMPANY 

HOLYOKE,    MASSACHUSETTS 
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EQUIPMENT  FOR  SCHOOLS 


VUL-COT 

WASTE  PAPER 

BASKETS 

FOR  EVERY  ROOM 
IN  EVERY  SCHOOL 


GUARANTEED 


Guaranteed  for 
Five  Years 


Clean— Solid 

Sides  and 

Bottom 


Fire  Resisting 


Good  Profit  for 
Dealer 


6 


VUL-COT  features 

that  mean  profit  to  you 

STRONG 

LIGHT 

SANITARY 

SMOOTH 

ATTRACTIVE 

GUARANTEED 


Dealers  are  selling  Vul-Cots  in  Quantities  for  Equip- 
ping Hotels  and  other  large  concerns.  They  can  be 
sold  to  School  Boards. 

The  Vul-Cot  is  an  aristocrat  among  waste  baskets. 
It  has  a  distinctive  personality  that  singles  it  out 
from  among  its  associates — wicker,  wood  and  metal 
— and  gains  the  attention  of  the  careful  buyer. 


AUTOMATIC 

PENCIL  SPARPENERS 


The  Chicago  Giant  Sharpener  is  a  counterpart  of 
the  "Chicago,"  except  that  it  sharpens  all  sizes  oi* 
pencils  and  crayons. 

The  "Chicago"  sharpens  standard  size  pencils  only 
and  is  fitted  with  stop  which  causes  cutting  to  cease 
when  point  is   produced,  thus  avoiding  waste. 


The  "DEXTER" 


The  "Dexter"  is  the  best  hand  feed  pencil  sharpener 
that  can  be  produced  regardless  of  cost.  Will  sharpen 
all  pencils  and  is  equipped  with  point  adjuster  which 
enables  the  user  to  produce  any  desired  point  from 
blunt  to  fine. 

Every  room  in  every  school  should  be  equipped  with 
an  automatic  pencil  sharpener.     Sell  the  Best. 


A.  R.  MacDOUGALL  &  CO.,  Limited 

468  West  King  Street,  Toronto,  Canada 

Representatives  for  Canada  and  Newfoundland 


17 


BOOKSELLER     AND     STATIONED 


Feature  These  Leading  Lin 

Sell  Dixon 's  Pencils,  Penholders  and  Erasers  for  School  Trade 


Tsrg-g^Nnaao 


HI, II  III  pi  IgjPjffgBWgBH 


Large  diameter  wood  and  large 
black  lead  help  children  to  learn 
easy    freehand    movement. 


Specially     designed     for     second 
year    writing    and    drawing. 


Good  quality  Hexagon  pencil  for 
general   school   use. 


Medium  priced,  good  quality 
pencil,  prepared  especially  for 
schools. 


Highest  grade  medium  priced 
school  pencil  made.  Used  in  many 
schools. 


Round  corners,  pleasing  to  the 
fingers.     Tipped    and    untipped. 

Strong,  smaoth,  long-wearing 
leads. 


Accurately  graded  draughting 
and  drawing  pencil.  Ten  true 
degrees. 


The  highest  grade  pencil  made. 
17  degrees,  especially  adapted  for 
all   college   and   art  work. 


.■Fn-SEVCpYN.I 


Made    in    20s,   40s,   60s,   80s. 


Dixon's  Patent, 
Wedged    shaped 
Rubber    head, 
The  best   quality 
eraser  made. 


To  be  sure  of  having    these  goods  in  stock  for    school  opening 
trade,  place  your  order  at  once 
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A.  R.  MacDougal  I 


468  West  King  S 

Representatives  for 
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>r  This  Year's  School  Trade 


Sell  Standard  Chalks  and  Crayons  for  School  Trade 


.TRAOE 


!  ii-H,:PJ.>!:e"'i> 


Artco  Pastel 


7  AMHOliTKD  «  <  "  *>us 
FOR  SUPCRIOR  PASTcl  WORK. 


y^TRAOE^,   rC 


No 


814  S 


=^J 


Artco  Pastel  —  Especi- 
ally adapted  for  advanc- 
ed color  work  in  paper- 
drawing.  They  can  also 
be  used  with  water  and 
produce  a  delicate  water 
color    effect. 


|    ARTIST'S  CRAYONS. 

j        8    ASSORTED    COLORS 

3  MADE  BY 

1     TrIF  STANDARD  CRAYON  MTG.  CO. 
DANVER.S  MASS..U.S  A. 

_ , — -. 1 

Crest    Light    Crayons — The    best    crayon 
hydraulic      pressed,   colors      mark      freely, 


".as 


beautifully,  are 
smear. 


colors      mark 
brilliant  and   durable 


and 


made, 

blend 

do    not 


No.  300  Ideal,  28  colors,  with   neat  holder 
in   slide    box,   for   general    school    use. 


Omega  Dustless  Chalk— -A  dustless 
chalk  that  is  dustless.  Omega  is  en- 
tirely free  from  grit,  erases  easily, 
and    will    not    scratch    the    board. 


Crayel  —  Highest    quality    wax 
crayon    for   general    school    use. 


I  T!   i  t  ,  i  i  i      i 


No.  67 — Gem.  7  colors,  wax 
crayon,  in  wood  box,  for  gen- 
eral   school    use. 


No.  822— Bon  Ton,  14  colors, 
high  grade  wax  crayon,  for 
general    school    use. 


No.  205  — Ciover.  7  color 
wax  crayons,  for  general  scho< 
use. 


Standard     White     and    Yellow -Enameled 
school  chalk.     None  better  made. 


mpany,   Limited 


>nto,   Ontario 

ewfoundland 


You  can  make  a  big  increase  in  your   business  if  you  have  these 
lines  in  stock  for  September  School  Opening 
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ENGLISH  "QUALITY" 

SCHOOL  GOODS 

Here  are  lines  made  by  the  famous   firm  of 

Setten  &  Durward,   Birmingham.      Stocked 

in  Toronto  for  Canadian  trade. 


MATHEMATICAL  SETS 


Tin  Boxes,  contain- 
ing brass  compass 
divider,  protractor, 
pair  of  set  squares, 
pencil  and  6-inch 
rule. 

Retail  60c 


Best  grade  in  slide 
Paper  Box  with 
brass  compass,  di- 
vider, celluloid  pro- 
tractor, pair  of 
heavy  set  squares, 
6-inch  rule,  pencil 
and  eraser. 


Brass 

Protractors 

Compasses 

and 

and 

Set  Squares 

Dividers 

Tinned 

School 

Nickel-Plated 

Sponges 

Enameled 

JOHN  MITCHELL 

Pen  Maker 
to  the  King 


In  1822  John  Mitchell  turned  his  attention  from  pen- 
knives to  PENS,  and  invented  the  PRESS  TOOLS 
USED  IN  THE  VARIOUS  PROCESSES  of  pen- 
making. 

A  large   assortment  of  patterns  will  be  stocked  in 
Toronto     for      Canadian     trade     including     JOHN 
MITCHELL'S     SCHOOL     BOARD     PEN     and     the 
COLLEGE  PEN  especially  adopted  for  schools. 
Made  in  Extra  Fine,  Fine  and  Medium  Points. 


Webster's 

Ink 

Powders 

"  The  Best  is  None  Too 
Good  for  Schools" 

There  is  no  better  ink 
possible  than  the  ink 
made  from  Diamine  Ink 
Powder. 

Perfect  blue-black  writ- 
ing fluid  with  the  single 
addition  of  water. 

These  Ink  Powders  are 
not  affected  by  extreme 
cold  or  heat. 


JLSBSTfcf? 


i 


%  '"•ho  On.  Qi«rt  •'  ^JP 


"POOL.     («"•<■* 


Stylographic  Pens 

THE  FINEST  STYLOS 

Gold   and   Palladium 

Point,    Gold    Spring 

Needle 

From 

$1.25 

Up 

Retail 


JEWEL  PEN  Company,  Ltd. 

(Established  1884) 

Makers  of  the  following  well-known  Fountain  and  Stylo  Pens: — 
"JEWEL,"  "CALTON,"  "RECORDER,"  "RED  GIANT" 

76  Newgate  Street,  London,  E.  C.  1,  Eng. 

Send  for  Price  Lists.      They  will  interest  you. 

Pens  specially  made  and  Boxed  to  customers' 
requirements 


A.  R.  MacDougall  &  Co.,  Limited 

468  West  King  Street,  Toronto,  Ont. 

Representatives  for  Canada  and  Newfoundland 
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Stock  Items  That  Turn  Over  Rapidly 


M 


ORE   than   twenty  publications  of  national   circulation   are 
being  used  to  advertise  Carter  Inx  Products  this  year. 


Carter's  Writing  Fluid  and  Cico  Paste  are  featured,  but  we  do 
not  neglect  to  mention  and  frequently  to  illustrate  the  other 
numbers  in  the  line. 

In  this  way  an  interest  is  being  created  in  a  wide  variety  of  items 
in  your  stock  never  before  given  the  benefit  of  national  publicity. 
This  should  mean  added  business  on  these  items.  It  is  a  further 
reason  why  you  should  stock  Carter  Inx  Products  complete. 

THE  CARTER'S  INK  COMPANY 

Manufacturing  Chemists 
Mount  Royal  Ave.  and  Drolet  St. 

MONTREAL,  QUEBEC 


1_ 


Brilliantone  Steel 
Needles 

The  best  in  the  world.  A  sure 
money-maker  and  a  guaranteed 
repeater. 

Prices  as  follows: 

In     50  package  lots  .09M;  cents  per  package 

In  100  package  lots  .09  cents  per  package 

In  250  package  lots  .08%  cents  per  package 

In  500  package  lots  .08  cents  per  package 

Get  the  best  and  have  a  business- 
builder. 

Four  tones — light — medium — full 
and  extra  loud.  Please  specify 
tones  when  ordering. 

If  you  have  not  received  my  latest 
catalogue  of  Phonograph  Supplies, 
write  for  it  to-day. 

H.  A.  BEMISTERI     ^ 

10  Victoria  Street  Montreal,  Que. 


Esterbrook 

No.  048 

This  is  the  best  known  writ- 
ing  instrument,   the   most 
popular  pen  in  the  world. 
It  is   especially  designed 
to  suit  the  needs  of   the 
greatest    number    of  pen 
users.      Be  sure  that  you 
have   an    ample    stock. 
You  should  sell   them 
by  the  box. 

THE  ESTERBROOK 
PEN  MFG.  CO. 

18-70  COOPER  STREET 
CAMDEN,   N.  J. 

CANADIAN  AGENTS,  BROWN  BROS..  LTD.,  TORONTO,  CANADA 


EsterhrooK 

I^&tlS  "Easiest  to  sell!" 
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NICHOLAS  L.  BROWN 

Publisher 
Of  New  York  City 

announces  the  opening  of  his  Canadian  office 
in  Montreal,  Que. 

The  Book  Trade  of  Canada  is  respectfully 
urged  to  apply  for  lists  of  publications  and 
announcements,  as  well  as  trade  discounts  to 

NICHOLAS   L.  BROWN 

90  ST.  JAMES  STREET 
Suite  702  Montreal,  Que. 


Moore  Push-Pins 

Glass  Heads  Steel  Points 

Moore  Push-less  Hangers 

The  Hanger  with  the  Twist 

Their  sharp  needle  like  steel  points  will  not  mar  the 

finest  surface. 

Allowed  where  tacks  are  prohibited. 

MOORE  PUSH-PIN  CO.,     -     Berkley  St.,  Philadelphia,  Pa 


The  Only  Typewriter  Made  in  Canada 

The  Government  of  Great  Britain   uses 

over  8,000  EMPIRES. 
The    Government    of   France    uses    over 

4,500  EMPIRES. 
The  Canadian  Pacific  Railwav  uses  over 

7,000  EMPIRES. 
Every  British  Battleship  uses  at  least  one 

EMPIRE. 
After  our  output  being  practically  con- 
trolled for  the  British,  French  and  Cana- 
dian Governments  for  five  years,  we  are 
open  to  appoint  agencies  in  cities  and 
towns  where  not  at  present  represented. 
This  offers  a  first-class  proposition  for 
Office  Specialty  Distributors. 

For  full  particulars  apply 

The    Empire    Typewriter    Co. 

of  Canada,  Limited 
126  St.  PETER  ST.,   MONTREAL,  P.Q. 


ESTABLISHED  1846 


USE 


ONLY 


WRITING 


Bond  and  Ledger  Papers 

containing  our  well-known  marks: 

Edinburgh,    Westminster,    Glasgow,    Britannia,    Sun, 
Silver  Lake,    Silverton,    Royal   Navy  Wedding,  Etc.,   Etc. 

WRITE  FOR  SAMPLES  AND  PRICES 

L/IMl'T^D 
MONTREAL  TORONTO 
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BOOKSELLER     AND     STATION  E R 


UNIVERSAL  PETTY   CASH  REGISTER 


hi 

Fits 

Any 

Business 


llil.lM  ll'lillil^ 

Time      ^ 

and  Labor j 

Saver      ~ 


A  READY  SELLER 

This  unique  REGISTER  printed  in  envelope 
form,  was  designed  and  perfected  by  an  expert 
accountant  who  has  devoted  years  to  the  de- 
veloping of  practical  modern  business  forms. 
Now  being  used  in  nearly  every  line  of  busi- 
ness, and  adopted  by  some  of  the  largest 
manufacturers  and  mercantile  houses  in  the 
United  States  and  Canada.  Write  for  sample 
and  dealer's  quotations  to-day. 

Department  19 

UNIVERSAL  SYSTEM,  INC. 

608  South  Dearborn  Street 

CHICAGO,  U.S.A. 

lilt  lilif  1 1  HI  i  1  i  1 1 1  i  1 1 1  i  1 1 1 L I  III  til  1 3 1 1 1  li  lll.l  !.l  III  II' |i]  i  t.li.iiM]  I  ] 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Agents  for  Winsor  &  Newton,  London.  Eng. 

A.RAMSAY  Cf  SON   C° 

EST'D.   1842.    MONTREAL. 


Subscription  ■ 
iend 


PLAYTHINGS 

The  American  Toy  Journal 

18th  year  of  publication  and  the 
largest  Toy  Magazine  in  the 
World. 

The  editorial  pages  give  all  the  news  of 
the  Industry  and  there  are  300  to  500 
Business  Announcements  in   every  issue 

$2.00     per    year.     (Foreign    $3.00 
your     subscription     NOW 


Playthings 


118  E.  28th  Street 
NEW  YORK 


CETTHEBEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


The  McKinley  Edition  of  Ten  Cent  Music 


will     always     hold     first     place     as     an     Edition     of 

Standard,     Classic  and     Teaching     Music. 
as     an     established     demand     for    this     line     of     Music    exists     through- 
out the   United   States   and    Canada. 

It    meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

1-  has   proved   itself   to   thousands   of   dealers   to  be   the  best  foundation 
for    a    sheet    music    department. 


Every  copy  of  The  McKinley  Edition  sold  means  a  profit  of  over  150 
per   cent,    to   the   dealer. 

The  McKinley  Edition  (Revised  for  Canadian  Trade)  conforms  in  every 
detail    with    Canadian    copyright    laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer"  is  the  cata- 
logues bearing  the  dealer's  imprint  which  are  supplied  with  this 
Edition.  These  catalogues  will  attract  more  customers  to  your  store 
than    any    other    medium    you    could    employ. 


Write    us    for   samples    and    particulars    to-day. 


McKINLEY  MUSIC  CO. 

The   Largest  "Exclusively    Sheet  Music  House  " 
in  the   World 


New  York  City:  145  W.  45th  Street 

Chicago:   1501-15  East  Fifty-Fifth  St. 
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".  ( »  '  I  K  S  E  I.  L  E  R      A  N  I)     S  T  A  T  I  0  N  E  R 


At  a  conservative  estimate  the  percentage  of  toys,  games, 
picture  books  and  kindred  lines  of  children's  goods,  repre- 
sents 15c/f  of  the  total  volume  of  business  done  in  the  stores 
throughout  Canada  served  by  this  trade  newspaper. 

There  are  other  stores  selling  toys,  but  the  logically  planned 
advertising  campaign  for  toy  manufacturers  will  give 

FIRST  CONSIDERATION 

to 

Bookseller  &  Stationer 

which  has  a  regular  monthly  feature  under  the  title  Of 

CANADIAN  TOY  TRADE  NEWS 

of  which  extra  copies  of  the  special  June  issue  will  be  mailed 

to 

ALL   DEPARTMENT   STORES 

ALL  TOY  JOBBERS  and 

BOOKSELLERS  AND  STATIONERS 

throughout  Canada,  including  hundreds  of  combination  book 
and  drug  stores  in  Western  Canada. 

Send   advertisements   for  the   June   Toy   Trade   Number   by 

May  25. 

BOOKSELLER  &  STATIONER 

143-153  UNIVERSITY  AVE.  TORONTO,  CANADA 
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R  0  0  K  8  E  I.  L  E  R    AND   S  T  A  T  I  0  N  E  R 


The  common-sense  way  of  handling 

credit  accounts 

fur  ERCHANTS  in  182  different  lines  of    It  prevents  forgetting  to  charge  goods  sold 


business  are  using  the  N.C.R.  Credit    on  account. 


File. 


These  merchants  have  found  that  the  file 
gives  them  the  common-sense  way  of  hand- 
ling credit  accounts. 


It  is  a  one-writing  system, 
book  posting  of  accounts. 


It  eliminates 


It  prevents  neglecting  to  credit  money  paid 
on  account. 

It  gives  each  charge  customer  a  statement  of 
account  on  every  purchase. 

It  protects  every   credit   record   until  it  is 
paid  in  full. 

Tt  saves  time,  work,  and  worry.      It  stops 
le?ks  and  saves  profits. 


It  keeps  each  day's  credit  business  separate. 

Investigate  this  common-sense  way  of  handling  credit  accounts 

The  National  Cash  Register  Company  of  Canada,  Limited 


BRANCH  OFFICES: 

Calgary    714    Second    Street    W. 

London    350  Dundas  Street 

Edmonton    5   McLeod    Bldg. 

Dttawa 306  Bank  Street 

Halifax o'3    Granville   Street 

Quebec    133   St.   Paul   Street 

Hamilton    14  Main  Street  E. 

Regina    1820    Cornwall    Street 

Montreal 122  St.  Catherine  Street  W. 

Vancouver   524  Pender  Street  W. 

Toronto    40   Adelaide    Street 

St.   John    50  St.    Germain    Street 

Saskatoon    ....265   Third    Avenue    S. 

Winnipeg    213    McDermot    Avenue 

FACTORY:    TORONTO.    ONTARIO. 


FILL  OUT  THIS  COUPON   AND  MAIL  TO-DAY 

Dept.    25,    The    National    Cash    Register    Company    of    Canada,    Limited. 
97  Pelham  Ave.,  Toronto,  Ontario: 


Please   give   me   full    particulars   about   the  N.   C. 
of   handling  credit   accounts. 


R.   Credit   File    way 


Name 


Business 


Address 


25 


BOOKSELLER   AND   STATIONER 


WTrerr 


rj 


°Jkt  Merits  of 

GiAZED  LINEN 

DIE-WIPING 

-PAPER; 

are  now  recogniz- 
ed by  the  leading 
Die  and  Plate  Press 
CHanufacturers- 
and  it  is  beina^D 
recommended  by 
them  and  shipped 
with  all  new  presses 

PAPERMANUFACTURERS  CQInc 

•PHILADEtPHIAPA- 


I 


$HL 

Mucilages  and  Paste 

are  Made  in  Canada 

Catalogues  mailed  to  the  trade  on  request. 

Canadian  Factory  and  Offices  at 

9-11-13  Davenport  Road          -          Toronto 

<J?<£UhSrrM 

mm^^ 

One  for  Every  Business 

Phone 


One  for  Every 
Switchboard 


Desk    style 
Capacity    440    Names. 


Style    F    Desk    Typ? 
Capacity    1035   Names 


For    Switch    Board 

Operators 

Style   R    Desk   Type 

Capacity     1400     Names 


Detachable  style 


Hunting    in    the    directory 
for  frequently-used  telephone 
numbers    is    now    a   needless 
waste  of  time.     Dealers!  You 
can  cash  in  on  the  ingenious 
device  which  has  brought  this 
about.      You   can    gain   your 
busy  customer's  good  will  by 
selling  him  the  Meilicke  Ac- 
tive   Telephone    List. 
.Through  its" ready,  rapid, 
fingertip   action  the  Meil- 
icke   Phone     List    almost 
sells  itself.     On  a  custom- 
er's   desk   or   switchboard 
it  builds  more  sales.     Ev- 
ery   wideawake     business 
man  who  sees   one  wants 
one  like  it. 

These  compact,  attrac- 
tive necessities  are  built  in 
two  types,  desk  and  de- 
tachable. Both  types  have 
flexible,  self-closing  in- 
dexes mounted  on  stout 
metal  standards,  tilted  just 
right  for  ready  refer- 
ence. They  are  finished 
in  telephone  black. 


Desk  types  are 
mounted  on  solid  bases 
with  rubber  feet  to  pre- 
vent scratching  or  mar- 
ring of  desks.  The  de- 
tachable style  clips  in- 
stantaneously to  trans- 
mitter post  of  instru- 
ment without  bolts  or 
screws. 


Every  progressive  stationer  will  be  interested  in    the 
Meilicke  proposition  to  dealers.      Write  for  it. 

^ailiakc  Calculator  Company 

362  North  Clark  Street 
Chicago,  111. 
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BOOKS  E  L  I.  E  R     AND     S  T  A  T  I  0  N  E  U 


Why  ? 


should  I  send  my  Real  Photo  Post  Card  Printing,  Enlarging,  etc., 
to  Matthews,  Bradford 


Because! 


1.  I  cannot  get  better  work  elsewhere. 

2.  I  can  rely  on  getting  prompt  delivery  always. 

3.  I  cannot  get  equal  service  at  such  reasonable  prices. 

4.  I  can  rely  on  courteous  attention  to  my  requests. 

5.  The  factory  is  the  best  equipped  and  organized  in  Great 

Britain. 

6.  Best  grade  materials  only  are  used. 

7.  The  present  rate  of  exchange  is  considerably  in  my  favour. 


B.  Matthews 

Telegrams: 
Postcards,  Bradford 


Trade  Photographic   Works 

Idle  Road,  Bradford 

England 
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BOO  K  S E LLER     A N  D     S  T  A  TIONER 


Off  Your  Shelves  Quickly     that's 

WORK-  ORGANIZERS 

If  kept  in  sight  you  just  can't  keep  them  in  stock; 
every  customer  needs  them.  Make  good  in  use; 
repeat  great;  liberal  margin. 

DESK  MEN  NEED  THEM 

Inexpensive;  lie  flat  on  desk 
or  in  drawer;  organize  the 
day's  work.  Save  time;  speed 
up  work;  prevent  errors. 

Hold  Your 
Customers 

Don't  let  the  big 
offices   send  out   of 
town  for  these — let 
them  know  YOU 
have  them. 

Your  stock 
isn't  com- 
plete with- 
out  them — 
nor  are  your 
profits. 


Just  a  Few  of  the 
Thousands  of  Big  Users 

Goodrich    Tires 
Chicago    "Daily    News" 
Metropolitan    Life 
Corticelli   Silk  Mills 
Loose-Wiles    Biscuit 
Montgomery,  Ward  &  Co. 


No.  332,  10 
pkts.,  $5.25 
No.  330.  6 
pkts..  S3.75 
Letter  size, 
black  s  e  ;.  1 
grain,  Fabrikoid  cover.  All  flat, 
open  in  front,  your  own  subject 
labels. 

In  Drawer  No.  734,  handsome 
aaper,  15  pkts.,  $2.25 ;  No.  732. 
10  pkts.,  $1.90 ;  No.  730,  6 
pkts.,  $1.50.  Letter  size.  Ten 
other    styles. 


Work-Organizer  Specialties  Co. 

87  JEFFERSON  AVE.,  DETROIT,  MICH. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


Star/tWA 
B&P 

Blank  Books 
LoosdeafDevici 


Standard 

Blank 
Books 

andLooseLeaf 
Devices 

THE  LINE  OFI00OI  NUMBERS 

«r 

Modem  facilities 
backed  by  8  O 
years  of  experi- 
ence assures 
the  quality  of 
Standard B76rP 
Products 


SOLD    ONLY  THROUGH 
DEALERS 


Boorum&Pease  Co. 

NEW  YORK 
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P>  O  0  K  S  E  L  L  E  R     A  N  D     S  T  A  T  I  0  N  E  R 


rewNTPEN 


STOCKING  a  popular  pen  like 
the  "SWAN"  Fountpen  opens  the 
avenue  to  bigger  profits  in  your 
pen  department.  Its  many  at- 
tractive features  will  please  your 
customers;  the  profits  it  offers 
will  please  you. 

Write  for  further  information 


I    e* 

I 


TVIaSieTodd  %  Go 


473    COLLEGE    STREET 
TORONTO 


17    MAIDEN    LANE 
NEW    YORK 


BOOKSELLER  AND  STATIONER 


SLUCKETrS        ^^  «,i.T^r,«n 
TERLINM   binders 
LINE W# 


STYLE  AB 

Bound  No.  i  Red 
Cross  Grain  Cowhide 
Corduroy     Sides     over 
Heavy  Bevelled  Boards 
Slide  Button  Lock 
Metal  Hinge 
No  key  required. 


STYLE  CB 

Bound  Full  Slate 
Blue  Army  Duck 
Red  Corners 
Heavy  Boards 
Slide  Button  Lock 
Metal  Hinge 
No  key  required. 


STYLE  DB 

Bound  Full  Slate 
Blue  Army  Duck 
Red  Corners 
Heavy  Boards 
Slide  Button  Lock 
No  key  required. 


The  Sterling  Trade  Mark  in  a  Loose  Leaf  Book  means  just  the  same  as  the  Sterling 
Mark  on  your  silver — Highest  Quality.  It  is  your  protection  as  well  as  that  of  your 
customer.     We  stand  behind  our  Trade  Mark. 

MADE  IN  TORONTO 

No  Duty— No  Bother— No  Exchange 

Luckett  Loose  Leaf,  Limited 

TORONTO 
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S.  WEBSTER,  Limited 

Moorgate  Station  Chambers 
LONDON,  E.  C.  2,  ENGLAND 


Manufacturers  and 
Exporters  of 

Typewriter  Ribbons 

and    Carbon    Paper, 

Erasers   and  Stencil 

Paper 

Pens,    Pencils,   Inks,    Tracing, 
Drawing  and  Sectional  Papers 

British  Made 
Highest  Quality 

AGENTS  WANTED  IN  CANADA 
Telephone — London  Wall  (>480 
Telegraphic  Address — Ruatnec,  Ave.,   London 
Marconi  International  Code 


Story  Books 
Toy  Books 
Painting  Books 


See  the  new  Dainty 
WEE  SERIES  and 
M  O  N  DAY'S 
CHILD  SERIES 


PRELIMINARY  LIST 

for  1920  NOW  READY 

—  ' — 

Canadian    Representative 

W.  C.  B.  WADE 

Carlaw  Building 

28-30  Wellington  St.  W. 

Toronto 

GALE  &  POLDEN  Limited 

2  Amen  Corner,  London,  E.C. 


AldersRot 


Portsmouth 


British  Goods  Are  Standards  of  Value 


THE 

"Lightning"  Paper  Clips 

The  Best  British  Manufacture 

FLAT  OR  UPTURNED  LIP 
Made  in  2  sizes. 

Staples  on  Wood  Blocks 
for    stapling     machines. 

Specialities  in   Wire 
PRICES  ON  APPLICATION 

ROBT.  THORNTON 

PARAGON  WIRE  WORKS 
CLECKHEATON,       ENGLAND 


Hold  the  Line 

Here's  the  line  to  hold 
—John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole 
sale  Houses  in  Toronto  &  Monirea- 

(Registcred) 
London  (Eng.)  Export  Agency 

8  St.  Bride  Street 
LONDON,  E.C. 
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William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:— 22.  Ivy   Lane.  Paternoster  Row.  E.C.  4 


If  You  sell  Marking  Ink 

It    will    pay    you    to    sell    the    kind    wlhidh    gives    satisfaction 
to  users. 

JOHN  BOND'S 

"CRYSTAL   PALACE" 

MARKING   INK 

pays  you  a  good  profit  and  earns  you  a  reputation  for  selling 

the  best. 

The  Ink  recommended  by 
The  Copp  Clark  Co.,  Limited,  -  Toronto 

In   15   and  30  cent  bottles  ;  or  by  the  oz.,  pint,  or  quart. 

REQUIRES  NO  HEATING 

It   pays   to  push  this   ink. 


A  popular 

quick   selling  pen  : 

THE 

ROB  ROY" 


a 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  -yoa  will  proTe  a  mighty 
fine  seller  for  every   lire  dealer. 

THE." 
ROB    ROY    PEN 
HINK.S.  WELLS  &  C» 
I  llll.llli  II..       " 


Be  sure  to  see  samples  before  you  order  your  new  stock.    You'll 
find  our  prices  are  rit-ht. 

Hinks.  Wells  &  Co.,  Birmingham,  Eng. 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


2. 


3. 

4. 


6. 


9. 


ADVANTAGES  OF  THE  CARMIC: 

Any  size  Envelope    or    Bag  can   be 
folded  upon  the  "Carmic,"  within  the 
specified     range    of     each     Machine 
which  is  practically  unlimited. 
The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No   additional   boxes  needed.     Same 
box  used  for  all  sizes. 
All  classes  of  paper  can  be  folded. 
Output  of  Machines    from    28,000  to 
32,000  per  day. 

Does    not    require    special    skill    to 
operate. 

Very  little  motive  power  is  needed  to 
drive  Machine. 

Best      material      and      workmanship 
throughout. 

Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 
Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 


Peter  Carmichael  &  Co.,  Ltd. 

303.  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON,  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb,  London.' 
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Bookseller  &  Stationer 

AND  OFFICE  EQUIPMENT  JOURNAL 


Vol.  XXXVI. 


TORONTO,  MAY,  1920 


No.  5 


IN  THIS  ISSUE 

Sell  More  Books. 
Your  Turnover. 

Better  Team-work  with  Travellers. 
Planning  for  September  School  Trade. 
Wire  Goods  in  Stationery  Trade. 
Retailers'  Advertisements  Reviewed. 
What  the  Salesman  Must  Have. 
Attract  Sporting  Goods  Trade. 
Selling  Waste  Paper. 
Best  Selling  Books  of  the  Month. 
Selling  Points  About  Timely  Books. 
Monthly  Record  of  New  Books. 
School  Text-Books  Condemned. 
New  Copyright  Bill.  , 

Book  Costs  Continue  to  Increase. 
Development  of  Phonograph  Industry. 
Money  in  Cameras  and  Supplies. 
Buying  Power  of  Small  Town  Dealers. 
Is  the  Customer  Always  Right? 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 


JOHN  BAYNE  MACLEAN,  President 
H.  V.  TYRRELL,  General  Manager 


H.  T.  HUNTER,  Vice-President 
T.  B.  CO  STAIN,  General  Managing  Editor 


Publishers  of  Hardware  and  Metal,   The   Financial      Post.    MacLean's    Magazine,    Farmers'    Magazine, 
Canadian   Grocer,  Dry   Goods  Review,  Men's  Wear  Review,     Printer    and     Publisher,     Bookseller     and 
Stationer,    Canadian    Machinery    and    Manufacturing  News,  Power  House,  Sanitary  Engineer,  Canadian 
Foundryman,   Marine   Engineering  of   Canada,   Canadian  Motor,  Tractor  and  Implement  Trade  Journal 
and  Druggists'  Weekly. 

Cable  Address:    Macpubco,  Toronto;    Atabek,   London,   Eng. 
ESTABLISHED   1887 

BOOKSELLER  AND  STATIONER 

FINDLAY  I.  WEAVER,  Manager 

CHIEF  OFFICES: 

CANADA— Montreal,   Southam  Building,   128  Bleury  Street,   Telephone  Main   1004.      Toronto,    143-153   University   Ave., 

Telephone  Main  7324.      Winnipeg,   1103  Union  Trust  Building,   Telephone  Main   3449.       Vancouver,   39   Tenth   Ave 

West. 
GREAT   BRITAIN  —  LONDON,    The   MacLean    Company   of  Great  Britain,   Limited,  88  Fleet  Street,  E.C.,   E.  J.  Dodd 

Director.      Telephone  Central   12960.      Cable  Address:     Atabek,   London,  England. 
UNITED   STATES— New  York,   Mrs.   E.   C.   Gibb,   Room    1606  St.  James  Building,  1133  Broadway  (corner  26th  Street)  ■ 

Boston,   C.  L.  Morton,  Room  734  Old  South  Building,  Telephone  Main  1204.     A.  H.  Byrne,  Room  1402  Lytton  Bldg.' 

14   E.   Jackson    Street,    Chicago;    Telephone   Harrison    9133. 

SUBSCRIPTION  PRICE — Canada,  Great  Britain,  South  Africa  and  the  West  Indies,  $1.00  a  year;  United  States,   $1.50 
a  year;   other  countries,   $2.00   a   year.      Single     Copies,    10c.      Invariably    in    advance. 
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STABIL/7V 


Build  Up  Tray 

No.  20 


Manufactured  by 

Macdonald  Wire  Goods  Co. 

Drummondville,   P.  Q. 


Make  Your  Waste  Paper 
Earn  a  Profit 


Serious  shortage 
of  materials  and 
paper  manufac- 
turers are  clam- 
oring: for  waste 
paper  to  be  con- 
verted into  new 
stock.  They  are 
paying  four 
limes  the  price 
offered  before 
the    war. 


"Climax"  Steel  Paper  Balers 

turn  this  by-product  of  your  business  into 
real  money  and  reduce  your  fire  risk.  Over 
2,000  satisfied  users.  Made  in  Canada.  12 
sizes.  Our  Service  Dept.  will  find  you  a 
market.  Write  to-day  for  "Free  Booklet" 
How  to  Turn  Waste  Into  Money. 

Climax  Baler  Co. 

Burton  Street  HAMILTON,  Ont. 


CANADIAN  MADE  PLAYING  CARDS 

When  ordering  from  your  jobber  specify  our  well-known  brands, 
Good  Luck,  Oak  Leaf,  St.Lawrence,  Sports,  Golfer,  Royal  Whist. 
We  also  manufacture  playing  cards  for  advertising  purposes. 

CONSOLIDATED   LITHOGRAPHING   AND   MANUFACTURING   CO.,    LTD. 

Phone  LaSalle  393-4  .  284  Parthenais  St.,  Montreal,  Canada 
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SELL  MORE  BOOKS 

itlK  tAKE  increased  book  sales  pay  this  year's 
J.VJ.  store  rent,"  is  the  slogan  that  is  conspicuous 
in  one  publisher's  1920  advertisements.  There  is 
scope  for  great  increases  in  book  sales  in  Canada. 
This  ci h.i n try  ranks  high  in  (lie  standing  with  other 
countries  as  to  hook  sales  per  capita,  hut  the  book- 
sellers  and  stationers  could  put  this  country  far  in 
the  van  were  they  in  really  live  up  to  their  oppor- 
tunities  tor  increasing  their  sales  of  hooks. 

In  this  connection  it  is  interesting  to  reproduce 
the  account  of  the  starting  of  a  new  bookshop  in 
Ni  w  York  City,  as  recorded  in  the  Publishers' 
Weekly: — - 

"In  searching  for  a  good  location.  Miss  Jonas 
found  a  small  shop  vacant  in  Fifty-Seventh  Stiver. 
She  was  quick  to  see  the  advantage  of  this  location, 
a  busy  >treet  with  Carnegie  Hall  close  by  and  in  a 
neighborhood  occupied  largely  by  clubs  and  hotels. 
The  rent  was  high,  and  the  shop  was  small.  Miss 
Jonas  courageously  signed  the  lease  and  embarked 
on  her  business  venture.  The.  shop,  she  planned, 
would  lie  a  book  and  gift  shop  and  would  have  in  it 
a  circulating  library.  The  books  were  to  be  new 
fiction,  poetry,  drama  and  children's  books.  In  six 
months,  the  new  shopkeeper  finds  her  stock  paid 
for  and  the  returns  from  the  library  paying  the  rent. 
The  size  of  the  shop  has  turned  out  to  be  an  advan- 
tage, for  customers  say  that  it  has  none  of  the  im- 
personality of  a  large  store,  hut  seems  to  have  been 
built  for  book-lovers.  Miss  Jonas  says  modestly: 
T  intend  to  keep  on  working  hard  and  I  feel  my 
efforts  will  he  rewarded.'  But  she  seems  to  be  will- 
ing to  give  credit  for  her  good  fortune  to  her  en- 
thusiastic customers,  to  Brentano's  book  department 
where  die  received  eight  years  of  training,  and  to 
the  publisher.-  who  have  been  of  service  to  her." 

Speaking  again  to  Canadian  booksellers  and 
.stationers,  we  would  urge  them  to  have  more  faith 
in  the  hook  end  of  the  business  to  the  extent  of  exert- 
ing the  same  energy  in  its  development  as  is  devoted  ' 
to  the  stationery  branch.  Every  bookseller  should 
make  it  his  ambition  to  conduct  a  bookstore  that 
will  he  a  source  of  pride  for  every  citizen  of  the 
community. 


because  we  have  it  on  the  authority  of  the 
statistics  of  one  of  the  largest  publishing  houses 
that  one  of  their  last  year's  non-fiction  books 
netted  its  author  over  $22,000  in  its  first  three 
months,  from  actual  sales  of  the  book,  exclu- 
sive of  what  was  realized  from  serial  rights. 

The  same  company  announces  that  twenty- 
one  per  cent,  of  the  receipts  from  the  sales  of 
their  last  year's  books  has  been  paid  out  in 
royalties  and  that  the  authors  have  made  nearly 
eighteen  per  cent,  more  out  of  these  books  than 
have  the  publishers  themselves — even  without 
deducting  from  the  latter's  profits  the  custom- 
ary "overhead"  or  cost  of  doing  business. 


AUTHORS  ARE  PROSPEROUS 

^"pHE  days  of  the  garret-domiciled  author 
1  existing  on  the  inspirational  bread-crust 
diet  seem  to  be  completely  relegated  to  the  past 
at  least  as  regards  books  that  are  worth  the 
reading  and  that  it  is  not  only  the  writers  of  best 
selling  novels  that  repose  in  the  lap  of  luxury, 


READING  FOR  RECREATIONS 

BOOKSELLERS  will  do  well  to  read  the 
books  written  by  notable  men  with  whom 
authorship  is  incidental  to  their  life  activities. 
The  books  may  be  serious  writings  on  questions 
of  national  or  world  politics  or  they  may  be 
written  simply  for  the  pleasure  of  pro- 
ducing them,  having  in  mind  the  entertainment 
they  will  afford  to  others.  In  the  latter  category 
is  Viscount  Grey's  "Recreation"  and  in  it  he 
includes  these  remarks,  the  recreation  afforded 
by  reading: 

"Books  are  the  greatest  and  the  most  satis- 
factory of  recreations;  books  used  for  pleasure 
reading.  Without  books — without  having  had 
the  pleasure  of  reading  books — a  man  is  not 
independent;  but  if  he  has  acquired  the  habit 
of  reading,  he  remains  independent  through 
life.  If  he  has  to  spend  an  evening  alone  he  is, 
not  lonesome  or  bored  if  he  has  a  book,  but  if 
he  has  not  acquired  the  habit  of  reading  he  is 
dependent  upon  the  charity  of  his  family,  his 
friends,  or  even  strangers,  to  save  him  from 
boredom.  But  if  he  has  acquired  the  power  of 
reading  for  pleasure,  taking  care  to  have  a  book 
about  him,  he  is  independent  whenever  he  has 
to  spend  time  alone,  and  a  long  journey  ceases 
to  be  tedious." 

In  the  business  sense  there  is  food  for  reflec- 
tion in  these  remarks  of  Viscount  Grey  and 
quotations  such  as  these  may  be  put  to  good  use 
by  men  in  the  trade  to  spread  further  the  gospel 
of  literature.  Were  all  booksellers  to  adopt  this 
attitude,  the  result  would  be  that  more  and 
more  people  would  be  attracted  to  the  reading 
world  and  bookselling  would  verily  come  into 
its  own. 
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A  WIDER  OUTLOOK 

66  \     LIBRARY  is  not  a  luxury,  it  is  one  of  the 

l\  necessities  of  life,"  said  Henry  Ward 
Beecher  and  each  year  there  is  being  demon- 
strated a  more  universal  appreciation  of  this 
truth. 

"Books  for  Everybody"  is  the  slogan  of  a 
campaign  now  getting  under  way  in  which  the 
American  Library  Association  is  seeking  to 
raise  two  million  dollars  to  cover  a  period  of 
three  years,  in  which  they  hope  to  bring  the  best 
books  within  the  reach  of  everyone. 

Bookstores  and  public  libraries  have  this  in 
common,  that  their  progress  is  bound  up  with 
the  theory  that  the  stability  of  any  country 
depends  on  the  intelligence  of  its  people,  and 
that  a  wide  circulation  of  books  is  therefore 
essential  in  the  education  of  the  young  people 
of  the  land  as  well  as  in  keeping  all  men  and 
women  posted  on  the  various  phases  of  life's 
activities. 

Fiction  occupies  a  big  place  in  literature  and 
leads  in  popularity  in  the  borrowings  from  pub- 
lic libraries  and  in  sales  in  the  bookstores.  This 
circumstance  is  sometimes  bemoaned,  but  it 
must  be  remembered  that  novels  are  a  great 
force  for  education.  People  read  them  prim- 
arily for  the  entertainment  they  afford,  but  in 
doing  so  they  absorb  a  great  deal  of  information 
which  they  would  not  otherwise  get.  It  is  a 
fact,  too,  that  picture  books,  for  children  who 
have  not  reached  their  "  'teens"  and  story  books 
for  older  boys  and  girls,  exert  a  wonderful  in- 
fluence in  adding  to  the  knowledge  which  chil- 
dren acquire  in  the  schools. 

Business  men  and  manufacturers,  workmen 
in  factories,  employees  in  commercial  institu- 
tions, in  fact  men  and  women  in  all  walks  of  life 
can  find  much  instruction  to  help  them  in  their 
life  work  from  books  dealing  with  business, 
technical  or  professional  subjects.  The  value  of 
books  cannot  be  measured  in  dollars  and  cents, 
but  booksellers  themselves  do  not  place  enough 
monetary  value  on  the  book  trade  as  a  means 
of  expanding  their  business.  If  they  would  but 
devote  something  approaching  the  systematic 
attention  and  effort  warranted  by  the  possibili- 
ties of  the  book  trade,  they  would  find  that  they 
could  not  merely  double  their  book  sales,  but 
increase  them  ten-fold! 


Every  time  an  article  is  sold  at  a  profit  the 
capital  invested    in    that    particular  article  is 
turned  once.     That  may  be  once  a  day,  once  a, 
month,  or  once  a  year. 

The  up-to-date  merchant  realizes  that  in 
buying  stocks  it  is  not  so  much  a  question  of  the 
margin  of  profit  that  can  be  made  on  each  item, 
but  rather  how  often  will  that  stock  turn. 

The  stock  that  turns,  say,  five  times  a  year 
with  20  per  cent,  profit,  gives  a  greater  net  profit 
at  the  end  of  the  year  than  stock  which  turns 
three  times  a  year  with  25  per  cent,  profit. 


Ask  Yourself 


Am  I  hitched  up  right,  or  am  I  a  round  peg  in  a 
square  hole? 

Do  I  feel  every  drop  of  blood  and  every  fibre  in 
me  tugging  away  at  my  ambition,  saying  "Amen" 
to  my  work? 

Am  I  backing  up  my  chance  in  life  in  every  pos- 
sible way,  or  am  I  sliding  along  the  lines  of  least 
resistance? 

Am  I  keeping  myself  fit  to  do  the  biggest  thing 
possible  to  me  every  day  of  my  life  ? 

Am  I  working  along  the  line  of  my  talent,  or 
am  I  getting  my  living  by  my  weakness  instead  of 
my  strength? 

Am  I  strengthening  my  weak  points,  making 
my  strong  points  stronger,  and  eliminating  the 
things  which  are  keeping  me  back,  the  enemies  of 
my  success  ? 

Do  I  decide  things  quickly,  finally,  or  am  I  for- 
ever on  the  fence,  fearing  to  make  definite  deci- 
sions which  I  cannot  reconsider  ? 

Have  I  the  initiative  which  begins  things  with- 
out being  told  to;  which  does  things  without  wait- 
ing for  others'  instructions  ? 

Do  I  dare  to  attempt  the  thing  I  instinctively 
feel  capable  of  doing,  and  I  know  that  I  ought  to 
do? 

Have  I  the  courage  which  dares  to  branch  out  in 
an  original  way,  dares  to  make  mistakes  that  may 
humiliate  me  if  I  should  not  happen  to  succeed  ? 

Do  I  try  to  develop  that  bigger  man  back  of  the 
smaller  man  I  am,  by  obeying  the  God-urge  that 
ever  bids  me  up  and  on  to  greater  endeavor  ? 

If  you  can  answer  the  above  questions  in  the 
right  way,  you  will  bring  out  a  hundred  per  cent, 
of  your  ability  instead  ol  the  fifty  per  cent,  that 
the  majority  of  young  men  are  content  to  de- 
velop; you  will  attain  your  ambition  and  be  what 
you  long  to  be. — "Success." 


YOUR  TURNOVER  BOOKS  and   calendars  make   a   good   combination 

4i/TvURNOVER"  is  a  word  that  is  attracting  window  display. 

A    much  attention  among  merchants  to-day.  *        *        * 

During  these  times  of  critical  buying,  the  matter  ONE  stationer  in  St.  Johns,  Quebec,  does  a  business 

of  turnover  should  be  uppermost  in  each  mer-  of  $1,000   a  year  selling-   flashlights   and   supplies, 

chant's  mind.  This  is  a  good  tip  for  other  stationers  looking  for 

Now  just  what  is  meant  by  turnover?  sidelines. 

36 


Better  Team- Work  With  Travelers 

Present   Condition   of  Trade   Has   Opened   the   Eyes '  of   Many 
Retailers  as  to  the  Significance  of  the  Traveler's  Place  in  Business 


ONE  good  effect  of  the  present  busi- 
ness situation  is  that  it  has 
brought  retailers  and  travelers 
closer  together.  Retailers  have  come  to 
realize  more  than  ever  what  a  great 
help  the  travelers  are  to  them.  In  many 
lines  of  goods  the  old  order  has  passed. 
The  travelers  have  for  the  past  year 
or  more  been  put  in  the  position  of  al- 
most having  to  dodge  orders,  so  scarce 
are  the  goods  and  so  great  the  demand 
for  them. 

Many  a  retailer  who  treated  a  traveler 
well  in  the  old  days  when  the  traveler's 
appetite  for  orders  seemed  to  the  retailer 
to  be  insatiable,  has  been  rewarded  in 
these  later  days  by  being  favored  to  the 
extent  of  getting  shipments  of  goods 
which  could  easily  have  been  sold  else- 
where at  a  greater  profit.  Retailers 
should  keep  this  fact  in  mind  that  many 
a  traveler  has  been  instrumental  in  get- 
ting orders  through  for  them  at  puices 
lower  than  the  goods  could  have  been 
sold  for  elsewhere! 

There  is  a  widespread  practice  of  fair 
dealing  in  the  supply  houses,  both  man- 
ufacturers and  jobbers,  who  sell  the 
products  that  form  the  stock-in-trade 
of  the  book  and  stationery  stores.  Most 
of  them  have  done  and  are  continuing  to 
do  their  best  to  keep  the  interests  of  the 
retail  trade  in  the  foreground  as  guiding 
their  business  policy  in  this  era  of  mer- 
chandise   shortage. 

This,  of  course,  is  sound  business  econ- 
omy because  the  day  is  bound  to  come, 
sooner  or  later,  when  the  supply  of  all 
classes  of  goods  will  again  exceed  the 
demand.  Then  the  competition  of  supply 
houses  for  the  orders  of  retailers  will 
again  become  intensely  keen. 

Whatever  the  state  of  trade  as  regards 
available  supplies  retailers  will  do  well 
to  take  heed  to  what  the  existing  condi- 
tions have  revealed  as  to  the  relation- 
ship to  them  of  the  traveling  salesmen 
of  manufacturing  and  jobbing  houses.  It 
seems  most  probable  that  the  closer  co- 
operation between  travelers  and  retail- 
ers that  has  evolved  in  this  new  era 
will  continue  indefinitely,  a  fact  that  is 
the  source  of  much  satisfaction  in  look- 
ing forward  to  the  future  of  this  trade. 


GOOD  WORK 

All  travelers  take  an  interest  in  meth- 
ods used  by  other  travelers  and  for  that 
reason  it  is  appropriate  to  give  atten- 
tion in  the  travelers'  own  page  to  good 
work  done  by  travelers  who  are  doing 
things  in  the  National  Cash  Register 
Company's  competition  which  was  re- 
ferred to  last  month  with  pictures  of 
the  five  Canadians  who  were  among  the 
leaders  in  the  contest. 

W.  J.  Irwin,  of  the  Toronto  office, 
scored  272  points  in  one  sale  of  cash  re- 


gisters to  the  Nut  Krust  Bakeries  of  To- 
ronto. Another  live  wire  among'  Can- 
adian N.  C.  R.  men  is  C.  F.  Bond,  of 
Halifax,  Mr.  Bond  has  been  giving  a 
series  of  talks  on  Saturday  afternoons 
to  the  children  of  Halifax  on  boys'  gar- 
dens and  other  topics. 

He  uses  lantern  slides  to  illustrate  his 
talks.  He  presents  his  subject  in  such  a 
way  that  the  children  understand  and 
appreciate  it. 

Mr.  Bond  is  to  be  congratulated  on' 
the  way  he  is  carrying  out  the  policy 
of  welfare  work.  The  talks  he  is  making 
are  very  similar  to  the  ones  given  at  the 
schoolhouse  and  community  hall  every 
Saturday  morning  to  the  children  of 
Dayton. 

This  work  pays,  as  all  intelligently 
conducted  welfare  work  does.  It  results 
in  good  for  the  community  and  helps 
the  children  grow  into  better  men  and 
women.  It  enables  Mr.  Bond  to  become 
widely  acquainted  and  builds  up  for 
him  a  firm  place  in  his  home  city. 


No  representative  should  neglect  an 
opportunity  to  become  better  established 
in  his  community.  Mr.  Bond  has  chosen 
a  very  good  way  of  doing  this.  At  the 
same  time  he  carries  on  a  good  social 
work  and  is  helping  make  better  citizens 
of  the  children — the  men  and  women  of 
to-morrow. 


HOW  TIMES  CHANGE! 

Time  was  when  the  best  salesman  was 
the  one  who  could  tell  the  biggest  lies, 
drink  the  most  whiskey  and  show  his 
customers  the  liveliest  time.  To-day  the 
beet  salesman  is  distinguished  by  the  fol- 
lowing attributes:  Truth,  trustworthi- 
ness, and  a  profound  knowledge  of  the 
goods  he  is  selling. — "The  National." 


Don't  allow  a  customer  to  look  in  vain 
for  somebody  to  wait  upon  her  while 
you  are  engaged  in  talking  to  your  fel- 
low clerk  about  last  evening's  exper- 
iences. 


Thoughts  on  Life  and  Business 

By  B.  C.  Forbes. 

THE  fellow  who  isn't  fired  with  .enthusiasm  is  apt  to  be  fired. 
Excess  ts  an  arch  enemy  of  success. 
If   top-notch   effort  yields   you   no   happiness,   there's   something 
wrong  either  with  you  or  your  efforts.     Sit  down  and  do  some  analyzing. 

After  all.  you've  got  to  give  full,  fair  value.     Or  you  won't  last. 
Carelessness  and  failure  are  twins. 

The  most  valuable  "system"  is  a   good  nervous   system. 

Saving  is  Having. 

If  you  have  half  an  hour  to  spare,    don't   spend,   it  tvith  someone  who 
hasn't. 

Don't  simply  see  how  you  can  "put  in  the  day."     See  how  much  you 
can  put  into  the  day. 

Never  contrive  to  make  it  easy  for  your  concern  to  get  along  without 
you. 

Make  sure  the  prize  you  chase  is  worth  the  price. 

//  you  cultivate  your  talents  you'll  always  find  an  opportunity  to  use 
them. 

When  in  a  fix.  sweating  will  get  you  farther  than  swearing. 

Let  mules  do  the  kicking. 

Honking  your  horn  doesn't  help  so  much  as  steering  wisely. 

Don't  expect  poor  work  now  to  lead  to  brilliant  work  hereafter. 

You  have  no  idea  how  big  the  other  fellow's  troubles  are. 

It's   all  right   to  aspire   to   control  others,   but  have  you  begun  with 
Number  One? 

Notice  that  two-thirds  of  "Promotion"  consists  of  "Motion." 

The  wages  of  idleness  is  demotion. 

There  is  no  higher  rank  than  that  of  worker.    No  title  can  ever  malce 
a  loafer  a  nobleman. 

There  must  be  output  before  there  can  be  income. 

Defeat  is  often  a  spur  to  victory. 

The  best  reward  is  sense  of  worthy  achievement. 

Good  times  for  all  can  only  be  the  product  of  good  work  by  all. 

— From  Forbes'   Magazine. 
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Planning  for  September  School  Trade 

Some   Important  Phases   of  This   Seasonable   Business   Which 
Should  be  Carefully  Considered  at  This  Time — Business  is  Cap- 
able of  Considerable  Development 


EVER  7  stationer  will  be  preparing 
to  make  an  additional  effort  this 
year  to  make  the  best  of  the  sea- 
sonable harvest  which  begins  with  the 
opening  of  the  schools  in  September.  In 
the  natural  course  of  events  more  chil- 
dren will  attend  school  this  year  than 
ever  before,  and  whether  it  will  be  the 
result  of  prohibition  or  of  the  larger 
wages-  which  are  now  general,  the  chil- 
dren have  more  nickels  and  dimes  with 
which  to  gratify  their  fancies  than  they 
have  ever  had  in  previous  years. 

In  this  broadened  field  the  dealer 
should  find  a  considerable  modicum  of 
extra  profit,  provided  he  takes  advantage 
of  the  opportunity  wisely  and  judicious- 
ly. He  should  not  be  too  conservative  in 
his  buying,  and  above  all  he  should  not 
delay  in  placing  his  orders,  for  it  is  an 
undoubted  fact  that  that  after-war  con- 
ditions and  the  threatened  shortage  of 
paper  have  upset  every  established  us- 
age in  prices,  deliveries  and  supply. 

Early    Buying    Important 

Buy  early,  secure  the  best  advantages 
possible  in  the  matter  of  early  deliveries, 
and  then  plan  a  regular  campaign  which 
will  be  a  prominent  feature  of  the  early 
fall    season    in    your    store. 

The  manufacturers  have  done  their 
best  to  overcome  the  difficulties  of  pro- 
duction, but  the  unusual  conditions 
should  be  kept  in  mind  and  the  stationer 
should  be  considerate  of  the  obstacles 
with  which  the  manufacturer  has  to  con- 
tend and  do  his  best  to  help  him  along. 
One  of  the  most  effectual  helps  is  early 
buying. 

School    Board    Contracts 

The  time  is  near  when  in  many  cities 
and  towns  School  Boards  will  be  calling 
for  tenders  for  contracts  to  supply  school 
practice  books,  notebooks  and  other  re- 
quirements.   The    question    of    tendering 


Here  is  a  waste  paper  basket  more  substantia] 
than  the  ordinary  wire  basket.  Stationers  can 
frequently  boost  the  volume  of  sales  by  Retting 
purchasers  to  appreciate  the  advantage  of  buying 
goods  of  highest  quality. 

for  these  supplies  is  one  that  should  be 
seriously  considered  by  the  stationer 
before  he  starts  making  up  his  tender. 
In  many  cases     there  are     distinct     ad- 


vantages to  be  obtained  in  securing  the 
contract,  but  it  may  well  be  that  in 
others  the  chance  of  securing  it  is  only 
remote,  and  even  if  secured  the  profits 
may  run  so  small,  possibly  even  less 
than  ten  per  cent,  that  the  dealer  should 
consider    well    whether    it    is    worth    his 


Sell    trays    like    these   for    every    teacher's   desk    in 
every  school. 


while  spending  the  necessary  time  in 
marshalling  his  figures,  corresponding 
with  the  manufacturing  stationers, 
checking  up  shipments,  seeing  that  they 
are  properly  delivered  and  after  all  to 
secure  only  a  profit  which  may  not  more 
than    cover    his    over-head    expenses. 

These    objections   are    not   urged   with 
a  view  to  dissuading  the  stationer  from 


PLANNING  FOR  SEPTEMBER 
SCHOOL  TRADE 

Now  is  the  time  to  plan  for  the  fall 
school  trade.  At  this  time  the  sta- 
tioner is  receiving  calls  from  manu- 
facturers and  jobbers,  and  it  is  now 
he  should  decide  upon  what  efforts  he 
will  put  forth  to  secure  a  profitable 
showing  in  September,  when  the  chil- 
dren come  trooping  in  to  stock  up  for 
the  coming  term.  This  business  is 
capable  of  considerable  development 
by  the  live  dealers.  The  season  comes 
at  the  end  of  the  summer,  just  before 
the  regular  fall  business  sets  in.  If 
judiciously  worked  it  should  bring  in 
really   worth-while  returns. 


tendering  on  school  contracts.  They  are 
only  mentioned  with  a  view  to  induce 
him  to  make  sure  that  his  time  could 
not  be  more  profitably  employed  in  de- 
veloping some  more  remunerative  branch 
of  his  trade. 

So  much  for  school  contracts.  Now 
what  about  preparations  for  September 
school  opening  trade  in  your  store? 

Watch  the  Children 

You  will  be  doing  a  lot  of  buying  soon. 
You  should  therefore  carefully  analyze 
the  question  before  the  time  comes  for 
placing  your  orders.  Cast  your  mind 
back  to  what  you  did  last  year.  It  is 
possible  you  may  recall  mistakes  that 
were  made  and  sales  that  were  missed. 
If  so,  take  precautions  to  avoid  a  repeti- 
tion of  the  same  mistakes  this  year.  Did 
your  competitor  score  by  having  scrib- 
blers  and   exercise  books  with  more  at- 
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tractive  covers  ?  Do  not  forget  that  chil- 
dren will  buy  these  books  more  for  the 
picture  on  the  cover  than  for  anything 
else. 

Do  not  fail  also  to  keep  your  ears  open 
for  remarks  by  the  children.  They  are,  as 
a  rule,  quite  frank  in  expressing  their 
opinions,  not  worrying  much  about  the 
storekeepers  sensitiveness  on  points  of 
this  kind,  and  you  should  therefore  take 
every  advantage  of  this   circumstance. 

If  you  were  successful  in  any  particu- 
las  direction  last  year  remember  your 
competitor    will    be    out    to    outwit    you 


Globes  sell  readily  and  the  price  yields  worth-whiV 

profit.        Globes    are    also   effective   for   adding     r.- 

terest   to    window    displays. 


this  year,  and  it  is  right  that  there 
should  be  such  healthy  rivalry.  See  to 
it  also  that  the  word  healthy  will  always 
fitly    describe    your   relations   with    your 


competitors.  Determine  never  to  make 
the  rivalry  unhealthy  by  price  cutting 
and  other  tactics  which  have  no  place 
in  successful  merchandising. 


BOOKSELLER     AND     STATIONER 


One   of   the   new    Scribbler   covers    in   this    year's    line   shown    by 
Buntin,    Gillies    &    Co. 


The    Prince   of   Wales   smiles    from    the   covers   of   scribblers 
and  exercise  books   in   Warwick    Bros.    &    Butter's   line. 


And  here  let  us  endeavor  to  overcome 
■our  natural  modesty  and  put  in  a  word 
for  the  trade  papers.  It  is  doubtful  if 
the  average  retailer  realizes  how  much 
he  stands  to  gain  by  a  careful  perusal 
both  of  the  advertising  and  editorial 
matter  which  makes  up  the  paper  com- 
ing to  his  desk  every  month.  If  he  rea- 
lizes what  it  cost  to  get  him  the  infor- 
mation it  contains  it  is  probable  he 
would  appreciate  it  more.  The  advertise- 
ments also  are  equally  instructive.  Manu- 
facturers do  not  pay  good  money  for 
advertising  space  unless  they  have  a 
message  for  the  dealers  well  worth  hear- 
ing Very  often  one  advertisement  or  one 
article  in  a  trade  paper  will  pay  the 
dealer  many  times  the  amount  of  his 
subscription. 

To  sum  up  then,  buy  early  and  not  too 
conservatively;  use  your  show  window  to 
best  advantage;  keep  your  eyes  and  ears 
open  for  what  the  children  are  most 
likely  to  demand;  let  your  rivalry  with 
your  competitors  be  clean  and  healthy; 
don't  fail  to  make  use  of  all  the  pointers 
to  be  gathered  from  your  trade  paper 
and  the  results  of  your  efforts  will  not 
fail  to  prove  satisfactory  from  a  financial 
standpoint. 


In  school  equipment  do  not  forget  such  items  as 
school  handbells,  flags  for  scnool  walls,  maps  and 
globes,  and  pay  special  attention  to  soliciting 
orders    for    blackboards    and    school    desks. 


SOME  NEW  SCHOOL  LINES 

Welcome  newcomers  in  school  goods 
this  year  are  school  bags  made  of  suede 
finish  split  calf  leather.  These  bags 
are  black  and  come  in  three  sizes.  Not 
the  least  appealing  feature  is  the  price 
which,  surprisingly  enough,  is  lower 
than  some  other  leather  bags  of  a  dif- 
ferent finish  which  do  not  look  to  eye 
nor  feel  to  the  touch  as  being  as  sub- 
stantial as   these  new  school  bags. 

In  the  warehouse  of  Warwick  Bjros. 
&  Rutter,  a  unique  feature  is  the  model 
stationery  store  window  and  school  goods 
are  being  featured  in  these  windows  at 
present,  a  conspicuous  item  being  the 
picture  of  the  Prince  of  Wales  reproduc- 


ed on  scribbler  and  exercise  covers.  The 
picture  in  question  is  the  "picture  that 
pleased  the  Prince,"  which  the  trade 
will  recall  was  put  out  in  art  picture 
form  by  Pringle  &  Booth,  following  the 
visit  of  the  Prince  to  Toronto. 

In  notebooks  a  new  line  is  called  "The 
Matric,"  being  renewable  books  similar 
in  sizes  and  rulings  to  the  Imperial 
Ring  Series  but  having  pull-apart  hold- 
ers. 


NEW  AND  FORTHCOMING 

"Others,"  an  anthology  containing  the 
best  work  of  twenty-six  of  America's 
most  distinguished  poets,  has  just  been 
published. 


The  cuts  above  show  two  of  the  new  scribbling  covers  shown   by  the  Copp    Clark  Co 
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KENNER'S  NEW   STORE 

J.  H.  Kenner,  bookseller  and  stationer, 
Stratford,  Ont.,  recently  completed  the 
removal  of  his  stock  to  his  new  store  at 
76  Ontario  Street,  and  the  arrangement 
of  his  stock  in  the  latter  premises.  The 
new  store  has  ample  window  space  and 
the  roomy  interior  is  well  adapted  for 
the  attractive  and  convenient  display  of 
articles  for  sale,  which  include  books, 
magazines,  toys,  novelties,  etc.  The  store 
is  one  of  the  largest  and  most  attractive 
of  its  kind  in  this  section. 

The  store  has  a  frontage  of  25  feet 
and  is  100  feet  deep.  It  has  excellent 
light  in  front  and  rear.  There  are  two 
fine  show  windows.  The  store  is  steam- 
heated  and  has  an  excellent  electric 
lighting  system.  , 

Mr.  Kenner's  friends  in  the  trade  will 
be  glad  to  learn  that  he  has  completely 
recovered  from  the  effects  of  the  attack 
of  the  "flu"  which  had  laid  him  up  for 
about  three  weeks. 

EMPLOYEES  TOOK  CHARGE 

.  The  employees  of  Warwick  Bros.  & 
Rutter  were  the  hosts  and  hostesses:  of 
a  happy  gathering  in  the  warehouse  of 
the  firm  on  the  evening  of  April  9,  when 
Messrs.  G.  R.  Warwick,  A.  F.  Rutter, 
H.  C.  Woods,  and  E.  J.  Hathway  were 
among  the  guests  of  honor.  Nearly  200 
were  present. 

The  entertainment  began  at  the  close 
of  the  working  day,  when  supper  was 
served  upstairs,  and  from  then  till  11 
o'clock  the  building  resounded  with 
laughter  and  with  music,  dance  and 
songs.  Thomas  Barff,  an  employee  for 
forty- eight  years,  proposed  the  toast  to 
th>  firm,  and,  everywhere  one  found 
workers  who  had  served  for  25,  20,  15, 
12  or  10  years. 

For  some  time  past  there  have  been 
noon-hour  chats  and  games  and  athletic 
exercises  for  the  employees  at  this  fac- 
tory, and  the  verdict  on  every  hand  at 
this  gathering  attested  to  the  growth  of 
the   community  spirit. 

The  offices  of  the  Barbee  Wire  &  Iron 
W(  rks  are  now  located  in  new  quarters 
at  444  Conway  Bldg.,  Ill  W.  Washing- 
ton Street,  Chicago. 

Toronto  bookbinders  are  out  after  sub- 
stantial increases  in  wages;  another  ten- 
dency toward  higher  book  costs. 

The  Taper  Box  Co.,  Brampton,  Ont., 
is  reported  to  have  increased  its  output 
by  2E  per  cent,  over  a  year  ago. 

A  recently  incorporated  concern  is  the 
UxbridGP  Cardboard  Box  Co.,  Uxbridge, 
Ont. 


NEW  CHAIN  STORE  SYSTEM 

The  L.  R.  Steel  Company  of  Chicago 
which  has  been  operating  chain  stores 
throughout  the  United  States  during  the 
last  few  years,  has  •formed  as  a  subsi- 
diary company  the  L.  R.  Steel  Company, 
Ltd.,  with  head  office  in  Toronto.  The 
chief  executive  offices  of  the  company 
are  in  Buffalo,  but  headquarters  for 
Canada  are  in  Toronto.  Each  office  has 
three  buyers.  The  lorcnto  one  is  in 
charge  of  Julius  Berger,  with  Wesley 
Hanes  and  Clayton  Pickard  as  buyers. 
All  of  these  men  are  experienced  in  the 
chain  store  business. 

The  idea  is  to  sell  merchandise  priced 
at  5  cents  to  $1.  The  originator  of  this 
idea  is  L.  R.  Steel,  president  of  the  com- 
pany, who  has  had  considerable  exper- 
ience with  successful  chain  stores  in  the 
United  States.  He  was  general  manager 
of  the  Metropolitan  5  cent  to  50  cent 
stores  in  Buffalo  and  New  York,  whose 
business  to-day  annually  is  stated  to  be 
$8,000,000.  This  position  he  recently  re- 
signed to  found  the  present  company. 
Already  one  store  has  been  opened  in 
Montreal,  two  in  Quebec  City,  one  in 
Goderich,  one  in  Owen  Sound,  one  in 
Sherbrooke,  P.Q.,  and  one  in  Three 
Rivers,  P.Q.  The  firm  has  options  on 
nine  other  locations  and  anticipate  hav- 
ing twenty  stores  in  operation  by  the 
end  of  this  year  and  doing  an  annual 
business  of  $2,000,000.  The  company 
plans  to  operate  the  stores  under  quite 
new'  arrangements  from  any  which  this 
country  has  been  accustomed,  the  fit- 
tings, layout  and  whole  idea  are  said  to 
be  original  and  promise  to  be  the  most 
advantageous  for  this  kind  of  display. 
Some  of  the  larger  stores  are  to  have 
modern  cafeterias  fitted  up  in  their  base- 
ments. 

The  company  promises  to  engage  Can- 
adian help  practically  entirely  through- 
out its  Canadian  stores  and  to  buy  Can- 
adian merchandise  so  far  as  possible. 
The  progress  of  these  stores  will  be 
watched  with  keen  interest  by  the  trade 
and  more  particularly  in  the  communi- 
ties where  the  stores  are  opened. 


NOVEMBER  11 
Victory  Day  should  loom  large  in 
the  trade  and  it  is  up  to  jobbers 
and  retailers  to  keep  this  event  in 
mind,  preparing  well  ahead  to 
make  it  a  big  celebration  day  that 
will  promote  sales  of  goods  in  the 
book,  stationery  and  toy  stores. 


RECENT   INCORPORATIONS 

Kardex,  Ltd.  Incorporators:  Paul 
Emanuel  Neumann,  manufacturers' 
agent;  Edgar  Norton  Kingsley  Russell, 
agent;  John  Edgar  March,  news  writer, 
and  Wilfred  Joseph  Grace,  barrister-at- 
law,  and  others,  of  Ottawa.  Capital 
$20,000,  divided  into  200  shares  of  $100 
each.     Chief  place  of  business,  Ottawa. 

The  Abitibi  Power  &  Paper  Company 
are  constructing  at  Iroquois  Falls  a 
newsprint  machine  of  the  232-inch  type, 
which  will  produce  100  tons  of  paper  a 
day  and  30,000  a  year,  with  a  value, 
f.o.b.  mills,  according  to  prices  after 
the  first  of  July  net,  of  $3,000,000.  This 
machine  is  the  largest  newsprint  ma- 
chine in  the  world. 

William  W.  Thomson,  a  stationer,  who 
died  in  Toronto  on  March  15,  left  an 
estate  probated  yesterday  at  $55,560. 

THE  SKATING  REST 

A  new  Canadian  toy  "The  Skating 
Rest,"  just  introduced  by  Potter's  Hard- 
ware Toy  Co.,  Montreal,  is  a  contrivance 
for  use  by  a  boy  on  roller  skates.  It 
has  a 'seat  and  the  boy  astride  of  this, 
seated,  with  his  feet  on  the  sidewalk, 
aided  by  a  wheel  on  the  end  of  the  toy 
touching  the  sidewalk,  is  enabled  to 
make  great  speed  on  the  down  grade 
without  exertion.  Thus  he  does  not  tire 
himself  out  but  gets  all  possible  ex- 
hilaration from  the  sport.  This  new  toy 
should  make  a  strong  appeal  to  boys. 

NEW  SAMPLE  ROOM 

A  change  of  the  warehouses  of  the 
A.  R.  MacDougall  &  Co.,  which  will  im- 
prove the  service  of  visiting  buyers  is 
the  enlargement  of  the  sample  room  to 
twice  its  former  size,  with  the  installa- 
tion of  suitable  glass-covered  show  cases 
and  other  features  that  improve  the  dis- 
play facilities.  One  circumstance  that 
made  this  change  imperative  was  the  re- 
cent addition  of  the  items  constituting 
the  new  stationery  and  leather  goods 
department  supplementing  the  lines  of 
stationers'  sundries. 

FACTORY  ENLARGED 

The  A.  J.  Reach  Co.,  sporting  goods 
manufacturers,  have  recently  completed 
a  large  extension  to  their  Canadian  fac- 
tory at  Bramford,  Ont. 

TRADE  ENQUIRIES 

Gramophone  mctois.  —  A  Glasgow 
wholesale  gramophone  factory  is  in  the 
market  for  2.000  motors  for  gramophones 
of  various  types. 


40 


ONTARIO  LIBRARY  ASSOCIATION 

The  annual  convention  of  the  Ontario 
Library  Association  was  held  in  Toronto 
on  April  5  and  6.  An  interesting  discus- 
sion on  buying  books  for  libraries  was 
sprung  by  E.  S.  Caswell,  secretary  of  the 
Toronto  Public  Library,  who  maintained 
that  the  choosing  of  books  for  the  library 
should  be  left  to  the  librarian.  Library 
trustees  at  once  joined  issue  with  him  in 
this,  President  D.  M.  Grant  intimating 
that  quite  frequently  trustees  knew  ten 
times  as  much  as  librarians  ever  knew. 
Miss  Reynolds  implored  the  association 
tc  give  the  trustees  something  to  do,  lest 
tliey  die  of  dry  rot. 

Miss  Mary  Black,  of  Fort  William, 
maintained  that  while  there  should  be 
no  great  room  for  iconoclastic  philo- 
sophy, the  library  was  a  non-partisan 
institution,  and  should  be  open  to  lucu- 
brations on  any  subject  under  heaven. 
This  was  objected  to  on  the  ground  that 
it  was  all  very  well  for  a  large  library, 
but  dangerous  for  a  small  one.  The  ob- 
jector f.tated  that  her  trustees,  holding- 
varying  religious  views,  had  compromis- 
ed by  refusing  to  have  any  literature 
savoring  at  all  of  religion  on  their 
shelves.  Whereupon  a  lady  claiming  to 
represent  the  smallest  library  sending 
delegates  to  the  meeting  declared  that 
two  members  of  her  board  held  very  op- 
posing views,  but  "we  don't  ask  them 
'can  we  have  such  and  such  a  book?'  We 
just  get  it — and  they  don't  say  a  word." 

The  association  endorsed  the  work  be- 
ing done  by  the  Provincial  School  of 
Librarians,  and  recommended  that  the 
qualifications  necessary  for  a  librarian 
should  be  rsised.  Satisfaction  was  ex- 
pressed at  the  announcement  in  the 
Speech  from  the  Throne  in  the  Ontario 
Legislature  recently,  that  there  was  to 
be  a  revision  of  the  Public  Libraries'  Act, 
and  the  hope  was  expressed  that  the 
Government  would  see  fit  to  make  more 
liberal  financial  provisions  for  the  main- 
tenance of  public  libraries.  The  govern- 
ing bodies  of  the  Universities  of  Ontario 
will  be  asked  to  establish  a  special  course 
of  study  in  Canadian  literature. 

The  officers  elected  are:  President, 
Miss  Mabel  Dunham,  B.A.,  Kitchener; 
first  /ice-president,  W.  J.  Sykes,  B.A., 
Ottawa;  second  vice-president,  W.  IT. 
Murch,  St.  Thomas:  secretary.  E.  A. 
Hardy,  B.A.,  D.  Paed.;  councillors,  W. 
Briden,  B  A.,  St.  Catharines:  Miss  Lillian 
Smith,  B.A.,  Toronto;  G.  W.  Rudlen, 
B.A.,  Sault  Ste.  Marie;  C.  A.  Byam, 
New  Liskeard;  F.  M.  Dela  Fosse,  Peler- 


bo'o;  D.   M.  Giant,    B.A.,    ex-president, 

Sarnia. 

Miss  Mary  Black,  of  the  Fort  William, 
Ont.,  Public  Library,  in  an  address  on 
"Peeps  Into  Bookland,"  gave  a  compre- 
hensive review  of  Canadian  efforts,  es- 
pecially during  the  past  year  or  two.  She 
called  attention  to  the  fact  that  1,340 
copyrights  issued  in  Canada  during  1919 
compared  veiy  favorably  in  proportion  to 
population  with  8,000  odd  issued  in  the 
British  Isles  and  7,000  odd  in  the  United 
States.  The  most  marked  characteristic 
of  Canadian  fiction,  she  said,  was  its 
wholesomeness,  which  went  far  towards 
making  up  for  lack  of  experience  in  plot: 
construction  and  other  details  of  the  fic- 
tion writer's  art. 

The  speaker  strongly  urged  the 
libraries  to  give  encouragement  to  Cana- 
dian authors  and  to  assist  them  in  keep- 
ing in  close  touch  with  the  great  literary 
movements  in  other  countries. 

A  gentle  criticism  of  Canadian 
libraries  was  contained  in  a  paper  on 
"The  Public  Library  frcm  the  Publisher's 
Point  of  View,"  prepared  by  Mr.  Frank 
Wise,  of  the  Macmillan  Company,  of  Can- 
ada, and  read  in  his  absence  by  Mr.  Hugh 


BEST    SELLING   BOOKS    IN    CANADA 
Fiction 

House   of   Baltazar.      W.   J.   Locke 118 

Strong    Hours.      Maud    Diver    104 

Man    of    the    Forest.      Zane    Grey    ....  90 

Great    Impersonation.      Oppenheim    ...  75 

Re-Creation  of   Brian   Kent.      Wright..  28 

River's    End.       Curwood     25 

Non-Fiction 

New   Revelation.      Doyle    40 

Line's  Busy.     Ullman   34 

We   Need   the   Business.      Austnan    ....  32 

Vital    Message.      Doyle     18 

Auction    Bridge.      Foster     16 

Labrador    Doctor.      Dr.    Grenfell    10 


S.  Eayrs.  Mr.  Wise's  paper,  after 
pointing  out  that  the  publisher  and  the 
librarian  had  in  common  a  great  oppor- 
tunity to  assist  in  the  education  of  the 
whole  populace,  emphasized  the  import- 
ance of  keeping  the  libraries  "sectionally 
excellent."  It  was  remarked  that  the 
average  public  library  in  Canada  to-day 
contained  "too  many  books  of  an  evan- 
escent interest  and  an  ephemeral  value." 
He  warned  against  catering  merely  to 
the  reading  taste  of  those  who  were  avid 
for  fiction. 


Didn't  Know  Huck  Finn ! 

Nor  Was  Tom  Sawyer  Among  His  Acquaintances 
— Poor,  Benighted  Toronto  Man ! 


THE  other  day  I  met  a  full-grown 
man,  a  married  man,  a  man  thirty 
years  old,  who  hadn't  read  either 
"Huckleberry  Finn"  or  "Tom  Sawyer." 
What  sort  of  a  boyhood  life  did  this 
poor  benighted  being  put  in  to  have  miss- 
ed one  of  the  major  pleasures  of  boy- 
hood? He  said  he  had  lived  in  Toronto 
all  his  life!  Wouldn't  that  make  a  book- 
seller weep?  I  would  hardly  have 
thought  it  possible  for  a  young  fellow 
to  get  through  his  teens  without  reading 
these  high  spots  among  stories  for  boys. 
What  brought  up  the  question  was  the 
interest  I  expressed  in  the  coming  of  a 
screen  version  of  "Huckleberry  Finn." 
When  he  expressed  ignorance  about  the 
redoubtable  Huck  I  thought  he  was 
spoofing  me!  But  he  was  in  earnest, 
and  his  attiture  toward  Huck  and  Tom 
was  as  cole  as  a  fish. 

I  wonder  how  many  more  there  are 
like  him ?  These  books  have  long  be- 
longed to  the  staple  stock  of  the  book 
trade,  and  these  movie  productions 
should  make  them  especially  good  sellers 
just  at  this  time. 

Up  in  Holland  Township  near  Owen 
Sound  a  couple  of  weeks  ago.  a  thirteen- 
year-old  boy  created  quite  a  sensation 
by  his  effort  to  emulate  the  boat  trip 
stunt  of  Huck  and  Tom. 

He  went  to   school   as  usual   but   left 
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after  the  noon  recess  and  headed  for  the 
Bruce  Peninsula  with  his  father's  shot- 
gun. He  camped  that  night  in  the  woods 
south  of  Owen  Sound,  and  the  following 
Jay  broke  into  a  boathouse  about  four 
miles  down  the  Owen  Sound  Bay,  and 
took  a  new  rowboat  and  canoe. 

The  lad  had  never  been  in  a  rowboat 
before,  but  fortunately  the  bay  was  'quite 
calm  and  he  escaped  drowning.  About 
eigh*-  mile^<  farther  down  the  bay  the 
boat  went  ashore,  and  the  boy  was  found 
by  an  uncle  who  claimed  him  until  his 
parents  were  notified.  The  canoe  was 
found  drifting  in  the  centre  of  the 
Owen  Sound  Bay  the  following  Sunday. 

Another  boy  character  being  featured 
in  the  movies  at  present  is  little  Chad, 
"The  Little  Shepherd  of  Kingdom 
Come,"  by  John  Fox  Jr.  Booksellers 
should  make  their  windows  and  their 
newspaper  advertising  help  to  promote 
book  sales  every  time  a  screen  version 
of  any  well-known  book  is  put  on  in  a 
local  theatre. 


Dr.  Helen  MacMurchy,  of  Toronto, 
author  of  an  important  new  book  "The 
Almosts,"  having  to  do  with  the  mental- 
ly defectives,  has  been  appointed  to  have 
active  charge  of  the  child  welfare  divi- 
sion of  the  Federal  Department  of 
Health  at   Ottawa. 


Selling  Points  About  Timely  Books 


TATTERDEMALION 

A  new  book  by  Galsworthy  is  one  of  the 
riches  of  the  present  book  publishing  season. 
It  has  been  brought  out  in  Canada  by  the 
Copp,-  Clark  Co.  The  title  "Tatterde- 
malion," expresses  the  wide  variety  of  the 
stories  in  this  volume — some  are  as  fully 
elaborated  as  those  which  made  the  collec- 
tion "Five  Tales"  so  notable  a  success; 
some  are  brief,  graphic  presentations  of  a 
significant  character;  some  are  concerned 
with  war  and  their  figures  are  French  or 
English  soldiers;  others  are  of  English  life 
and  the  striking  characters  of  the  English 
rural  communities  or  of  London.  Among 
them  are  poignant  expressions  of  a  mood,  or 
a  view-point,  carried  upon  a  slight  vehicle  of 
narrative,  like  the  "Muffled  Ship"  and  "A 
Green  Hill,"  such  as  have  been  interspersed 
with  the  serious  essays  of  "A  Motley"  and 
other  collections. 

This  is  a  distinctly  worth-while  volume, 
as  are  all  of  Galsworthy's  books. 

REINCARNATION 

Florence  Barclay's  great  public  will  wel- 
come the  announcement  of  a  new  novel  after 
the  long  silence  which  the  author's  self- 
imposed  war  work  has  necessitated.  Mrs. 
Barclay  will  add  another  to  the  increasing 
number  of  novels  with  psychic  themes. 
Her  "Returned  Empty"  is  a  daring  story 
of  reincarnation. 

WESTON'S  NEW  JOB 

When  George  Weston  was  writing  "Mary 
Minds  Her  Business,"  he  obtained  his 
local  color  by  working  in  a  ball-bearing 
factory.  As  each  chapter  was  finished  he 
forwarded  it  to  his  publishers.  Meanwhile 
the  author's  pay  envelope  at  the  factory  was 
increasing  in  bulk,  his  share  of  the  annual 
bonus  was  rising,  he  subscribed  to  an  issue 
of  stock  that  was  open  to  employees  only, 
and  finally  by  hard  work  on  the  slide  trom- 
bone he  secured  a  place  in  the  company's 
band  and  began  to  practise  a  solo  for  the 
annual  barbecue.  Meanwhile  the  manu- 
script was  dragging  and  the  publishers 
wrote  an  urgent  call  for  the  concluding 
chapters.  "Can't  you  get  someone  else  to 
finish  the  story?"  the  author  answered, 
"I  have  a  good  job  here  now."         d^itS itfc^Jau 

THEjGRAYjMASK}  '  ^S^«^ 

*  Wadsworth  Camp's  young  hero  Garth 
the  detective  who  has  been  solving  insolvable 
mysteries  and  dashing  through  amazing 
adventures  in  the  pages  of  magazine  fiction, 
now  appears  between  book  covers.  "The 
Gray  Mask,"  a  mystery  story  of  many 
episodes,  is  now  ready.  These  stories  are 
built  upon  the  experiences  of  Garth,  the 
young  detective  whose  life_Js  a  continual 
venture  into  the  unknown. 


RED  BELTS 

Against  a  background  of  tangled  intrigue; 
the  plotting  of  Spain  to  gain  the  Missis- 
sippi Valley  and  the  lands  west;  the  accom- 
plished fact  of  Spanish  ships  controlling  the 
river's  trade  from  its  upper  reaches  to  New 
Orleans;  the  diplomacy  of  Emperor  McGil- 
livray,  the  great  chief  of  the  Crees,  half- 
Scotchman,  half-Indian,  who  played  the 
Spanish  against  the  white  settlers  and  who 
was  inviting  the  Cherokees  to  a  war  of  ex- 
termination against  them;  the  ambitions  of  a 
few  Americans  who  dreamed  of  setting  up  a 
new  state  under  the  protection  of  Spain  — 
against  this  background  pregnant  with 
possibilities  of  romance  and  adventure, 
Mr.  Pendexter  sketches  his  novel  of  which 
the  title  is  "Red  Belts." 

The  story  is  permeated  with  the  fragrance 
of  sunlit  trails,  the  smoke  fires  of  Indian 
scouts,  the  rustling  of  the  leaves,  the  vibrant 
undertone  of  forest  life. 
BLOOM  OF  CACTUS. 

In  his  new  novel,  "Bloom  of  Cactus," 
Robert  Ames  Bennet  tells  a  modern  story 
set  in  the  ancient  cliff  dwellings  of  the 
Southwest,  those  mysterious  ruins  which 
for  years  have  fired  the  imaginations  of 
scientist  and  dreamer  alike.     It  is  a  colorful 


story,  a  very  modern  tale  of  treachery  and 
love  and  hate  flashed  on  the  background  of  a 
glamorous  past. 

BOJER 

Did  you  ever  wish  that  there  might  be  for 
you  some  Newland  where  you  might  leave 
the  mistakes  of  your  past  and  come  away 
with  a  swinging  step  and  a  whistled  tune  on 
your  lips? 

Erick  Evje,  land  owner,  intellectualist 
and  dreamer,  longed  for  such  a  place.  So, 
high  up  in  the  hills  of  his  great  property, 
he  made  a  Newland,  and  there  he  put  on 
little  farms  those  people  who  had  been  the 
victims  of  his  own  moral  and  avaricious 
shortcomings  and  those  of  his  father  before 
him. 

The  possibilities  offered  in  portraying  the 
lives  of  these  people  for  the  dramatic  pen  of 
Johan  Bojer  are  used  to  almost  perfect 
advantage.  Here  one  finds  "the  Maupas- 
sant of  the  North"  in  full  swing,  telling  a 
story  of  such  dramatic  energy  and  tensity, 
with  such  completeness  of  character  analysis 
and  thought  of  plot,  that  one  may  readily 
say  upon  reading  this  book,  with  the  critic, 
"It  is  a  book  that  will  live!" 


— Orr  in    the   Chicago    Tribune 
THE  REASON  HE'S  SO  HARD  TO  CAPTURE. 
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B  0  OKSE  L  L  E  R     AND     STATIC  N  K  R 


GROWING  UP 

Mary  Heaton  Vorse's  new  book  "Growing 
Up"  is  a  humorous,  shrewdly  philosophic 
novel  of  American  family  life.  Its  subtitle 
might  be  Parent's  Progress,  because  it  tells 
the  story  of  the  never-ending  journey  that 
must  be  taken  by  all  mothers  and  fathers. 
It  is  swift-moving,  tremendously  funny, 
yet  sometimes  your  eyes  grow  moist. 

•  MERRYMAKERS 

"The  Merrymakers  in  New  York,"  by 
Herschel  Williams,  published  by  the  Page 
Co.,  is  a  tale  of  the  lively  adventures  of  four 
young  people  and  includes  such  experiences 
as  visits  to  the  Hippodrome  and  various 
famous  institutions,  as  well  as  participation 
in  the  Christmas  and  New  Year  festivities  of 
distinctively  Gotham  flavor.  This  is  a 
fine  book  for  boys  and  girls  in  the  later 
'teens. 

A  GOOD  WESTERN  TALE 

"Trailin',"  is  the  title  of  Max  Brand's 
gripping  novel  just  published  by  Putnam's 
It  is  a  tale  of  the  bitter  and  relentless 
tracking  down  by  Anthony  Woodbury — 
Easterner,  but  with  the  West  in  his  soul, 
clubman,  athlete,  dare-devil — of  the  man 
whom  he  believes  to  have  shot  and  killed 
his  father.  From  the  "Wild  West"  show 
in  New  York  to  the  bullet-riddled  house 
and  the  lonely  grave  in  the  hills  of  the  West, 
the  adventurous  and  dangerous  trail  is 
followed  doggedly — and  at  the  end  is  found 
not  death  but  life  and  love.  The  many 
who  enjoyed  this  author's  last  novel  "The 
Untamed,"  will  find  this  a  story  of  equally 
stirring  interest. 

THE  ROUND  TABLE 

The  British  Empire,  the  League  of 
Nations,  and  the  United  States  is  the 
subject  of  the  leading  article  in  the  cur- 
rent issue  of  "The  Round  Table."  Other 
important  contributions  to  this  number 
include  "International  Financial  Co- 
operation," "Revolution  and  Counter- 
Revolution  in  Russia,"  "Problems  of  Eu- 
rope" and  various  articles  on  questions 
pertaining  to  Canada  and  the  other  Do- 
minions. In  the  Canadian  section  the 
subjects  discussed  are:  "Sir  Robert  Bor- 
den and  the  Coalition,"  "The  Farmers' 
Politico'  Movement,"  "Naval  Policy  and 
Imperial    Organization." 

D'ANNUNZIO 

Joseph  Hergesheimer,  in  his  introduc- 
tion to  Gabriele  D'Annunzio's  "Tales  of 
My  Native  Town"  soon  to  be  published, 
points  out  an  interesting  difference  in 
viewpoint  and  method  between  the  Latin 
artist  and  the  Anglo-Saxon  story  teller, 
a  difference  so  fundamental  that  it  must 
be  understood  in  order  to  appreciate  the 
full  beauty  of  the  Italian  stories.  Un- 
like the  American  writer,  who  strives  for 
individual  coherent  action  with  the  stir- 
ring properties  of  a  plot,  D'Annunzio. 
does  not  cunningly  seize  upon  the  in- 
terest and  stimulate  and  baffle  it  up  to 
a  satisfactory  finale.  In  "Tales  of  My 
Native  Town,"  D'Annunzio  has  not  dis- 
entangled these  coherent  fragments  from 
the  mass  of  life.  He  has  not  lifted  his 
tales  into  the  crystallized  isolation  of  a 
short  story;  they  merge  from  the  begin- 
ning and  beyond  the  end  into  the  general 
confusion  of  existence.  It  is  useless  for 
anyone  not  impressed  with  the  beauty  of 


EDGAR    WALLACE, 

Author     of     "Green     Rust"     and    a     series     of    mystery     stories     known     to     ail 

readers    of    detective    yarns. 


sheer  living  as  a  spectacle,  to  read  "Tales 
of  My  Native  Town." 

THE  GOLD  GIRL 

In  James  B.  Hendryx's  new  novel. 
"The  Gold  Girl"  (Putnam's)  a  lost  mine 
— an  ever-present  jug — and  the  West, 
are  outstanding  features  secondary  of 
course  to  the  girl.  Around  these  Mr. 
Hendryx  has  written  a  fourth  of  his 
stories  of  love  and  action,  possibly  his 
best.  There  are  here  also  two  sugges- 
tions of  mystery — the  character  of  the 
man  and  the  contents  of  the  jug. 

JOKE  ON    A    BOOKMAN 

At  the  depot  a  woman  rushed  up  to 
another  and  hugged  her. 

"Myrtle!"  she  said.  "I  haven't  seen 
you  in  five  years,  not  since  we  left  the 
old  home  town.  And  you've  married 
since  ther. !" 

"Yes,"  said  Myrtle,  "I'm  married  now." 

"Oh,  isn't  that  grand!  And  I  under- 
stand youi  husband  is  quite  a  biblio- 
maniac." 

"Oh,  no,  he  isn't;"  said  Myrtle,  "he's 
been  on  the  water  wagon  for  two  years." 
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LONDON'S  SUCCESSOR 

"Where  Jack  London  dropped  from  the 
trail,"  said  a  critic  not  long  ago,  "H?nry 
Leverage  picked  it  up." 

A  new  novel  by  Leverage,  just  publish- 
ed, is  called  "The  Shepherd  of  the  Sea." 
The  character  from  whom  the  book  de- 
rives it"  title  is  a  unique  personality  in 
modern  fiction — a  huge  and  venerable 
missionary  who  cruises  the  frozen  land 
"north  of  53." 

Leverage  knows  the  North  as  few  men 
do — knows  not  only  its  frozen  distances 
and  ice  floes  but  knows  its  animals,  its 
Eskimos,  its  legends,  and  archaic  super- 
stitions. The  full  force  of  this  know- 
ledge is  utilized  in  "The  Shepherd  of  the 
Sea." 


NOVELIST  GETS  POST 

Dr.  C.  W.  Gordon  (Ralph  Connor)  will 
be  appointed  chairman  of  the  Joint 
Council  of  Industry  to  be  set  up  by 
the  Manitoba  Government  under  the 
Industrial  Conditions  Act. 


BOOKSELLER   AND   STATIONER 


ROSE  OF  JERICHO 

Although  condemned  in  certain  quar- 
ters for  a  doubtful  moral  tone,  Ruth 
Boucicault's  "The  Rose  of  Jeiicho,"  a 
story  of  the  stage,  is  a  remarkably  life- 
like portrayal  of  a  heroine  of  courage 
and  fascination  in  her  struggle  against 
odds,  new  and  unusual. 
WINTER  VERSE 

From  Duffield  &  Co.,  of  New  York, 
comes  "Winter  Sports  Verse,"  an  an- 
thology compiled  by  William  Hayn^s  and 
Joseph  Leroy  Harrison.  It  includes 
poems  bv  Robert  W.  Service,  Richard 
Hovey,  W.  H.  Lowell,  Robert  Bridges, 
and  many  .others.  It  is  the  first  and  only 
collection  of  verse  of  this  kind  in  exist- 
ence, "nd  its  appeal  is  to  every  lover  of 
c  pen-air  life  and  sport. 
INSPIRATIONAL 

"Touchstones  of  Success,"  is  an  in- 
spirational book  contributed  to  by  many 
of  the  leaders  in  various  walks  of  life 
among  America's  men  who  do  things, 
and  also  some  whose  scene  of  activities 
is  across  the  ocean.  These  men  have  tak- 
en the  time  to  talk  to  thousands  of  young 
fellows  who  will  be  won  by  the  alluring 
and  inspiring  messages  in  this  book.  It 
cannot  fail  to  help  many  a  young  fellow 
to  climb  to  the  heights  that  so  alluring- 
ly invite  them. 
CARDINAL  MERCIER'S  BOOK 

Cardinal  Mercier  is  one  of  the  out- 
standing figures  in  connection  with  the 
Great  War,  and  his  story  of  what  hap- 
pened in  Belgium  during  the  German  oc- 
cupation is  a  book  of  tense  and  vivid 
reality.  The  Canadian  edition  of  this 
book  is  now  ready. 
GOSPEL  RECORDS   VISUALIZED 

P.  Whitwell  Wilson  of  the  London 
Daily  News,  who  has  been  engaged  in 
lecturing  in  the  U.  S.  in  promotion  of 
better  relationships  between  that  coun- 
try and  Britain,  and  who  addressed  the 
Canadian  Club  in  Toronto  a  few  days 
ago,  is  the  author  of  two  important 
books  "The  Christ  We  Forget"  and 
"The  Church  We  Forget,"  two  books  that 
vitalize  Christian  faith.  The  former 
book  was  described  by  the  Chicago  Her- 
ald as  a  life  of  Jesus  Christ  which  sur- 
passes in  reverence,  profoundly,  limpid 
charity,  keen  insight,  scholarly  reference, 
daring  devotion,  fascinating  pithiness 
and  altogether  overpowering  force  any- 
thing- that  modern  Christianity  has  ever 
tried   to   produce. 

The  second  volume  draws  a  graphic 
faithful  picture  of  the  early  Christians, 
of  what  they  aimed  at,  on  what  they 
relied.  It  affords  a  glimpse  of  what  the 
Church  Militant  vitally  needs  in  order 
to  become,  even  in  these  tremendous 
heart-searching  times,  The  Church  Tri- 
umphant. It  makes  one  realize  the  per- 
tinence and  justice  of  the  title,  "The 
Church  We  Forget." 
SONGS  IN  CITIES  AND  GARDENS 
by  Helen  Granville  Barker.  This  dainty 
volume  of  verse  is  published  by  G.  P. 
Putnam's  &  Sons.  Slight  in  theme,  the 
poems  are  marked  by  genuine  poetic  in- 
sight and  sensitiveness  to  beauty,  and 
are  without  any  of  that  unpleasantness 


so  often  associated  with  modern  poetry. 
Some  of  the  more  beautiful  among  the 
"songs"  have  been  inspired  by  wander- 
ings in  Spain  and  Italy.  Booksellers  will 
find  this  volume  much  appreciated  by 
poetry  lovers,  and  it  would  be  particu- 
larly suitable  as  a  gift  books. 

THOUGHT  IT  A  BIT  THICK 

Silas  K.  Hocking,  ttie  author,  was 
among  the  notable  men  who  delivered 
lectures  to  Canadian  troops  in  Belgium 
following  the  armistice,  and  in  relating 
ere  of  his  experiences  following  a  lecture 
Mr.  Hocking  said: 

"Walking  one  morning  through  the 
straggling  town  of  Orpe-le-Grand,  I  was 
accosted  by  a  Canadian  sergeant.  'Beg 
pardon,'  he  said,  'but  are  you  the  gentle- 
man who  wrote  the  book  about  the  Fens 
of  Lincolnshire  called  'The  Heart  of 
Man?' 

"I  must  plead  guilty  to  that  indiscre- 
tion," I  said. 

"Well,  sir,  I'm  a  native  of  Lincoln- 
shire," he  went  on.  "I  did  not  go  to 
Canada  till  I  was  nearly  twenty  and  I 
know  all  the  places  you  mention  in  the 
book.  But,  if  you'll  excuse  me  there's 
one  incident  that  I've  never  been  quite 
able  to  swallow." 

"Is   that  so?" 

"That  about  the  farmer's  wife,  who, 
seeing  her  brother-in-law  asleep  in 
chapel,  got  to  her  feet  in  the  middle  of 
the  sermon,  and,  taking  her  gig  whip, 
leaned  over  the  pews  in  front  of  her 
with  the  lash  dangling  over  her  brother- 
in-law's  head.  Then,  with  a  sudden  jerk 
of  her  arm  caught  him  under  the  right 
ear,  which  made  him  jump  clean  off  his 
seat,  which  so  tickled  the  parson  that  he 
sat  clown  bursting  with  laughter,  and 
never  finished  his  sermon  at  all.  AH  the 
rest  of  tie  book  I  can  believe  easily 
eiough,  but  that  story  is  a  bit  too  thick." 

"Well,  sergeant,"  I  said,  "that  story  is 
the  only  bit  of  actual  fact  in  the  book, 
all   the  rest  is  pure  imagination." 

"You  don't  say!"  he  said,  staring  at 
me  and  scratching  his  head.  "Well,  I'm 
flummoxed,"  and  he  turned  on  his  heel 
and  walked  away. 

HOME  AND  SCHOOL  CLUBS 

In  reference  to  the  following  item 
from  a  Toronto  newspaper,  it  would  be 
good  business  for  booksellers  in  other 
towns  and  cities  to  promote  the  form- 
ing of  similar  organizations  in  their 
communities: 

A  well  attended  meeting  of  Kew  Beach 
Home  and  School  Club  was  recently 
held  in  the  school.  Mrs.  Courtice,  school 
trustee,  occupied  the  chair. 

Miss  Jackson,  of  the  Public  Reference 
Library,  in  the  absence  through  illness 
of  Miss  Lillian  Smith,  delivered  an  ad- 
dress on  "Story  Books  for  Children." 

"OF  TWO  EVILS?" 
Sarnia,  Ont. — As  a  result  of  the  Lord's 
Day  Alliance  activity  no  Sunday  editions 
of  American  papers  were  soid  in  Sarnia 
on  Sunday,  but  hundreds  of  Sarnians 
crossed  the  river  to  Port  Huron  and  re- 
turned with  their  papers.  So  large  were 
the  crowds  that  went  over  to  the  Ameri- 
can side  that  the  Ferry  Company  was 
forced  to  run  a  special  boat  schedule. 
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MAIN    TRAVELLED   ROUTES 

After  long  preparation  the  Ontario 
Motor  League  has  completed  and  publish- 
ed a  road  map  for  which  tourists  will 
owe  that  organization  a  debt  of  grati- 
tude. The  workmanship  is  superb  and 
the  map  is  lithographed  on  the  finest 
quality   of  paper. 

The  map  is  entitled  "Province  of  On- 
tario and  International  Main  Travelled. 
Routes,"  and  is  being  distributed  to  the 
trade  by  the  Musson  Book  Co.  It  shows 
in  accurate  outline  the  best  roads  in  On- 
tario, Western  Quebec,  New  York  State 
and  Eastern  Michigan,  with  extensions 
into  the  states  of  Pennsylvania,  New 
Jersey,  Connecticut,  Massachusetts  and 
Vermont.  It  gives  the  location  of  all  the 
cities  and  principal  towns  and  villages, 
lakes,  rivers  and  summer  resorts  in  this 
area  of  over  200,000  square  miles. 

The  roads  shown  extend  all  the  way 
from  New  York  City  to  Sault  Ste.  Marie, 
and  from  100  miles  east  of  Montreal  to 
100  miles  west  of  Detroit.  The  relative 
importance  of  roads  has  been  shown  by 
the  three  class  of  line:  heavy,  medium 
and  light. 

Of  great  value,  too,  is  the  supple- 
mentary information  given.  On  the  re- 
verse of  the  map  are  printed  a  number 
of  city  plans,  speedometer  readings  for 
6000  miles  of  important  routes,  a  list 
of  ferries,  local  and  international,  and 
license  regulations  to  be  observed  by  mo- 
torists in  crossing  the  border  between  | 
Canada   and  the   United   States. 

The  vfull  size  of  the  map  is  38  inches 
by  24  inches.  Folded  for  pocket  use  it 
measures  9%    inches  by  4  inches. 

SAM  HUGHES'  MEMOIRS 

Ottawa,  April  18.— Gen.  Sir  Sam 
Hughes  will  write  his  memoirs.  He  will 
spend  the  summer  at  Eagle  Lake,  where 
he  will  work  on  his  proposed  book. 

WAR,  HIS  WAY  OUT 

"The  Prophetic  Marriage,"  by  War- 
wick Deeping,  describes  the  chequered 
career  of  "Tod"  Western.  His  marriage 
nearly  wrecks  his  career  but  the  way  of 
escape  is  found  through  the  great  world 
struggle.  A  book  with  live  characters, 
brimful  of  human  nature — living  out  the 
problems  of  to-day. 

HAPPILY   MARRIED 

Corra  Harris,  in  her  new  book, 
"Happily  Married,"  unfolds  her  story 
with  characteristic  humor  and  a  clever 
knowledge  of  men  and  women.  The  en- 
tire society  of  Sulgrave  is  involved.  The 
women's  club  is  torn  by  the  violence 
of  the  Madden  earthquake.  The  hus- 
bands, driven  together  for  mutual  sup- 
port, decide  upon  a  domestic  reform 
which  all  but  wrecks  their  days.  Mary 
Madden  is  a  resourceful  and  appealing 
character. 

FAIRY  TALES 

"Mother,"  asked  Tommy,  "do  fairy 
tales  always  begin  with  'Once  upon  a 
time?'" 

"No,  dear,  not  always;  they  sometimes 
begin  with  'My  love,  I  have  been  detain- 
ed at  the  office  tonight.' " — Dupont  Mag- 


KOOKSELLER  AND   STATIONER 


DEATH  OF  DR.  PELOUBET 

The  passing  away  of  Rev.  Francis  N. 
Peloubet  at  the  ripe  old  age  of  eighty- 
eight,  at  his  home  in  Auburndale,  Massa- 
chusetts, will  be  of  interest  to  a  great 
many  Sunday  School  students.  His  was 
a  life  brim  full  of  helpfulness,  and 
thousands  will  bear  witness  to  the  as- 
sistance and  inspiration  which  he  has 
given  them. 

By  parentage,  by  training,  and  by  na- 
tural inclination,  Dr.  Peloubet  was  par- 
ticularly fitted  to  take  up  the  work  of 
guiding  and  assisting  those  who.  through 
loyalty,  have  taken  up  the  work  of  in 
terpreting  the  truths  of  the  Bible  to  the 
young,  through  the  instrumentality  of 
the  uniform   Sunday  School  lessons. 

When  the  uniform  system  came  into 
being  in  1873  there  arose  an  early  and 
urgent  demand  for  a  scholarly  and  prac- 
tical commentary  on  the  lessons  for  each 
year.  Providence  provided  the  right 
man  to  meet  this  emergency  in  Dr. 
Francis  N.  Peloubet,  and  when  in  1875 
the  first  volume  of  "Peloubet's  Select 
Notes  on  the  International  Sunday  School 
Lessons"  made  its  modest  appearance,  it 
was  hailed  as  exactly  what  was  needed 
to  make  the  lessons  a  success.  Since 
that  time,  as  regularly  as  the  years  have 
passed,  so  has  appeared  this  wonderful 
volume — fresh,  scholarly  and  comprehen- 
sive. 

But  Dr.  Peloubet's  activities  have  not 
been  confined  alone  to  "Select  Notes,"  as 
he  is  the  author  and  compiler  of  a  large 
number  of  other  volumes  of  distinct  in- 
terest ?rd  value  to  Sunday  School  work- 
ers. His  commentaries  on  the  Bible  have 
been  recognized  as  leaders  in  the  field. 
His  book  of  selections  hy  hymns  for 
Sunday  School  use  have  always  been, 
popular,  and  his  pamphlet  quarterlies  is- 
sued for  the  use  of  pupils  of  all  grades 
are  known  far  and  wide. 

He  has  devoted  his  entire  life  to  God's 
ministry,  and  he  passes  away  beloved  by 
all  with  whom  he  either  come  into  con- 
tact or  was  known  through  his  writings. 
That  he  has  been  able  to  continue  his 
work  uninterrupted  to  the  end  and  with 
an  adherence  to  his  early  high  standards, 
is  a  proof  that  his  life  has  been  an  in- 
spired  one. 

In  the  preparation  of  "Select  Notes" 
since  1901,  he  has  been  ably  assisted  by 
Dr.  Amos  R.  Wells  as  associate  editor, 
on  whom  he  has  always  planned  that  the 
mantle  of  his  work  might  fall,  which  as- 
sures that  Peloubet's  "Select  Notes"  will 
continue  marked  by  the  long  familiar 
Peloubet  characteristics  of  scholarship, 
comprehensiveness,  condensation,  vivid- 
ness, and  practical  value.  So  indelibly 
has  the  impress  of  Dr.  Peloubet's  life 
and  work  been  felt  in  the  co-operative 
work  of  those  two  authors,  that,  although 
he  has  passed  on,  yet  his  work  and  the 
lv  refits  of  it  will  be  felt  for  many  years 
to  come  by  students  of  the  Bible. 

Many  readers  will  be  glad  to  know 
of  Dr.  Peloubet's  various  works,  for  be- 
sides "Select  Notes"  and  the  Sunday- 
School  quarterlies,  he  war  the  author  of 
"The  Loom  of  Life."  "Front  Line  of  the 
Sunday-School  Movement."  "Studies 
in  the  Book  of  Job,"  "Select  Son-rs  for 


the  Sunday-School,"  "The  Revision  of  the 
Oxford  University  Bible  Helps,"  "Cyclo- 
pedic Concordance,"  "Revised  Edition  of 
Smith's  Educational  Bible  Dictionary," 
"International  Bible  Dictionary."  "Treas- 


The    late    DR.    1  ELOUBET. 

ury  of  Bible  Information,"  and  "Oriental 
Life." 

He  is  survived  by  his  wife,  who  for 
many  years  was  his  collaborator,  and 
also  by  four  daughters.  Dr.  Peloubet's 
home  life  was  an  ideal  one.  Besides  his 
intimate  family  he  leaves  eleven  grand- 
children and  five  grandchildren. 

BACHELLER  AND  GARLAND 

A  periodical  none  too  familiar  to  the 
Canadian  news  trade  but  one  which  will 
appeal  strongly  to  many  people  because 
of  its  very  name,  is  "The  Red  Cross 
Magazine,"  and  the  writer  was  well  re- 
paid for  taking  a  peep  inside  the  covers 
of  the  March  issue,  for  his  peep  grew  not 
only  to  a  look,  but  a  lingering  stay,  for 
therein  he  found  among  other  good 
tilings  a  most  interesting  article  by  one 
roted  novelist  about  another.  The  con- 
tributor was  Hamlin  Garland,  and  his 
subject  was  Irving  Bacheller.  In  this  ar- 
ticle is  told  how,  after  America  entered 
the  Great  War,  Bacheller  and  Garland 
worked  together  to  keep  Americanism  in 
the  true  path: 

"Night  by  night  we  sat  to  conspire 
how  we  might  work  against  the  forces 
which  tended  to  corrupt  and  degrade  the 
ideal  Republic  of  Washington  and 
Lincoln  and  Grant.  We  appointed  our- 
selves a  committee  of  two  with  the  pur- 
pose of  embodying,  so  far  as  we  could, 
the  best  traditions  of  our  fathers,  in  or- 
der that  they  might  be  handed  down  to 
the  generations  whose  narrow  horizons 
included  only  brick  walls  and  bristling 
sky-line  water-tanks.  We  invented 
speeches,  composed  poems  and  outlined 
novels  to  this  end,  all  of  which  amused 
us  ard  did  not  harm  tc  anyone  else.  In 
Bacheller's  case  it  resulted  in  a  series 
of  satirical  tales  like  'Keeping  Up  With 
Lizzie,'  'Charge  It,'  and  other  of  the 
Old  Soc  Potter  monologues,  whilst  I  com- 
posed 'A  Son  of  The  Middle  Border.'  and 
set  down  other  stories  and  poems  of  the 
wondrous  days  of  early  Wisconsin  and 
Iowa." 

It  is  interesting  thus  to  learn  not  only 
that  "A  Man  for  the  Ages"  had  this  great 
source  of  inspiration,  but  also  that  it 
applies  to  Bacheller's  new    novel,    "The 
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Prodigal  Village,"  about  to  begin  serially 
in  "The  Red  Cross  Magazine." 

These  are  points  of  human  interest 
which  may  be  put  to  good  use  by  book- 
sellers in  promoting  sales  of  the  books 
of  both  Bacheller  and  Garland. 

JUS'i   LIKE  HUMANS 

Hot  from  the  press  comes  Lawton 
Mackall's  "Scrambled  Eggs"  (Ryerson 
Press).  There  is  a  great  deal  of 
quackle  and  cackle  in  the  world  just  now 
which  might  sound  better  in  the  mouths 
of  ducks  and  chickens.  So  Lawton 
Mackal!  has  put  it  there.  Although  the 
author  of  "Scrambled  Eggs"  would  wince 
at  the  accusation  of  serious  purpose,  he 
has  scratched  below  the  surface  in  more 
than  one  paragraph  and  unearthed  an 
appetizing  morsel  of  moral  and  manner. 
Our  whole  modern  fleck  is  there  in  this 
biting  barnyard  burlesque;  Gertrude,  the 
duckets,  who  thinks  that  wives  should 
be  intellectual  equals  of  their  husbands, 
and  believes  in  communal  incubators; 
Martha,  a  plain  hen,  who  thinks  that  wo- 
man's: sphere  is  the  egg;  and  Eustace, 
who  cannot  resist  the  role  of  martyr, 
and  leaps  needlessly  into  the  maws  of  a 
mowing  machine. 

RATIONALIST  PRESS   ISSUES 

In  "Poems  From  Beyond,"  Reddie 
Mallett  strikes  out  upon  a  path  distinct- 
ly his  own.  He  presents  the  experiences 
and  cogitations  of  one  who  is  supposed 
to  have  passed  from  this  bewildering 
plane  to  the  vastness  of  the  Afterworld. 
He  displays  deep  insight  from  his  novel 
standpoint,  and,  while  aiming  many  a 
shaft  at  conventionality,  he  commands 
a  wide  view  of  human  destiny  and  of  the 
way  in  which  true  progress  lies  as  he 
sees  it.  His  language  is  conversational, 
clear,  and  often  sparkling  with  an  indi- 
vidual vein  of  humor.  The  book  is  pub- 
lished by  Watts  &  Co.,  of  London.  Other 
new  issues  from  the  same  house  just  re- 
ceived are:  "Mysticism,  and  the  Way 
Out,"  by  Ivor  Tuckett,  and  the  first  four 
issues  of  a  series  of  pamphlets  on  "The 
People's  Platform,"  viz.:  "Belief,  Make- 
Belief,  and  Unbelief,"  by  Hypatia  Bon- 
ner; "Does  Democracy  Need  Religion," 
bv  Joseph  McCabe;  "The  Great  Ghost 
Illusion,"  by  Adam  Gowans  Whyte,  and 
"The  Truth  About  the  Bible  and  Chris- 
tianity,"  by   Charles   T    Gorham. 

MRS.  WARREN'S  DAUGHTER 

Sir  Harry  Johnston,  who  wrote  that 
very  good  book,  "The  Gay  Dvnbeys," 
has  finished  a  new  story  entitled  "Mrs. 
Warren's  Daughter."  It  is  a  romance 
of  the  woman  movement  and  is  said  to 
be  a  continuation  of  or  a  sequel  to  Mr. 
Bernard  Shaw's  play,  "Mrs.  Warren's 
Profession."  The  scenes  are  laid  in  Lon- 
don, South  Wales,  Epsom  Racecourse 
and  at  Brussels.  An  interesting:  item 
about  the  novel  is  that  G.  B.  S.  has 
agreed  to  the  plan  for  and  publication 
of  it. 


Don't  greet  your  customer  with  a 
beer,  tobacco  or  onion  breath.  It  hastens 
them  to  move  on  to  more  fragrant  sur- 
roundings. No  danger  if  you  don't  in- 
dulge during  business  hours. 


School  Text-Books  Condemned 

Growing  Dissatisfaction  With  Some  of  Books  Now  in  Use — Book- 
seller Must  be  Wary — Prospect  of  Reasonable  Notice  by  Ontario's 

New  Education  Head 


POSSIBILITIES  of  further  new  is- 
sues of  school  text  books  are  indi- 
cated by  such  pronouncements  as 
that  of  W.  F.  Moore,  retiring  president 
of  the  Ontario  Educational  Association, 
at  the  annual  convention  in  Toronto  on 
April  5  and  following  days. 

He  referred  to  the  crowded  curriculum. 
"I  would  materially  change  what  each 
subject  represents,  and  I  would  make 
these  subjects  graspable  by  the  ordinary 
child  mind.  I  am  satisfied  that  there  is 
too  much  stress  laid  on  arithmetic  in  our 
schools.  It  is  an  overrated  subject,"  he 
said. 

What  He  Would  Do 

"I  would  like  to  have  the  opportunity 
of  putting  square  measure,  complex  frac- 
tions, recurring  decimals,  trains  meet- 
ing and  passing  each  other,  boats  going 
up  and  down  stream,  and  true  discount 
into  Flrvelle's  cold  storage."  These  edu- 
cational monstrosities  he  would  leave  in 
their  frigid  resting  place  "until  Gabriel's 
last  trump  would  assemble  all  the  ma- 
thematical professors  who  are  guilty  and 
consign  them  to  that  incinerator  whose 
torments  ascend  forever  and  forever." 

Mr.  Moore  suggested,  too,  that  the  De- 
partment of  Education  take  into  their 
confidence  experienced  and  successful 
teachers  to  help  in  the  preparation  of  a 
school  curriculum  and  school  books,  and 
he  advocated  that  in  school  hoards  in 
urban  centres  a  teacher  should  have  the 
same  right  to  speak  as  other  members 
of  the  board. 

At  the  next  day's  sessi  m  cue  of  the 
important  addresses  was  "Grammar  and 
Nomenclature,"  by  J.  D.  Morrow,  B.A., 
and  a  resolution  was  later  passed  to  the 
effect  that  the  English  and  history  sec- 
tion endorse  the  adoption  of  a  uniform 
grammatical  terminology  by  the  Board 
of  Education,  to  simplify  the  study  of 
English  grammar. 

New  Latin  Reader 

By  way  of  comment  on  the  fact  that 
many  teachers  in  the  province  are  con- 
vinced that  the  grammatical  tradition 
has  been  pushed  to  the  extreme,  Prof. 
Crawford,  of  Toronto  University,  em- 
phasized the  fact  that,  though  vitally 
necessary,  grammar  should  be  "the  hand- 
maid, not  the  mistress  of  language."  "I 
am  c,!ad  to  hear,"  he  added,  "thatf  a 
Latin  reader  is  in  preparation  whicTi  will 
help  to  correct  the  narrowness  and  dull- 
ness of  our  present  pass  curriculum. 

"It  is  of  the  utmost  importance  that 
our  higher  education  should  not  become 
materialistic  through  toe  narrow  a  re- 
gard for  practical  efficiency." 

One  Toronto  teacher,  in  referring  to 
the  Ontario  Public  School  Speller,  con- 
demned the  book  because  of  its  illogical 
arrangement.     "Words  similarly  spelled 


and  fulfilling  one  rule  should  be  placed 
together,"  she  declared.  However,  they 
are  not,  but  worse  than  that,  logic  is  not 
shown  in  the  actual  spelling  of  the  words. 
If  candour  is  spelled  c-a-n-d-o-u-r,  why  is 
labour  spelled  1-a-b-o-r? 

Great  care  must  have  been  taken  in 
preparing  a  speller  when  frequently 
words  are  incorrectly  rpelled.  Skilful  is 
spelled  s-k-i-l-f-u-1  on  one  page  in  the 
speller,  and  a  little  farther  on  the  first 
"1"-  is  doubled. 

There  must  be — and  teachers  are 
unanimous  in  their  decision — a  change  in 
spellers  before  very  long,  and  when  that 
'•h?.nge  comes  a  little  more  care  should 
be  taken  in  the  compiling.  The  speller 
must  not  be  a  jumbled  mass  of  cumber- 
some words  an  is  the  present. 

These  changes  of  course  are  not  imme- 
diately imminent  but  even  if  discounts 
are  to  be  increased  and  the  handling  of 
school  books  made  possibly  profitable, 
the  dealers  will  have  to  exert  the  same 
care  in  providing  against  too  heavy  pur- 
chases. This  of  course  must  not  be  car- 
ried to  extremes  because  of  the  gargan- 
tuan appetites  of  the  express  companies 
in  eating  up  the  ''apparent"  profit  made 
by  booksellers  and  their  school-book 
sdles. 

Hon.  R.  H.  Grant,  the  Minister  cf  Edu- 
cation, however,  seems  really  to  have  the 
interest  of  booksellers  at  heart.  He  puts 
them  on  the  same  basis  as  other  mem- 
bers of  society,  whereas  the  old  Govern- 
ment seemed  to  think  that  booksellers 
were  legitimate  sacrifices  to  be  offered 
on  the  altars  of  "cheap  school-book"  elec- 
tion cries. 

There  is  a  prospect  that  the  new  in- 
cumbent will  meet  the  reauest  of  the 
trade  that  reasonable  notice  be  given 
the  booksellers  of  contemplated  changes 
in  text  books  so  as  to  provide  against 
their  being  stuck  with  big  lots  of  dis- 
caided  text  books  of  no  further  value 
in  the  booksellers  stock-in-trade. 

The  Ontario  Department  of  Education 
on  March  31  advertised  for  tenders  for 
"Ontario  Public  School-  Arithmetic"  for 
a  term  of  seven  years. 

In  New   Brunswick 

In  Fredericton,  N.B.,  on  April  5,  at  a 
meeting  of  the  Provincial  Text-Book 
Committee,  the  chief  superintendent  of 
education  reviewed  the  work  of  the  Inter- 
Provincial  Text-Book  Committe  at  Hali- 
fax, which  considered  uniform  school 
text-books  for  the  Maritime  Provinces. 
He  announced  that  steps  would  be  taken 
towards  getting  a  new  text  book  to  re- 
place Myers'  Gereral  History.  The  chief 
superintendent  said  he  had  some  samples 
of  general  histories  of  British  authorship 
to  present  to  the  committee,  but  he  had 
been  unable  to  secure  quotations   as  to 
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prices  fiom  the  publishers  because  of  the 
uncertainty  of  costs  of  paper  and  produc- 
tion generally. 

It  was  further  said  to-day  that  there 
were  a  number  of  other  changes  of  text- 
books in  contemplation  but  that  these 
would  not  likely  be  made  until  the  prtCes 
had  been  adjusted,  as  the  present  was 
not  looked  upon  as  a  satisfactory  time 
to  be  making  new  contracts. 

An  indication  of  what  it  is  costing  the 
Province  to  maintain  school  text  books 
at  the  existing  low  prices  is  given  by 
the  vote  by  the  Legislation  in  April  of 
$50,000  for  subventions  to  publishers  to 
supplement  the  retail  price  of  the  books 
sold. 

Prof.  M.  W.  Althouse,  of  Rectory 
Street  School,  London,  Ont.,  is  in  favor 
of  combining  five  at  present  separate 
studies  under  one  head.  He  believes 
that  reading,  literature,  composition, 
spelling  and  grammar  may  be  combined 
in  one  text  book,  instead  of  five  or  more 
different  ones  as  at  present. 

This  novel,  not  to  say  revolutionary, 
idea  was  first  publicly  advanced  at  a 
recent  meeting  of  the  Ontario  Education- 
al Association.  Like  all  drastic  propos- 
als, Mr.  Althouse's  scheme  came  in  for 
considerable  criticism,  but  an  impression 
was  made,  reports  state,  and  the  seed  of 
•a  great  new  idea  was  perhaps  sown. 


CANADA'S  IMMIGRANTS 

In  a  book  coming  very  shortly,  the 
work  by  Professor  W.  G.  Smith,  of  the 
University  of  Toronto,  its  title  being: 
"A  Study  of  Canadian  Immigration," 
some  interesting  light  is  thrown  on  the 
workings  of  Canada's  immigration  policy 
by  the  character  of  the  incomers  during 
the  first  year  or  two  of  the  war.  From 
April  1st,  1914,  to  March  31st,  1915, 
enemy  aliens — Austrians,  Bulgarians, 
Germans,  Hungarians  and  Turks — to  the 
number  of  8,864,  found  entrance  into 
Canada.  This  was  just  four  times  the 
times  the  number  of  Canadians,  officerl 
and  men,  who  were  killed  in  the  war  up 
till  November  30th,  1915.  Even  more 
surprising  perhaps  are  some  figures  as 
to  naturalization.  Up  to  November  30th, 
1915,  the  total  Canadian  casualties  of 
all  ranks  were  13,017.  During  the  ap- 
proximately parallel  war  period  of  1914 
and  1915  Canadian  naturalization  was 
given  to  13,065  incomers  from  central 
and  southern  Europe,  of  whom  8.938  were 
avowedly  Austrians,  1,396  Germans,  521 
Hungarians,  and  580  Tm-ks.  Truly  we 
have  a  Canadian  melting  pot. 


Don't  chase  customers!  Wait  till  they 
stop  and  show  that  they  are  interested 
in  goods  or  some  department,  then  ap- 
proach them  in  a  business-like  manner. 


New  Canadian  Copyright  Bill 

Significance  of  the  Manufacturing  Clause  and  How  It  May  Work 
Out  as  a  Boomerang  for  Canadian  Labor 


ANEW  Copyright  Bill  is  now  be- 
fore the  Canadian  Parliament, 
having  ben  given  its  first  reading 
on  iviarch  26.  It  is  almost  identical  with 
the  one  introduced  in  the  Senate,  March, 
1910.  This  bill  was  not  finally  dealt  with 
until  last  year,  when  it  was  thrown  out 
due  to  the  relation  of  the  proposed  Bill 
to  manufacturing  in  Canada.;  It  was  the 
influence  brought  to  bear  by  Labor  in- 
terests that  killed  the  Senate  Copyright 
Bill. 

In  the  new  Bill  a  new  clause  replaces 
the  provisions  of  the  old  Bill,  this  new 
clause  reading  as  following: 

"The  Governor  in  Council  may  by 
cider  in  council  direct  that  this  Act 
shall     apply    to     literary,  dramatic, 
musical  and  artistic  works  the  au- 
thors whereof  were  at  the  time  of 
the  making  thereof  subjects  or  citi- 
zens of  a  foreign  country  to  which 
this  Act  does  not  extend,  upon  the 
accomplishment    of    all    such   condi-* 
tions  and  formalities  as  may  be  re- 
quired by  the  laws  of  such  country 
with    respect   to    literary,    dramatic, 
musical  and  artistic  works  of  a  per- 
son resident  in  Canada." 
It  will  be  observed  that  this  provides 
for   the   imposition   of   the   condition   of 
manufacture  against  U.  S.  authors,  the 
lack   of  which   in   the   old   Bill   was   re- 
sponsible for  its  defeat. 

There  is  a  pretty  general  feeling  in 
the  Canadian  book  trade  that  the  attitude 
of  Canadian  labor  in  respect  to  Canadian 
manufacture  does  not  sufficiently  dis- 
tinguish between  the  significance  of 
books  and  other  commodities  and  that 
what  the  Labor  interests  might  possibly 
gain  by  insistence  upon  manufacture  in 
Canada  would  be  far  more  than  offset 
by  the  loss  in  ethical  benefits  to  the 
people  of  Canada  resulting  from 
too  strict  an  application  of  the  essential- 
ly commercial  principles  by  which  the 
opponents  of  the  Copyright  Bill  thrown 
out  iast  year  were  quite  evidently  guid- 
ed. 

It  is  futher  pointed  out  that  books 
and  works  of  art  should  not  be  classed 
with  cheese,  cloth,  corn-cure,  or  any 
other  commodity  of  a  transient  or  perish- 
able nature  but  placed  on  the  higher 
plane  where  they  belong  as  agencies, 
making  for  mental,  moral  and  spiritual 
betteiment  of  the  people. 

"The  Publishers'  Weekly,"  discussing 
thi    new  Canadian  copyright  bill,  says: 

"The  new  Bill  has  a  mandatory  effect 
in  confining  Canadian  copyright  with  us 
to  the  conditions  which  we  impose.  This 
would  mean  practically  a  Canadian 
manufacturing  clause  to  match  ours;  to 
this  our  country  has  certainly  no  right 
to  object,  and  the  only  questions  at  issue 
are  whether  this  is  in  the  interest  of 
Canada  and  whether,  on  our  own  part, 
we  are  not  ready  to  give  up  our  manu- 


facturing  clause  and     invite     Canadian 
reciprocity  of  the  broader  sort. 

The  fact  is  that  the  American  manu- 
facturing clause  has  proved  more  or  less 
of  a  boomerang  and  that  a  Canadian 
manufacturing  clause  would  have  muth 
the  same  effect  within  Canada.  Our  own 
copyright  office  has  shown  that  the  manu- 
facturing clause  has  operated  to  restrict 
British  copyrights  rather  than  to  in- 
duce American  manufacture  on  a  large 
scale.  A  Canadian  manufacturing  clause 
would  be  less  likely  to  induce  Canadian 
manufacture  because  the  market  there 
is  comparatively  so  limited.  The  manu- 
facturing clause  on  either  side  would, 
therefore,  be  of  more  harm  than  good, 
a  brake  rather  than  a  stimulus  on  home 
production. 

We  had  hoped,  and  we  still  hope,  to 
see  the  repeal  of  our  American  manu- 
facturing clause  on  general  principles 
rather  than  under  the  urgency  of  Can- 
adian retaliation.  It  is  only  fair  to  point 
out,  however,  to  American  printers,  who 
have  been  the  chief  proponents  of  the 
manufacturing  clause,  that  retaliation 
on  the  part  of  Canada  which  would  be 


FRENCH    WITH    McCLELLAND    AND 
STEWART 

Donald  French,  who  is  well-known  to 
the  book  trade  through  his  connection 
with  "The  World  of  Books,"  as  editor 
and  to  literary  Canada  as  president  of 
the  Canadian  Literature  Club,  of  which 
he  is  the  founder,  has  joined  the  staff 
of  McClelland  &  Stewart  Ltd.  in  the  ca- 
pacity of  manager  of  the  literary  de- 
partment. He  is  widely  known  as  an 
educationalist  and  teacher,  having  for 
a  number  of  years  been  head  of  a  college 
department  of  English.  ,  Two  editions 
have  been  published  of  his  book:  "Points 
About  Poetry."  He  also  edited  the 
Standard  Canadian  Reciter. 
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fully  justified,  would  be  a  direct  blow  at 
their  interests.  A  very  imperfect  can- 
vass of  the  export  trade  of  American 
books  to  Canada  shows  that  a  million 
dollars  a  year  would  be  a  low  estimate  of 
the  books  of  American  manufacture  ex- 
ported to  Canada.  The  popular  lines  of 
the  reprint  houses  go  to  Canada  in  large 
quantity,  and  many  copyright  books  in 
American  editions  find  a  considerable 
market  there.  This  market  would  right- 
ly be  cut  off  if  Canada  should  retaliate, 
but,  on  the  other  hand,  this  retaliation, 
like  most  of  the  efforts  of  the  kind,  would 
have  a  reactionary  effect  in  Canada  and 
prevent  the  Canadian  bookselling  trade 
and  reading  public  from  getting  their 
proper  supplies  without  benefiting  Can- 
adian printers.  In  a  word,  all  argu- 
ments, theoretical  and  practical,  altruis- 
tice  and  selfish,  tend  toward  the  conclu- 
sion that  the  American  manufacturing 
clause  has  been  foolish  and  futile,  and 
that  Canada  would  do  ill  to  itself  if  it 
should  follow  our  bad  example  and  inflict 
injury  on  itself  for  the  sake  of  inflicting 
injury  tit-for-tat  upon  us." 


DONALD     FRENCH. 
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ANDERSON  CROW,  DETECTIVE 

Marshal  Crow,  of  Tinkletown,  was  elected 
to  office  not  long  after  the  close  of  the  Civil 
War.  On  a  number  of  occasions  since  then 
he  has  been  on  the  point  of  retiring,  only  to 
find  himself  re-elected  without  opposition 
or  even  consent.  Now,  at  the  ripe  age  of 
seventy-five,  he  is  still  the  principal  man  of 
the  village.  Tinkletown  laughs  at  him,  but 
will  always  honor  and  respect  him.  The 
new  account  of  the  detective  of  Tinkle- 
town will  delight  all.  The  author  is  George 
Barr  McCutcheon,  and  his  brother  John  T. 
McCutcheon  is  responsible  for  the  illus- 
Trations,  which  are  "great!" 

CAINE  AND  IBANEZ 

Two  big  novels  that  will  be  coming  this 
year  are  Hall  Caine's  "The  Master  of  Man" 
and  Blasco  Ibanez'  "The  Enemies  of  Wo- 
men." Both  are  at  present  running  serially 
in  one  of  the  U.  S.  magazines. 

THE  CRESTING  WAVE 

Edwin  Bateman  Morris,  author  of 
"Blue  Anchor  Inn,"  has  written  a  fine  new 
novel  published  in  Canada  by  the  Copp, 
Clark  Co.  Its  title  is  "The  Cresting 
Wave."  There  was  a  man  who  had  pirate 
blood  in  his  viens.  He  believed  that  his 
success  in  life  was  determined  by  the  amount 
of  money  he  made,  and  that  the  way  to  make 
money  was  to  be  just  a  little  smarter  than 
others  and  to  keep  within  the  law.  So  he 
dug  his  spoon  into  the  cauldron  of  business 
and  brought  it  out  full.  He  was  looked 
on  as  a  big  man.  Then  a  girl  called  him  a 
pigmy— and  proved  it.  And  for  the  first 
time  he  questioned  whether  his  scheme  of 
life  was  good.  And  finally  he  found  out 
what  was  wrong  with  himself  and  the 
business  world. 


Book  Costs  Continue  to  Increase 

News  From  England  and  the  United  States  on  the  State  of  tne 
Markets,  Showing  Reasons  for  Increasing  Cost  of  Books 


THERE  is  no  question  but  that  book 
prices  will  continue  to  go  up. 
Some  important  information  has 
come  to  BOOKSELLER  AND  STA- 
TIONER from  W.  C.  Bell,  who  is  the 
Canadian  representative  of  several  im- 
portant publishing  concerns.  The  fol- 
lowing is  quoted  from  advice  received 
by  Mr.  Bell  from  one  of  these  publishing- 
houses: 

The  cost  of  production  of  books  is  still 
rising  and  the  onus  of  answering  critic- 
isms falls  mainly  on  the  bookseller.  It 
occurs  to  us  that  you  may  be  glad  of 
a  few  particulars  which  will  help  you  to 
explain  the  situation  to  your  clients. 

The  cost  of  composition  is  now  2V& 
times  what  it  was  in  pre-war  days. 

The  cost  of  machining  is  2V&  to  3  times 
greater  and  of  binding  3  to  3%  times 
greater   than    before    the    war. 

Paper  which  cost  2%d.  in  1914  rose 
during  the  war  to  Is.  7d.  (i.e.,  eight  times 
the  former  cost)  and,  although  since  the 
Armistice  it  dropped  to  three  times  the 
pre-war  cost,  it  has  again  risen  and 
there  is  no  prospect  of  any  decrease. 

Establishment  expenses,  such  as  rent, 
rates,  taxes,  salaries,  catalogues,  sta- 
tionery, packing  and  all  such  items,  have 
also  greatly  increased,  and  are  often 
overlooked  by  the  public  when  criticising 
increased  prices. 

Pre-war  stock.  A  criticism  which  often 
reaches  us  is  that  while  a  rise  in  price 
may  be  reasonable  in  regard  to  stocks 
printed  during  the  war  it  is  not  justified 
in  regard  to  books  prfnted  before  August, 
1914.  In  the  first  place  these  critics 
ignore  the  fact  that  establishment  ex- 
penses apply  to  pre-war  books  just  as 
much  as  to  others,  and  secondly,  they 
forget  that  sheets  printed  before  1914 
have  to  be  bound  now,  and  the  cost  of 
binding  is  exorbitantly  high.  If  the 
publisher  were  to  bind  the  whole  edi-' 
tion  of  a  book  at  one  time,  his  risk 
would  be  materially  increased,  and  his 
capital  unnecessarily  locked  up.  Sales 
are  often  uncertain  and  at  times  slow, 
and  copies  therefore  are  bound  only  to 
meet  the   demand. 

Here  are  a  few  instances  showing  com- 
parative cost  of  binding  pre-war  stock: 

Published  Price 
Pie-War  Present     Pre- War  Present 


d. 

s. 

d. 

s. 

d. 

s. 

d. 

4V2 

3 

0 

7 

6 

8 

0 

5  3-5 

1 

8  1 

•5    5 

0 

6 

0 

7'4 

1 

10 

10 

6 

12 

0 

4 

1 

1 

6 

0 

6 

0 

4 

1 

9 

6 

0 

7 

0 

51-3 

2 

3 

10 

6 

12 

0 

4% 

1 

9 

6 

0 

7 

6 

The  bookseller,  of  course,  realizes  that 
the  publisher  receives  only  two-thirds 
to  three-quarters  of  the  increased  price, 
and  in  all  the  above  instances  it  will  be 
noticed  that  the  increased  cost  of  bind- 


ing (apart  from  establishment  expenses) 
is  more  than  the  increased  yield.  These 
examples  are  taken  at  random  and  are 
by  no  means  exceptional. 

It  is  obviously  impossible  to  raise  the 
prices  of  books  proportionately  to  the 
rise  in  cost  of  production — e.g.:  to  offer 
a  book  which  normally  would  be  5s.  at 
15s.     No  one  would  buy  it. 

In  short,  we  think  it  can  be  safely 
stated  that  the  price  of  books  has  pro- 
portionately risen  less  than  that  of  any 
other  article  of  commerce,  and  this  is  a 
point  it  is  well  to  make  in  dealing  with 
the  question. 

In   the   United   States 

Mr.  Earl  of  Doubleday  Page  &  Co.,  who 
was  in  Toronto  last  month,  pointed  out 
that  $2  fiction  was  common  in  the  U.  S. 
now,  with  $2.25  an  early  probability. 
Paper  was  costing  as  high  as  17  cents  as 
against  334  cents  and  4  cents  in  1913. 
Labor  was  costing  45  cents  an  hour  for 
a  44-hour  week.  Cloth  that  used  to  cost 
8  cents  to  10  cents  was  now  40  cents  for 
an  inferior  quality. 

Mr.  Earl  defended  the  publishers  of 
the  U.  S.  against  any  possible  charge  of 
profiteering.  Relatively  books  had  not 
gone  up  in  proportion  with  any  other 
products.  Board  has  risen  from  $36  to 
$75  a  ton,  an  advance  of  110  per  c?nt. 
The  exact,  rise  in  wages  is  very  difficult 
to  compute.  It  varies  somewhat  in  dif- 
ferent parts  of  the  country,  but  certain- 
ly 60  per  cent,  would  be  a  very  con- 
servative estimate  for  the  average  of  the 
different  trades  which  enter  into  the 
making  of  the  book.  Woman  workers 
were  lowest  paid  and  have  unquestion- 
ably had  the  largest  percentage  of  in- 
crease. These  rising  costs,  together 
with  the  increasing  general  expenses  of 
printers  and  binders,  have  more  than 
doubled  the  cost  of  manufacturing  books. 

James  Duncan  Phillips,  of  Houfhton, 
Mifflin  &  Co.,  Boston,  dealing  with  causes 
for  book  cost  advances,  is  quoted  as  fol- 
lows: 

"For  years  the  publishers  had  the 
paper-makers,  printers  and  binders  sit- 
ting on  their  doorsteps  trying  to  sell 
paper  or  waiting  for  orders  to  print  and 
bind,  and  constantly  competing  with 
each  other  for  the  honor  of  doing  the 
work  at  a  very  moderate  profit.  Have 
you  seen  any  of  these  gentlemen  solicit- 
ing business  lately?  Your  oldest  friend 
in  the  paper  trade  regrets  he  can  only 
give  you  so  much  a  month.  Those  en- 
ticing: letters  telling  of  the  wonderful 
facilities  for  printing  and  binding  of  the 
'iias-nificent  press  of  John  Smith  or  Tom 
•Tones  are  chiefly  conspicuous  bv  their 
absence.  And  you  cannot  blame  John 
find  Tom  for  realizing  that  their  day  has 
nrrived  (after  all  the  lean  years  when 
they  sat  on  your  doorstep),  and  for  tak- 
:it    a    modest   ^vantage    of   the    same. 
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They  deserve  it — times  have  not  always 
been  easy  in  the  printing  trades,  but  now 
this  question  of  scarcity  is  unquestion- 
ably arising.  There  are  not  enough  faci- 
lities in  the  country  to  do  the  printing 
and  binding  business  now  required.  Here 
again  the  excess  profits  tax  has  its  effect, 
for  the  commercial  printers  are  so 
blocked  with  advertising  printing 
(which  is  a  favorite  to  use  up  excess 
profits)  that  they  no  longer  serve  as' an 
overflow  for  the  book  work." 

Most  Books  are  Losers 

"To  pay  its  way  to-day,"  writes  Solo- 
mon Eagle  in  the  New  Statesman,  "a 
novel  must  sell  about  200  copies;  most 
novels,  and  the  majority  of  first  novels, 
fail  to  do  that.  Publishers  make  on  the 
swings  what  they  lose  on  the  rounda- 
bouts. • 

"He  (the  publisher)  does  earn  some- 
thing, and  if  you  compare  him  to  any 
other  class  of  capitalist,  he  probably 
pockets  a  smaller  percentage  of  profits 
made  by  the  intellectuals  with  whom  he 
deals  than  do  his  peers  in  other  walks  of 
life. 

"I  shall  always  protest  against  authors 
who  think  that  the  mere  fact  that  they 
have  written  100,000  words  entitles  them 
to  large  awards,  and  I  shall  always, 
when  I  see  a  publisher  stoned  and  booed 
by  an  angry  crowd,  run  in  and  remind 
the  assembly  that  this  is  also  one  of 
God's  creatures.  For  once — long  ago, 
long  ago — a  publisher  lost  money  on 
me." 

The  Worldings 

A  new  volume  in  the  uniform  edition 
of  Leonard  Merrick's  novels  is  now 
ready.  This  is  "The  Worldings,"  and  has 
an   introduction    by   Neil    Munro. 

William  McLeod  Raine 

William  McLeod  Raine,  author  of  some 
cracking  good  tales,  was  born  in  London 
England  of  Scotch  parentage.  He  came 
to  America  in  1871  when  11  years 
old.  His  father  owned  a  ranch  and  s 
sawmill    in   the   west. 

Mr.  Raine  believes  in  first-hand  knowl- 
edge of  the  setting  about  which  he 
writes.  As  a  youth  he  would  ride  to  the 
all-night  ranch  dances,  where  he  picked 
up  local  color  for  his  future  stories.  He 
went  to  New  Mexico  and  browsed  around 
among  the  old-timers  to  get  material 
for  "A  Man  Four-Square,"  talked  with 
a  number  of  them  who  had  known  Billie 
the  Kid — two  of  whom  had  ridden  with 
him  in  his  raids,  and  one  of  whom  had 
hunted  him  to  his  death.  Equal  care  was 
taken  in  gathering  the  material  for  "Oh, 
You  Tex!"  as  he  did  not  trust  to  old 
memories,  but  refreshed  them  by  another 
visit  to  the  Panhandle  for  material. 


BOOKSELLER   AND   STATIONER 


PAPER  VS.  CLOTH  COVERS 

That  paper-bound  novels  will  not  solve 
the  question  of  the  high  cost  of  reading- 
is  indicated  by  a  discussion  in  the  Boston 
"Transcript."  That  paper  published  an 
editorial  in  which  it  was  assumed,  on  the 
authority  of  a  New  York  publisher,  that 
the  cost  of  books  could  be  halved  if 
novels  were  issued  in  paper  covers. 

Refuting  this  argument,  Alfred  R.  Mc- 
Intyre,  president  of  Little,  Brown  &  Co., 
of  Boston,  wrote  the  "Transcript"  as  fol- 
lows : 

"We  wish  to  say  a  word  with  regard 
to  your  editorial  on  'The  High  Cost  of 
Reading'  in  which  the  statement  is  made 
that  'the  publisher  who  would  dare  to 
bring  out  novels  in  paper  covers  .... 
can  cut  the  price  almost  in  half  at  the 
outset;  he  can  cut  it  still  further  if  he 
is  certain  that  the  public  will  respond 
and  buy  his  books  more  readily  because 
of  the  innovation.' 

"The  average  novel,  by  a  successful 
author,  now  selling  for  $1.75,  costs  its 
publishers,  for  press  work,  paper,  fold- 
ing, binding  in  cloth,  author's  royalty, 
advertising,  and  a  proportionate  part  of 
the  setting  of  type  and  making  electro- 
type plates,  about  80c  a  copy.  This  does 
not  include  a  very  heavy  expense  gener- 
ally called  'the  cost  of  doing  business.' 
The  average  price  at  which  the  volume  is 
sold  to  the  bookseller  is  $1.05  per  copy. 

"The  difference  in  the  cost  between 
the  binding  now  generally  used,  a  cheap 
cloth  with  one  ink  stamping,  and  paper 
covers  would  be  about  $.16  per  copy. 
Accordingly,  if  paper  covers  were  substi- 
tuted for  cloth  bindings,  the  novel  would 
cost  $.64  per  copy,  and  the  publisher 
could  secure  the  same  proportionate  pro- 
fit if  he  made  the  price  of  the  book  $1.40, 
selling  it  to  the  book-trade,  with  the'  ex- 
isting purchase  discount,  at  $.84  a  copy. 

"It  has  not  seemed  to  most  publishers 
that  this  difference  in  price  was  large 
enough  to  justify  fhe  use  of  paper  cov- 
ers. They  have  been  seriously  influ- 
enced by  the  circumstance  that  book- 
sellers, who  are  in  touch  with  the  feel- 
ings of  the  reading  public,  have  made  no 
complaint  over  increased  prices  and  have 
invariably  discouraged  the  issue  of 
novels  in  paper  covers. 

"As  to  the  further  cut  in  prices  which 
the  publisher  can  make  "if  he  is  certain 
that  the  public  will  respond  and  buy  his 
books  more  readily  because  of  the  in- 
novation," this  might  be  done  as  long 
as  the  change  was  an  innovation,  but 
once  the  practice  of  issuing  the  novels  in 
paper  covers  became  general,  the  in- 
creased sale  of  the  individual  publisher's 
books  would  cease. 

"If  the  present  extraordinary  demand 
of  fiction  means  anything,  the  public 
has  not  protested  against  the  high  cost 
of  reading.  As  a  matter  of  fact,  the  in- 
crease in  book  prices  has  not  kept  pace 
with  the  rise  in  price  of  most  commodi- 
ties. The  $1.75  novel  of  to-day  sold  for 
$1.35  in  1915,  an  increase  of  just  a  shade 
over  30  per  cent.  This  is  due  to  the  fact 
that    publishers    and    authors,    with    few 


exceptions,  have  not  attempted  to  in- 
crease their  profits  as  prices  went  up, 
and  such  increases  as  have  been  made 
hardly  cover  the  rise  in  cost  of  manu- 
facture." 

PSYCHICAL    BOOKS 

New  psychical  books  this  season  in- 
clude "Life  Everlasting  and  Psychical 
Power,"  by  Frings;  "The  Coming 
Science,"  by  Hereward  Carrington; 
"The  Physical  Phenomena  of  Spiritual- 
ism," by  Carrington,  "The  Survival  of 
Man,"  "Man  and  the  Universe,"  and 
"Reason  and  Belief,"  the  last  three  by 
Sir    Oliver    Lodge. 

"The  Road  to  Endor,"  by  E.  H.  Jones, 
besides  being  an  extraordinary  story, 
will  specially  appeal  to  everyone  who  is 
interested  in  spiritualism.  It  tells  in 
minute  amazing  detail  how  two  young 
British  officers,  who  previously  knew 
nothing  of  the  subject,  took  up  spiritual- 
ism originally  to  amuse  their  fellow- 
prisoners  in  a  Turkish  prison  camp;  how 
they  afterwards  convinced  not  only  the 
Turkish  officials  of  their  mediumistic 
powers,  but  even  their  fellow  officers; 
how  eventually  the  "spook"  ran  the 
camp,  securing  many  privileges  for  the 
inmates  and  finally  nearly  effected  the 
escape  of  two  men  who  had  kidnapped 
the  Turkish  Commandant  and  Inter- 
preter. 

"The  Report  of  the  Seybert  Commis- 
sion on  Spiritualism"  is  a  volume  which 
covers  one  of  the  most  thorough  investi- 
gations of  the  truth  of  spiritualism  ever 
attempted.  During  more  than  a  year, 
the  Commission  carried  on  its  interest- 
ing experiments.  It  was  composed  of 
Dr.  William  Pepper,  Dr.  George  A. 
Koenig,  Prof.  George  S.  Fullerton,  Mr. 
Coleman  Sellers,  Dr.  Calvin  B.  Knerr, 
Dr.  Joseph  Leidy,  Prof.  Robert  Ellis 
Thompson,  Dr.  Horace  Howard  Furness, 
Dr.  James  W.  White,  and  Dr.  S.  Weir 
Mitchell. 

"The  Truth  About  Spiritualism,"  by 
"Rita"  (Mrs.  Desmond  Humphreys),  is 
the  outcome  of  many  years  study  of  the 
problems  of  the  "other  side."  The  author 
sets  herself  to  deal  with  the  higher 
aspects  of  spiritualism.  She  felt  im- 
pelled to  state  her  own  views  and  ex- 
periences, and  in  the  actual  writing 
seemed  to  be  aided  and  directed  by  a 
force  she  could  neither  oppose  nor  ex- 
plain. 

CULTIVATE  BOYS'  TRADE 

Let  one  boy  have  a  good  baseball 
glove,  a  new  construction  toy  or  a  stir- 
ring new  book  of  adventure  and  imme- 
diately every  youngster  in  the  neighbor- 
hood starts  an  aggressive  selling  cam- 
paign for  those  same  articles  in  his  own 
home  that,  nine  times  out  of  ten,  gets 
the  desired  result.  So  the  equipment  of 
one  boy  becomes  the  standard  equipment 
for  his  "gang."  Book  and  stationery 
dealers  should  remember  the  wonderful 
force  of  "word  of  mouth"  advertising 
among  boys  and  take  advantage  of  every 
possible  opportunity  to  sell  something 
good  to  a  boy.     Observe  the  emphasis  on 
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that  word  good.  If  it  isn't  good,  woe  to 
your  future  chances  for  business  with 
that  boy  and  his  gang!  The  boy  is  the 
great  apostle  of  the  square  deal.  By 
winning  his  favor  and  keeping  it  your 
business  will  prosper. 

FURTHER  CHRONICLES  OF 
AVONLEA 

» 

From  the  Page  Company  of  Boston 
comes  their  new  L.  M.  Montgomery- 
book,  "Further  Chronicles  of  Avonlea." 
As  to  the  interest  this  book  will  have  for 
its  readers,  it  is  interesting  to  quote 
from  Nathan  Haskell  Dole's  introduc- 
tion: "The  people  (of  Avonlea),  so  dis- 
tinctive, so  real,  so  true  to  psychology. 
*  *  *  limned  with  as  poetic  a  pencil  as 
Longfellow  wielded  when  he  told  the 
ever-moving  story  of  Grand  Pre.  *  *  * 
Part  of  the  power  of  Miss  Montgomery 
is  due  to  her  skill  in  compounding  humor 
and  pathos.  The  humor  is  honest  and 
golden;  it  never  wearies  the  reader;  the 
pathos  is  never  sentimentalized." 

LITTLE   COUSINS 

A  new  volume  to  come  soon  in  the 
well-known  Little  Cousins  series  is  "Our 
Little  Czecho-Slovak  Cousin,"  the  fifty- 
third  volume  in   this   interesting   series. 

SKATING 

"A  Guide  to  Artistic  Skating,"  by 
George  A.  Meagher,  published  by  T.  C. 
&  E.  C.  Jack,  Ltd.,  is  replete  with  plates 
and  diagrams,  enhancing  the  instructive 
value  of  the  text.  The  author  won  the 
world's  amateur  championship  in 
artistic  skating  at  Ottawa  in  1891  and 
in  1892,  turned  professional,  claiming  the 
world's  championship,  which,  he  states, 
has  never  been  competed  for,  despite  his 
repeated  offers  to  meet  all  comers  in 
competition,  even  to  the  extent  of  con- 
ceding fifteen  points  in  the  hundred. 

PERIODICAL  NOTES 

Dodd,  Mead  &  Company,  New  York, 
announce  their  intention  to  establish  a 
new  magazine  to  be  called  the  Psychical 
Review,  and  to  be  devoted  to  matters 
of  psychical  research.  Hereward  Har- 
rington is  to  be  the  editor,  and  among 
the  contributors  will  be  a  number  of 
men  and  women  of  international  repute. 

HOOK  NOTE* 

One  of  the  results  of  the  success  of 
the  juvenile  story  of  Daisy  Ashford  has 
been  a  perfect  inundation  of  English 
publishing  houses  with  manuscripts  of 
the  juvenile  literary  efforts  of  young 
hopefuls.  They  are  despatched  with 
great  speed  and  with  equal  if  not 
greater  haste  they  are  shot  back 
through  the  mails  from  the  publishers. 

Over  one  hundred  thousand  copies  of 
Mrs.  Porter's  new  book,  "Mary  Marie," 
have  already  been  sold  by  advance  sales, 
although  the  book  is  not  scheduled  to 
leave  the  press  for  a  month.  This  is  a 
remarkable  tribute  to  the  ability  and 
popularity  of  its  author,  who  holds  such 
a  warm  position  in  the  affections  of  the 
public. 
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THOMAS  ALLEN 
Fiction 

Son  of  Courage,  McKishnie,  cloth,  $2; 
Mary  Marie,  Eleanor  Porter,  cloth,  $2; 
Fiddler's  Luck,  Robert  Haven  SchaufTler, 
doth,  $2;  Twenty-Six  Jayne  St.,  Mary 
Austin,  cloth,  $2;  Real  Diary  of  the 
Worst   Farmer,   Henry   A.    Shute,  cloth, 

$2. 

Non-Fiction 

Young;  People's  History  of  the  Pil- 
grims, William  Elliot  Griffes.  cloth, 
$2.25;  The  Old  Coast  Road,  Agnes  Ed- 
wards, cloth,  $2.75;  Presidents  and  Pies, 
Mrs.  Larg  Anderson,  cloth,  $3.30;  How 
It  Feels  to  be  Fifty,  Ellis  Parker  Butler, 
cloth,  75  cents;  Talks  With  T.  R.,  John 
J.  Leary  Jr.,  cloth,  $4. 
Juvenile 

In  the  Great  Apache  Forest,  James 
Willard  Schultz,     cloth,  $2. 

THE  M  ACM  ILL  AN  CO.  OF  CANADA, 

LIMITED 

Non-Fiction 

Human  Factor  in  Education,  J.  P. 
Monroe,  cloth.  $180;  Sir  Hobbard  de 
Hoy,  Rev.  E.  H.  Braley,  cloth,  $1.50;  The 
Testing  of  a  Nation,  R.  T.  Davidson, 
cloth,  $2;  The  War  in  a  Nutshell,  H.  G. 
Haliam,  paper,  10  cents;  Education  of  a 
Nation,  C.  P.  Hughes,  paper,  25  cents; 
Bricklaying  in  Modern  Practice,  S. 
Scrimshaw,  cloth,  $1.35;  Realm  of  Pray- 
er, R.  H.  Coates,  cloth,  $2.50;  History  of 
British  Socialism,  Vol.  I,  M.  Beer,  cloth, 
$5,  The  Opium  Monopoly,  E.  N.  La 
Motte,  cloth,  $1.25;  Principles  of  'Edu- 
cation (Sociology),  F.  R.  Clow,  cloth, 
$2;  Socialism  in  Thought  and  Action, 
H.  W.  Laidler,  cloth,  $2.75;  International 
Waterways,  P.  M.  Ogilvie,  cloth,  $3.50; 
Retail  Salesmanship,  P.  W.  Ivey,  cloth, 
$2.50;  Can  the'  Church  Survive  the 
Changing  Order,  A.  P.  Fitch,  cloth,  90 
cents;  The  Life  of  William  Booth, 
Harold  Begbie,  2  vols.,  cloth,  $12;  The 
Letters  of  Anton  Chekhov,  Trans,  by 
Conrtance  Garnett,  cloth,  $4;  The  Chorus 
Girl,  Chekhov,  Trans,  by  Constance  Gar- 
nett, cloth,  $2. 

Juvenile 
Five    Funny    Tales,    F.    B.    Kirkman, 
cloth,  $1.20;  Tea,  Toys  and  a  Tale,  F.  B. 
Kirkman,   cloth,   $1.20;    Margot,    Chastel 
dc  Boinville,  cloth,  $1.65. 

McClelland  &  stewart  ltd. 

Fiction 

Invincible  Minnie,  E.  S.  Holding,  $2; 
The  La  Chance  Mine  Mystery,  S.  Carle- 
ton,  $2;  The  Mask,  John  Cournos,  $2; 
Trimmed  With  Red,  Wallace  Irwin.  $2; 
Marching  Sands,  Harold  Lamb,  $2;  The 
Mystery  at  the  Bluef  Villa,  Melville 
D;:vissor  Post,  $2;  The  Plunderer,  Henry 
Oyen.  $2:  The  Stars  Incline,  Jeanne  Jud- 
soti,  $2;  Happily  Married,  Corra  Harris, 
?2,  The  Explorer,  W.  Somerset  Maug- 
ham,  $2;    The    Chinese    Label,   J.    Frank 


Davis,  $2;  Mary  Minds  Her  Business, 
Gorge  Weston,  $2;  A  Place  in  the 
World,  John  Hastings  Turner,  $2;  Those 
Who  Smiled,  Perceval  Gibbon,  $1.75; 
Whitewash,  Horace  Annesley  Vachell, 
$1.75;  The  Prophetic  Marriage,  Warwick 
Deeping,  $1.75;  The  Voice  in  the  Rice, 
Gouverneur  Morris,  $1.50;  Oh!  Well! 
You  Know  How  Women  Are!  Isn't  That 
Just  Like  a  Man,  Irvin  S.  Cobb  and  Mary 
Roberts   Rinehart,   $1.10. 

Non- Fiction 

The  Dover  Patrol,  1915-1917,  Admiral 
Sir  Reginald  Bacon,  K.C.B.,  K.C.V.O., 
D.S.O.,  2  vols.,  with  illustrations.  $11; 
Fifty  Years  in  the  Royal  Navy,  Admiral 
Sir  Percy  Scott,  $6.50;  Days  of  Glory: 
The  Sketch  Book  of  a  Veteran  Corres- 
pondent at  the  Front,  Frederic  Villiers, 
with  an  Introduction  by  Philip  Gibbs,  $6. 

THE  MUSSON  BOOK  CO.,  LTD. 
Fiction 

LudendorfT's  Own  Story,  Eric  Von 
LudendonT.  2  vols.,  cloth,  $8.50;  My 
Memoirs,  Grand  Admiral  Von  Tirpitz,  ? 
vols.,  cloth,  $7.50;  Best  Short  Stories  of 
1919,  Edward  J.  O'Brien,  cloth,  $2;  The 
Inside  Story  of  the  Peace  Conference,  Dr. 
Edward  J.  Dillon,  cloth,  $2.75;  Raymond 
Robins'  Own  Story,  Raymond  Robins, 
cloth,  $2.25;  A  World  Remaking,  C.  W. 
Barron,  cloth,  $2.50;  Our  Unseen  Guest, 
Anonymous,  cloth,  $2.25;  The  Cockpit  of 
Santiago  Key,  David  S.  Greenberg,  clcth, 
$1.65;  Poor  Relations,  Compton  Mac- 
Kenzie,  cloth,  $2. 

THE  RYERSON  PRESS 
Fiction 
Mr.  Wu,  Louise  Jordan  Milne,  cloth. 
$1.90;  Lulu  Bett,  Zona  Gale,  cloth,  $1.90; 
Cry  of  Youth,  Lcmbardi,  cloth,  $1.90: 
Bon.iy,  George  Stevenson,  cloth,  $1.90: 
The  Voice  of  the  Pack,  Edison  Marshall, 
cloth,  $1.90;  Sunny  Ducrow,  Henry  St. 
John  Cooper,  cloth,  $1.90. 

THE   COPP,   CLARK    CO. 
Fiction 

The  Cresting  Wave,  Edwin  Bateman 
Morris,  cloth,  $2;  This  Side  of  Paradise, 
F.  Scott  Fitzgerald,  cloth,  $2;  The  Keeper 
of  the  Door  (re-issue),  Ethel  M.  Dell, 
cloth,  $1.25. 

Non-Fiction 

The  Life  of  Mrs.  Robert  Louis  Steven- 
son, Nellie  Van  de  Grift  Sanchez,  cloth, 
$2.50. 

MYSTERY  AND  LOVE 

Randall  Parrish  adds  to  his  list  of 
popular  adventure  stories  "The  Mystery 
of  the  Silver  Dagger."  An  enticing  mys- 
tery based  upon  the  findine:  of  a  long, 
thin-bladed  dagger  with  a  fanciful  hilt, 
on  the  floor  of  a  tourincr  car.  This  con- 
nects up  with  a  girl  with  a  silver  dag- 
ger in  her  hat  and  starts  a  chain  of  very 
thrilling  happenings. 
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VACHELL'S  NEW  NOVEL 

In  "Whitewash,"  Horace  Annesley 
Vachell  has  succeeded  in  writing  a  novel 
of  England  in  war-time  without  any  war 
in  it.  There  is  a  battle  in  the  book  but 
it  is  the  battle  of  health  fought  by  a  ! 
young  doctor  against  the  lady  of  the 
manor  who  cannot  affordt  to  built  sani- 
tary cottages  and  drains.  "John 
O'London's  Weekly"  says  that  "Mr. 
Vachell  tells  a  good  tale." 

FRESH  AND  SINCERE 

Horatia,  the  heroine  of  "This  Marry- 
ing," by  Margaret  Culkin,  is  a  very- 
modern  girl,  feminine  and  lovable,  and 
the  record  of  her  career  gives  a  love 
story  of  to-day  that  is  fresh  and  sincere, 
id^al  and  practical,  modern,  and  yet  as 
old  as  r,he  world,  all  in  one  breath. 


DO  YOU  KEEP  A  TICKLER  FILE? 

Here's  something  from  a  March  book 
advertisement  which  other  booksellers 
may  well  file  away  in  a  Tickler  file  to 
come  uy>  for  attention  next  February  so 
that  it  may  be  used  in  advertising  books 
for  next  March.  Does  that  sound  like 
looking  too  far  ahead  ?  Perhaps  so,  but 
them  it  is  done  not  only  with  the 
merit  of  the  idea  in  mind  but  also  to 
take  occasion  to  urge  booksellers  to  keep 
a  Tickler  file,  entering  ideas  and  sug- 
gestions, so  that  they  may  come  up  at 
just  the  righl  time  to  be  used  to  the 
best  advantage.  Well,  then,  here's  that 
March   book   ad.   idea: 

"A  scintillating  grate-fire,  a  deep- 
cushioned  chair,  a  soft  reading-lamp — 
and — a  book!  There  you  have  the  anti- 
thesis of  all  that  March  is — and  its 
charm  .  .  .  By  making  your  living- 
room  and  the  content  of  your  mind  dif- 
ferent from  everything  that  the  month 
implies,  you  find  solace  from  the  tyrant, 
weather.  With  the  proper  atmosphere, 
the  suitable  temperature,  and  the  final 
trans-forming  magic  of  a  book,  the  trick 
is  turned.  March  becomes  June;  con- 
gealing winds  turn  into  murmuring  sum- 
mer breezes;  sleet  on  the  window-pane 
is  the  gentle  tapping  of  fairy  fineers 
spelling  out  a  life  of  adventuie  and  ro- 
mance. 

"But  the  book  has  to  be  the  right  one! 
It  car.'*-  be  just  the  ornamental  volume 
which  has  been  lying  in  a  recumbent  po- 
sition on  the  library  tabic  for  year?.  It 
can't  be  the  "nice  story"  which  a  great- 
aunt  once  gave  to  a  grand-niece  in  ar. 
effort  to  improve  her  potential  woman- 
hood. It  must  be  a  carefully  selected 
volume  with  a  special,  persona!  appeal. 
Best  of  all  it  should  be  they  rather  than 
it — for  there  are  going  to  the  thirty-one 
March  eveninsrs,  and  a  book  apiece  is  not 
too  many."  That  is  a  mighty  good  idea 
-,f  proper  barometical  preparedness. 


The  Salesman  Must 


/    Be  Well  Groomed 
-f     Have  a  Good  Vocabulary 
V.   Be  Well  Developed 

Necessity  of  Concentrating  Upon  Outstanding  Advantages  of  Merchandise  Was  Emphasized 

by  Frank  E.  Fehlman,  of  New  York,  in  Addressing  Montreal  Publicity  Association  on 

"Retail  Salesmanship" — Appearance   and  Address  Two    Big    Essentials. 


WHAT  proved  to  be  a  most 
illuminating  address  on  "Retail 
Salesmanship"  was  delivered  in 
Montreal  last  week  before  the  Montreal 
Publicity  Association  by  Frank  E.  Fehl- 
man, of  New  York.  Mr.  Fehlman  has 
been  connected  *vith  some  important 
firms,  in  which  he  has  had  the  direction 
of  their  sales  policies.  Taking  as  his 
subject  "Advertising  Through  the  Retail 
Salesman,"  the  speaker  proceeded  to  deal 
effectively  with  various  phases  of  retail 
selling,  and  brought  some  exceedingly 
strong  arguments  to  bear  on  this  very 
important  question. 

Mr.  Fehlman  referred,  at  the  outset, 
to  a  School  of  Salesmanship  which  he 
had  developed  while  connected  with  the 
Gossard  Corset  Company.  As  a  result 
of  the  training  extended  to  salesladies, 
and  of  which  they  turned  out  between 
eight  and  nine  thousand,  these  women 
were  able  to  dispose  of  several  pairs  of 
corsets  to  customers  when  they  came 
in  with  the  avowed  intention  of  purchas- 
ing only  one  pair.  In  many  cases,  they 
had  sold  three,  and  even  four,  pairs  of 
corsets,  simply  by  knowing  their  busi- 
ness thoroughly  and  the  use  made  of 
corsets.  The  speaker  pointed  out  that 
this  success  in  selling  more  than  the 
customer  asked  for  depended  very  large- 
ly upon  what  the  saleslady  knew. 

"People  rise  just  as  high  as  their 
intelligence  will  take  them.  If  you 
teach  them  right,  they  will  do  wonders. 
The  clerk  or  salesman  is  successful  just 
to  that  extent  to  which  they  are  educated 
by  the  sales  director,"  he  pointed  out. 

Made  Use  of  Charts 

Mr.  Fehlman  made  extensive  use  of 
various  charts,  which  were  simple  but 
right  to  the  point.  The  first  of  these 
was  very  interesting,  in  that  it  treated 
of  the  mentality  of  a  prospective  cus- 
tomer. Through  investigation  and  ex- 
tensive tests,  the  mind  of  the  average 
individual  develops  gradually  until  noon. 
At  noon,  or  the  usual  luncheon  hour,  the 
mental  faculties  are  reduced  again,  and 
then  gradually  work  up  until  three  or 
four  o'clock  in  the  afternoon.  Finally, 
by  10  p.m.,  they  are  at  a  low  ebb. 

The  reason  people  do  not  go  shopping 
until  ten  or  eleven  o'clock  in  the  morn- 
ing, is  because  they  are  mentally  lazy. 
The  logical  time,  therefore,  to  treat  with 
a  customer  is  when  the  mental  faculties 
are  at  their  best,  as  above  outlined.  As 
opposed  to  this,  a  customer  coming  in  at 
3  or  4  o'clock  in  the  afternoon  is  likely 
to  be  in  anything  but  a  good  frame  of 
mind  for  selling.  Not  only  so,  but  the 
salesman  or  saleswoman,  who  has  been 
in  all  day,  has  probably  retrograded  by 


Ever  Meet  This  Kind? 


Drawn   for  Cartoons   Magazine  by  R.   B.   Ful'er. 

The  Lady  (acidly,  to  btisy  pharma- 
cist) :  I  have  been  standing  here  for 
some  time  to  be  waited  on.  I  want  you 
to  look  up  a  number  in  the  telephone 
directory  ! 


the  middle  of  the  afternoon,  and  it  is 
the  salesman  who  steps  out  for  a  few 
minutes,  takes  in  a  good  lot  of  fresh  air, 
comes  back  refreshed,  dusts  his  shoes, 
washes  his  face  and  hands,  and  is 
then  ready  to  meet  customers  for  the 
next  two  or  three  hours,  who  makes  a 
success. 

This  point  was  illustrated  by  the 
speaker  in  referring  to  a  customer  com- 
ing in  to  buy  some  tumblers.  The  lady 
wanting  to  buy  tumblers  did  not  care 
for  them  because  they  were  too  heavy, 
and  found  some  other  fault  with  them. 
The  salesman,  in  this  case,  said:  "I  don't 
like  them  myself,"  and  pointed  out  such 
advantages  as  the  glasses  possessed. 
They  are  made  heavy,  for  instance,  so 
that  they  will  not  break  if  they  fall  on 
the  floor.  The  buyer  has  been  co  im- 
pressed with  the  salesman  that  she  has 
forgotten  she  does  not  like  the  glasses, 
and  goes  away  having  bought  them,  and 
her  remembrance  is  of  the  salesman 
rather  than  of  the  glasses. 

Through  investigation,  it  has  been 
found    out    that   the   bulk    of    sales    are 
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centred  in  the  small  portion  of  the  week, 
really  the  latter  half. 

Analyzing  the  Customer 

Mr.  Fehlman  classified  various  types 
of  customers  in  the  following  interesting 
manner.  There  are  five  classes,  and  these 
are: 

(1)  Those  compared  to  a  hand  car; 

(2)  Those  compared  to  the  local 
freight  trains; 

(3)  Those  compared  to  the  local  pas- 
senger trains; 

(4)  Those  compared  to  the  fast  ex- 
press; 

(5)  Those  compared  to  the  Twentieth 
Century  Limited. 

Dividing  the  various  classes  of  buyers 
into  these  divisions,  the  speaker  went  on 
to  analyze  them. 

Of  the  first,  or  hand  car  type,  there 
was  a  very  small  percentage  among  the 
average  customers  coming  into  a  store. 
As  a  matter  of  fact,  this  was  figured  to 
be  1.6  per  cent,  of  the  total,  and  the 
speaker  referred  to  them  as  pretty  close 
to  imbeciles.  The  next  section,  that  of 
the  freight  train  class,  amount  to  18  per 
cent.,  and  these  are  rather  stupid  persons 
and  of  slow  mentality.  These  are  the 
people  who  must  be  told  a  story  two  or 
three  times,  explaining  matters  very 
fully  and  going  over  them.  This  class 
of  customer,  the  speaker  pointed  out, 
was  only  12  or  13  years  old  mentally,  as 
a  rule.  The  next  group,  that  of  a  local 
passenger  class,  comprised  60  per  cent, 
of  customers.  These  are  the  people  who 
receive  from  $1,200  to  $1,400  a  year,  and 
are  the  backbone  of  any  business. 

"This  is  a  group  I  like  to  talk  to  and 
advertise  to,"  said  Mr.  Fehlman.  "The 
next  group  is  that  of  the  express  train 
class,  and  comprise  16  per  cent,  of  the 
total.  These  people  usually  draw  salar- 
ies of  from  $3,000  to  $10,000  a  year,  and 
with  such  a  class  of  people  the  salesman 
can  talk  faster  and  make  his  point  much 
more  rapidly  than  with  any  of  the  pre- 
vious classes.  These  people  accept  the 
style  and  the  buying  case  all  the  way 
along,  and  it  is  one  of  the  reasons  why 
this  class  is  so  important.  The  last 
class,  that  compared  to  the  Twentieth 
Century  Limited,  comprise  but  5  per 
cent,  of  the  buyers,  and  these  are  the 
'runners  of  the  world.'  This  class  is 
very  exacting.  Thev  care  not  what  they 
have  to  pay  for  an  article,  and  are  the 
hardest  people  in  the  world  to  sell,  for 
the  simple  reason  that  they  have  whims 
of  their  own  which  few  people  can 
satisfy.  Few  salespeople  are  capable  of 
handling  this  group." 


BOOKSELLER     AND     STATIONER 


Handling   the  Merchandise 

The  speaker  went  on  to-  point  out  how 
important  it  was  to  properly  display 
merchandise  before  the  customer.  Some 
people  like  and  some  do  not  like  a  given 
article.  Picking  a  napkin  up  from  the 
table,  Mr.  Fehlman  introduced  a  chart 
to  illustrate  his  point,  and  emphasized 
the  necessity  of  remembering  that  if  one 
were  selling  napkins  to  a  woman  it  was 
necessary  to  hold  fast  to  the  traditional 
shape  and  size  of  the  napkin,  so  as  to 
make  use  of  the  mental  faculty  of  the 
prospective  buyer.  If  a  man  intended 
to  sell  this  napkin  as  a  hand  towel,  the 
chances  of  success  would  be  very  small. 
Illustrating  this  point  further,  the 
speaker  referred  to  his  chart  as  one 
which  had  two  lines;  one  6f  these  was 
curved  and  was  easy  on  the  eye,  and  the 
other  line  was  jagged  and  very  hard  to 
follow.  This  illustrated  the  point  the 
speaker  wished  to  make  with  regard  to 
placing  merchandise  before  the  prospec- 
tive buyer  to  the  best  advantage.  It  was 
very  important  to  remember  this  point 
when  showing  goods  which  were  being 
displayed  for  the  first  time,  and  the  idea 
of  the  curved  line  and  not  the  jagged 
line  could  be  borne  in  mind. 

Attention  value  was  a  very  important 
point  made  by  the  speaker,  and  concen- 
tration was  also  greatly  emphasized. 
Tests  showed  that  none  had  been  able  to 
concentrate  for  more  than  two  seconds 
at  a  time.  This  may  sound  strange, 
but  the  speaker  was  referring  to  the  in- 
ability of  the  average  human  to  definite- 
ly concentrate  on  a  given  article  or  sub- 
ject without  in  the  least  diverging  from 
the  subject  or  matter  in  hand. 

Trained  Man's   Advantages 

This  point  was  further  illustrated  by 
pointing  out  the  necessity  of  concentrat- 
ing upon  the  outstanding  advantages  of 
a  given  product.  Taking  a  spoon  from 
the  table,  the  speaker  proceeded  to  ex- 
plain the  advantages  to  a  customer.  The 
outstanding  thing  about  this  spoon  was 
that  it  would  not  tarnish  from  using 
marmalade  or  eggs  at  breakfast  time. 
Its  second  important  point  was  that  it 
is  so  heavily  plated  that  it  would  not 
wear  off  at  the  points  of  contact.  In  the 
third  place,  "we  guarantee  it." 

"By  concentrating  in  this  way  it  is 
possible  to  send  home  such  important 
arguments  that  a  sale  is  likely  to  be 
made,"  he  said. 

The  same  thing  might  apply  to  a  type 
of  underwear  which  sells  because  it 
possesses  certain  dualities.  The  same 
thing  might  be  applied  to  clothing,  hair- 
cuts, shoe  shines,  etc. 

"If  salesmen  will  not  keep  abreast  of 
developments  they  will  not  be  a  success, 
for  we  are  in  times  of  rapid  and  constant 
change.  A  trained  salesman  will  outsell 
untrained  salesmen  two  to.  one,  and  this 
has  been  proven  in  many  instances,"  said 
the  speaker. 

Mr.  Fehlman  pointed  out  that  he  had 
carefully  analyzed  what  brought  cus- 
tomers to  a  store.  This  analysis  had 
revealed  the  fact  that  78  per  cent,  came 
through  the  influence  or  solicitations  of 


friends,  12  per  cent,  through  advertis- 
ing, and  the  balance  of  10  per  cent,  just 
"dropped  in."  Repeat  sales  are  the  profit- 
able ones. 

"I  think  I  can  sell  a  man  in  15  minutes 
the  first  time,  but  the  second  sale  must 
be  made  on  the  value  of  the  merchandise. 
The  argument  here  must  sink  in  if  the 
customer  is  to  be  sold,  after  the  first 
sale  has  been  made.  Quality  is  the  only 
assurance  of  continued  sales.  No  sale 
can  be  neutral.  The  customer  must  be 
either  with  you  or  against  you." 
Appearance  and  Address 

The  importance  of  a  salesman  being 
well  groomed  was  pointed  out  by  the 
speaker. 

"When  a  customer  comes  into  the 
store  and  approaches  me  to  ask  for 
something,  once  I  have  opened  my  mouth 
that  customer  has  a  mental  measure  of 
me,"  he  pointed  out,  saying: 

"Another  important  thing  which  must 
be  possessed  in  a  salesman,  if  he  is  to 
be  successful,  is  that  of  a  good  vocabu- 
lary. The  average  salesman  has  1,500 
words  in  his  vocabulary  out  of  a  total 
to  be  found  in  the  English  language  of 
over  650,000."  Through  the  use  of  a 
vocabulary — a  business  man's  vocabu- 
lary which  has  been  compiled — Mr.  Fehl- 
man pointed  out  that  inside  of  six 
months  five  hundred  new  words  could 
be  acquired  by  an  intelligent  salesman. 

In  the  next  ten  years,  the  cost  of  ad- 
vertising could  be  cut  down  immensely  if 
the  retailer  would  open  his  own  school 
for  the  development  of  his  salesmen. 
This  was  illustrated  by  reference  to  an 
outstanding  and  successful  men's  wear 
man  who  is  doing  a  large  business  in 
Chicago.  This  firm  employed  85  sales- 
men, and  they  are  required  to  go  into 
an  upper  room  from  time  to  time,  where 
dinner  is  served.  At  the  close  of  dinner, 
about  7.30  p.m.,  they  start  out  to  sell 
each  other  the  various  goods.  A  sales- 
man must  sell,  inside  of  ten  minutes,  a 
banker  a  suit  of  clothes,  for  instance. 
The  same  plan  is  carried  out  with  other 
lines  handled  in  the  store,  and  the  re- 
sult of  this  schooling  has  been  that  sales- 
man's remunerations  have  risen  from  an 
average  of  $25  to  $60  a  week  to  $45  and 
$175  per  week,  based  wholly  on  sales. 

"Sell  Your  Salesmen  the  Idea  of 
Education,"  said  the  speaker.  "The 
proprietor's  interest  in  the  salesmen  is 
the  most  important  factor,  and  he  can 
be  of  much  assistance  by  following  out 
the  above  plan. 

"Instead  of  selling  a  man  who  comes 
in  to  buy  one  suit  of  clothes  sell  him 
two.  If  he  comes  in  to  buy  a  hat  sell 
him  half  a  dozen." 

"It  Can  Be  Done" 

This  was  emphasized  by  reference  to 
a  concrete  case,  where  a  young  man  who 
had  been  coached  by  Mr.  Fehlman  had 
changed  his  plans  on  the  next  customer 
who  came  in.  He  had  put  his  idea  into 
practical  use,  and  when  he  got  through 
was  surprised  himself  at  the  results, 
having  sold  the  customer  a    very  much 
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larger  amount  than  he  could  have  done 
under  the  old  plan.  After  the  customer 
had  gone  out  he  remarked:  "You  can  do 
it,  can't  you?" 

The  matter  of  suggestion  can  be 
brought  in  here  as,  for  instance,  when 
a  man  comes  in  to  buy  a  pair  of  socks: 
"Of  course,  you  want  a  new  pair  every 
day,  don't  you?"  and  the  customer  will 
not  acknowledge  that  he  does  not.  He 
is  very  likely  to  take  the  suggestion  of 
the  salesman,  and  buy  a  pair  for  each 
day  of  the  week.  The  same  follows 
with  underwear,  shirts,  shoes,  etc. 

"Deference  to  the  customer,"  said  Mr. 
Fehlman,  "is  something  which  all  ap- 
preciate, and  when  a  man  comes  in  to 
buy  one  shirt,  visualize  his  appearance, 
and  then  select  two  or  three  shirts  and 
show  to  him  that  selection  which  will 
give  him  a  proper  shirt  for  all  oc- 
casions." 


INTRODUCING  HORACE 

The  latest  juvenile  "phenom"  among 
writers  is  introduced  by  George  Ade. 
Not  to  be  outdone  by  Sir  James  Barrie, 
with  his  Daisy  Ashford  Coup  de  Maitre, 
Ade  has  sprung  upon  the  reading  public 
Horace  Atkisson  Wade,  aged  almost 
twelve,  and  his  171-page  book,  "In  the 
Shadow  of  Great  Peril,"  in  which  there 
are  hair-breadth  escapes  and  thrilling 
rescues.  There  is  a  c'ainty  damsel  and  a 
most  villainous  villain,  who,  by  the  way, 
comes  to  a  dire  end.  Virtue  emerges 
triumphant. 

According  to  "Reedy's  Mirror"  of  St. 
Louis,  "If  Horace  lives  to  be  thirty,  he 
may  write  the  Great  American  Novel." 
BOOK  BY  DR.  BLAND 

There  is  to  come  this  month  a  new 
book  by  Rev.  S.  G.  Bland,  of  Broadway 
Tabernacle,  Toronto.  Dr.  Bland  is  one 
of  the  leading  preachers  of  the  Metho- 
dist Church  in  Canada,  and  is  well  known 
from  coast  to  coast.  The  new  book, 
called  "The  New  Christianity,  or  The 
Religion  of  the  New  Age,"  is  one  that 
will  provoke  discussion  and  should  have 
a  big  sale.  The  author  points  out  many 
weaknesses  in  the  modern  church  and 
forecasts  what  the  new  Christianity  is  | 
and  means. 
WOMAN 

What  promises  to  be  a  sensation  in 
America  as  it  already  is  across  the  sea 
is  "Woman,"  by  the  French  novelist, 
"Magdalene  Mar." 

The  record  that  this  novel  has  made 
for  itself  in  a  few  weeks  is  unique  in  the 
history  of  the  book  business  in  France. 
The  author  has  received  letters  full  of 
enthusiasm  from  the  greatest  writers  of 
France,  England  and  elsewhere — H.  G. 
Wells,  Israel  Zangwill,  Georg  Brandes, 
Romain  Rolland,  Bertrand  Russell,  Ana 
tole  France  and  others.  Lectures  are  be- 
ing delivered  on  the  work.  It  is  having 
a  phenomenal  sale,  equalled  only  by 
"Marie  Claire"  and  Barbusse's  "Under 
Fire."  The  author  has  become  a  celeb 
rity  in  a  day  and  American  correspond 
ents  in  Paris  are  interviewing  her  and 
articles  about  her  and  her  work  will  soon 
appear  in  the  newspipers  of  America. 


Development  of  Phonograph  Industry 

Ever-Growing  Demand  for  Instruments  and  Records — Bookstores 
Are  Important  Outlets  for  These  Products 


I  WONDER  how  many  of  us  stop  to 
think  what  the  growth  of  the  phon- 
ograph business  has  been  within  the 
few  years  of  its  inception.  Its  growth 
can  be  likened  to  the  automobile  which 
has  made  such  rapid  strides  within  the 
last  ten  years,  and  like  the  automobile 
it  has  come  to  stay. 

Music  is  one  of  the  oldest  forms  of  en- 
tertainment known  to  this  world,  and 
can  be  traced  back  to  the  savages,  and 
through  the  more  advanced  ages  to  about 
four  hundred  years  ago  when  the 
"Klavier"  was  invented,  to  the  modern 
piano  of  to-day,  and  though  the  piano  has 
had  a  run  of  several  centuries  it  is  more 
popular  to-day  that  at  any  other  period 
of  its  history.  To-day  no  modern  home 
is  without  one,  and  although  the  talking 
machine  has  usurped  some  of  its  popu- 
larity it  only  goes  to  show  that  the  hu- 
man being  must  have  music  as  a  part  of 
his  daily  routine. 

No  one  has  ever  heard  of  any  kind  of 
a  musical  instrument  having  become  6b- 
sokte,  not  even  the  Jew's  harp  cr  the 
mouth  organ,  which  seem  to  live  and  to 
live  for  ever.  It  may  therefore  be 
taken  for  granted  that  the  phonograph 
has  come  to  stay.  It  is  only  a  few  years 
ago  that  the  public  in  general  thought 
that  this  new  type  of  mechanical  music 
was  only  a  fad  and  that  it  would  only 
lest  a  short  time.  It  has  not  only  been 
proven  that  it  has  come  tc  stay,  but  that 
it  is  to-day  the  most  popular  form  and 
manner  of  entertainment.  The  reason 
for  this  seems  that  the  younger 
generation  is  becoming  lazier  as 
far  as  studies  are  concerned,  and 
prefer  cranking  the  motor  of  the 
phonograph  to  sitting  on  a  stool  for 
hours  practising  scales  on  the  piano. 
This  does  not  indicate  that  we  are  be- 
coming less  musical,  but  it  rather  proves 
the  fact  that  we  prefer  a  better  class  of 
music  than  we  can  produce  ourselves  for 
cur  entertainment.  This  fact  is  con- 
ceded by  all  dealers  as  the  public  are  de- 
manding the  very  best  artists  on  their 
records  as  well  as  operas  and  classical 
reproductions. 

Although  it  is  only  a  few  years  since 
Mr.  Edison  invented  the  wax  cylinder 
record  for  the  phonograph,  undoubtedly 
the  most  important  improvement  since 
then  has  been  the  reproduction  of  the 
fat  disc  record.  Its  advantages  are 
many  as  it  not  only  gives  a  far  better 
reproduction  but  many  more  records  can 
bo  handled  in  less  space,  and,  further- 
more, they  can  be  played  on  both  sides 
and  are  more  durable  than  the  cylinder 
records  of  Mr.  Edison's  invention,  which, 
by  the  way  are  still  being  sold  by  many 
dealers  throughout  the  country,  more 
especially  in  the  smaller  farming  dis- 
tricts. In  the  cities  they  are  very  rarely 
encountered  to-day. 

The  phonograph  business  as  it  is  to- 


day is  one  of  the  foremost  industries, 
and  the  capital  employed  runs  into  the 
billions,  and  the  amount  annually  spent 
by  the  purchasing  public  is  far  in  ex- 
cess of  that  spent  for  any  other  musical 
instrument,  including  the  piano  and  the 
player  piano.  To-day  you  see  hundreds 
of  book  stores,  drug  stores,  and  fancy 
goods  stores,  and  all  kinds  of  stores 
handling  phonographs,  who  would  never 
think  of  handling  any  other  musical  in- 
strument. 

Another  large  business  which  is  an 
outgrowth  of  the  phonograph  business, 
and  which  is  closely  connected  with  it 
comprises  phonograph  specialties  and 
supplies.  This  is  a  particular  business 
of  its  own,  and  few  people  can  realize 
how  really  large  it  is.  To-day  there  are 
manufacturers  of  different  kinds  of  spec- 
ialties who  are  doing  an  enormous  busi- 
ness in  selling  through  dealers,  and  to 
the  public,  various  specialties  and  sup- 
plies. Take  for  instance  phonograph 
needles.  Have  you  ever  stopped  to  con- 
sider how  many  kinds  of  needles  there 
are  on  the  market  to-day?  all  of  which, 
vvith  a  few  exceptions,  are  good,  and  are 
purchased  by  the  public  in  large  quanti- 
ties. Have  you  ever  thought  how  many 
billions  of  ordinary  steel  needles  are  sold 
annually  ?  Can  you  realize  that  the  sales 
of  such  a  small  thing  as  an  ordinary 
steel  needle  run  into  millions  of  dollars 
per  year?  These  are  the  facts  of  the 
ordinary  steel  needle,  and  besides  these 
there  are  hundreds  of  varieties  of  so- 
called  permanent  and  semi-permanent 
needles  sold  to  the  public. 

Outside  of  needles  there  are  quantities 
of  phonograph  inventions  whic*i  the  pur- 
chasing public  are  eager  to  grasp  and 
luv  and  on  which  hundred   of  inventors 
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are  sperding  their  time  in  perfecting.  A 
few  of  these  which  I 'would  like  to  cite 
are:  Devices  for  automatically  winding 
up  your  phonograph  by  an  electric  motor 
when  it  is  run  down,  or  an  electric  motor 
which  will  run  your  phonograph  instead 
of  the  ordinary  and  very  troublesome 
spring  motor,  which  will,  I  believe  in  the 
near  future  become  obsolete  in  the  larger 
towns  when  the  electric  phonograph 
motor,  which  is  only  in  its  infancy,  is 
properly  developed.  There  are  other  ar- 
ticles which  will  repeat  your  records 
automatically.  These  articles  are  very 
ingenious  and  at  the  same  time  very 
simple  and  are  indispensable  to  the  pub- 
lic to-day.  They  are  very  useful  when 
dancing,  during  meal  hours,  for  edu- 
cational purposes,  and  for  other  uses. 
Then  there  are  other  novelties  such  as 
electric  lights,  so  that  you  will  not  spoil 
your  records  if  your  phonograph  is  plac- 
ed in  a  dark  corner,  or  if  you  are  using 
it  in  the  open  in  summer. 

One  of  the  first  attachments  that  was 
invented  and  of  which  there  are  many 
different  types  on  the  market  to-day  is 
the  automatic  stop,  a  great  number  of 
which,  unfortunately  will  not  automat. 
Though  the  majority  of  these  are  of  little 
value,  and  those  that  are  good  are  very 
seldom  used  by  the  public  when  they  are 
installed  on  machines,  as  they  are  un- 
doubtedly more  nuisance  to  set  them 
than  to  stop  the  phoongraph  by  hand, 
nevertheless  the  public,  when  purchasing 
a  phonograph  insist  that  it  be  equipped 
with  an  automatic  stop,  and  of  course 
the  dealer  must  cater  to  the  fads  of  his 
customers.  In  recent  years  there  have 
been  a  few  automatic  stops  made  that 
work  off  an  electric  battery  and  have 
more  positive  contacts  than  can  be  de- 
vised by  a  mechanical  contrivance.  These 
are  far  superior  to  the  automatic  kind 
worked  by  a  spring. 

Many  ingenious  devices  have  been  ef- 
fected for  keeping  your  records  in  per- 
fect order,  and  to  prevent  them  from1  be- 
ing scratched.  The  kind  most  commorfly 
used  is  the  record  album.  These  are 
easily  handled,  and  sell  at  a  popular 
price.  There  are  several  good  systems 
installed  in  phonographs,  and  in  the 
writer's  opinion  the  best  of  these  are 
those  that  keep  the  records  flat,  as  when 
a  record  is  upright  it  has  a  tendency  to 
warp  if  it  gets  at  all  warm.  In  this 
respect  I  would  like  to  mention  that  a 
dealer  should  he  very  careful  if  he  places 
any  record?  in  his  window  for  display- 
as  he  is  liable  to  be  the  loser  should  the 
sun  strike  them.  For  display  records  in 
windows  some  of  the  bio-  manufacturers 
are  now  supplying:  imitation  records 
made  of  cardboard,  or  more  often  of 
sheet  metal. 

In  conclusion,  the  writer  would  like  to 
state  to  those  who  are  still  no^simistic 
Continued  on   Next  Page 


Tells  of  British  Supremacy 

Aubrey  0.  Hurst  on  the  Outlook  for  World  Trade  in  British 
•Stationery,  Leather  Goods  and  Toy  Products 


ACCORDING  to  Aubrey  0.  Hurst, 
manufacturers'  agent  for  various 
paper  goods,  lines  including  play- 
ing cards,  greeting  cards,  writing  papers, 
etc.  English  manufacturers  of  toys, 
paper  specialties  and  leather  goods, 
novelties  have  struck  the  death  blow  to 
Germany's  former  supremacy  in  these 
lines. 

Mr.  Hurst  is  enthusiastic  regarding  the 
extent  and  significance  of  the  British 
Industries  Fair  which  he  attended  in 
London. 

"Many  firms  had  to  placard  their' 
booths  with  signs  that  no  further  orders 
could  be  accepted  for  delivery,"  said  Mr. 
Hurst.  They  had  completely  sold  out. 
Millions  of  dollars'  worth  of  orders  were 
booked,  and  only  for  shipment  in  Britain. 
So  far  they  had  net  attempted  to  exploit 
the  export  trade,  having  a  greater  mar- 
ket at  home  than  they  could  supply.  With 
a  greater  enterprise  they  could  virtually 
control  the  export  markets,  was  Mr. 
Hurst's  view. 

"While  British  goods  are  somewhat 
higher  in  price  than  the  German  goods, 
they  are  of  much  better  quality.  It  is 
noteworthy  that  the  new  industries  are 
•  making  far  greater  headway  than  the  old 
lines  of  staple  manufactures  as  many  of 
these  latter  failed  to  reorganize  their 
plants  for  post-war  trade  from  the  var- 
ious branches  of  war  industry  in  which 
they   were   engaged." 

Among  the  firms  represented  by  Mr. 
Hurst  is  that  old-established  concern, 
Williani  Ritchie  &  Sons,  Ltd.,  of  Edin- 
burgh, Scotland,  described  by  Mr.  Hurst 
as  being  "seventy  years  young,"  because, 
endowed  with  the  steadiness  and  calm- 
ness and  discriminating  outlook  that 
come  with  years,  it  pulsates  with  the 
vitality  and  hope  of  youth.  Generations 
have  arisen,  contributed  their  quota, 
looked  their  last  upon  the  sun,  and  gone 
to  their  rest  since  the  late  Wm.  Ritchie 
laid  the  firm's  foundation-stone.  A  man 
of  high  integrity  and  clear  vision,  he 
builded  well.  Broad-based  on  the  immut- 
able principles  of  fair  and  honest  dea<- 
ing,  the  edifice  grew  and  expanded.  To- 
day it  is  one  of  the  most  reputable  and 
successful  firms  in  the  world  of  station- 
ery. Those  who  followed  the  founder 
remained  true  to  his  lofty  ideals.  Es- 
tablished in  1850,  the  business  was  taken 
over  by  the  managing  directors,  Mr.  "Wm. 
Ritchie  and  Mr.  A.  Spottiswoode  Ritchie, 
and  shortly  thereafter  the  premises  at 
Elder  Street,  Edinburgh,  were  consider- 
ably extended.  In  1901,  after  the  death 
of  the  founder,  the  business  was  convert- 
ed into  a  private  limited  company,  and 
certain  of  the  firm's  employees  acquired 
a  shareholding  interest.  A  new  factory 
and  greatly  enlarged  warehouse  follow- 
ed in  1907,  making  the  establishment 
compare  favorably  with  the  largest  of 
its  kind  in  the  world. 

It  is  by  Mr.   Hurst's  connectior   with 


the  house  of  Charles  Goodall  &  Sons  as 
Canadian  representative,  that  Mr.  Hyrst 
is  probably  best  known  to  the  rank  and 
iile  of  the  Canadian  stationery  trade,  and 
to  Mr.  Hurst  this  paper  is  indebted  for 
the  brief  history  of  playing  cards,  ap- 
pearing in  this  issue  as  published  in 
booklet  form  by  the  Goodall  firm 

BRITISH  TOY  TRADE 

One  of  the  most  spectacular  sections 
of  the  British  Industries  Fair  in  London 
was  that  devoted  to  games  and  toys,  the 
manufacturers  of  which  have  increased 
notably  since  the  determination  to  cap- 
ture the  trade  from  Germany.  This  fact 
was  notably  established  by  the  numbers 
of  firms  producing  the  appended  doll 
specialties  alone:  Dolls,  77;  dolls'  cloth- 
'  rig,  50:  dolls  heads  and  limbs,  22:  dolls' 
houses,  23;  dells'  masks,  7;  dolls  peram- 
bulators, 3:  dolls'  wigs,  14. 

There  were  thirty-eight  firms  making 
toys  described  uncompromisingly  as 
"educational,"  and  sixty-five  exhibiting 
"constructional"  toys,  indicating  that  the 
youths  of  our-  times  are  changing  in  the 
matter  of  nursery  diversions. 

SOLID  BRITISH  TOYS 

The  British  Toy  Fair  this  year  secured 
some  fifty  million  dollars'  worth  of  or- 
ders for  British  manufacturers.  The 
Overseas  Trade  Department  of  the  Board 
of  Trade  was  the  organizing  body,  and  a 
Canadian,  Sir  Hamar  Greenwood,  was 
the  man  al  the  head. 

There  was  a  great  display  of  British- 
made  toys.  Of  these  toys,  F.  A.  Mac- 
Kenzie,  British  correspondent  for  the 
Toronto  "Star,"  cabled  his  paper  as  fol- 
lows :  "These  British  toys  are  solid,  with 
good  wearable  qualities,  and  very  varied. 
They  were  not  so  ingenious  as  some  of 
the  toys  that  America  has  been  turning 
out.  I  did  not  see  so  many  mechanical 
and  electrical  designs,  but  dolls  and 
Noah's  Arks,  games  of  all  kinds,  and 
little  tricks  were  there  in  abundance, 
and  above  all  they  were  toys  that  would 
wear.  In  the  old  days  when  we  depended 
on  Germany  and  Japan  for  our  toys  most 
of  them  were  broken  and  useless  the  day 
after  they  were  bought.  These  will  last 
for    generations." 

British  D-ll  Industry. 

A  report  on  the  doll  making  industry 
by  the  U.  S.  Consul  at  Leeds,  England, 
reveals  some  facts  of  interest  to  the 
Canadian  trade  as  being  indicative  of 
the  success  which  has  attended  the  efforts 
of  British  manufacturers  in  replacing 
German  dolls  in  the  markets  of  the 
world. 

For  several  years  before  the  war  a 
Dewsbury  firm  had  been  engaged  in 
handling  mohair  and  other  kinds  of  hair 
for  a  variety  of  purposes,  and  had  at 
its   command   trained  labor  which   could 
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be  readily  adapted  to  enterprises  on 
somewhat  different  lines.  The  Board  of 
Trade  realized  the  practicability  cf  this 
firm  extending  its  business  and  thus  help- 
ing to  overcome  the  situation  created  by 
the  lack  of  German  dolls,  and  the  very 
small  supplies  that  were  coming  from 
France  and  the  United  States. 

Some  dolls  were  being  made  in  Eng- 
land, but  they  were  outclassed  by  for- 
eign productions  with  which  there  was 
no  effective  competition.  In  a  remarkably 
short  period  these  conditions  have  been 
changed,  and  the  Dewsbury  firm  is  now 
carrying  on  a  flourishing  business  in  all 
branches  of  the  doll-making  trade  at  a 
large  factory  equipped  with  up-to-date 
plant  and  machinery  Already  upward  of 
800  workers  are  employed,  and  the  out- 
put has  reached  considerable  dimensions, 
with  constant  developments  under  way. 
The  range  in  designs  in  dolls  number  ful- 
ly 1,000,  and  many  of  the  models  are 
equal  to  any  formerly  produced  in  for- 
eign countries.  The  position  has  been 
so  reversed  that  it  is  hoped  that  not 
only  can  the  home  market  be  adequately 
supplied,  but  a  considerable  number  of 
dolls  exported.  The  production  of  hair 
frames  is  also  being  developed;  the  out- 
put pf  these  is  over  20,000  a  week.  A 
large  percentage  of  them  being  sent 
abroad,  there  being  excellent  demand  for 
them. 


DEYEI.OI'MENT     OF     PHONOGRAPH 
INDUSTRY 

'Continued  from  page  53) 

as  to  the  future  of  the  phonograph  busi- 
ness that  if  they  will   review  the  facts 
herein  set  forth  and  remember  that  this 
industry  has  increased  100  per  cent,  per 
annum  for  the  last  live  years  or  more, 
and  if  they  will  further  review  the  rapid 
strides  attained  in  the  perfection  of  the 
mechanism    and    in   the    construction    of 
the  cabinets,  and  if  they  will  also  study 
the     advertisements     in     the     different 
monthly  poriodicals  they  will  then  real- 
ize that  millions  of  dollars  that  are  be- 
ing spent  to    educate    the    public,    and 
furthermore,  when  they  consider  the  per- 
fection attained  in  recording  as  well  as 
manufacturing    the    records,     they     will 
agree   with   me   that   the   phonograph    is 
now  no  longer  an  experiment  or  a  Coy 
but  that   it  has  come  to   stay,   and,   like 
the  piano,  its  popularity  is  ever  on  the 
increase,   though    each   one   has    its    own 
many  virtues.    I  would  also  like  to  point 
out  and  draw  a  comnarison  between  the 
phonograph  record  and  the  moving  pic- 
ture film,  as  both  of  these  are  the  only 
way   by    which    we    can    demonstrate    to 
future    generations    the    ability    of    our 
statesmen   and    artists    of   to-day.      The 
ore  by  showing  them  on  the  screen  and 
the  other  by  recording  the  power  of  their 
voice  through  immortality. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers 

and  Stationers  in  All  Parts  of  Canada 

Parkhill,   Ont.  -  Benham's    Bookstore  They  pay  me  money,  it  is  true,  and  that  and  the  price  is  very  low  for  such  higj 
advertises    "Knitting    yarn,    all    shades"  money  is   necessary.     But  they   pay   me  grade  goods.                   • 
and  books  on  knitting.    This  may  inspire  ™ore   than   that.     They   pay   me  m-  the           Vernon   B   C.-A  new  idea  for  a     all- 
some  wiseacre  in   a  metropolitan  centre  *™  coin  of  their  own  personalit.es.     I  paper   department     s   to   adveiti  e    it    a 
to    wax   cvnical    at    the   expense    of   the  think  that  1  am  one  of  the  richest  men  "The  Paper  Parlor,     as  included  in  the 
iii*       u     i    t.          u '  K   -4-           *.  i  in  the  world      Life  has  been  and  is  very  advertising  of  Wm.  Forester,  of  Vernon, 
small   town      bookstore,   but   it   must  be  m  Ule  wunu.     ±jhc  ^aa  w^cn  »                   j                          =>                                    »          t.,.,,- 
,         ,  ,,    ,  ,      .    '           .     ,               „  p.occ; »                                                                           Newcastle,    N.    B. — R.    A.    N.    Jarvis, 

remembered  that  bookstores  in  towns  of  i=o^u-                                                                                                       .                   a+„<-- .»  »  „™,, 

,,           ,,              ,             ,             ,  This   Was  followed  bv  mention  of  the         Books,     Music     and     Stationery,     uses 
two    or    three    thousand    people    or    less  -L"1S>    wah  ll"lwnu   "'    •"«=""""  "       ,                                   .•     i                       *.           „j    „,i 
must  carry  more  lines   than   books   and  following  items:  Choice  Booklets,  Cards,  newspaper    display    space    to    good    ad- 
stationery   proper   in   order   to    make    a  and  Novelties,  Hymn  ana  Prayer  Books,  vantage.     A    recent  advertisement Jea* 
worth-while   livelihood.  Bibles,  and  other  nice  Gifts.  tared    papevenes,    tablets,    envelopes    m 

Grinham's,    in    Oakville,    Ont.,    is    an-  "Tara.  Ont.-Van  Dusen  &  Son,  of  the  bulk,  and  standard  brands  of  inks. 

„                       ,                                                 ,  r  firlpv  P.nnkutnvp    have  hetri  advertising           Charlottetown,  I',  E.  I. — In  connection 

other   store   where   notions   and  women's  leader  Jr.ooKstoie,  nave  Deen  acive-ubiii*.                                      >                             m,,onoi, 

fancv  goods  are  sold,  and  these  lines  con-  wallpaper  in  liberal  newspaper  space.  In  with   the   announcement   of  a   wallpape 

stitute  a  most  attractive  department  in  advertising     semi-trimmed     papers     this  catalogue   copy   was    run    by    Moore    and 

that  store  paragraph  was  used:  McLeod  Ltd.  as  follows  in  a  newspaper 

Bowmanville,  Ont.— W.  T.  Allen,  who  "The  trimming  of  the  paper  is  done  at  advertisement: 

advertises  his  store  as  the  "Bio-  20  Book  the  factory,  so  all  you  have  to  do  is  to          That  wonderful  new  money  saving  wall 

store"  has  a  eood  live  wallpaper  depart-  »reak  off   the  selvedges,  leaving  an  ac-  paper  catalogue  will  be  ready  in  a  few 

ment    and  has  been  running  some  good  '-uiately-trimmed  roll  that  is  easily  and  days.  Is  there  a  room  in  your  house  that 

strong      wallpaper      advertisements     in  quickly   hung    by    one    unaccustomed    to  needs  paper— ask  for  the  catalogue.  The 

liberal  newspaper  space  tne  work-     They  also    prevent    half    the  catalogue    contains    a    large    number    of 

Ridgetown,  Ont.— J    S.  Little    of  this  litter   and   "muss"   that   usually    accom-  actual  samples  of  new  wall     paper     de- 
live  little  town,  is" another  stationer  who  Panies  paperhanging."                                 '  signs  for  spring— the  prices  are  the  low- 
has  been  doing  some  good  wallpaper  ad-  Hanover.  Ont.— Taylor's  Bookstore  ad-  est  you  will  find  in  CANADA, 
vertising  this  season,  using  a  space  two  vertised  special  lots  of  paper  up  to  nine            Use  the  Coupon — Ask  For  a  Copy. 
columns" wide  by  five  inches  deep  in  the  lolls  with  borders  to  match    at    special  MGORE  &  McLEOD,   LIMITED 
Ridgetown  "Dominion."  Prices  of  ,;  to  10  cents  a  rolL     Retailers                  Charlottetown,  P.  E.  L. . 

Bracebridge,    Ont.— J.    H.    Elliott   has  who  make  lt  a  poin*  \°  th,u,s  keep  e                    Send  me  a  copy  of  your  new  spring 

been   using   a   double   column    space   six  l°tr.  cleared  away  will  be  able  to  keep  a              waU           r  catalogue. 

inches    deep   in   the   Muskoka   "Herald,"  much  cleaner  stock    than     is    otherwise              Namg        

advertising  wallpapers  this   spring,  and  Possible,  and  the  money    realized,     even              Address    

the  eoov  was  «-ood  and  =nannv  though  below  actual  cost  is  really  money 

Lethbr'd-e,  Alta-"Just?he  thing  for  gained,  because  if  not  thus  sold  they  will  NOVEL     WALLPAPER     ADVERTISE- 

the  home"'as  applied  to  a  box  file  is  a  'oeconie  dead  stock  and  take  UP  room  that  M^N1      . 

„  4-x           •         i             i      -4.1    j.1  •    i-             i  should  be  occunied  bv  live  stock  that  is           somewhat  of  a  sensation  was  caused 

rather  unusual  appeal  with  this  line,  and  -""i*1"  ""-  *->-i-ux'i«-u  uy   "Vl  Slu,-R  w,°1'  l  ,           -  „                 ,       ,.                         .    , 

opens    the   way    for    additional    sales    of  sal„pable-            ,            A        u        ,.            u  by,  &  ful1  page  advertisement  printed  on 

box  files   to   manv  other  stationers  who  t   Brampton,    Ont.-Another    firm    that  actual   wallpaper  appearing  m  the  issue 

have  probably  not  thought  of  the  suit-  features  ready-trimmed  wallpaper  in  its  of  the  Toronto     Daily  World     for  April 

ability  cf  the  box  file  as  a  home  con-  advertising  is   Cowling's  Variety   Store.  ?. 

venience  ^hi&  store  uscs  newspapei  electros  with           The  wallpaper  in    question    was     the 

Calgary,  Alta.-"Big  British  Mail  Just  S°od  convincing     copy     in     space     two  same  in  each  of  the  newspapers  as  indi- 

In."    This  was  the  heading  in  large  tvpe  columns  wide  and  six  inches  deep.  cated  by  the  following  quotation  for  the 

of  an  advertisement  of  Pearson's  Book-  Truro'  N-   S.-"Keep   the  Home   Walls  announcement  ,n  regular  newspaper  page 

shop  advertisino.  Old  Country  papers  and  Smiling,"    is    the    striking    heading    of    a  form  printed  on  the  reverse  side  of  the 

periodicals   and  mentioning   particularly  wallpaper  advertisement  used  by  T.  Ford  pattern:          ...... 

Children'-  comics  in  the  Truro  News.                                                     See   sample   of  bird  chintz  paper  on 

Smith's    Falls."  Ont -John     Hart,     in  Kingston,  Ont.-Under  the  heading  in  reverse    side    of   page.      It   is   a    special 

connection   with   his   wallpaper  publicity  h^    djsplay   type    "Canadian    Papers    for  bedroom  paper  and  is  obtainable  m  blue 

advertises     silver     polish,     floor      wax,  Canadian  People,"  the  College  Bookstore  and   grey   or   green   and   grey      Order   a 

"Satinette,"   the   new   cleaner   for   wall-  advertised    Toronto   and    Montreal    illus-  supply  for  your  spring  needs 

paper    plastei,  window  shades,  etc.  trated  weeklies,  "on  sale  every  Thursday        .  rhe  only  words  printed  on  the  pattern 

Orillia.  Ont.— Smith's  Bookshop  adver-  morning."  side   were: 

tised  leather  goods   in   ffood   newspaper  Trenton,  Ont.-Ed.  A.     Simmons     ad-               See  Reverse^  Side  of  This  Page. 

space,  announcing  receipt  of  a  new  ship-  vertised  fifty  new  patterns   representing                               \    ja"on      f-          • 

ment  of  the  latest  styles  in  ladies'  purses  latest  designs  "also  latest  sample  books  .    ine  l       n^U*          x^1**?,      I      ,i 

„„,i  v.      ju           j.  j: r-p             4.    ,r        i  *'        r>     4-1    •  >      tti       •       r<       r>    vr    r>  aav  was  ^0,000.    Over  5,000  rolls  of  wali- 

ir-d  handbags  at  from  75  cents  to  $5  each,  from  Rentley  s,  Empire  Co.,  R.  N.  Boxer           •                           ,          ,    '         ...          .  . 

n^,i •        ii     *i  4     an        t  m_  vi      i        j    4.1.       »»     ou.                   i   -j  paper  were  used,  and  something  cf  the 

and  music  rolls  $1  to  $7  each.  Trebilcock  and  others.       Stress  was  laid                 ..    ,       r  ,,                                      , 

_     ,.  ..            .   ,             ,            -  magnitude  of  the  preparatory  work  en- 

Burhncton,    Ont. — An    unusual    book-  m  the  variety  to  choose  from.  .     i    ,              i,          JL i   j           4.1.     j;     * 

"^       '    Wiu-     •"■"    u"aaudl    uuuk  j  tailed   mav   be   e.atherea   from   the  facts 

store    advertisement    in    the    Burlington  Huntsville,  Muskoka.  —  George  Mor-  tj,at  tne  paper  had  to  he  trimmed  as  for 

"Gazette''  of  April  7  was  that  of  Joce-  gan's  store  is  hereafter  to  be  known  as  papering  and  had  to  be  put  on  rolls  for 

lyn's  Old  Country  Bookstore,  which,  un-  Morgan's  Novelty  Store,  and  25  cent  ar-  feeding  into  the  press  t^e  same  as  the 

der  the  heading  of  "The  Friendly  Work,"  tides  will  be  especially  featured.  newsprint,  beins?  run  on  a  regular  rotary 

presented  this  paragraph:  Fredericton,    N.    B.  —  The    McMurray  press  between   two    rolls    of  newsprint, 

"Every  day  I  bless  my  work  because  Book  and  Stationery     Co.,     Limited,     in  which    meant   that   the    wallpaper   parre 

of  the  joy   it  brings   to   me.     The   men  their  advertisements  include  this  line  at  was  included  in  the  folded  papers  as  de- 

with  whom  I  do  business  are  more  than  the  bottom:   "The  Piano  People."     In  a  livered  from  the  press, 

mere     business  acquaintances.     Most  of  recent    advertising    featuring    wallpaper           The   Eaton   people   admitted   that   the 

them  become  personal  friends.     Even  if  this  paragraph  was  included:  advertising  was  very  expensive,  but  as- 

we  had  no  business  connection  I  should  "We  have  the  finest  selection  of  Var-  serted   that  it  was  wonderfully  pr-oduc- 

want  to  know  that  they  were  in  my  life.  nished  Tiles  in  the  Maritime   Provinces  tive  in  sales  results. 
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Origin  of  the  Steel  Pen 

Interesting  History  of  the  Industry  That 
Succeeded  Quill  Pen  Making 


FOR  the  fallowing  brief  history  of 
steel  pens  from  their  inception  over 
a  hundred  years  ago,  BOOKSEL- 
LER AND  STATIONER  is  indebted  to 
A.  Roy  MacDougall,  who  obtained  this 
information  when  visiting  the  John  Mit- 
chell Pen  Works  when  he  was  in  England 
a  few  months  ago: 

In  ancient  times  a  kind  of  reed  (Lat. 
Calamus)  was  chiefly  used,  though  some- 
times the  letters  were  painted  with  a 
fine  hair-pencil,  as  among  the  Chinese 
at  the  present  day.,  Quill  pens  probably 
came  into  use  after  the  introduction  of 
modern  paper.  The  English  name  pen 
is  from  Lat.  Penna,  a  feather;  but  the 
old  form  of  penna  was  pesna  or  petua 
(=Gr.  Peteron),  from  the  root  pet,  to 
fly;  and  just  as  (Lat.  Ped)  is  identical 
with  (Eng.  Foot),  so  petna  or  peteron 
corresponds  to  feather  (Ger.  Feder). 
During  the  eighteenth  century  many  ef- 
forts wore  made  to  improve  the  quill 
pen,  the  great  defect  of  which  was  its 
speedy  injury  from  use,  and  the  conse- 
quent trouble  of  frequent  mending,  es- 
pecially in  schools,  where  the  school- 
master and  penknife  were  always  busy. 

Moreover,  even  the  most  skilful  maker 
of  quills  could  not  insure  uniformity  of 
•  quality,  and  any  variation  affected  the 
writer's  work.  These  efforts  were  chief- 
ly directed  to  fitting  small  metal  or  even 
ruby  points  to  the  nib  of  the  quill  pen, 
but  the  delicacy  of  fitting  was  so  great 
that  but  very  little  success  attended  the 
experiments.     About  the  year  1800,  pons 


began  to  be  made  wholly  of  metal;  they 
consisted  of  a  barrel  of  very  thin  steel 
and  were  cut  and  slit  so  as  to  resemble 
the  quill  pen  as  closely  as  possible.  They 
wore,  however,  very  indifferent;  and  be- 
ing dear  (the  retail  price  at  first  was 
half-a-crown,  and  subsequently  sixpence 
each)  they  made  but  litle  way;  their 
chief  fault  was  hardness,  which  produced 
a  disagreeable  scratching  of  the  paper. 
Further,  being  hand  made,  they  were 
both  clumsy  and  expensive,  and  no  two 
were  alike  in  their  action. 

In  1822  John  Mitchell  turned  his  atten- 


tion from  penknives  to  penc,  and  invent- 
ed the  press  tools  used  in  the  various 
process  of  pen  making. 

By  these  inventions  it  became  possible 
to  produce  pens  infinitely  superior  to  the 
hand-made  article  at  a  price  that  placed 
it  witliin  the  reach  of  the  poorest. 

A  few  years  later,  Joseph  Gillott  also 
commenced  to  manufacture  by  machin- 
ery, and  several  other  firms  followed, 
until  the  penmaking  became  and  remains 
one  of  the  staple  trades  of  Birmingham. 

The  steel  pen  made  its  first  appear- 
ance early  in  that  famous  half-century 
that  saw  the  birth  of  the  penny  post,  ot 
the  steam  railway,  the  steamship,  and 
the  telegraph,  and,  indeed,  may  be  said 
to  have  assisted  in  the  vast  schemes  of 
intercommunication  which  join  up  the 
ends  of  the  world. 


War  Stamp  Tax  Produces  $8,000,000  Revenue 

No  Prospect  of  Its  Removal,  Because  1919  Surplus 

of   Post   Office   Department   Was   $2,329,000— 

Periodical  Postage  to  be  Increased 

By  T.  M.  Fraser 


Ottawa. — It  may  be  taken  as  a  prac- 
tical certainty  that  the  postal  war  tax 
of  one  cent  will  not  be  removed  for  this 
year,  at  least.  The  Postmaster-General 
estimates  that  the  amount  of  revenue  se- 
cui"ed  from  this  last  year  was  not  less 
than  $8,000,000,  of  which  about  $2,000,- 
000  was  for  cheque  stamps,  leaving  a 
net  amount  of  $6,000,000  to  be  credited 
to  the  war  stamp.  The  surplus  of  the 
department  last  year  was  $2,329,000,  so 
that  to  drop  the  war  tax  stamp  would 
make  a  deficit  of  about  $4,000,000. 


It  is  also  proposed  to  increase  the  rate 
charged  for  carrying  publications.  It  is 
proposed  to  increase  the  rate  from  one- 
quarter  of  a  cent  a  pound  to  one  cent 
with  the  probability  of  further  increases 
later  on  and  with  a  higher  rate  for  pa- 
pers carried  beyond  the  300-mile  zone. 
The  publishers  will  probaViy  contend  that 
the  r^ate  should  be"  no  mere  than  doubled 
and  that  on  a  flat  basis.  They  argue 
that  the  department  should  not  expect 
to  make  money  out  of  their  business  as 
papers  and  periodicals  are  an  educational 
factor. 


Drastic  New  Bill  Aims  to  Put  Trading  Stamps 
Completely  Out  of  Business 

Proposed  Measure  Will  Make  Party  Who  Accepts  the  Trading 

Stamps  Equally  Guilty  With  the  Merchant  Who  Issues 

Them  and  Liable  to  a  Heavy  Fine 


LOUISVILLE,  Ky.— Trading  stamps 
are  likely  to  become  as  dangerous 
to  have  in  one's  possession  as 
whiskey  if  a  new  bill  now  before  the 
Legislature  becomes  a  law. 

The  Legislature  is  determined  that  the 
brilliantly  printed  little  piece  of  paper 
shall  absolutely  be  an  outcast,  and  to 
this  end  there  has  been  drawn  up  a  most 
drastic  legislative  weapon. 
.  According  to  this  bill  the  customer 
who  accepts  a  trading  stamp  from  a 
merchant  is  equally  guilty  with  the  mer- 
chant and  subject  to  the  same  penalties, 
which  range  from  five  days  in  jail  and 
$5  fine  to  fifty  days  in  jail  and  $50  fine. 

Only    One    Exception 

But  there  is  an  exoeption. 

If  the  customer  who  accepts  a  stamp 
turns  infformer  on  the  retailer,  then 
that  customer's  guilt  is  automatically 
wiped  out,  rescinded  and  "nulled"  and 
voided. 

But  there  is  another  exception. 


While  the  law  agrees  to  throw  its 
protecting  cloak  around  the  customer 
who  turns  state's  evidence  and  consider 
her  crime  as  though  not  committed,  it 
does  not  do  this  to  the  extent  of  pro- 
tecting said  erring  consumer  from  pros- 
ecution for  perjury. 

All  of  which  means  that  if  the  con- 
sumer should  slip  under  the  stress  of 
temptation  and  accept  a  trading-stamp 
bribe  from  her  retailer,  the  very  best 
thing  she  can  do  is  make  tracks  for  the 
district  attorney's  office  and  confess  at 
once  before  she  has  given  herself  a 
chance  to  tell  a  lie  about  it. 

Legal  Definition 

The  law  thus  defines  a  "trading 
stamp": 

Section  1.  The  term  "trading  stamp," 
within  the  meaning  of  this  act,  is  de- 
fined to  be  any  stamp,  coupon,  ticket, 
certificate,  label,  metal  check  or  tag, 
or    any    other    similar    written,    printed, 
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embossed,  engraved  or  blown  premium 
device  given  away  with  any  purchase 
or  sale  of  goods,  or  with  services  of 
any  kind,  performed  for  reward,  which, 
when  presented  either  separately  or 
with  similar  stamps,  shall  entitle  the 
holder  to  receive  any  gift  or  merchan- 
dise of  value,  or  which  shall  be  taken 
in  part  payment. 

The  term  "trading  stamp  company" 
is  defined  as  any  firm  engaged  in  the 
business. of  issuing,  distributing,  selling 
or  furnishing  trading  stamps,  which  a 
merchant  gives  away  to  his  customers 
with  the  sale  of  goods  or  in  connection 
with  work  for  reward,  it  being  immater- 
ial whether  such  stamps  are  redeemed 
in  money  or  merchandise  by  the  trading 
stamp  company  or  by  the  merchant  or 
person  who  gives  them  to  his  customers, 
or  by  any  other  person. 

A  period  of  ninety  days  from  the  pas- 
sage of  the  law  is  allowed  for  the  re 
demption        of        outstanding       trading 
stamps. 


A  bookseller,  when  asked  whether  he 
had  Browning's  works,  said  "No,  we  don't 
keep  such  books."  "Have  you  Praed?' 
asked  the  intending  customer.  "Yes,  but 
that  was  no  use,"  came  the  response. 


Interest  in  Sports  Attracts  Trade 

Dealers  and  Their  Assistants   Who    Are    Active  Participants  in 
Sports  Establish  Valuable  Connection  for  Business 


THE  Henderson  Brothers  of  Oshawa 
are  stationers  who  get  a  lot  of 
sporting  goods  business  by  their 
own  keen  interest  and  participation  in 
sports  of  various  kinds.  Many  book- 
sellers and  stationers  are  golfers  or 
bowlers.  Younger  men  in  the  trade 
among  proprietors  are  keen  devotees 
of  tennis.  Salesmen  who  play  these 
games,  baseball,  football,  and  those 
who  are  disciples  of  Isaak  Walton,  their 
name  is  legion,  all  attract  business  in 
these  sporting  goods  by  reason  of  their 
own  interest  in  them,  and  the  valuable 
connection  that  this  gives  them. 

The  "Sporting  Goods  Dealer"  tells  of 
a  New  York  sporting  goods  dealer  who 
is  probably  the  most  versatile  a  sports- 
man to  be  found  in  the  trade.  This  is 
Capt.  Frederick  H.  Schauffler, 

Capt  Schauffler  is  sufficiently  inter- 
ested in  sports  in  general  to  take  part 
once  a  year  in  a  unique  tournament  which 
he  and  a  friend  inaugurated  some  years 
ago.  They  are  the  cnly  participants,  ajid 
as  enemies  of  old  they  meet  on  various 
fields  of  contest  and  play  this  schedule: 
18  holes  of  golf;  best  two  out  of  three 
sets  of  tennis;  50  points  at  billiards;  10 
points  at  pool;  best  two  out  of  three 
frames  in  bowling;  rifle  shooting  at  200 
yards  and  300  yards;  revolver  shooting  at 
50  yards  and  75  yards;  trap  shooting, 
100  birds;  swimming  50  yards;  canoeing 
100  yards.  Each  contest  counts  one  point 
and  the  man  who  is  thrashed  blows  the 
other  fellow  to  dinner,  the  winner  privil- 
eged to  invite  as  many  as  he  pleases.  In 
years  gone  by  it  is  understood  that  the 
captain  was  frequently  the  host  on  these 
occasions,  but  for  the  past  few  years 
he  hasn't  been  obliged  to  buy. 

He  has  another  hobby,  photography; 
and  as  a  matter  of  fact  hunts  as  zealous- 
ly with  a  camera  as  he  does  with  a  gun. 
On  practically  all  of  his  hunting  trips 
he  has  carried  a  camera  and  has  taken 
many  splendid  pictures  of  big  game, 
which  form  an  interesting  sportsman's 
xhibit. 


SO  SAY  THEY  ALL 

Moncton,  N.  B., 
Feb.  14,  1920. 
Bookseller  and  Stationer, 
Toronto. 
Dear  Sirs — Am  enclosing  $1.00  to 
renew  my  subscription  to  BOOK- 
SELLER   AND    STATIONER    for 
another  year.      We  could  not  get 
along  without  it. 

Sincerely  yours, 

HATTIE  TWEEDIE, 
Bookseller  and  Stationer. 


Every  man  conducting  a  book  and 
stationery  store  would  do  well  to  interest 
himself  in  some  manner  or  other  in  all 
branches  of  sport  so  as  to  attract  busi- 
ness to  his  store,  for  all  sports  mean 
merchandise.  The  employees  should  be 
encouraged  to  do  the  same.  This  is  good 
business  building.  The  editor  would 
gladly  welcome  for  publication  in  BOOK- 
SELLER AND  STATIONER  brief  para- 


graphs showing  how  booksellers  and  sta- 
tioners and  their  assistants  are  associa- 
ting themselves  with  sporting  organiza- 
tions or  personally  participating  in 
sports.  In  this  connection,  the  sports  of 
outstanding  interest  as  affecting  trade  in 
the  stores  served  by  this  trade  newspaper 
may  be  listed  as  follows:  Baseball, 
football,  lacrosse,  golf,  tennis,  bowls, 
fishing,  camp  sports,  picnic  games  and  in 
winter  hockey  and  skating. 


Use  Your  Trade  Papers 

Don't  Try  to  Read  Them  All  As  They  Come  —  Cut  Out  the 
Articles  You  May  Need  in  the  Future 


SO  many  merchants  say,  "Yes,  I  know 
that  trade  papers  are  fine  things,  but 
I  never  get  time  to  read  them,  and  when 
I  do  pick  one  up  it  seldom  has  anything 
on  the  exact  problem  I'm  trying  to  work 
out." 

An  answer  to  this  complaint  has  been 
evolved  by  a  retailer  in  Illiiiois,  according 
to  the  ."Merchants'  Trade  Journal." 

Hir>  system  is  to  glance  through  the 
trade  journals  as  they  come  and  cut  out 
any  articles  which,  by  the  headlines,  he 
may  judge  to  be  interesting  to  him  at 
any  future  time.  These  he  files  under 
different  headings.  Then,  when  he  is 
working  out  some  new  plan  on  mer- 
chandising:, advertising,  etc.,  he  has  only 
to  refer  to  his  clippings  on  these  sub- 
jects and  find  at  once  the  ideas  for 
which  he  is  looking. 

Following  is  his  classification  of  sub- 
jects, but  another  merchant  might  de- 
velop them  differently  to  his  own  advant- 
age. 

The  first  general  heading  is  "buying." 
Under  this  come  many  subdivisions: 

(A)  Resident  buying,  buying  in  special 
lots,   returning   goods,   and   others. 

Second  comes  "selling." 

(B)  Under  this  general  heading  can  be 
placed  many  kindred  subject:-. 

Third  we  have  "store  management." 

(C)  Under  here  the  following  were 
arranged:  Competition,  stock  turns,  com- 
pensation, accounting  systems,  pay  rolls, 


overhead,  collections,    invoices,    building 
up  weak    departments,    help     problems, 
merchandising,  delivery. 
Fourth  was  "store  policy." 

(D)  Here  were  collected  such  articles 
as  service  to  customers,  atmosphere,  ad- 
justments, telephone  orders,  early  price 
cutting,  premiums,  price  maintenance, 
cash  and  credit,  discounts,  instalments, 
competitive  prices,  returned  goods  evil, 
one  price  policy,  mail-order  competition, 
free  alterations,  approvals,  carry  your 
own  packages,  trading  stamps,  gift  cer- 
tificates. 

Fifth  took  up  "retail  advertising." 

(E)  This  field  took  in:  Co-operation 
with  nationally  advertised  goods,  truth 
in  advertising,  space  allotments  to  de- 
partments, out-of-town  advertising,  ad- 
vertising for  a  new  store,  anniversary 
sales,  fashion  shows. 

Next  came  "trimming." 

(F)  Numerous  articles  and  illustra- 
tions on  window  and  interior  decorating 
and  trimming  as  well  as  all  sorts  of  djs- 
play?  were  entered  here. 

Last  was  "miscellaneous." 

(G)  Which  of  course  included  every- 
thing not  mentioned  above.  For  ex- 
ample: Store  leads,  shop-lifting,  detailed 
information  culled  from  articles  dealing 
with  the  particular  merchandising  of 
particular  articles,  until  almost  any  ar- 
ticle named  had  a  similar  clipping  show- 
ing how  this  particular  thing  cruld  be 
disposed  of  advantacceourly. 


FILLS  GREAT  FIELD 

Oakville,  Ont.,  March  20,  1920. 
I  have  just   returned  from  a  two  months'   visit   to  England.      Enclosed 
find  my  cheque  for  supply  of  Christmas  book  catalogues,  which  were  invalu- 
able to  me.      I  did  real  good  business  from  them. 

I  would  like  to  mention  also  my  keen  appreciaton  of  BOOKSELLER 
AND  STATIONER.  I  don't  dare  to  think  what  we  country  retailers  would 
do  without  it.  It  is  the  connecting  link  between  wholesalers  and  retailers. 
Best  wishes  for  1920.  F.  W.  GRINHAM, 

Bookseller  and  Stationer. 
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Wire  Goods  in  the  Stationery  Trade 

How  This  Business  May  be  Speeded  Up  by  Carrying  Representa- 
tive and  Adequate  Stocks — Make  Window  Displays  Help 


IN  your  stationery  store  do  ycu  con- 
sider a  dozen  or  so  each  of  wire 
waste  baskets  and  letter  trays,  and 
a  few  odd  double  trays  an  adequate  stock 
of  stationer1  wire  goods? 

If  you  do  you  are  standing  in  your 
own  light,  because,  as  with  many  other 
stationers'  sundry  lines,  you  can  do  a 
much  greater  volume  of  business  if  you 
will  only  :?tock  the  goods. 

You  can  sell  an  occasional  item  from  a 
catalogue,  but  to  depend  upon  a  cata- 
logue to  take  the  place  oi  actual  stock- 
in-trade  is  making  a  monumental  mis- 
take 

If  you  question  this  just  take  a  flyer 
with  a  couple  of  hundred  dollars  and 
put  in  a  really  representative  stock  of 
stationers'  wire  goods.  Then  put  in  a 
bang-up  window  display  showing  various 
including  the  built-up  trays,  including 
those  of  at  ieast  six  trays.  Then  there 
r.re  special  "built  up"  trays,  by  means 
of  which  these  baskets  in  tiers  can  be 
birlt  up  by  means  of  a  simple  adjust- 
ment which  anyone  can  effect. 

Referring  again  to  trays,  there  should 
be  shown,  in  addition  to  the  regulation 
typo,  the  5uecial  deep  trays  cf  larger 
capacity.  There  are  also  various  sizes 
of  waste  paper  baskets,  and  some  of 
stronger  construction  than  the  ordinary 
variety.  Some  have  double  wire  mesh, 
others  are  so  stroncrly  made  as  to  merit 
the  term  "indestructible."  Still  other? 
have  special  half-steel  bottoms,  specially 
designed  for  office,  school,  and  hotel  use. 
Then  there  are  coppered  waste  baskets, 
some  with  rings  woven  round  to  prevent 
spreading.  These  are  furnished  to  match 
in  color  various  styles  of  furniture. 

Especially  strong  baskets  are  made  in 
special  sizes  in  regular  stock  lines  up 
.to  18%  inches  high,  known  as  corpora- 
tion baskets,  as  illustrated  in  this  ar- 
ticle. Stationers  who  stock  unusual 
items    in   wire   good:;   will   be   agreeably 


surprised  by  the  sales  that  will  be  made 
evolving  from  most  unexpected  sources. 
The  best  feature  of  these  sales  is  that 
an  item  of  this  nature  runs  into  a  higher 
price  than  an  ordinary  basket,  and  con- 
sequently nets  the  dealer  a  higher  pro- 
fit. This  is  new  and  extra  business  of 
the  nature  that  enables  a  merchant  to 
expand,  ar.d  by  added  volume  of  sales 
reduce  the  percentage  of  his  overhead 
costs. 

Other  items  that  should  be  stocked  ar.d 
well  displayed  so  as  to  become  familiar 
to  probable  purchasers,  are  wire  wall 
stickers,  wall  letter  baskets,  postal  slot 
letter  baskets,  post  card  holders,  etc. 

Just  think  of  the  hit  that  can  be  made 
by  a  window  display  entirely  devoted  to 
wire  goods,  and  a  display  of  this  nature 
can  be  put  in  without  entailing  much 
trouble  in  order  to  obtain  the  desired 
effect.  It  will  increase  your  store's  pres- 
tige and  it  is  a  fact  that  if  you  will 
adopt  this  policy  all  along  the  line,  carry- 
ing adequate  stocks  of  all  legitimate 
lines  really  belonging  to  the  stationery 
business,  you  will  be  able  to  do  a  far 
greater  volume  of  business  than  if  you 
try  to  cover  too  much  ground,  venturing 
out  into  fields  really  foreign  to  the  sta- 
tionery business  proper  and  handicap- 
ping your  eiforts  by  being  unable  to 
carry  adequate  stock  of  any  of  them. 
Considering  certain  lines  it  is  advisable 
to  get  in  right  or  else  get  out  altogether. 
Do  not  be  satisfied  with  the  slipshod, 
half-hearted,    willy-nilly    buying    policy 


that  marks  the  indiscriminate  pokey,  or 
rather  lack  of  policy  in  buying,  of  so 
many  small  dealers,  whose  business  al- 
ways remains  small  for  that  very  reason. 
This  will  be  ready  by  stationers  in  big 
stores  in  metropolitan  cities  and  by  deal- 
ers in  small  towns  and  in  villages.  This 
must  be  kept  in  mind  by  the  reader,  and 
each  will  have  to  apply  the  points 
brought  out  to  fit  his  own  business,  but 
in  the  main  it  is  applicable  to  all  sta- 
tionery  stores. 


PHONOGRAPH  AS  EDUCATOR 

PHONOGRAPHS  are  playing  their 
part  in  helping  to  Canadianize  chil- 
dren of  foreign-born  people  who 
have  settled  in  Western  Canada.  For  in- 
stance, in  Wurtz,  Sask,  a  Mennonite  com- 
munity, nhor.ographs  have  been  instal- 
led in  the  schools.  Speaking  of  this,  one 
of  the  teachers  said: 

"There  should  be  a  phonograph  and 
the  best  of  records  in  every  school. 
There  is  no  better  way  of  introducing 
into  our  non-English  schools  our  Cana- 
dian songs.  It  is  propaganda  of  a  fine 
type  and  is  administered  in  the  least 
objectionable  way  in  which  such  work 
can  possibly  be  done." 

The  phonograph  is  used  also  to  fur- 
nish music  for  games  and  nursery 
rhymes,  and  the  result  of  the  entrance 
of  the  mechanical  assistant  has  been  the 
increased  interest  not  only  of  the  chil- 
dren, but  the  parents  as  well. 


BOOKSELLER    AND    STATIONER    is    indebted    to    White    &    Wycoffs 
"Viewpoint"   for  the  use  of  the  accompanying   display  of   writing   paper 
made   in   the   store   of   Artenberg   &    Finn,   of  New   Ycrk. 
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This  extra  large  wire  basket  is  an  item  that  will 
sell  readily  if  shown.  The  trouble  is  that  too 
many  stationers  are  content  to  stock  only  a  few 
of  the  standard  sizes  of  wire  baskets.  Credit  is 
hereby  accorded  the  Macdonald  Wire  Goods  Co. 
for  the  use  of  this  electro. 


Buying  Power  of  Small  Town  Dealers 

Aggregate  Greater  Than  Total  of  Larger  Dealers  Who  Get  Lower  Prices — Promotes 

Price-Cutting 


THE  small  town  dealer  and  the 
smaller  dealers  in  large  cities  do 
not,  on  the  whole,  get  the  consid- 
eration that  they  deserve  in  the  matter 
of  the  prices  they  have  to  pay  for  goods, 
when  the  relative  proportion  of  good^ 
bought  by  these  smaller  dealers  is  taken 
in  the  aggregate  as  against  the  total 
amount  of  purchases  by  the  larger  deal- 
ers who  get  preferred  prices  by  reason 
of  buying  in  larger  quantities. 

One  country  merchant,  in  speaking  to 
a  manufacturer's  representative,  as  re- 
corded by  a  drug  trade  paper,  said: 

"You  are  making  a  mistake  in  your 
merchandising  policy." 

Asked  in  what  way,  this  country 
dealer  added: , 

"I  mean  just  this:  You  play  with  two 
decks — one  for  the  ordinary  retailer  and 
another  for  the  big  buyer.  Now  I  recog- 
nize that  the  selling  cost,  packing,  etc., 
on  a  large  order  is  less  than  on  a  small 
one,  and  that  it  is  less  trouble  to  handle. 
But  there  are  only  a  few  large  buyers, 
and  it  is  the  great  bulk  of  small  buyers 
■who  give  you  your  big  volume.  Why  not 
make  them  vour  friends? 


"The  big  buyer  buys,  say,  five  gross 
of  your  product,  and  you  give  him  your 
so-called  quantity  price,  varying  from 
10  to  20  per  cent,  off  list.  I  come  along 
and  buy  one  gross  or  one-half  gross  and 
you  charge  me  full  list.  Five  gross  split 
up  among  the  many  outlets  of  the  big 
buyer  is  only  a  few  dozen  possibly  for 
each  outlet.  In  buying  one  gross  I  buy 
almost  six  times  as  much;  on  one-half 
gross,  I  buy  three  times  as  much  per 
outlet;  but  I  have  <o  pay  full  list.  The 
big  buyer  occupies  the  best  corners,  has 
a  larger  number  of  customers  per  day 
than  we  small  retailers,  and  by  the  law 
of  averages  ought  to  be  able  to  sell  and 
buy  per  outlet  a  great  deal  more  of  your 
product  than  I  do,  but  he  buys  and  sells 
less.  You  don't  gain  anything  by  this. 
You  do  not  win  any  special  good  will  by 
it.  In  buying  that  five  gross  the  big 
buyer  is  doing  you  no  favor.  He  wouldn't 
buy  a  dollar's  worth  of  your  product  un- 
less you  had  already  created  the  demand 
for  it  and  he  knew  he  could  sell  it.  For 
that  five-gross  order  he  gives  you  no 
extra  service  in  return.  When  your  pro- 
duct is  specifically  asked  for  he  delivers 
it — nothing  more. 


Increases  Temptation  to  Cut  Prices 

"Now,  to  pursue  further  that  10  or 
20  per  cent,  discount  off  list,  what  hap- 
pens?    Here's  where  it  hurts: 

"With  that  extra  10  or  20  per  cent, 
discount  off  list  as  a  competitive  weapon, 
the  big  buyer  becomes  the  big  cutter, 
and  is  able  to  undersell  me  and  all  other 
small  independents  and  still  make  a  pro- 
fit. To  meet  his  competition  I  must  sell 
without  profit  or  lose  prestige  with  my 
customers.  If  I  ask  list  price,  I  am  ac- 
cused of  profiteering.  In  giving  the  big 
buyer  that  extra  d;scount,  you  supply 
him  —  unintentionally  I'll  admit  —  but 
nevertheless  you  supply  him — with  the 
means  of  injuring"  my  store  and  all  other 
stores  like  mine.  You  make  it  possible 
for  him  to  demoralize  prices  everywhere. 
You  help  him  to  encourage  false  stand- 
ards of  prices  with  the  consumer.  By 
giving  this  selling  advantage  to  the  big 
buyer,  you  make  it  harder  for  me  to  do 
business.  I  am  deprived  of  profits  I 
ought  to  have,  though  I  perform  for  you 
exactly  the  same  service  as  a  distributor 
of  your  product  that  the  big  buyer  per-  . 
forms." 


Money  in  Cameras  and  Photo  Supplies 

How  to  Create  Bigger  Sales  on  Either  Cash  or  Credit  Basis  Selling  to  Those  Who  Have 
No  Cameras  and  Also  to  Those  Who  Want  Better  Ones 


SPRING  time  always  sees  an  in- 
creased use  of  cameras  and  camera 
supplies,  and  this  is  the  time  for 
the  stationer  to  push  his  cameras  to  the 
fore.  It  is,  therefore,  eminently  fitting 
for  special  drives  on  cameras  and 
camera  goods. 

One    big    point    to   remember     is     that 
everyone   who    has    not   a   camera    wants 
one.  and  that  many  of  those  who  already 
have   cameras     have     learned     from     ex- 
perience that    it    is  not     just  what  they 
want.    There  are  only  a  few  people,  after 
all,    who    are    satisfied'    with     what   they 
have,  and  even  thes^.  are  always  on  the 
lookout   for    supplies.      The    person    who 
not  now  possess   a  camera  can  be 
sold  outright  by  display  and  advertising. 
It  can  be  pointed  out  to  him  how  soon  he 
will   need   a   cam?r.\   and   the  wisdom   of 
-     a    selection    while    the    stock    is 
complete.     In  certain  districts  where  the 
stationer  knows  his  trade    it    might    be 
well  to  work  out  a  special  camera  offer- 
ing.    Let  the  customer  select  a    camera 
rade  and   make  a  weekly  pay- 
the  stationer  holding    the    camera 
the   last   payment   is   made.     Book- 
keeping can  be  avoided  in  such  a  case  by 
having  cards   printed   in   duplicate,   each 
card   having   spaces   for  entries   of  these 
weekly  payments.     Give  the  customer  a 


card,  and  on  each  payment  place  the 
cards  together  and  punch  them.  There 
would  then  be  no  question  of  how  much 
is  still  due  and  the  plan  would  work  no 
hardship  on  the  stationer. 

Boosts  Better  Grades 

By  placing  such  a  scheme  before  the 
public  it  is  possible  to  increase  business 
by  inducing  young  men  and  young  wo- 
men to  buy  a  better  grade  of  camera 
than  would  be  the  case  if  they  paid  spot 
cash  for  the  machine 

In  some  towns  the  merchants  find  it 
profitable  to  do  a  credit  business.  This 
is  not  advocated  by  the  writer,  where  it 
is  possible  to  carry  on  a  strictly  cash 
business,  but  if  a  dealer  is  already  doing 
a  credit  business  camera  sales  naturally 
will  be  included  and  for  that  reason 
mention  must  be  made  here  of  the  case 
•with  which,  for  that  very  reason,  cus- 
tomers can  be  prevailed  upon  to  take  a 
)  eally  good  high-priced  camera,  rather 
than  a  cheap  one,  which  they  will  be  al- 
most sure  to  want  tc  replace  by  a  better 
one  later  on. 

These  are  points  which  the  stationer 
should  consider  well  in  building  up  his 
camera  business. 

As  to  the  stationery  stores  where 
cameras  an;!  photo  supplies  are  not  sold, 
they   are   in   the   minority,   but   those   of 
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the  trade  who  are  still  non-dealers  in 
these  goods  will  be  well  advised  to  jump 
right  into  this  business  this  spring. 
Spring  and  summer  are  the  best  seasons, 
but  it  is  a  business  of  year-round  sales 
and  most  satisfactory  profits. 


TRIBUTE  TO   "WORK"   AS 

THE  FATHER  OF  SUCCESS 

"The  father  of  Success  is  Work," 
Rotarian  James  H.  Heron,  author- 
humorist,  New  York  (a  Scarboro 
old  boy),  told  the  Rotarians  at 
luncheon  at  the  King  Edward  Ho- 
tel in  Toronto,  in  his  address,  "The 
Will  to  Win."  "And  the  mother  of 
Success  is  Ambition,"  said  Mr. 
Heron.  "The  oldest  son  is  Com- 
mon-sense, and  his  brothers  are 
Perseverance,  Thoroughness,  Hon- 
esty, Forethought,  Enthusiasm  and 
Co-operation.  The  oldest  daughter 
is  Character,  and  her  sisters  Cheer- 
fulness, Loyalty,  Courage,  Econ- 
omy, Sincerity  and  Harmony.  The 
baby  is  Opportunity,  and  if  the 
world  gets  acquainted  with  old  man 
'Work'  they'll  get  along  very  nice- 
ly with  the  rest  of  the  family." 


BOOKSELLER     AND     STATIONER 


OUIJA  BOARDS 

The  boom  in  Ouija  boards  was  on  a 
year  or  so  ago  when  "The  Twentieth 
plane"  was  a  best-seller  among  books, 
and  this  was  particularly  true  in  Toronto 
because  of  the  newspaper  publicity  given 
to  pyschical  seances  and  spirit  talks  with 
denizens  of  the  twentieth  plane.  There 
are  so  many  homes  having  Ouija  boards 
that  the  prospective  market  is  thereby 
considerably  reduced,  but  Ouija  boards 
and  similar  contraptions  of  a  similar  na- 
ture are  still  big  sellers. 

In  one  store  in  Toronto  for  instance 
about  fifty  Ouija  boards  are  sold  every 
week,  and  these  boards  by  the  way  are 
made  in  Canada.  The  store  referred  to 
is  a  big  departmental  store  and  the  Ouija 
boards  are  stocked  in  the  toy  department 
as  they  are  in  the  toy  department  of  the 
stationery  stores  throughout  the  country. 
As  recounted  to  a  reporter,  the  ma- 
jority of  people  who  come  and  buy  the 
boards  at  the  counter  are  serious  and 
solemn  about  it.  But  they  order  the 
boards  delivered  to  their  homes.  Oc- 
casionally a  rather  shy  and  embarrassed 
giggly  lady  makes  the  purchase. 

But  at  least  50  per  cent,  of  the  sales 
are  made  over  the  telephone,  the  pur- 
chaser concealed  behind  some  miles  of 
wire.  And  the  mail-order  department 
does  a  brisk  trade. 

The  boards  are  manufactured  by  a 
large  Toronto  factory  which  makes  many 
other  games  of  wood  and  cardboard. 

"Are  not  the  believers  somewhat 
•shocked  to  find  Ouija  boards  being  sold 
in  the  games  circle?"  I  asked. 

The  counter  over  which  Ouija  is  sold 
holds  an  assortment  of  jacks,  tops,  rub- 
ber balls,  dice  games,  the  donkey's  tail, 
checkers,  ring  the  peg,  and  so  on. 

"Oh,  well,"  said  the  assistant  manager, 
"here  are  dice,  for  example.  Old  as  the 
hills.  Think  of  the  fate  of  kings  and  em- 
pires that  have  depended  on  the  magic 
decision  of  the  wee  bones!" 

Many  of  the  purchasers  of  the  boards, 
when  they  see  them  amid  these  childish 
things,  suspect  that   these   Ouijas  must 
ho  a  toy  variety  of  the  real  thing. 
•  "Are  they  the  proper  kind?"  they  ask. 
•  "Have  they  got  the  power  in  them?" 
And  what  can  an  honest  saleslady  an- 
swer to  that? 

Some  folks,  shy,  say:  "I  want  a  Ouija 
board  for  my  little  girl  to  play  with." 
But  why  do  they  blush? 
Others  giggle  and  say  they  are  going 
to  have  a  little  fun  with  some  friends. 

But  one  lady  who  bought  a  board  said 
she  had  received  word  of  the  death  of  her 
son  in  battle,  and  that  some  time  after, 
while  playing  with  a  friend's  Ouija  board 
it  told  her  that  her  son  was  not  dead,  but 
would  return  on  such  and  such  a  date. 
And  lo,  her  son  returned.  So  she  said 
she  was  buying  a  Ouija  board,  best 
quality,  as  a  sort  of  act  of  faith,  as  one 
would  bargain  for  a  relic  of  a  holy  man. 

Why  not  advertise  Ouija  boards  to  find 
lost  husbands?  Samuel  Elmore,  when 
incarcerated  in  the  Orange,  N.J.,  jail, 
blamed  the  Ouija  for  his  apprehension  in 
that  wifie  had  implored  spiritualistic  aid 
through  the  medium  of  a  Ouija  board  in 
locating  her  long-missing  husband.     She 


declared  that  the  board  directed  her  from 
New  York  to  '  an  address  in  Orange, 
where  she  found  Samuel.  Elmore  was 
promptly  arrested  on  a  charge  of  deser- 
tion. 


IS  THE  CUSTOMER  ALWAYS  RIGHT? 

CONSIDERING  the  question  of  courtesy 
to  customers  the  writer  recalls  an  ex- 
perience he  had  in  one  of  the  leading  shoe 
stores  of  Toronto.  Having  bought  a  pair 
of  Oxfords  he  was  also  induced  to  purchase 
a  pair  of  tan  silk  half-hose,  or,  in  the  actual 
parlance — "socks."  The  firm  sold  a  certain 
well-known  brand,  guaranteed  against  ex- 
hibiting toe  or  heel  after  only  a  few  days' 
wear.  The  writer  was  under  the  impression 
that  the  silk  socks  he  bought  were  of  that 
brand  and  when,  on  the  evening  of  the  first 
day's  wear,  he  beheld  a  hole  in  one  of  them 
extending  from  the  heel  almost  to  the  top  of 
the  sock,  his  chagrin  was  softened  by  thought 
of  that  guarantee,  because  these  silk  socks 
seemed  rather  expensive  in  those  pre-war 
days  (the  price  would  be  a  mere  bagatelle 
to-day). 

Next  day  he  took  the  damaged  s  ock  to  that 
shoe  store,  trustfully  confident  that  the 
guarantee  would  hold  good.  The  salesman, 
however,  explained  that  they  were  not  of  the 
particular  guaranteed  brand,  and  that  he 
would  consequently  have  to  refer  the  com- 
plaint   to    somebody    higher    up.     So    he 


appealed  to  the  son  end  of  the  partnership, 
and  "son"  bore  down  on  customer  in  the 
manner  of  a  prince  of  the  House  of  Hohen- 
zollern,  you  know,  the  "nutty"  one,  and 
made  short  shrift  of  any  possibility  of  a 
claim  for  allowance  due  to  the  large-sized 
rent  in  that  sock. 

"They  weren't  guaranteed!  We  can't 
get  the  money  back  from  the  manufacturer!" 

All  of  which  was  probably  true.  The 
point  is  that  instead  of  adopting  a  bull- 
dozing attitude  to  the  customer,  this  "rising" 
young  business  man  might  have  at  least 
given  his  gray-matter  some  exercise,  by 
seeking  to  exactly  explain  the  situation  and 
still  hold  the  customer's  good-will.  That 
could  have  been  done  as  easy  as  rolling  off  a 
log. 

The  incident  in  question  took  place  over 
five  years  ago  and  the  writer  who  was  that 
customer,  and  who  had  been  in  the  habit  of 
buying  shoes  in  that  store,  has  not  been  in 
there  since  that  timelJ^He  found  good  shoe 
values  elsewhere. 

Every  merchant  and  every  salesman 
should  keep  that  big  fact  in  mind.  It's 
mighty  easy  to  kill  future  business  by  being 
arbitrary  in  a  present  transaction.  Keep 
your  mind  on  future  trade  as  well  as  on  the 
present  profit. 

There's  much  to  be  said  for  that  trite 
commercial  remark:  "The  customer  is  al- 
ways right!" 


Are  Now  Made  in  Canada 

Children's  Toy  Books  an  Interesting  Addition 

to  Lines  Made  in  Our  Own  Country  —  Some 

Timely  Features 


A^lOST  interesting  development  in 
bock  publishing  in  Canada  and  one 
that  is  interesting  also  in  connec- 
tion with  the  toy  trade  is  the  production 
of  an  entirely  Canadian-made  series  of 
toy  books  by  the  Canada  Games  Com- 
pany of  Toronto.  These  toy  books  are 
not  only  printed  in  Canada  on  paper 
made  in  Canada,  but  the  pictures  are  by 
Canadian  artists,  and  the  familiar  old 
nursery  rhymes  are  made  more  enter- 
taining and  more  easily  understood  by 
Canadian  kiddies  by  reason  of  the 
introduction  of  modern  settings  in 
the  pictures  in  place  of  the  archai? 
ores  that  have  long  lost  their 
meaning  in  pictures  that  have  come 
down  to  each  succeeding  generation  in 
some  of  the  toy  books  still  extant,  that 
are  unchanged  in  appearance  from  those 
of  a  hundred  years  age  and  more 

Then  the  ABC  book,  the  pictures  il- 
lustrating  each    letter,    a*e    of    articl 


familiar  to  all,  mostly  common  to  all 
Canadian  hjnnes.  For  the  letter  "U"  ap- 
pears the  Union  Jack.  Certainly  there 
has  been  no  more  familiar  sight  in  all 
eyes  since  1914  than  the  flag  that  braved 
a  thousand  years  the  battle  and  ths 
breeze.  When  it  conies  to  "Z,"  however, 
recourse  is  had  to  the  reliable  old  zebra, 
for  the  obvious  reason  that  articles  with 
7  as  their  first  letter  are  few  and  far 
between.  After  all  what  sort  of  a  toy 
book  would  it  be  without  a  Zebra? 
"Young-uns"  and  oldsters  alike  might 
safely  be  depended  upon  to  put  all  hands 
up  to  retain  said  Zebra. 

In  the  Mother  Hubbard  book  the  dog 
is  seen  dancing  his  jig  to  the  strains  of 
a  record  on  a  modern  cabinet  phono- 
graph. 

A  series  of  books  retailing  at  "  cents 
have  already  appeared,  and  more  preten- 
tions 10  cent  and  15  cent  books  ere  to 
come  shortly. 


35th  ANNUAL  SUBSCRIPTION  FOR  BOOKSELLER  AND  STATIONER 

In  sending  in  his  renewal  subscription  for  BOOKSELLER  AND  STA- 
TIONER under  date  of  April  25th,  E.  J.  Vickery,  bookseller  and  stationer, 
Yarmouth,  N.S.,  wrote  us  as  follows: 

"This  makes  the  thirty-fifth  consecutive  year  that  I  have  taken  this 
periodical  and  I  consider  it  one  of  the  best,  if  not  the  best,  on  the  market." 


60 


Useful  Ideas  for  Retailers  and  Assistants 

The  Problem  of  Efficient  Help— How  $2,000  Grows— Getting  the 
Other  Fellow's  Viewpoint 


THE  OTHER  MAN'S  IDEAS 

Across  the  street  from  your  place  of 
business- — or  perhaps  a  half  block  away 
—  or  in  the  next  town — or  in  some  town 
across  a  couple  of  states — is  a  man  whose 
business  problems  so  closely  resemble 
yours  that  his  methods  would  fit  your 
business  like  a  glove.  Perhaps  he  has 
worked  out  better  methods  than  you  for 
meeting  those  problems. 

What,  after  all,  can  you  know  of  what 
he  is  doing — let  alone  what  the  scores  of 
others  like  him  are  doing?  If  you  go  to 
him  and  ask  about  his  methods,  he  will 
probably  tell  you,  for  "business  secrets" 
are  going  out  of  fashion.  But  how  much 
time  can  you  afford  to  spend  thus  away 
from  your  business  and  what  assurance 
have  you  that  your  visit  will  yield  any 
ideas  that  you  can  see? 

That,  in  a  nutshell,  is  how  most  of 
"System's''  readers  have  it  figured  out. 
They  prefer  to  leave  to  trained  investi- 
gators the  laborious  task  of  searching 
out  better-than-ordinary  plans,  and*  of 
selecting  from  these  the  best  of  the  lot. 
Then  the  reader  gets  his  methods  con- 
densed, and  with  the  assurance  that  they 
have  been  weighed  in  the  business  bal- 
ance. 

MOVIES  AS  EDUCATORS 

The  romance  of  the  motion  picture  as 
the  handmaider  of  educational  and  com- 
mercial institutions  will  be  presented  in 
a  book  to  come  shortly  under  the  title  of 
"The  Industrial  and  Educational  Motion 
Picture."  by  Harry  Levey,  who  has  been 
a  pioneer  in  the  development  of  this 
branch  of  the  motion  picture  industry. 

Motion  picture  stories  of  different  in- 
dustries are  put  on  with  success  in  lead- 
ing moving  picture  houses.  The  writer 
recalls  with  interest  a  reel  illustrating 
the  paperrnaking  industry  from  forest  to 
the  finished  product,  the  pictures  having 
been  taken  at  a  Canadian  paper  mill.  One 
of  the  big  stationery  manufacturing 
plants  of  Toronto  just  last  month  was 
the  subject  of  a    movie    camera's    work 


shortly  to  be  exhibited  and  of  interest  to 
booksellers  is  the  coming  of  text  films 
for  scholars. 

In  the  II.  S.  four  complete  series  of 
Appleton-Universal  text  films  will  be 
ready  for  schools  and  colleges  before 
summer,  is  the  word  given  out  by  Mr. 
Levey  but  a  few  days  ago.  These  text 
films,  which  are  the  visualization  of  D. 
Appleton   &■   Company's    series     cf    text 


books,  will  comprise,  in  the  first  series, 
zoology,  commercial  geography,  hygiene 
and  history.  As  evidence  of  the  authen- 
ticity of  the  films,  Mr.  Levey  will  have 
the  authors  of  the  text  books  edit  the 
completed  films  before  their  release  for 
showing  and  instruction  to  the  public. 

It  is  only  a  matter  of  time  when  this 
development  will  spread  to  Canada  as 
well 


The  Problem  of  Efficient  Help 

Read  These  Criticisms  of  Booksellers'  Assist- 
ants by  a  Book  Buyer  —  Ignorance  Chases 
Trade  Away 


i. 


TO  booksellers  the  problem  of  get- 
ting efficient  assistants  is  always 
a  critical  one  or  is  at  least  in  the 
offing.  It  is  common  knowledge  that 
lack  of  manners  and  courtesy  is  likely 
to  be  met  with  in  department  stores  and 
even  in  some  stores  where  there  is  sup- 
posed to  be  a  close  personal  supervision 
by  the  proprietor.  Against  the  best  book 
stores  this  charge  cannot  be  brought 
and  there  too  are  found  assistants  hav- 
ing quite  a  high  degree  of  intelligence. 
The  "Atlantic  Monthly"  recently  pub- 
lished articles  on  "The  -Welfare  of  the 
Bookstore"  and  "The  Decay  of  the  Book- 
shop" and  letters  from  readers  discuss- 
ing these  have  made  interesting  reading 
ir  the  "Contributor's  Club,"  that  lively 
feature  of  the  good  old  magazine.  One 
bock  buyer  attributed  the  decrease  in 
book-buying  in  the  U.  S.  to  the  gradual 
reduction  of  living  space  in  the  homes, 
houses  having  so  largely  given  away 
apartments,  but  his  opinion  was  that  the 
chief  trouble  was  the  inefficiency  of  the 
assistants  in  the  bookstores  and  book 
departments  of  big  stores.  In  one  store 
his  request  for  a  book  by  Swinburne  re- 
vealed that  this  poet  was  an  unknown 
quantity  to  the  salesman. 

"Is    it    strange    that    such    attendants 


Air    Cushions    for    Comfort 

The  Kamrass  "Komfy-Kushion,"  made 
by  H.  Kamrass  &  Sons,  248  Eight  ave., 
Now  York,  is  offered  the  stationery 
trade  as  a  desirable  specialty  "wherever 
a  soft  seat  is  required."  The  Kamrass 
cushion  is  a  new  device,  combining  the 
solidity  of  the  best  upholstery  filling  with 
the  perfect  elacticity  of  air.  The  effect 
when  in  use  is  a  delightful  sensation  of 
comfort.  It  yields  to  the  slightest  pres- 
sure, resuming  its  original  shape  when 
that  pressure  is  removed.  This  is  effected 
by  means  of  a  clever  combination  of  air 
valves  which  constitute  the  patented  fea- 
ture of  the  cushion,  and  permits  of  a 
constant  change  of  air  within.  Incident- 
ally the  cushion  is  kept  soft,  resilient 
and  sanitary. 


The  cushion  is  made  in  three  shapes 
in  the  following  sizes:  10x18  inches; 
18x20  inches;  14x16  inches,  and  15 
inches  in  diameter. 


discourage  the  frequenting  of  book- 
stores ?  I  myself  never  go  to  one  except 
as  some  special  reason  may  force  the 
adventure.  I  write  for  what  I  want, 
knowing  that  better  wits  may  thus  be 
set  to  work  upon  my  order  than  usually 
respond  to  a  spoken  inquiry;  and  often 
I  write  to  the  publisher,  not  to  a  book- 
store. 

"Of  course,  no  bookseller  likes  a  cus- 
tomer to  write  instead  of  coming  in  per- 
son. He  must  know  that,  as  appetite 
grows  with  eating,  so  the  thirst  for 
books  grows  with  seeing  them.  But  if 
one  can  get  no  guidance,  if  books  that 
should  be  familiar  are  unknown,  and  if 
those  that  must  be  on  the  shelves  are 
not  found,  why  waste  one's  time  and 
fray  out  one's  temper  ?  I  am  not  the 
only  person  yvho,  if  there  were  a  really 
good  bookstore  in  New  York,  would 
haunt  it  and  spend  more  money  there 
than  she  could  afford.  And  by  really 
good  I  mean  one  where  the  customer 
can  sit  while  she  looks  at  books,  as  well 
as  one  where  the  attendants  know  their 
business. 

"I  am  not  condemning  the  bookseller; 
I  am  only  explaining  the  troubles  of  the 
customer.  I  know  how  difficult  it  must 
be  to  get  a  salesman  or  saleswoman  who 
knows  anything  of  books,  or  is  willing 
and  able  to  learn  about  them;  and  I 
take  pains  to  say  that  I  have  found  some 
who  are  more  than  polite,  who  are  cor- 
dial and  friendly,  and  two  or  three  who, 
within  their  special  provinces,  are  com- 
petent also. 

"As  a  rule,  however,  the  attendant,  as 
well  as  the  shop  itself,  is  a  weariness  to 
the  body  and  the  soul.  Far  better  may 
one  go  to  the  public  library  if  he  wants 
information  about  books." 

To  how  many  Canadian  bookstores 
does   this   criticism    apply? 

Every  bookseller  will  do  well  to  take 
stock  of  the  mental  equipment  of  his 
sales  force  and  to  take  steps  to  bring 
it  up  to  the  mark  by  proper  training  or,  if 
necessary,  by  replacing  inefficient  assis- 
tants, either  by  those  who  are  e^fie'ent  or 
are    willing    to   become    so. 


Two  Merchants:  One  Takes 

Profit,  The  Other  Burns  It 

Turning  Waste  Into  Profit  by  Selling  Waste  Paper — $20.00  a  Ton  for  Waste  Paper 


THERE  is  a  decided  shortage  of 
every  line  oi  merchandise.  Manu- 
facturers, for  the  most  part,  are 
accepttnig  orders  without  any  promise 
when  they  "will  m'ake  deliveries  of  their 
products.  In  most  cases  the  reason 
'given  for  this  condition  is  the  shortage 
of  help  and  raw  material.  In  pre-war 
time's  manufacturers  .state  that  it  was 
ho  trouble  to  get  their  emplo.yees  to 
Work  overtime  during  the  rush  seasonis. 
Now  that  Wages  are  higher  and  the 
hours  of  labor  are  shorter,  it  is  about 
an  impossibility  to  get  sufficient  help 
dn  the  day  time  to  turn  out  enough 
goods  to  frilll  the  hungry  maw  <o,f  the 
world  that  is  clamoring  for  more 
good's,  and  still  more  goods,  to  fill  the 
gap  caused  by  the  n  on  -productive  period 
of  the  Great  War. 

Shofntatge  is  Serious 

The  shortage  on  some  of  these  lines  is 
a  serious  menace  to  the  prosperity  of 
the  commercial  and  industrial  life  of  our 
fair  Candida.  There  is  a  world-wide 
shortage  of  paper  and  of  the  raw  ma- 
terials that  go  into  the  manufacture  of 
paper.  This  is  where  the  law  of  supply 
and  demand  again  comes  into  play.  The 
shortage  on  newspaper,  wrapping  paper, 
cardboard  afld  every  grade  of  paper, 
has  boosted  the  price  fully  three  hun- 
dred per  cent.  A  few  months  ago,  Win- 
nipeg— one  of  the  largest  and  most 
progressive  cities  in  the  Dominion — the 
gateway  of  our  magnificent  Northwest, 
was  practically  cut  off  from  the  outer 
world  through  the  shortage  of  news- 
papers, no  newspapers  being  printed  in 
that  city  for   several  week's.    ' 

Material  that  at  one  time  we  con- 
sidered waste,  good  for  nothing,  a 
nuisaxjce  to  the  community  and  there- 
fore destroyed,  is  now  being  turned  hack 
into  useful  articles. 

Paper  manufacturers  are  clamoring 
for  waste  paper  to  be  converted  into 
cardboard  to  be  made  into  biscuit  boxes, 
candy  boxes  and  cartons.  The  average 
retail  grocery  burns,  sends  to  the  incin- 
erator, or  otherwise  destroys,  about 
three  to  four  hundred  pounds  of  waste 
paper  per  week.  This  includes  scraps 
of  wrapping  paper,  newspapers  and 
cartons  of  all  descriptions.  In  the  month 
of  March,  1919 — just  one  year  ago — 
waste  paper  when  baled  was  worth 
$6.00  per  ton.  To-day  buyers  of  waste 
paper  are  paying  $20.00  per  ton  'and 
glad  to  get  it.  .If  the  paper  is  sorted  a 
larger  amount  than  this  can  be  realized. 
Waste  newspapers  are  bringing  $25.00 
per  tfc>.n.  Books  and  magazines  are 
worth  $30.00   per  ton.      . 

A  Paper  Baler  Soon  Pays  fdr  Itself 

A  baler  suitable  for  a  retail  grocer 
would  cost  $30.00  and  upwards,  accord- 
ing to  style  of  baler — a  profitable  in- 
vestment when  taken  into  consideration 


that  it  would  be  paid  for  out  of  waste 
paper  in  aboult  three  months. 

The  waste  paper  business  is  similar 
to,  that  of  other  businesses.  Certain  sea- 
sons demand  more  than  others.  The 
spring  and  fall  are  the  seasons  when 
to  dispose  of  your  waste  paper,  as  those 
are  the  seasons  when  there  is  the 
greatest  demand  and  the  highest  prices 
are  paid. 

If  the  merchant  bales  his  paper  and 
holds  it  until  the  big  seasons  he  would 
realize  a  greater  return.  The  fire  risk 
,on  baled  paper  is  very  light.  Baled 
paper  will  not  burn,  it  will  scorch  a 
little  on  the  outside,  and  that  wouM  be 
,the  extent  of  the  damage.  But,  on  the 
.other  hand,  loose  paper  thrown  into  a 
comer  of  the  cellar  or  outbuildings  is 
a  fire  risk  that  fire  insurance  under- 
writers will  not  put  up  with. 

The  cost  of  baling  paper  is  nil — it 
take!s  no  extra  help  or  time  than  it  does 
tt>  gather  it  up  and  gat  it  ready  for  the 
garbage   man. 

Quite  recently  BOOKSELLER  AND 
STATIONER'S  representative  was  pass- 


ing a  store  on  King  St.  West,  Toronto, 
when  the  garbage  was  being  collected. 
Large  cornflake,  shredded  wheat  and 
other  cartons  crammed  full  of  waste 
paper  was  being  piled  in  the  waggon 
to  be  destroyed,  to  pass  into  nothing. 
Another  item  that  helps  to  keep  up  the 
cost  of  living. 

Out  of  curiosity  BOOKSELLER  AND 
STATIONER'S  scribe  walked  into  the 
store  and  enquired  if  they  sold  the  waste 
paper,  and  was  promptly  told  "No,  it  was 
not  worth  the  trouble." 

Leaving  this  store  and  geang  further 
along  the  street,  he  went  into  the  gro- 
cery of  T.  Nolan,  at  the  corner  of  King 
rnd  Fc'iflard  streets,  and  asked  the 
same  question.  Mr.  Nolan  Teplied: 
"Sure,  we  save  the  waste  pa/per  and  aLsc 
bale  it."  "How  long  have  you  had  a 
baler?"  he  was  next  asked.  "I  purchased 
it  about  three  years  ago,"  replied  Mr. 
Nolan.  "I  wouldn't  be  without  one.  It's 
shown  us  a  distinct  profit  of  $75.00  per 
year,  and  if  the  price  of  waste  paper 
keeps  as  high  as  it  is  to-day,  our  profit 
will  be  trebled." 


For  All  Occasions 


These    three   smart   handbags    represent   the   newest   styles    for    spring    and   early    summer    wear. 
The  upper  left  is  in  light  brown  morocco  grain  lambskin  in  the  swagger  "kodak"   design.     B 
is  the  neat  little  "Avenue"  bag  of  striped  patent  leather.     To  the  right  is  a  lovely  silver  mounted 
black   moire  bag   with   chain   handle  and  tassel   trimming.      All   bags   are   fitted   with   mirrors  and 

attractive    linings. 
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Two  Million  for  Canadian  Toys 

The  war  and  you  dealers  created  the  Canadian  Toy  Industry.     The  war  provided  the  opportunity,  but 

^ou  supplied  the  market. 

fou've  a  personal  interest  in  this  big,  new,  growing  industry.     You  have  built  up  the  toy  business  in 

Canada  to  big  proportions. 

iVe  want  to  help  you  get  more  of  this  toy  business — and  most  of  all  more  Canadian-made  toy  business — 

'or  here  is  your  best  opportunity  for  biggest  profit. 

Three  or  four  years  ago  it  was  difficult  to  feature  Canadian-made  toys.      You  could  have  counted  the 

ines  almost  on  the  fingers  of  two,  hands.    But  now  you  can  display  them  in  wide  profusion,  from  blocks 

o  bicycles  and  animals  to  airplanes. 

Canadian-made  toys  come  to  you  without  any  extras  to  add  to  the  price.    No  long  transportation  charges, 

10  duty,  no  heavy  exchange — just  the  maker's  price,  and  plenty  of  room  left  for  your  own  good  profit. 

Canadian-made  toys  are  made  for  Canadians.     No  one  in  a  foreign  country,  thousands  of  miles  away,  can 

ell  what  toys  Canadian  children  like  best  so  well  as  Canadian  makers  living  right  here  in  Canadian 

itmosphere. 

fou  sold  nearly  a  million  dollars'  worth  of  these  Canadian-made  toys  last  year.      You  know  how  well 

hey  were  liked  and  how  readily  they  sold.     There's  a   "Two-Million   Opportunity"    waiting  for  you    in 

Janadian-made  toys  this  year. 

ARE  YOU  ON? 


A  Row  of  Canadian  Beauties 


The^e    new    novelty    dolls,    including    the    Tiss-Me.    Artiste,    Winkie   and   Smilie,   are  only  a   few  of  the  many   new  Canadian-made  dolls 

which   are  being   featured   this    season. 
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Story  of  the  Canadian  Toy  Trade 

Substantial  Progress  That  Has  Been  Made  is  an  Indication  of 
Further  Enormous  Development  That  Will  Surely  Follow 


TOY-MAKING  in  Canada  has  reach- 
ed proportions,  placing  it  among 
the  considerable  industries  of  this 
country.  Up  to  the  time  of  the  war  Can- 
adian toy-making  did  not  amount  to 
much,  although  in  the  matter  of  such 
products  as  wheeled  goods,  board  games, 
shoo-fly  rockers  and  card-board  games, 
Canadian-made  products  were  even  then 
quite  in  evidence. 

Since  then,  not  only  have  these  goods 
been  manufactured  on  a  greatly  increas- 
ed scale,  but  many  toy  lines,  notably 
doils  and  construction  toys,  have  been 
added  to  the  Canadian-made  list  and  the 
largest  of  these  concerns  now  does  a 
business  of  over  ha)f-a-million  doiTars  a 
year.  This  concern  exports  largely  to 
Britain  as  to  certain  other  Canadian  toy- 
making  firms.  These  Canadian  products 
have  been  well  received  in  the  British 
market  and  the  demands  from  that 
source  this  year  are  far  in  excess  of  the 
supply.  Part  of  this  is,  of  course,  attri- 
butable to  he  fact  that  practically  all  the 
toy  factoi'ies  in  Britain  are  behind  in 
tueir  orders,  being  unable  to  cope  with 
the  demands  of  the  home  market.  A  few 
of  them  have  made  some  effort  to  fill 
export  orders,  and  the  total  of  toys  im- 
ported from  Britain  by  Canada  for  the 
last  fiscal  year,  figures  for  which  are  not 
yet  available,  will  show  an  enormous  in- 
crease over  the  $28,000  worth  of  toys 
which  represented  Canada's  imports  from 
Britain  for  the  fiscal  years  ending  March 
31,   1919. 

Imports  from  Japan  have  been  falling 
off  but  it  is  estimated  that  imports  from 
the  U.  S.  now  reach  a  million  dollars 
for  the  year  as  compared  with  $708,459 
in  1898. 

The  healthy  state  of  the  toy  trade  in 
Canada  is  indicate  1  by  the  fact  that 
nothwithstanding  these  considerably  in- 
creased imports,  the  volume  of  Canadian- 
made  toys  is  showing  an  appreciable  in- 
crease each  year.  In  1898  it  was  re- 
ported to  be  about  $800,000,  which  would 
•epresent  at  least  $1,250,000  retail  value 
lid  for  1920  the  slogan  for  retailers  is 
,2,000,000  for  Canadian-made  toys  this 
year. 

In  reviewing  the  development  of  Cana- 
dian toy-making,  men  in  the  trade  are 
not  lacking  who  attribute  a  big  share  of 
the  increase  in  Canadian  toy  making  to 
the  widespread  effects  of  the  toy  shows 
held  in  Toronto  in  1916  and  1917.  Much 
has  been  heard  of  the  numerous  failures 
of  toy  ventures  that  followed  as  a  re- 
sult of  these  exhibitions  and  the  propa- 
ganda of  the  Department  of  Trade  and 
Commerce.  It  is  true  that  a  large  num- 
ber of  mushroom  concerns  burst  into  be- 
ing and  were  soon  back  in  oblivion,  but 
such  things  are  inevitable  and  are  true 
of  every  other  industry.     They  are  the 
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Three  Pretty  Dolls  Are  We 

These   ddlls,   the   Indianette,    Lotta-Sun   and   Hollikid,   are   also   Canadian   products. 


"no-account"  concerns.  Why  should  they 
be  considered  at  all  either  pro  or  con? 
The  ones  that  do  count  are  the  toy-mak- 
ing concerns  that  are  actually  in  busi- 
ness, including  the  producers  of  other 
goods,  with  whom  toys  are  by-products. 
The  total  represented  by  the  trade  done 
in  all  these  Canadian-made  toys  is  sig- 
nificant not  only  on  that  score  alone  but 
viewed  also  in  the  light  of  the  good  big 
increases  in  the  volume  of  these  Canadian 
by-products  because  of  the  reasonable 
assumption  that  as  great,  if  not  greater 
increases  in  this  respect  will  be  shown 
in  each  succeeding  year. 

That  is  the  theme  of  this  article:  the 
probability  of  "made-in-Canada"  toys 
being  manufactured  in  increasingly  large 
quantities  and  the  probability  of  each 
year  seeing  new  toy  lines  added  to  the 
Canadian-made  list.  The  writer  has  in 
mind  one  new  toy-manufacturing  firm 
that  is  just  now  getting  into  shape  to 
market  its  product.  The  line  is  not  as 
yet  extensive  but  a  good  start  has  been 
made  and  many  good  new  items  are  in 
train  for  manufacture,  some  of  which 
will     materialize,  this    year   and    others 


next  year.  The  efficient  manner  in  whi 
this  concern  is  proceeding  gives  eve 
assurance  that  their  toys  will  be  mo 
in  evidence  in  the  retail  stores  this  ye 
taking  their  place  with  the  other  Can] 
dian  toys  which  are  so  secure  in  t 
favor  of  the  trade  and  so  deserve 
popular  with  the  Canadian  people  g 
erally. 

It  will  be  appreciated  by  the  re 
dealers  that  there  is  every  reason  to 
lieve  that  further  important  addijj 
to  Canadian-made  toys  will  continue 
oe  made.  Existing  concerns  will  mere; 
the  variety  of  toys  they  produce  and  n 
ventures  will  bring  out  toys  of  clas: 
not  at  present  made  in  Canada, 
slogan,  "Two  Million  for  Canadian-aj 
Toys  This  Year"  will  then  have  to 
advanced  to  a  still  greater  objective, 

The  toy   trade  is  a  live  anil   trow 
one.     The  profits  are  good.     The  go 
themselves  are  more  substantial  tha 
the  old  days.    Toys,  consequently.  sho| 
receive  the  increasing  intensified  at 
tion  of  the  merchants  selling  books 
stationery    with    whose    interests    t 
and  games  are  so  closely  identified 


Canada  at  British  Industries  Fair 

Dominion's   Export  Trade   With   Motherland 
Now  Reaches  Pretentious  Proportions 


THE  toy  section  of  the  British  In- 
dustries Fair,  held  at  London,  was 
by  far  the  largest  this  year,  as  in 
previous  years,  and  the  attendance  broke 
all  records.  The  exhibition  was  restrict- 
ed to  the  following  trades:  Cutlery;  sil- 
ver and  electro  plate;  jewellery,  watches 
and  clocks;  imitation  jewellery,  including 
hard  haberdashery  articles;  glassware  of 
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all  descriptions;  china  and  earthenw 
paper,  stationery  and  station 
dries;  printing;  fancy  goods,  inclu 
travelling  requisites  and  tobaccon 
sundries;  leather  for  the  fane 
bookbinding  and  upholstery  tr;i 
brushes;  toys  and  sports  goods; 
instruments;  optical  goods  and  spec 
i  ■  ontinued  on  page  65) 


Building  Up  Bigger  Industry 

Canadian  Toy  Makers  Are  Increasing  Output  of  Better  Class  Stuff — Indian  Dolls  Return  to 
Captivate — Many  New  Members  Added  to  Doll  Family. 


»■  |^  HIS  second  Springtime  since 
I  Peace  sees  a  large  percentage  and 
-I-  a  better  quality  of  Canadian- 
nade  goods  on  the  market.  By  working 
iteadily  and  surely  the  Canadian  manu- 
facturer has  forged  ahead  with  rapid 
strides,  and  the  Springtime  of  1920  sees 
I  Made-in-Canada  toy  riding  on  the 
vave  of  popularity  and  comparing  favor- 
bly  with  the  toys  made  by  European 
lanufacturers. 
The  demand  for  Made-in-Canada  toys 
as  been  large;  and  this,  besides  en- 
ouraging  the  manufacturer,  has  enabled 
im  to  turn  out  better  work.  A  bigger 
nd  better  standard  in  toys  is  being  es- 
ablished,  a  fact  which  is  resulting  in 
luick  appreciation  on  the  part  of  fhe 
onsumer. 

For  beauty  and  grace  the  Canadian- 
nade  doll  should  soon  have  no  rival, 
me  firm  in  Toronto  is  featuring  some 
arge  cork-bodied  baby  dolls  which  are 
dingly  popular.  These  dolls  are 
arge  and  life-like  and  being  made  oi 
ork  they  are  very  light  and  easy  to 
arry.  This  same  firm  is  also  showing 
he  jointed  kid-bodied  doll  of  long  ago. 
hese  dolls  are  Canadian  products,  too, 
ml  have  pi-etty  faces,  open  and  close 
heir  eyes  and  are  stronglv  made. 
They  are  very  much  in  demand  and  rr>- 
t\]  at  $4.50  each.  The  dressed  doll 
diich  comes  in  a  variety  of  stvles  is 
till  popular  and  sells  much  cheaper, 
wine  to  the  fact  that  less  finishing 
>-ork  is  required  on  the  bodv  of  a  dress- 
d  doll.  An  undressed  doll  requires  a 
ner  "polishing  off"  to  complete  it.  Can- 
dian-made  babv  dolls  are  also  being 
hown  and  bv  their  appearance  a  promis- 
|g  future  is  predicted  for  them. 
The   Indian   Doll    Returns 

"The  Indian  doll  which  was  in  vogue 

few  years  ago  is  again  on  the  market 
nd    the    demand    is    heavv."    a    leading 

■nufacturer  told  BOOKSELLER  AND 
TATIONER. 

A.  running  noveltv  in  dolls  is  be'ng 

own  b'-  one  big  Toronto  maker.     This 


is  a  small  baby  doll  lying  on  a  silk  pil- 
low of  either  blue  or  pink  color  and  feed- 
ing itself  with  a  bottle.  These  small 
babies  are  proving  a  tremendous  attrac- 
tion. This  same  firm  is  also  displaying 
several  imported  Dutch  dolls.  These  are 
very  attractive  and  are  garbed  in  typi- 
cal Dutch  boy  style  with  wooden  shoes 
and  wide  comfortable  trousers  in  either 
blue  or  pink  with  white  waists  but- 
toned on  to  the  trousers. 

The  Kowpie  novelty  doll,  which  sold 
so  well  last  year,  has  been  succeeded 
by  a  large  following  of  Canadian-made 
sisters  of  somewhat  the  same  style.  A 
large  range  of  these  dolls  are  being  fea- 
tured by  another  big  Canadian  firm. 
"The  Artiste,"  a  dainty  maiden  similar 
to  the  ladies  of  Crinoline  days;  the 
"Hollikid,"  a  jolly  looking  little  fellow  in 
a  green  and  red  suit  are  included  in  the 
novelties.  Then  there  are  the  "Smilie," 
the  "Lotta  Sun,"  "Winkie"  and  the  "In- 
dianette"  dolls.  These  are  all  exceeding- 
ly popular  with  the  trade,  according  to 
the  prominent  manufacturers. 

The  French  "Poilus"  dollies  are  still 
beine-  featured,  while  the  celluloid  dolls 
are  very  scarce.  These  are  being  im- 
ported from  Japan  and  as  yet  therl  are 
very  few  on  the  market. 

Canadian-made  dolls  are  undoubtedly 
improving,  and  are  retailing  at  prices 
from  40  cents  to  the  expensive  life- 
si-ed  doll  at  $25. 

While  the  Canadian  manufacturer  has 
been  turning  out  a  better  class  of  C»n- 
adian  dolls,  he  ha*-,  not  diminished  his 
output  of  other  tovs.  One  buver  for  a 
big  toy  department  said  that  he  believed 
Canada  was  turnin"-  out  practically 
every  class  of  toy  for  which  there  is 
anv  demand.  There  are  wheel  toys  of 
all  descriptions;  fire  reels,  engines, 
trains,  cars  and  autos,  all  strongly  made 
and  of  good  appearance,  as  well  as  all 
kinds  of  educational  games. 

Aeroplanes,  naturally,  have  a  tremen- 
dous appeal  for  the  twentieth-century 
child. 


These  are  of  Canadian  make  in  a  var- 
iety of  sizes  and  prices  and  are  cleverly 
designed  and  strongly  built.  The  "wheel" 
toys  are  as  big  sellers  as  ever  and  come 
in  many  diversified  types.  A  number  of 
toy  animals  made  of  pulp-paper  are  be- 
ing featured  and  these  are  proving  popu- 
lar. 

Games  and  Rhymes 

The  demand  for  educational  and  in- 
structive games  is  increasing  and  the 
Canadian-made  games  of  this  style  show 
considerable  thought  and  fine  workman- 
ship. A  set  of  twenty-six  dolls,  each  a 
letter  of  the  alphabet,  is  helpful  in  teach- 
ing a  small  child  his  letters.  These 
dolls  stand  up  steadily  and  the  child 
rolls  a  ball  and  knocks  one  over.  By 
learning  which  letter  of  the  alphabet  he 
has  knocked  over,  he  gradually  learns  his 
letters   while   playing. 


CANADA 


AT     BRITISH 
TRIES  FAIR 


INDUS- 


( Continued  from  page  64) 

ware;  photographic  appliances  and  re- 
quisites; drugs  and  druggists'  sundries; 
musical  instruments;  furniture  (knock- 
down for  export);  art  needlework  requi- 
sites. 

There  were  manv  buyers  from  Canada, 
and  among  the  exhibits  too  Canada  was 
well  represented.  In  the  toy  section 
wore  disnlays  bv  the  Dominion  Tov  Mfg. 
Co.,  of  Toronto  in  charge  of  their  Lon- 
don representative,  lewis  Wild  largely 
restricted  to  dolls:  Lfn-Trimble  Mfg. 
Co..  featuring  the  "Kiddie-Koop."  this 
being  in  charge  of  the  firm's  London 
agents,  Winther.  Pen-in  &  Co.,  Ltd. 

In  the  stationers'  sundries'  section 
thero  whs  a  food  exhibit  bv  the  Empire 
Tvnewriter  Co..  of  Montreal.  Emnire 
tvnewritf>rs  have  for  vears  hnd  a  o-ood 
sale  in  the  British  market.  The  Gillett 
Safely  Ra"Or  Co  .  of  Canada,  had  it?  own 
"tarid. 


^otter's  Hardware -Toy  Co.,  Montreal 


ANNOUNCEMENT     Besides  the  display  at  the  home  office  in  Montreal,  a  full 
HE      TRADE      ran£e  of  this  new  line  of  Made-in-Canada  Toys  is  now  on 

display  in  the  sample  rooms  of 

IMMF<J     Rr     rTI  200-201  Board  of  Trade  BIdg..  TORONTO  and  137  York  Street,  HAMILTON 

llXmr^O     CX.     VjW.,  So|e  Selling  Agents  for  Province  of  Ontario 

Robertson  and  Murphy,  Limited,  247  St.  Paul  Street  W.,  Montreal 
Agents  for  B.C.,  Alberta,  Sask.,  Manitoba,  N.S.,  N.B.  and  Quebec,  (except  Montreal) 

I.  'phone  or  write  for  prices  for  fall  delivery.     These  substantial  toys  will  appeal  to  the  children  of  your  community 


HEAD  OFFICE   :    238  CHAMBORD  STREET,  MONTREAL 
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V^Ol  can'l  beat  (James  for  steady  selling,  day  in  and  day 
out,  week  by  week  and  month  by  month  throughout  the 
\ear,  and  then  of  course  for  Christmas,  Games  surely  are 
BEST  SELLERS.  By  buying  Canadian-made  games  you 
get  bottom  price  and  top  profits.  You  buy  cheaper,  therefore 
you  can  sell  cheaper  to  your  customers.  What's  the  answer — 
why  it  is     Canadian-made  games  by  all  means! 


NEW   GAMES 

AND 
OLD    GAMES 


GAMES    TO 

LIVEN 

YOUR  TRADE 


OTHER  GAMES  WE  MANUFACTURE 


NATIONS 

LUDO 

LOST  HEIR 

AUTHORS 

CHECKERS 

CHECKER  BOARDS 

CRIBBAGE  BOARDS 


OUIJA  BOARDS 

(12"  x  18"  and  13M"x22") 

HALMA  (1  and  2) 

OLD  MAID 

PETER  CODDLES 

SNAP 

TIDDLEY  WINKS 


CASTAWAY 
DR.  BUSBY 
DONKEY  PARTY 
GOLDEN  LOCKS 
JACK  THE 

GIANT    KILLER 
HOUSE  THAT  JACK  BUILT 


CANADIAN     GAMES     FOR    CANADIAN     HOMES 

THE   CANADA    GAMES   CO.,   LIMITED 

TORONTO 
SOLD      BY      ALL      JOBBERS 

66 


I?  on  KS  K  [,LER     AND     STATIONER 


Every  Month  is  a  Toy  Month.  Christmas  alone 
can't  satisfy  the  youngsters'  cravings  for  Toys. 
They  want  them  every  month  in  the  year.  And 
store  sales  everywhere  show  they're  getting  them. 
Tie  up  with  Toys  and  you  tie  up  with  a  ste'ady 
stream  of  sales. 


LATEST   AND    MOST    FASCINATING    GAME 

TRIPLICITY 

FORTUNES  RE-TOLD  with  a  success,  not  only  equal  to,  but 
frequently  far  surpassing  the  best  efforts  of  the  paid  professional. 

FORTUNES  TRIPLICITY  CHART 


THE   FAMOUS   COOTIE   GAME 


Here  is   a    Toy   that 
you  can  sell 

Every  Day  . 
Every  Month 
Every  Year 


This  is  a  game  that 
is  adapted  to  young 
and  old — never  losing 
its  interest. 


"SAIL-ME"   AIRPLANE 


Flies  gracefully  as  a 
Bird  and  does  the  stunts 
as  an  expert  aviator. 


The  latest  sensation  in 
the  Toy  Field.  It  is 
a  scientific  novelty  of 
universal  interest. 


£y4*S->S»W>** 


Write  for  Prices  on  Quantities 

McClelland  &  stewart,  limited 

215  VICTORIA  ST.  TORONTO,  CANADA 
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Big  Profits 

The  profit  margin  on  every  sale 
is  exceptionally  good  and  the 
big  way  in  which  they  take  with 
the  children  stamps  them  as  a 
worthy  selling  proposition. 


Eagle  Brand 

TOY 


BALLOONS 


A  window  full  of  these  beautiful  colored 
attention-compelling  toy  balloons  will 
bring  the  kiddies  in  your  locality  flocking 
to  your  store  with  ready  change.  Eagle 
Brand  Toy  Balloons  are  made  in  a  great 
variety  of  striking  shapes  and  they  are 
most  attractively  and  appealingly  decor- 
ated. 

Soring  means  an  increasing  demand  for 
these  ready  profitable  sellers.  Are  you 
going  to  get  your  share? 

Order  a  trial  supply  of  Eagle  Brand  Toy 
Balloons  and  see  what  a  hit  they  will  make 
with  the  little  ones. 


THE  EAGLE  RUBBER  CO. 

Ashland,  Ohio,  U.S.A. 

New  York  Office:  35  Union  Square  West 

Largest  Factory  in  the  U.S.A.  Making  Toy  Balloons  Exclusively 


Canadian  Agents: 


Menzies  &  Co,,  Ltd., 

489  King  St.  W.  Toronto,  Can. 


□□□□□□□□□□□□□□□□□□□□□□a 
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BOOKSELLER     AND     STATIONER 


The  steel  construction  toys  of  to- 
day are  real  educators  for  the  boy. 
The  real  boy  is  a  builder  by  in- 
stinct, and  the  man  who  invented 
the  construction  toy  discovered  a 
real  character  builder  at  the  same 
time. 


RE6  US  PAT  OF* 


IS  STILL iTHE 

KING  of  TOYS 

Sizes,  Retail  Canada:  00-. 60  cents  each 
0-$ 1. 20  each 
I -$2.25  each 
2-$3.75  each 
3-$6.75  each 
TheJSet  with  Motor-4-$l0.00  each 


A 

GILBERT 

ERECT 

i  t\ 

OR, 

■■■  ■  i 

i 

i 

4C  Gilbert             < 

JpOi 

'  *;»u 

f/PiP 

fug  usPArofr      Canada 


Is  the  Most  Extensively 
Advertised  Toy    in    the  World 

Stock  this  Line 

All  the  Year  round  and  Reap 
the  Profit 


t.This  shows  the  Boy  making  a  Geared  Racer 
with  9006  Wheel  Toy  Set. 


The  New 
Wheel  Toy 

sells 

Spring,    Summer,    Fall    and 
at  Xmas 

Three  Sizes:  9004,    retail  $9.75 

9006,  retail  $15.00 

9007,  retail  $22,50 


This  is  the  9006  Set,  retail  $15.00 


See  Our  Advertisements  in  the  Saturday  Evening  Post  and  all  Boys  'Magazines 


Wireless  Sets,  retail  $1 1.25  to  $97.50 


Electrical  Sets  $2.25  to  $22-50 


We  have 

PARCEL  POST 

TOYS 

ERECTOR 

BRIKTOR 

MAGIC 
PUZZLES 

To  Retail  at 

90c.  each  while 

stock  lasts 


The  Gilbert   line  embraces  the  following:    Erector,    Briktor,   Wireless,   Electrical   Sets,    Chemistry, 

Mechanical  Toys,  Phono  Sets,  Puzzles,  Magic,  Nurses'  Outfits,  Carpenters'  Tool  Chests, 

Soldering  Outfits,  Signal  Engineering,  Sound  Experiments,  Machine  Guns,  Tanks. 

Write  about  our  Canadian  proposition  at  once,  please.     Catalogues  now  ready. 

The  A.  C.  Gilbert-Menzies  Co.,  Ltd.,  439  King  St.  W.,  Toronto 

Manufacturers  of  Gilbert's  Toys.     Agents' for  Gilbert's  Polar  Cub  Fans, 
Vibrators,  Sewing  Machine  Motors  and  Toy  Motors. 
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BOOKS  E  L LE  K    AND  STATIONER 


ENGLAND 


WANTS 


CANADIAN 
TOYS 

Manufacturers: 

Bookseller  &  Stationer  can 
put  you  in  touch  with 
British  Concerns. 

They  Can  Sell  Your  Pro- 
ducts. 


BOOKSELLER  &  STATIONER 

143-153  University  Avenue  TORONTO 


BOOKSELLER     AND     STATION  K  1! 


The  Self-Filling 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Golu 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and   Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


The 
Premier" 

No.  14345) 

Paper 
Binder 


634  e,H 

Made  in  lengths  of  1/4"  to  6". 

Sole  Makers 

TWIGG   &  BEESON 

Ludgate  Works,  Birmingham 

England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London   Office  :    27  Paternoster  Square,  E.C.  2. 


mam 


Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 

Board  Clips 

JQl. 

Defiance   Mfg.   Co. 

384  B'way,  N.Y. 


Inkstands 

Automatic 
Wood 
Glass 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


SHEET  MUCILAGE 

A  line  that  should  find  ready  sale  in 
all  stationery  shops  is  sheet  mucilage  as 
introduced  by  the  Tablet  and  Ticket  Co., 
of  Chicago.  The  sheets  come  in  book 
form  and  are  interleaved  with  wax  paper. 
The  product  comes  also  in  jars,  as  illus- 
trated herewith,  each  jar  containing  over 
500  strips  or  squares.  This  sheet  muci- 
lage is  designed  for  desk  use,  albums, 
scrap  books,  etc.,  and  it  is  asserted  that 
one  of  these  bottles  will  outlast  half  a 
dozer,  bottles  of  equal  size  containing 
fluid  mucuage  with  brush. 

In  use,  as  for  instance  between  photo 
ane  leaf  in  an  album,  both  sides  are, 
moistened  evenly,  then  pressed,  or  the 
mucilage  squares  or  strips  may  be  moist- 
ened on  only  one  side  at  first,  then  at- 
tached to  the  photo,  after  which  the  re- 
verse side  is  moistened  for  mounting  in 
the  album. 

This  sheet  mucilage  is  a  purely  vege- 
table product. 

There  are  two  sizes  of  jars,  one  with 
strips  V2  in.  by  2  in.,  the  other  with 
%  in.  by  %  in.  squares. 


Si  ALBUM  aho  DESK .«*' 

SHEET  MUCILAGE 

Pta»>  THE  TABLET  fa  TICKET  CO.  c 


THE  NIELSON  RUBBER  TYPE- 
WRITER TWIRLER 

A  novel  design  m  typewriter  platen 
twirler  has  been  produced,  made  with  a 
double  flange  which  assures  the  twirler 
staying  in  place.  It  is  made  of  live  re- 
silient pure  para  rubber.  The  Nielson 
Supply  Company,  810'  First  National 
Bank  Bldg.,  Chicago,  111.,  manufacture 
the  device.  It  increases  the  diameter  of 
the  knob  furnished  with  the  machine  and 
gives  a  soft  grip  which  prevents  the 
operator's  fingers  from  becoming  sore 
after  prolonged  service. 


The  Moistener 
De  Luxe 

Bankers' 
Sanitary  Moistener 

Unbreakable  with  ordinary  use, 
made  entirely  of  metal,  mostly 
brass.  Guaranteed       rustproof. 

Extra  wide  moistening  roll  —  three 
inches  wide,  of  special  composition 
that  carries  water  in  a  thin  film, 
adequate  for  all  purposes;  yet  will 
not  flood  small  gummed  labels  and 
stamps,  destroying  their  adhesive 
qualities  before  affixing. 

Our  De  Luxe  finish  is  distinctive 
and  makes  an  attractive  addition 
to  any  office.  Packed  in  individual 
cartons. 

(Mm ii  ii  sri^ 

r.4tesz — — J 


Our    distributors'    discounts 
are  worth  while 


RYCO 

ADDS  TO   PROFITS 


TAPE 
MOISTENER 


(tk 


Retail    price. 

$5  each. 

Wholesale  price, 

$2.50   each. 

F.O.B.   Bellows 

Falls,    Vt. 


Made  of  pressed  steel, 
takes  any  standard 
width  roll,  and  is  so 
simple  sales  talks,  de- 
monstrations or  'ap- 
proval" sales  are  un- 
necessary. Users  like 
them  because  i  n 
speeding  wrapping 
and  packirur  they 
moisten  tape  perfect- 
ly. Put  in  a  stock 
now  and  lose  no  sales 
when  customers  call. 
•Orders  shipped  da<y 
received. 


WRITE    FOR    PRICES 
AND   SAMPLES  OF 
SEALING  TAPES. 

J.F.RYAN  &  CO. 

52  Vanderbilt  Ave.,  New  York 


!.  f)  O  K  S  E  L  L  ER    AND   STATIONER 


WEBER    ARTISTS' 
MATERIALS 

TEMPERA  COLORS 
Tempera  Canvases  and  Academy 
Boards 
Students'  Tempera  Colors 
Finely    Prepared    Artists'    Oil    and 
Water  Colors 
Pastels  and  Pastel  Painting 
Materials 
Fine  Quality  Brushes 
Poster  Show  Card 
Colors 
Air  Brushes  and 
Materials 
Catalogue  on  Request 

F.  WEBER  &  CO. 

Manufacturing:     Artists 

Colormen    since    1854. 

Factories  and  Main  House : 

Philadelphia,    Pa. 

Branches : 

St.    Louis,    Mo.  ;    Baltimore, 

• Md^ . 

The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,   1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$2.10  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


DESK  PADS 

Good    Merchandise — Fair    Prices 

Satisfaction    Guaranteed 

on    all    specialties 

Leather    and     Brass    Corner 

Desk    Pads 

(Flexible    and    stiff — 60    styles) 

Glass    Desk    Pads 

(3  styles — 3  sizes) 

Cloth    Covered   Card    Index 

Cabinet 

(Standard  Sizes) 

L.  SAINBERG 

657  W.  Houston  St.  New  York 

Canadian  Representative 

Standard  Distributing  Co.,    Guy  Block 

Montreal,  Que. 


NEW  FORTUNE  TELLING  BOARD 

"Lillie  White"  is  the  name  of  a  new 
fortune  telling  board  with  which  playing- 
cards  are  used  as  the  basis,  together 
with  a  moving   indicator. 

DEALER  HELPS 

A  new  specimen  sheet  of  electrotypes 
for  use  in  the-  local  advertising  by  sta- 
tioners and  lantern  slides  for  the  same 
purpose  hrLS  been  issued  by  the  Eaton, 
Crane  &  Pike  Co.  Th?  advertisements 
for  newspaper  use  are  cleverly  gotten 
up  and  are  of  a  nature  calculated  to  ap- 
peal to  advertising  stationers  generally. 
The  slides  are  especially  well  conceived. 

EVERY  STEP  IN  CANNING 

Another  new  book  that  will  appeal  to 
housewives  is  "Every  Step  in  Canning," 
by  Grace  V.  Gray,  published  by  Forbes  & 
Co.,  Chicago. 

The  new  system  explained  in  this  book 
makes  canning  a  joy;  it  saves  labor, 
time  and  fuel,  and  by  eliminating  spoil- 
age it  prevents  waste  of  food.  "Every 
Step  in  Canning"  not  only  gives  complete 
instructions  for  canning  in  glass  and  tins 
but  also  gives  full  directions  for  preserv- 
n^  rfl  foods  in  every  form — by  brining, 
drying,  smoking  and  storing.  This  book 
omits  theory  and  technical  terms  and 
gives  the  directions  in  a  clear,  definite 
way  that  makes  canning  simple  and  suc- 
cessful. 

GERMAN  GOODS  OFFERED 

Hamilton,  Ont.,  Jan.  16. — German- 
made  goods  are  already  being  moved  to 
the  Canadian  market.  Yesterday,  a 
well-known  Hamilton  stationer  received 
an  offer  from  a  prominent  wholesale 
firm  in  Toronto  of  two  hundred  dozen 
mouth  organs  of  German  manufacture. 
The  stationer  declined,  stating  that 
while  he  realized  that  since  the  war  was 
officially  over  and  that  the  ostracizing 
of  everything  German  could  not  be  kept 
up  perpetually,  he  did  not  want  to  be 
the  first  to  let  down  the  barrier.  The 
price  of  the  German  mouth  organs  had 
been  more  than  trebled  since  before  the 
war.  { 

FRENCH  IVORY  TOYS 

French  ivory  toy  tea  sets  are  being 
offered  in  grades  retailing  at  from  10c 
to  $5  . 

ALPHIES 

Another  distinctly  new  idea  in  toys  is 
the  line  known  as  "Alphies,"  each  block 
having  a  separate  personality  as  well  as 
representing  a  letter  of  the  alphabet. 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 
We  own  or  control  5  Factories 

Our  Lines 

French   Ivory. 

Pennants,    Cushions    and    Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'"  Re-Unions,  etc. 
Tag  Day   Supplies. 
Advertising   Signs    and    Banners. 
Purses,   Wallets   and   School   Bags. 
Powder   Puffs. 
Souvenir    Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

[f  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


Known  and  sold"\vherever  Rubber 
Stamps'  are  used 

B.G.VolgerMfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


INKSTANDS 

OF    ALL    STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobber,  handle  our  line*. 
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"The  Guarantee  of  Quality" 


ULTON 

Self-Inking 

\  Stamp  Pads 

4\  Manufactured  by 

*  FULTON  SPECIALTY  CO. 

^    Elizabeth,  New  o 


Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


GRAMOPHONE 
NEEDLES 

Buyers    should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    J£$E    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERIES  of  any  quantities  can 
be  despatched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood  Bank 
REDDITCH,  ENGLAND 


Rolon   Clip 


Merely  Start  from  the  Back  and 
ROLL  IT  ON 

The  RoLON  is  a  new  idea  in 
Steel  Binder  Clips,  and  has  been 
an  instant  success. 
Cannot  pick  up  other  papers. 

Packed  12  to  a  box,    I  gross  to  a  carton 
Cushman  &  Dennison  Mfg.  Co.,  New  York 


SMOKER'S  ASH  TRAY 

The  Wilmcrt  Manufacturing  Co.,  South 
Clinton  Street,  Chicago,  111.,  are  placing 
on  the  market  a  new  smoker's  ash  tray 
called  the  Wilmort  ash  tray  and  pipe 
bowl  cleaner.  The  manufacturers  state 
that  the  little  two-pointed  prong,  which 
may  be  seen  in  the  illustration,  is  an  en- 
tirely new  idea  and  that  it  will  quickly 
clean  out  the  bowl  of  the  pipe.  They 
point  out  the  convenience,  ease  and  ef- 
fectiveness of  this  method,  as  it  elimin- 
ates the  mess  and  bother  of  the  spilling 
of  ash  on  cloth  or  rug.  Another  fea- 
ture is  given  that  this  will  do  away 
with  the  inconvenience  of  using  a  knife 
and  incidentally  save  the  edge.  It  is 
also  said  to  do  away  with  breaking  of 
nipes  through  tapping  and  hammering, 
etc.  Another  point  about  the  prong  is 
the  convenience  for  extinguishing  cigar- 
ettes. The  burning  end  may  be  cut  off 
by  merely  pressing  it  against  the  prong, 
this  doing  away  with  tamping,  objection- 
able odors,  smoldering,  etc.,  as  the  fire 
will  die  out  quickly.  They  are  of  metal 
construction,  of  neat  design  and  finish, 
»nd  are  strongly  built.  The  glass  liner 
may  be  easily  removed  for  cleaning  and 
comes  in  different  models.  There  are 
two  sizes  and  three  styles  of  finish 
all  having  nickel-plated  match-box  hold- 
e  -,  and  equipped  with  cleaning  prong,  it 
is  stated. 

NEW  PETTY  CASH  SYSTEM 

The  correct  handling  of  petty  items  is 
experienced  accountants  and  book- 
keepers, and  the  stationer  who  can  re- 
commend a  simple  system  that  has 
everything  in  its  favor  in  the  way  of 
proving  really  effective  is  sure  to  win  the 
regard  of  his  customers.  One  of  the 
latest  methods  of  handling  pettv  cash 
detail  comes  from  the  Universal  System, 
Inc.,  608  South  Dearborn  street,  Chicago. 
The  idea  comes  in  the  shape  of  a  manila 
envelope  upon  which  is  printed  the  form 
illustrated.  The  form  was  designed  by  an 
expert  accountant  who  has  been  special- 
izing in  modern  business  methods.  En- 
tries for  all  petty  cash  items  have  a  place 
on  the  form,  and  the  documents  relating 
to  disbursements  are  kept  within  the 
envelope.  Among  the  information  that  is 
listed  is  the  date;  to  whom  paid;  total 
acount;  distribution  and  signature  of 
payee.  A  short  and  comprehensive  para- 
graph printed  on  the  form  gives  explicit 
instructions   concerning   its   proper   use. 
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SPECIAL 

PENNY 

TOY 
BOOKS 

SAMPLES  ON 

APPLICATION  TO  THE 

PUBLISHERS 

Goode  Bros.,  Ltd. 

(1913) 

ARIEL  WORKS 

88-90  CLERKENWELL  ROAD 

LONDON,  E.C.  1.,  ENGLAND 


Dexter's 

STAR 

MANIFOLD 

LINEN 

With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  Fcr  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples    and    price*. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 


HAVILAND'S 

SEMI-LIQUID  PASTE 

Pure  White 

A  splendid  adhesive  for 
use  in  office  and  home. 
A  strictly  Canadian  pro- 
duct. All  ingredients, 
bottles,  labels,  etc.,  made 
in  Canada. 

BUY  MADE-IN-CANADA  GOODS 

Good  Profit  for  dealers.  Made  in  the 
following  sizes:  5  oz.  and  8  oz.  bottles  with 
adjustable  brush  and  32  oz.  (quart,)  128 
oz.    (gallon)   Jars.     Send  for  Price    List. 

A.  R.  HAVILAND  &  CO.,  Mfgrs. 

769  DUNDAS  ST.  W.  TORONTO 


P,  O  0  K  S  E  L  T.  E  R      A  NO     STATIO  i\  K  \l 


BOOK  BUYERS'  GUIDE 


Fastest  Selling  Book 
of  Its  Kind 

Money  Maker  for  You 

101  Famous  Poems 

is  a  splendid  collec- 
tion of  the  very  best 
poetry  of  all  time, 
with  a  prose  sup- 
plement, photos  of  authors,  etc. 
Handy  size  (4^x8.)  A  book  needed 
in  every  home. 

Special  Trade  Prices! 

Crash  finish  cover,  retails  15c,  trade  price 
9c;  Hard  Board  Cover  retails  25c,  trade 
price  15c;  De  Luxe  binding,  retails  $1.50, 
trade  price  90c.  F.O.B.Uiicago.  In  lots  of 
25  or  more,  6 months  return  privilege.  Order 
your  supply  today.     Sample  copy  free. 

Pe  Luxe  Binding 

We  also  Publish:  -k^f  ^ 

till  Best  Songs— 4  Miluun  Sold. 

favorite  songs.  tiveness,  and   is   a 

catholic  Edwon.  fast  seller.    Rose 

everyday  songs.         colored    silk  finish 

For  Young  voices. 
Write  Us  Today  for  Prices.         COVei".  (101) 

CABLE  CO.,  0000  Cable  Bldg.,  CHICAGO 


otual'  ONLY  $1-50 

WfcA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Or.WINFIELD  SCOTT  HALL,  Ph.D. 

Noted  Authority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE  — 

What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacher  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunders'id 

In  plain  wapper  for  onl    %  Jj 
postage  ZU  (Scnts  extra. 


McClelland  &  stewart 

Limited 
215  Victoria  Si.,  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and     Italian    Grammars 

MADE   IN   THE   U.S.A. 
Grammar  Separate,  $1.00 

Grammar  with  Key   $2. 25 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 


Classified  Advertising 

JjAYi-ON'S      INDELIBLE     INK     SUPPLIED 

by    .i  I      wholesale    drutr    houses    in    tin 
minion         The     l;est     seller.       Established     uver 
eighty    yeurs.      AsU    for    counter     lisplny    SUincI 
which    greatiy    increases    the   sale    of    ink.     Re- 
ceived   highest  award    at   many    Expositions. 

LANGUAGES 

\yORLD-ROMIC  SYSTEM,  MASTERKEY 
VV  to  All  Languages.  Six  Textbooks,  $1.44. 
1-  rench  Pronunciation-Chart,  37c  j  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  We«t 
47th,  New  York. 


START     THE     CAPITAL      ACCOUNT 

A  certain  man  accumulated  $2,000  by 
hard  work  He  was  twenty-five  years 
old  and  thought  it  was  time  to  have  some 
fun.i  He  considered  spending  the  whole- 
sum  for  luxuries,  saying  that  $2,000  was 
not  much  and  that  he  might  as  well  have 
a  good  time  with  it. 

Another  man,  a  friend  who  had  saved 
his  money,  effered  the  following  advice: 

Two  thousand  dollars  deposited  in  a 
savings  bank  at  4  per  cent,  interest  and 
compounded  semi-annually,  will  double 
in  seventeen  and  a  half  years.  At  forty- 
three  years  of  age,  instead  of  $2,000 
there  will  be  $4,078.96.  At  fifty-three 
\ears  of  age  there  will  be  $6,000  in  the 
bank,  and  at  sixty-six  years  of  age  the 
man  who  was  going  to  blow  in  the  sum 
of  $2  000  just  because  it  was  so  little 
will  have  $10,000  and  will  have  increased 
his  bank  account  500  per  cent. 

Always  when  thinking  of  luxuries  con- 
sider your  age  before  spending.  The 
pi  ice  of  luxuries  in  early  life  is  much 
higher  *han  later.  Experience  has  taught 
us  that  luxuries  are  very  high  in  youth. 
Get  the  foundation  of  your  capital  laid 
early  so  that  it  will  have  time  to  binld 
itself  from  small  beginnings  into  a  sub- 

antial  amount. 

Work  and  earn.  Make  a  budget.  Keep 
reccrd  of  expenditures.  Have  a  bank 
account,  Carry  life  insurance.  Make  a 
will.  Own  your  own"  home.  Pay  your 
bills  promptly.  Invest  in  Government 
securities.  Share  with  others.  This  is 
the  creed  adopted  by  the  Y.M.C.A.  Prac- 
tise it. 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per   dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  We»t        -         Toronto 


overed  desk  pad  being  introduced  by  the 
Standard   Distributing   Co..   of  Montreal. 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 
Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband   Ought  to 

Know.  , 

WHat  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women:  — 
What  a  Young  Girl  Ought  to  Know. 
What    a    Young    Woman    Ought    to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What    a    Woman    of    45    Ought    to 

Know. 

$1.20  Each. 

THE  RYERSON  PRESS 


Publishers 


Toronto 


Money  in  Magazines 

Not  only  does  it  pay  you  to  sell 
periodicals  for  the  profit  you  will 
make  by  this  business  in  itself, 
but  remember  that  the  regular 
weekly  and  monthly  customers 
coming  in  repeatedly  for  the 
magazines  become  familiar  with 
you  and  your  store  and  naturally 
buy  from  you  their  requirements 
in  the  other  lines  you  sell. 

Wholesale  Dealers  in 

Canadian,  American  and  English 

Booths  and  Magazines. 

American  News  Company,  Ltd. 

Winnipeg,  Canada 


BOOKSELLER     AND     S  T  A T I O  N  E R 


RELIANCE  INK 

"The  Ink  You  Can  Rely  On" 


New 

Graceful 

Bottle 


REIMNCE 


New 

Attractive 

Label 


Reliance  Ink  Co.,   Limited 

Winnipeg,  Man. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this     paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 
Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 
Geo.  M.  Hendry  Co.,  Ltd.,  215  Victoria  St.  Toronto. 

BELTS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BLACKBOARDS   (Slate  and  Hyloplate) 
Geo.  M.  Hendry  &  Co.,  215  Victoria  St.,  Toronto. 

BILL  FOLDS 
Davis  Novelty  Co.,  Mappin  Bldg..  Montreal,  Que. 

BLANK  BOOKS 
Boorum  &    Pease   Co.,   Brooklyn,   N.Y. 
Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Dominion   Blank  Book  Co.,  Berthierville,  Que. 
National  Blank  Book  Co.   .Holyoke,  Mass. 
The  Copp,  Clark  Co.,  Toronto. 

BLOTTING  PAPERS 
Eaton-Dikeman  Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CASH  REGISTSER  ROLLS 
Paoer  Manufacturers   Co.,   Inc.,   526   Cherry   Street, 
Philadelphia. 

CELLULOID  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg..  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St..  Toronto. 

CHAIR  PADS 
Can.    Manufacturing   of   Novelty,    13    Boucher   St., 
Montreal,  Que. 

CODE  BOOKS 
The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable   Directory,    17    State    St.,    New 
York,  N.Y. 

CRAYONS 
Binr»y  *  Smith.  New  York. 

A.    R.    MacDougall    &    Co..    468    King    St.    West, 
Toronto. 

DIE  WIPING  PAPER 
Paoer  Manufacturers  Co.,   Inc.,   526   Cherry   Street. 
Philadelphia. 

EYELETTING    MACHINES    AND    EYELETS 
E'be  File  and  Binder  Co.,  New  York.  N.Y. 
Menzies  &  Co..  Ltd..  Toronto. 
Rivet-O  Manufacturing  Co.,  Orange,  Mass. 

ENVELOPES 
Buntin.  Gillies  &  Co.,  Hamilton. 
Ccpo.  Clark  Co..  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto.  Winnipeg. 
Menzies  &  Co.,  Ltd.,  Toronto. 

ERASERS 

M°nzies  &  Co..  Ltd..  Toronto. 

We'don   Roberts   Rubber  Co..  Newark.   N.J. 

FANCY   PAPERS.   TISSUES   AND   BOXES 
rionn'^on  Manufacturing  Co.,   Boston. 
Menzies  &  Co..  Ltd.,  Toronto. 
FILES 
Elbe  File  and  Binder  Co..  97  Reade  St.  New  York. 

FOUNTAIN  PENS 
Mahie    Todd  &  Co..  473  College  St..  Toronto. 
A.  R    MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 
L.  E.  Waterman,  Montreal,  Que. 

INKS.  MUCILAGE  AND  GUMS 

Chas.  M.  Higsn'ns  &  Co..  Brooklyn.  N.Y. 
The  Carter's  Ink  Co.,  Montreal. 

W.  V.  Dawson.  Ltd..  Montreal.  Toronto.  Winnipeg. 
Reliance  Ink  Co..  Winnipeg,  Man. 
S.  S.  Stafford  Co..  Toronto. 

"Clucine."     Menzies  &  Co..  Ltd..   439  King  St.  W., 
Toronto. 

INDELIBLE  INK 

Carter's  Ink  Co..  Montreal. 

Payson's  Indelible  Ink. 

S.   S.   Stafford  Co.,  Toronto. 

INKSTANDS 

A.  R.  MacDougall  &  Co..  468  King  St.  W..  Toronto. 

KINDERGARTEN   MATERIALS 

Geo.  M.  Hendry  Co..  Ltd.,  215  Victoria  St.,  Toronto 

LADIES'  PURSES 
Davis  Novelty   Co.,   Mappin   Bldg..   Montreal. 

LEATHER  GOODS 

E.  Davis  &  Co..  Drummond  Bldg..  Montreal. 
Davis  Novelty  Co..  Mappin   Bldg.,  Montreal.  Que. 


WATERSTON'S 


"BEE" 


BRAND 


MARK 


SEALING   WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


TICKET   and  CONDUC 
TOR  PUNCHES 

thf  best  made 

The  Fred  J.  Meyer  Mfg.  Oo. 

HAMILTON.  OHIO.  U.S.A. 


To  U.S.  Publishers 
of  Music,  Fiction, 
and  General  Litera- 
ture, secure  Imperial 
British  Copyright 
rapidly  and  at  a 
nominal  charge  of 
$2.50  each  title. 

S.  E.    Garland    Copyright   Office 


Garland  Building, 


St.  John's,    Nfld. 
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MOO KSKLLER     AND     STATIONER 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 
TORONTO  CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing;  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame  them  at  low  prices.  I  manufacture 
600  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  l  orks  England 

Manufacturers  of  Cheap  Stationery 


The  Davis  Novelty  Company 

(Reg'd) 

A  large  assortment  of  Billfolds  and 
Ladies'  Purses  in  stock. 
Also  Men's  Leather  Belts,  Boy  Scout 
Belts,  School  Bags  for  boys  and  girls, 
Photo  and  Certificate  Cases,  Cigar- 
ette Cases,  etc. 

Mappin    Building,        Montreal 

Telephone  Uptown  398 


This   Space   $3.00    a 

Year  on   Yearly 

Contract 


LEAD   AND  COPYING  PENCILS 

American   Pencil  Co.,  New  York. 

Wm.  Cane  &  Sons,  Newmarket.  Ont. 

A.  R.  MacDougall  &  Co.,   168  King  St.  W.,  Toronto. 

Menzies  &  Co..  Ltd.,  Toronto. 

LOOSE  LEAF  BOOKS,  BINDERS  AND 
HOLDERS 

Boorum    &    Pease   Co.,    Brooklyn. 

Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,   Ltd.,  539  King  St.  W.,  Toronto 

National   Blank  Book  Co.,  Holyoke,   Mass. 

Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 

Rand,  MeNally  &  Co.,  Chicago. 

The  Copp,  Clark  Co.,  Toronto. 

Geo.  M.  Henry  Co.,  215  Victoria  St.,  Toronto. 

The  Scarborough   Co.  of  Canada,   Hamilton,   Ont. 

PAPER  BALERS 

Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 

O.  K.  Manufacturing  Co..  Syracuse,  N.Y. 

PAPETERIES    AND   WRITING    PAPERS 

The  Copp,  Clark  Co..  Toronto. 

Buntin,  Gillies  &  Co.,  Toronto. 

Clark  Bros.  &  Co..  Winnipeg.  Man. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 

PENNANTS 

Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PHONOGRAPH     SUPPLIES 

H.   A.   Bemister,    10  Victoria   St.,   Montreal,   Que. 

Arthur   H.    Kempton,   511    St.   Catherine   St.,   Mont- 
real, Que. 

PHOTO  CASES 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

PILLOW  COVERS 
Can.    Manufacturing    of    Novelty,    1    3Boucher    St  , 
Montreal,  Que. 

PLAYING  CARDS 
Standard  Playing  Card  Co.,  Chicago,  111. 
U.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

POST  CARDS,  GREETING  CARDS.  ETC. 
W.  E.  Coutts,   145   Adelaide  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Valentine  &  Sons  Publishing  Co.,  Toronto. 

PUNCHES   <Cutter,  Eyelet,  Round-Hole,  Etc.) 
Rivet-O  Manuafcturing  Co.,   Orange,   Mass. 

PRONG  FASTENERS 
Rivet-0  Manufacturing  Co.,   Orange,  Mass. 

RUBBER  STAMPS,  STENCILS,  ETC. 
Fulton  Specialty  Co.,  Elizabeth,  N.J. 

SCIENCE  APPARATUS 
Geo.  M.  Hendry  &  Co.,  215  Victoria  St.,  Toronto. 

SCHOOL  SUPPLIES 
Geo.  M.  Hendry  Co..  Ltd.,  215  Victoria  St.,  Torontr. 

SCHOOL  BAGS 
Davis  Novelty  Co.,  Mappin  Bldg..  Montreal,  Que. 

SCHOOL  AND  OFFICE  SUPPLIES 
Westcott  Jewell  Co.,  Seneca  Fails,  N.Y. 

SHEET  MUSIC 
McKinley  Music  Co..  1501-15  E.  55th  St.,  Chicago. 

STATIONERS'  SUNDRIES 
Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark  Bros.  &  Co.,  Ltd.,  Winnipeg,  Man. 
W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING   PENS 
John  Heath,  8  St.  Bride  St.  E.C.,  London. 
Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto- 
Canadian  Representatives. 

TOILET  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

TOYS,   DOLLS,   PUZZLES,   ETC. 
A.  C.   Gilbert. 

Menzies  &  Co.,  Ltd.,  Toronto. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 


Excellent  for   holding   Essays,    Class   Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made    in    all    sizes.      Capacity   of   back.    V 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

School  Rings. 

Elbe  No.  1  Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


PENNANTS   PILLOW-TOPS 

and 

CHAIR-PADS 

MADE  BY 

Canadian  Manufacturing 

of  Novelty 

13  Boucher  St.  MONTREAL 
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Macleans 

1         1  "CANADA'S  NATIONAL  MAGAZINE  " 


Toronto, 
April   26,    1920. 

To   Every  Newsdealer, 
In   Canada. 

Dear   Sir:- 

Eli  G.  Inman  tells  us  in  "Crowley's  Weekly"  — 

"As  soon  as  the  newsdealer  realizes  that  his  window  is 
his  best  salesman  he  will  begin  to  double  his  profits 
and  his  sales  will  increase  by  leaps  and  bounds. 

"I  have  had  dealers  doubt  this,  declar :' n-?,  that  passers- 
by  are  too  busy  to  stop  for  window  displays.   If  this 
were  so,  why  do  the  biggest  shops  in  t'~e  country  pay 
their  window  dressers  exorbitant  salaries? 

"The  increase  in  your  business  depends  unon  your 
ability  as  an  advertiser  and  a  window  +rimmer.   I  am 
willing  to  guarantee  that  an  original  window  display 
will  show  an  increase  in  business  from  20  to  25% 
in  almost  the  first  month." 

MACLEAN'S  is  full  of  articles  and  stories  that  depict 
Canada  and  Canadian  affairs.   It  has  a  larger  circulation 
in  Canada  than  any  other  general  magazine   And  it  is  well 
advertised  in  the  daily  papers  from  Coast  to  Coast. 

If  you  are  located  in  one  of  the  larger  ^ities,  get  a  big 
supply  of  MACLEAN'S  from  our  wholesale  distributor. 

If  you  are  in  a  smaller  town,  write  us  a^  say  —  "Tell 
me  how  I  can  arrange  to  handle  MACLEAN'S." 

No  matter  where  you  are  — 

DISPLAY  —  BOOST  —  SELL  — 
"Canada's  National  Magazine." 

It  will  pay  you  to  do  so  !  Act  NOW. 


Cordially  yours, 


Circulation  Manager 


BOOKSELL  E  R      A  NI)     STATIONER 


It  has  taken  us  a  great  many  years  of  effort  and  improvement  to  turn  out  a  line  of  boxwood  rulers 
fine  enough  for  us,  and  when  we  say  that  we  mean  that  your  money  will  be  gladly  refunded  if  they  are 
not  fine  enough  for  you. 


They  are  all  imprinted. 


ARROW  BRAND 


Westcott- Jewell   Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


Aigner,    J.    G 10 

Allen,    Thomas    1 

American    Lead    Pencil     Company     12 

American    News    Co 74 

Argus     Manufacturing     Company     10 

Artists'    Supply    Company    75 


Bemister,   H.   A 21 

Binney    &    Smith    Company    18 

Bond,   John    32 

Boorum   &   Pease    • . . 28 

Broadway   Smallwares    13 

Brown,   N.    L 22 

Buntin,    Gillies   &    Co Back   cove! 


Cable    Company    74 

Canada   Games   Co 66 

Canadian   Manufacturing   of   Novelty    76 

Cane   &   Sons,   Ltd.,   William    Inside  back   cover 

Carmichael  &  Co.,   Peter   32 

Carter's  Ink   Company    .•••■• 21 

Climax     Baler     Company      34 

Consolidated   Lithographing   and   Manufacturing   Co 34 

Copp-Clark    Company    3,    14,    15,    74,  76 

Coutts,    W.    E 13 

Cushman    &    Denison    Manufacturing    Co.         73 


Davis     Novelty     Company     76 

Dawson,  Ltd.,  W.  V 22 

Defiance    Manufacturing    Company    71 

Dexter  &   Sons,   Inc.,  C.  H 73 

Dominion    Blank    Book    Company    16 


Eagle  Rubber  Company   • 6S 

Eaton,    Crane   &    Pike    12 

Eaton-Dikeman  Company    23 

Elbe   File  and   Binder   Company    70 

Empire  Typewriter    22 

Esterbrook    Pen   Manufacturing   Co 21 


P.   B.    Manufacturing    Company 
Fulton     Specialty    Company     .  . . 


Gale    &    Polden    31 

Garland.    S.    E 7.r> 

Goode    Bros 73 

Grossett    &    Dunlap    6 

Gundy,    S.     B • 11 


Haviland    &    Co 

Heath   &    Co.,   John    

Henley,   N.   W '.. 

Higgins  &  Co.,  Charles  M. 
Hinks,    Wells   &    Co 


73 
31 
2 
28 
32 


Irish.   G.   L 76 

LanKuages 74 

Luckett   Loose    Leaf    Co.,    Ltd 30 

Mabie-Todd     29 

Macdonald    Wire    Goods    Company     %. 34 

MacDougall    A.    R    J 17,    18,    19,  20 

MacLean's    77 

Matthews,     B 27 

McClelland    &    Stewart,    Ltd Front    cover,  74 

McFarlane,     Son    &    Hodgson,     Ltd 76 

McKinley   Music   Company    23 

Meilicke    Calculator    Company     26 

Menzies   &  Co.,   Ltd 69 

Mittag  &  Volger,  Inc Inside  back  cover 

Moore    Push    Pin    Company     22 

Musson     Book     Company     7,    8,  9 

Myers  Manufacturing   Co.,   Fred  J 75 

National     Blank    Book     Company     16 

National    Cash    Register    Company     25 

Paper     Manufacturing     Company     26 

Playthings,    Ltd 67 

Porters    Hard- Wear    Toy    Co 65 

Pugh    Specialty    Company,    Ltd 72 

Ramsay   &   Son,   A 23 

Reliance    Ink     Company     75 

Ryan   &    Co.,  J.    F 71 

Ryerson    Press    4,    5,  74 

Sainberg,     L 72 

Sinclair    &    Sons    Ltd.,    William    32,76 

Stafford,    Inc.,    S.    S 26 

Thornton,  Robert   31 

Twigg   &    Beeson   71 

Universal    System,    Inc 23 

Volger   Manufacturing    Inc.,    B.    S 72 

Waterton    &     Sons,     Ltd..     George     75 

Weber    &    Co.,    F 72 

Webster   Limited,    S •  .  .  31 

Weeks    Manufacturing    Company,    Frank     72 

Weldon-Roberts     Rubber     Company     34 

Westcott-Jewell     Company      78 

Willard    Pen    Company     71 

Wilson   Jones    Loose    Leaf    Company    10 

Work    Organizer    Specialties    Company    28 

Wycil    &    Co 74 
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mi 


Quality 


an 


a 


s 


ervice 


100% 

Satisfaction 


H  Branches  : 

NEW  YORK,  N.Y.,  261  Broadway. 
CHICAGO,  ILL.,  205  West  Monroe  Street. 
LONDON,  7  and  8  Dyers  BIdg.,  Holborn,  E.C. 

Agencies  in  every  part  of  the  world :  in  every  city  of  prominence 

nun  1 1  n'l'iiinnii  i  rnini  1 1  nii'iii'iii'i  nil  n  i  iiiitiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiini 


M  &  V  Typewriter  Ribbons  are  un- 
equalled in  permanency,  reliability 
and  economy.  Only  the  best  of  in- 
gredients, scientifically  combined,  are 
processed  under  the  "M  &  V"  trade 
marks  and  their  record  for  quality 
and  service  is  your  guarantee  of 
steady  repeat  sales. 

Send  us  a  tr:al  order.  A  small 
one  will  convince  you  of  their  peer- 
less selling  qualities. 

Mittag  &  Volger,  inc. 

Principal  Office  and  Factory 

Park  Ridge,  N.J.,   U.S.A. 

H  ilfH  1 1 1 1 II 1 1 1  k  1 1 II IM 1 1 1 1 1 1 1 1:1 1  ill  lilll 


CANE'S  Pencils  are 
Reliable 


Canadian  children  should 
use  Canadian  pencils.  This 
is  the  only  line  of  pencils 
made  in  this  country  and 
they're  made  right. 

The  profit  is  good — better 
than  on  imported  pencils 
because  there  is  no  duty  to 
pay  and  such  handicaps 
as  the  exchange  rate  do 
not  exist. 


'HMiiriiniiimiiiiiiiiiiiiJ!!' 
!!h'>!*!lll  ['  Ml«>-<*:<  -mc Hi! tlh 
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This  illustration  shows  a 
good  counter-display  that 
may  be  depended  upon  to 
catch  the  eyes  of  the 
children.  There  are  Cane 
pencils  for  commercial, 
studio  and  home  use  as 
well.  They  please  all  pur- 
chasers. Every  Cane  pen- 
cil you  sell  helps  to  build 
up  Canadian  industry. 


The  Wm.  Cane  &  Sons  Company 


NEWMARKET,  ONT. 
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Buy 

Examination   Supplies 

Now! 


With  prices  advancing,  deliveries  slow  and  no  relief  in 
sight,  your  School  Board  will  be  wise  to  order  immedi- 
ately. Before  submitting  samples  of  Foolscap,  let  us 
quote  you  on  our  standard    qualities. 

ST.  LAWRENCE 
IVORY  MILLS 
SEVERN 
R  I  D  E  A  U 
TRENT 

Samples  Mailed 
on     request 


Are  you  ready  for 
Picnic  Time  ! 

Paprus  Plates 
Lily  Paper  Cups 
Sanispooris 
Waxed  Paper 
Paper  Napkins 
Paper  Tablecloths 
Lace  Paper  Doilies 


June  Weddings  are 
near  at  hand 

Look  up  your  needs 
and  Order  early. 


Wedding  Cake  Boxes 
Confetti  Tubes 


HAMILTON 


CAN. 


AND  OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years  the  recognized  authority  for  those  interests. 


VOL.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     JUNE,     1920 


No.  6 


You  can  now  sell  reprints  at  50c 

The  secret  of  the  success  of  reprints  has  been  popular 
titles  at  popular  prices  which  resulted  in  a  quick  turnover 
for  the  Bookseller. 

But  in  these  days  of  soaring  prices  American  reprints 
are  passing  out  of  the  popular  priced  class  into  the 
newer  novel  class  and  booksellers  are  constantly  faced 
with  the  problem  of  finding  popular  priced  lines  to  offer 
their  customers. 

Hodder  &  Stoughton's  50c  Reprints  will  solve  this  problem 
for  we  have  a  wonderful  list  of  popular  books  by  popular 
authors  in  our  new  reprint  line  on  which  the  trade 
prices  are  33c  in  hundred  lots  and  35c  in  smaller 
quantities.  All  the  books  are  bound  in  cloth  with 
attractive  new  jackets  in  three  colours. 

Over  one  hundred  and  fifty  titles  are  now  in  stock.  A 
complete  list  of  them  is  included  in  our  new  catalogue 
just  printed  and  will  be  sent  on  application. 


HODDER  &  STOUGHTON,  LIMITED 

TORONTO  o  o  o 
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Millions  use 
this  Pen 


iO 


oS 


THE  most  popular  pen  in  the  world  — 
used  in  every  place  —  the  most  generally 
adaptable  pen  —  firm  yet  flexible  when  de- 
sired—  smooth  writing  —  corrosion  resisting 
—durable— SATISFACTORY. 

The  Ester  brook 
Falcon  Pen 

Our  advertising  in  general  and  special  mag- 
azines is  attracting  millions  of  readers.  We 
have  practical  " dealer  helps"  to  assist  you  to 
link  up  your  store  with  the  national  adver- 
tising we  are  doing. 


Counter  Display  Gases 
Samples 

Wall  and  Counter  Cards 
Calendars 

Puzzles  (to  attract  the 
children) 

Write  us  for  information  about  the  abode 
7  he  pen  is  a  little  item,  but  we  can  help  you 
mal^c  it  a  big  factor  in  your  store  trade 


Window  Trims 


'©is* 
Sear 


The  Esterbrook  Pen  Mfg.  Co. 

18-70  COOPER  STREET,  CAMDEN,  N.  J 

Canadian  Agents  :    Brown   Bros.,   Ltd,    Toronto,    Canada 


BOOKSELLER  AND  STATIONER,  June.  1920.  .Volume  XXXVI.  Published  every  month.  Yearly  subscription  price.  $1.00.  Entered  as  second- 
class  matter,  July  1st,  UU2,  at  the  Post  Office  at 'Buffalo,  under  the  Act  of  March  3rd,  1879.  Entered  as  fecond-class  matter  at  the  Post  Office  De- 
partment.    Ottawa. 
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^fe. 


GOODALL'S 

English 

PLAYING  CARDS 


When  you  sell  Goodall  -Superb  Playing 
Cards  you  can  depend  on  a  generous  profit 
and  complete  customer  satisfaction. 

Their  smooth,  clean-cut,  artistically  de- 
signed boards  with  superfine  finish  always 
win  instant  approval  from  card  lovers. 

Stock  Goodall's  and  be  sure  of  satisfaction 
and  a  good  profit  margin. 


|    AUBREY  O.  HURST,  32  Front  St.  W.,  TORONTO     j 

Iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiim 


The  Tucker  Manufacturing  Co.,  Ltd. 

.      „„„„,„  MANUFACTURERS  OF 

Specify  TUCKER'S 

"hand  grip  brand"       PAPER  FASTENERS,  DRAWING  PINS  AND  GENERAL 


on  all  Orders  and  Indents 


STATIONERS'  SUNDRIES 


SELF-PIERCING 
43  42  41 


PAPER     FASTENERS 
40  633  S  1 


"S"  SERIES 
S  2  S3  S  4 


S  5 


Registered    Trade    Mark 

CALENDAR    SUSPENDERS 


V 


ONE     PIECE    STEEL    DRAWING    PINS 


GRIPON"    CLIP 


HOLDFAST         SCREW         DRAWING  PIN 
TICKF/I  BINDERS     "BEST    OF  ALL' 

201  400 


REQUIREMENTS    OF    ALL    MARKETS    SPECIALLY    STUDIED 

CRESCENT    WORKS,    HARLESDEN,   LONDON,   N.W.,   ENG. 

For  Catalogue  and  Prices  Write  our  Representative 

AUBREY  O.  HURST,  32  FRONT  ST.  WEST,  TORONTO 
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SLUCKETTS     m—m 
TERLINM 
LINE %mJ 

STYLE  AE 
End  Key  Lock — Metal  Hinge,  Genuine 
No.     1     Red     Cowhide     and     English 
Corduroy. 


MADE 


STYLE  FE 
End    Key    Lock — Metal    Hinge,    Red 
Sterluck  and  Green  Buckram. 

(Sterluck  is  the  best  grade  of  manu- 
factured leather). 


IN 


STLYE  CE 
End   Key   Lock — Metal    Hinge,    Slate 
Blue    Army  Duck  with  Red  Corners. 

CANADA 

STYLE  DE 
End    Key    Lock — Plain    Hinge,    Slate 
Blue    Army  Duck  with  Red  Corners. 


BY 

STYLE  EE 
End    Key    Lock — Plain    Hinge,    Slate 
Blue  Army  Duck. 

CANADIANS 


Luckett  Loose  Leaf,  Limited 

TORONTO 
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Do  You  Know  About  Autocrat  Stationery? 

Have  you    received    our    special    introductory  offer  ■  on 
our  quick-selling  assortment  No.  730  of  Autocrat  Linen? 


AS  a  means  of  quick  demonstration,  without  fear  of  loss  to  the  buyer  who  first 
must  be  shown,  we  have  prepared  a  special  144-box  assortment  which  will 
afford  dealers  a  generous  profit. 

It  contains  the  pick  of  the  latest  styles  and  sizes,  white  and  tints,  of  this  popular 
selling  line — 120  one-quire  boxes  of  writing  paper  and  envelopes;  24  boxes  of 
correspondence  cards  and  envelopes.  Each  box  has  been  selected  to  meet  a  popu- 
lar demand  and  to  produce  maximum  profits  for  dealers  as  well  as  the  highest 
degree  of  satisfaction  and  service  to  their  customers. 

Each  assortment  contains  display  rolls,  cut-outs,  show  cards  and  other  advertising 
material  to  help  display  and  sell  the  goods. 

The  rapidly  increasing  popularity  and  sale  enjoyed  by  Autocrat  Stationery  is  conclusive 
proof  that  the  public  has  been  quick  to  recognize  its  merits.  Attractively  boxed,  pleasing 
alike  to  the  eye  and  the  pen — Autocrat  is  yet  so  moderately  priced  as  to  insure  its  con- 
tinued use  by  all  who  make  its  acquaintance.  It's  a  staple  seller  the  year'round,  and  the  best 
— the  very  best — writing  paper  in  its  class  on  the  market  selling  at  anywhere  near  its  price. 

Whether  or  not  you  have  ever  sold  Autocrat  before,  YOU  CAN  SELL  this  assortment  by 
simply  showing  it  to  your  customers — to  display  the  boxes  is  to  sell  them. 


Send  to-day  for  large  folder  telling  all  about  this  assortment — order  one — see  how  quickly  the  box  will  sell 


, 


# 

The  Mark 
of  Master  Makers 


WHITE  &  WYCKOFF  MFG.  COMPANY 

Master  Makers  of  Distinctive  Social  Stationery 
HOLYOKE,  MASSACHUSETTS,  U.S.A. 


Exclusive  of  the  Maritime  Provinces 
and  Newfoundland 

A.  R.  MacDougall  &  Co.,  Limited 
468  King  St.  West  -  Toronto,  Ont 


Canadian  Reprtsentatioes  : 


The  Maritime  Provinces  and 
Newfoundland 

The  Schofield  Paper  Company 
23-25  Prince  William  St.     -     St.  John,  New  Brunswick 
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ELdoradO 

Fine  Feathers           -^™*w^/*»<*- 

Moth-  in  17  Leads— one  for 
^^->>— •                  every   need  or  preference 

Fine  feathers  become   a     /  ^v 
fine  bird.     The  handsome    I       N^^          j^Slmf? 
appearance  of  D  I X  0  N '  S     ^-^J_?fcL -^^ 
ELDORADO,  in  finish  and                 ^^^^%k. 
packing,  is  in  harmony  with                          ^^^ 
the  superlative  quality  of                              ^^ 
the  pencil  itself.                                                        ^^^k 

JOSEPH  DIXON  CRUCIBLE  CO.,  Pencil  Deft.  74-J,  Jersey  City,  N.  J.     ^ 

Canadian  Distributors : — A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 

o 
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STANDARD   CHALKS   AND   CRAYONS 


INCREASING 

SALES 

INDICATE 

SATISFIED 

BUYERS 


Illustrated  in  this  space  are  just  a  few  of  many 
popular  school  members  in  the  line  of  crayons 
made  by  the  Standard  Crayon  Co.  The  interesting 
proposition  we  have  for  stationers  and  the  satisfac- 
tion these  goods  are  giving  in  schools  throughout 
Canada,  accounts  for  their  increasing  sale  by  the 
retailers.  If  you  are  not  fully  posted  let  us  send 
you  samples  and  prices. 


Crayel — Highest   quality    wax 

crayon     for     general     school 

use. 


No.   67 — Gem.     7   colors,   wax-crayon,   in 
wood    box,    for    general    school    use. 


-<»,t    \\>^.W\^    SC\AOO\_  8.  ^^.t>>\rt\*\q>   G^.K<0\<S 


No.   300 — Ideal,    28   colors,   with   neat   holder   in   slide  box. 
for   general   school   use. 


Representatives  for  Canada  and  Newfoundland  . 


A.  R.  MACDOUGALL  Jtf&^K  TORONTO,  ONT. 
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DAN-DEE 


DAN-DEE 
Square  Waste  Baskets 
3  Styles  —  6  Finishes 


Art  Metal  Products 


may  in  some  few  instances  de- 
mand a  higher  price — but  their 
quick  turnover,  the  satisfaction 
they  give  the  user,  and  the  lib- 
eral margin  of  profit  they  pay 
you,  makes  the  entire  line 
worthy  a  prominent  place  in 
your   stock  of  office  appliances. 


Write  for  descriptive  circulars, 
price    lists    and    discounts. 


DAN-DEE 

Strong  Boxes 

2  Styles  —  2  Finishes 


•       *> 


DAN-DEE 
Round  Waste  Baskets 
2  Styles  —  15  Finishes 


DAN-DEE 

Letter  Trays 

2  Styles  —  8  Finishes 


ITACH   of  the   Sengbusch   office  appliances  is  the 
*-J   recognized  standard  in  its  respective  field.  Each 
has  earned  its  place  and  reputation  by  years  of  suc- 
cessful performance. 

You   stand   to   lose   the   business   of  these   people 
unless  you  keep  your  stock  of  "Sengbusch"  complete. 


SENGBUSCH 
InkstanD 


It's  more  than  an  ink  receptacle. 
It  saves  ink,  time,  trouble  and  tem- 
per. Cuts  ink  bills  75  per  cent., 
and  assures  clean,  fresh  ink  at  all 
times.  Made  of  the  best  material 
obtainable. 


The    sensible   way   to    use   mucilage.     Clean,  convenient,   easy   to   fill. 
Moulded  in  one  piece  of  genuine,  hard    rubber.      Neat   and    attractive. 

A  good  line  of  "Sengbusch"  Office  Appliances  is  the  earmark   of 
a   live   stationer.     There's   a   good   margin    in   them,   too. 

Our  catalog,  circulars,  display  cards,  etc, 
with  your  imprint  on  them,  are  free.  Get 
your  share,  now.  They  help  make  added 
sales. 


rhelDE/IL 

»#    Sanitary     »> 

MoisteneR 

Another     time     and     money     s 
The   "Quick   and   Easy  Way"   to 

the  right  amount  of  moisture 
just  where  it's  needed.  For 
fingers,  stamps,  labels, 
envelope  •  flaps,  etc., 
etc.  Beautiful  as  well 
as  durable  and  use- 
ful. 


Representatives  for   Canada  and  Newfoundland: 


A.  R.  MACDOUGALL  ^Kl!  TORONTO,  ONT. 
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CRAYOLA 

Gold  Medal 
CRAYONS 


Poor  and  gritty  crayons 
constantly  interrupt  the 
trend  of  thought  and  mar 
the  work  of  student  and 
artist  alike. 

In  the  line  of  good 
Artists'  and  School  Draw- 
ing Crayons  "CRAY- 
OLA" stands  supreme. 
There  are  no  limitations 
to  its  use. 

For  stenciling,  "CRAY- 
OLA" is  unsurpassed, 
for  instructive  color  work 
in  schools,  it  is  more  con- 
venient, cleanly  and 
economical  than  water 
colors. 

"CRAYOLA"  is  al- 
ways ready  to  use  —  no 
mixing  required,  no  soiled 
fingers.  It  is  clean  and 
compact. 


"CRAYOLA"  is  made  in  twenty-four  different  colors. 
These  colors  are  permanent  and  may  be  overworked  to 
produce  any  desired  effect.  Made  in  various  sizes  for 
different    purposes.        For    sale    by    most    dealers. 


Send  for  latest  catalogue  of  the 
complete  Binney  &  Smith  line.  New 
items    are    constantly    being  added. 


BINNEY  &  SMITH  CO 

81-83  Fulton  Street,  New  York 


A  Real  Profit  on 

Every  E  versharp 

Sale 


Canadian  dealers  like 
to  sell  Eversharp 
because  it  keeps  on 
turning  over  so  quick- 
ly and  because  there 
is  a  worth  while  profit 
on  every  sale. 

Both  they  and  their 
customers  like  to 
write  with  it  because 
it  is  always  sharp 
yet  never  sharpened, 
because  it  is  beauti- 
fully designed  to  give 
lifelong  service. 

And  Eversharp  Leads, 
for  which  there  is 
always  a  steady  de- 
mand, further  en- 
hance the  value  of 
Eversharp  — to  deal- 
ers and  customers 
alike. 

If  you  are  not  yet 
an  Eversharp  dealer 
write  for  catalog 
and  interesting  litera- 
ture. Address  Cana- 
dian representatives: 


The  symbol  of 
perfect  writing 
—  the  mark  of 
Eversharp  Pen- 
cil and  Tempoint 
Pen. 


Rowland  &  Campbell,  Ltd. 


Winnipeg,  Manitoba 


Consolidated  Optical  Co. 

Toronto,  Ontario,  and  Montreal,  Quebec 


The  name  is  on    the  pencil 

Made  and  Guaranteed  by 
THE    WAHL    COMPANY,  Chicago 


BOOKSELLER  AND  STATIONER 


Erasers  of 
Highest   Quality 


We  beg  to  announce  that  we  have 
appointed  as  our  Sole  Agents  in 
Canada  and  Newfoundland 


'TWt      cuoc 


Messrs.  A.  R.  MacDougall  &  Co.,  Ltd. 

468-474  King  Street  West 

TORONTO 

who  will  carry  'stock  of  all  our 
Manufactures. 

The  standard  of  quality  is  the  high- 
est, and  terms  are  the  best  obtain- 
able. 

Inquiries  Invited 


THE   CLYDE   RUBBER 
WORKS  CO.,  LTD. 


RENFREW 


SCOTLAND 


BOOKSELLER   AND   STATIONER 
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WATERSTON'S 


"BEE" 


BRAND 


SEALING 


Established 
1752 


Banker's 
Specie ' 


inker's   fav- 
orite quality.     It  is  a 
thorou  g  h  1  y    reliable 
wax,  possessing  a  bril- 
liancy  of   colour,    com- 
bined with  the  greatest 
adhesiveness,  and  has  the 
additional    advantage    of 
being  sold  at  a  moderate 
price. 


C 


i^MUiima 


X^RRISTONROAO  - 


s  St, Bride  Street- Ludgate  Circus  ■    *7if- 

oo  LONDON  EC  I XX 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303,  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON,  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb,  London. 


BOOKSELLER  AND  STATIONER 


Why? 


should  I  send  my  Real  Photo  Post  Card  Printing,  Enlarging,  etc., 
to  Matthews,  Bradford 


Because! 


1.  I  cannot  get  better  work  elsewhere. 

2.  I  can  rely  on  getting  prompt  delivery  always. 

3.  I  cannot  get  equal  service  at  such  reasonable  prices. 

4.  I  can  rely  on  courteous  attention  to  my  requests. 

5.  The  factory  is  the  best  equipped  and  organized  in  Great 

Britain. 

6.  Best  grade  materials  only  are  used. 

7.  The  present  rate  of  exchange  is  considerably  in  my  favour. 


13.      MattheWS     Trade  Photographic   Works 

Idle  Road,  Bradford 

England 


Telegrams: 
Postcards,  Bradford 
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William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers   of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office   and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:— 22.  Ivy  Lane.  Paternoster  Raw.  E.C.  4 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  «t*el  and  made 
in  one  of  Birmingham'*  best 
equipped  factories,  thia  dandy 
writing  pen  will  prore  a  might; 
fine  seller  for  «r»ry   lire  dealer. 


Be  «ure  to  »ee  samples  before  you  order  your  new  stock.    You'll 
find  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


The  AIGNER  Way 

Saves  Half  the  Time 

Aicner's  Patent  Cut  Index  Tabs  come  in  strips  or  gangs 
already  cut.  leaving  the  tabs  in  one  strip  with  a  1  16  at- 
tachment on  rear  edge.  One-half  turn  separates  the  tabs  — 
no  mixing  of  tabs,  as  they  come  in  alphabetical  order;  the 
next  letter  is  always  at  the  top  of  the  strip.  Tabs  are  linen- 
lined  on  inside,  gummed  and  ready  for  use. 
Stationers    and    manufacturers   come    to    us    for 

Index    Tabs    of    all   kinds 

Index    Shields    for    reinforcing 

Name.    Law   and    Number    Labels    for    Law   Work 

Gold    Stamping    and    Embossing 

Special   Die   Cutting 

Cloth  for  reinforcing  Index  Sheets 

Index   sheets    with  Tabs   attached   to   Sheets. 
Write  for  information  and  catalogue — It's  free. 

G.  J.  Aigner  &  Company 

Sole  Manufacturers  of  Patent  Cut  Index  Tabs 
Dept.  C.   554  Adams  St.  Chicago,    111.,  U.S.A. 


S.  WEBSTER,  Limited 

Moorgate  Station  Chambers 
LONDON,  E.  C.  2,  ENGLAND 


Manufacturers  and 
Exporters  of 

Typewriter  Ribbons 

and    Carbon   Paper, 

Erasers   and  Stencil 

Paper 

Pens,    Pencils,   Inks,   Tracing, 
Drawing  and  Sectional  Papers 

British  Made 
Highest  Quality 

AGENTS  WANTED  IN  CANADA 
Telephone— London  Wall  6480 
Telegraphic  Address—Ruatnec,  Ave.,  London 
Marconi  International  Code 


NICHOLAS  L.  BROWN 

Publisher 
Of  New  York  City 

announces  the  opening  of  his  Canadian  office 
in  Montreal,  Que. 

The  Book  Trade  of  Canada  is  respectfully 
urged  to  apply  for  lists  of  publications  and 
announcements,  as  well  as  trade  -discounts  to 

NICHOLAS  L.  BROWN 

90  ST.  JAMES  STREET 
Suite  702  Montreal,  Que. 


er 

Envelopes 


MOISTEN  THEM  with  the  AKGUS  MOISTENER 


Always  ready  for  use.  Sanitary.  Moistens  flap  or  stamp  neatly, 
quickly — in  series  or  singly.  Beautifully  nickel-plated,  highly  de- 
sirable for  OFFICE  OR  BOMB 

Useful  sift.  Will  be  keenly  appreciated  by  social  letter  writer  or  office  employee. 
PRICE,  0*  CA  Ask  your  stationer  or  send  us  $1.50.  Our  guarantee 
PREPAID  «P1»«'"  with  every  one.    Money  refunded  if  notsatlsfled. 

ARGUS  MFG.  CO.,      402-6  N.  Paulina  St..  Dept.   30      CHICAGO 
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The  Early  Bird 

If  you  have  not  established  an 
Every  Day  Card  Department  in 
your  store,  it's  up  to  you  to  get  in 
on  "The  Early  Bird"  class  and  see 
what  a  splendid  reward  awaits  a 
little  effort  on  your  part. 

Greeting  Cards  are  friendship 
emissaries  for  Every  Day  as  well 
as  for  festive  days. 

It  is  a  clean  and  certain  business. 
It  is  not  necessary  to  carry  heavy 
Stocks. 

There  is  absolutely  no  loss. 

You  make  over  one  hundred  per 
cent,  profit. 

It's  the  best  undeveloped  money- 
making  proposition  in  the  Sta- 
tionery Business  in  Canada. 

You  will  find  distinctive  cards 
for  every  occasion  in  the  Coutts 
line. 

Attractive  Prices.  No  Duty. 

No  Exchange. 

Made  in  Canada 

WILLIAM  E.  COUTTS 


WfOJ 


145-149  Adelaide  St.  W. 
Toronto 


Member  of  the  Greeting  Card 
Association 


.BOOKSELLER  AND  STATIONER 


If  You  Buy  Ream   Goods 

you   will    lie   interested   in 

CRANE'S  STANDARD 

Four  and  Five-Quire  Boxes 

THEY  contain  120  sheets  and  100 
envelopes  (in  note  size  and 
correspondence  cards  100  of  each)  ; 
cost  lass  than  under  the  old  method 
of  selling;  leave  no  broken  or  mis- 
matched stocks;  and  are  attractively 
•  boxed  ready  for  delivery.  Requests 
for  single  quire  lots  may  be  filled  by 
selling  30  sheets — 5  sections  of  letter 
size — to  each  package  of  envelopes 
and  charging  1-4  of  the  price  of  the 
box.  The  one  quire  papeterie  is 
always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present' in  Crane's  Linen 
Lawn  and  Crane's  Kid  Finish 

These  papers  can  also  be  had  in  the 
former  put  up  of  l-4th  reams  and 
1-Sth  M  in  a  huge  variety  of  sizes,  in 
quantities  of  not  less  than  5  reams 
and  2  1-2  M. 

Canadian     funds     accepted     at    par. 


J® 

U.S.A. 


EATON,  CRANE  &  PIKE  COMPANY 

New  York  Pktsfeld,   Mass. 


BsJ7 

Loose  Leaf 
Devices 

and  jB/anh  SooAs 

THE  LINE  OF  I0OOI  NUMBER5 

The  same  care  and 
quality  that  has  dis- 
tinguished B6P  pro- 
ducts for  80  years,enters 
into  the  manufacture  of 
our  Loose  Leaf  Devices 

Sold  only  through  dealers 


SfatfA&rA 

B&P 

BInnkBpoks 
Loom  leof  Den  cm 


BOORUM  6  PEASE  CO. 

NEW  YORK 
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Give  the  Customer  What  He  Wants 

You  can  sell  your  customer  practically  any  legitimate  brand  you 
may  decide  to  push. 

But  it  isn't  a  question  of  salesmanship  alone.  Good  merchandising 
comes  first. 

It  is  good  merchandising  to  stock  and  feature  Carter  Products.  They 
turn  over  more  rapidly,  require  the  minimum  of  selling  effort  (therefore, 
they  save  man  power)  and  because  they  invariably  satisfy,  they  keep 
the  customer  sold  on  your  service. 

THE  CARTER'S  INK  COMPANY 

Mount  Royal  Ave.  and  Drolet  St. 

MONTREAL,  QUEBEC 


tii 


DeTuxe.Tine, 

I  Loose  Leaf  Devices  tsi  Supplies  | 

JJFor  more  than  twenty  years  the  entire  energies  of  this  organization  have  been  ^( 

—  ^*  devoted  solely  to  the  design,  manufacture  and  sale  of  loose  leaf  devices  and  — 

—  supplies.  £= 

■—                                      0T  Founded  on  the  idea  of  correct  design,  and   high    quality — backed    by    fair  55 ■ 

^»  prices  and  progressive  policies — De  Luxe   Line    Loose    Leaf   Products    have  ~ 

—  developed  the  largest  sale  in  the  world.  m 

JTFThe  De  Luxe  Line  is  complete  and  includes  every  standard  type  of  loose  leaf  ~ 
^■device  from  the  small  pocket  memorandum  book  to  the  complete  outfit  for 

—  machine  bookkeeping.  ™ 

IjTIn  addition  to  bound  goods  we  sell  metal  parts  for  current  ledgers,  sectional 

—  ^*  post  binders,  storage  binders,  files  and  many  other  loose  leaf  devices.     Our  — 

—  new  plant  more  than  doubles  previous  production  facilities,  assuring  prompt  £j^j 

—  service  to  all  our  dealers,  old  and  new.  ~ 

—  Canadian  funds  are  accepted  at  par.  ^ 

I    WILSON-JONES  LOOSE  LEAF  COMPANY    I 

EE  -  Largest  Manufacturers  of  Loose  Leaf  Products  in  the  World 

=                   CHICAGO                  Our  Trade  Mark  Your  Guarantee                 NEW  YORK  = 
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The  Season's  Predominant  Fiction 

Good  Novels  are  Selling  as  Never  Before 

THE  GORGEOUS  GIRL 

By  NALBRO  BARTLEY 

Price  $1.75 

A  story  of  contrasts — the  story  of  one  girl  whose  gorgeous- 
ness  is  all  on  the  outside,  plainly  visible  ;  and  another,  who's 
beauty  and  fineness  are  hidden  within. 


THERE'S  NO 

BASE  LIKE 

HOME 

By  H.  C.  Witwer 

In  nine  hectic  episodes, 
the  careers  of  Ed.  Har- 
mon and  his  deliciously 
French  wife  are  dis- 
closed. 

H.  C.  Witwer  at  his  up- 
roarious best. 
Illustrated  $1.75 


KATHLEEN 

By  Christopher  Morley 

Kathleen  wrote  a  letter 
to  Joe  at  Oxford.  It  fell 
into  the  hands  of  one  of 
the  "Scorpions"  and  so 
the  great  Kathleen  ex- 
pedition was  organized. 
A  little  book  in  Morley's 
happiest    comedy   vein. 

Illustrated  $1.25 


Suddenly  it  dawned 
upon  her — 

She  was  keeping 
a  tryst  with  the 
wrong  man  ! 

She  came  looking  for  -an 
hour's  romance,  an  adven- 
ture, to  take  her  out  of  the 
monotony  of  her  exist- 
ence; instead,  she  found 
herself  pledged  for  a  life- 
time, thrust  into  a  new 
world,  among  strange 
people  and  mystifying 
events. 

THE  SECOND 
LATCHKEY 

By  C.  N.  and  A.  M. 
Williamson 

Authors  of 

THE   LION'S   MOUSE 
Price  $1.75 


HALF 

PORTIONS 

By  Edna  Ferber 

If  you  can  sell  O.  Henry 
you  can  sell  Edna  Ferber. 
Here  we  have  Emma  Mc- 
Chesney  with  us  again. 
Edna  Ferber  has,  been  de- 
scribed as  a  writer  who 
goes  "Eavesdropping  upon 
humanity."  She  does,  and 
she  catches  many  under- 
currents  that   reveal    life. 

Price    $1.75 


THE  KILLER 

By  Stewart  Edward  White 


A  new  "Arizona  Nights." 

The  story  of  a  man  who 
did  no  murder  with  his 
own  hands,  but  with  a 
nod  to  his  Mexican  fol- 
lowers, and  of  the  man 
and  the  girl  who  brought 
him  to  justice. 


Prict 


$1.75 


MAKE  INCREASED  BOOK  SALES  PAY  THIS  YEAR'S  STORE  RENT 


Doubleday  Page  &  Co. 
Country  Life  Press 
Garden  City  -  N.Y. 


S.  B.  GUNDY  25  Richmond  SL  w- 


OXFORD 


Toronto  Canada 

UNIVERSITY       PRESS 
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For  Steady  Summer  Business 

Play    Up  the    Titles    Listed.      There's  a   Good 
Selling  Point  in  Each  One 


A  Strong  Appeal  for  Everyone 

THE  VOICE  OF  THE  PACK. 

Edison  Marshall's  story  of  a 
real  man's  struggle,  with  a 
strong  romance  element,  made 
a  big  hit  in  serial  form  in  Blue 
Book  Magazine.  Your  custom- 
ers will  welcome  it  in  book  form. 

Recommend  It  To  The  Ladies 

THE  LAMP  IN  THE  DESERT. 

By  Ethel  M.  Dell.  You  know 
what  a  strong  appeal  a  Dell 
book  has  to  a  woman.  Here  is 
her  latest  long  story,  splendid 
for  summer  reading. 

Repeat  Orders  Frequent 

SUNNY  DUCROW. 

By  Henry  St.  John  Cooper.  A 
good  many  booksellers  have 
done  unusually  well  with  this 
unusually  bright  book.  Re- 
commend it  as  the  "Pollyanna" 
type. 

Everyone  Likes  Zona  Gale 

MISS  LULU  BETT. 

Her  latest  will  have  a  strong 
appeal  to  those  who  like  Edith 
Wharton,  John  Fox  and  George 
W.  Cable. 


S 


THE  VOIC.E' 
OF  THE  I  PACKS 


Splendid  for  Train  or  Boat 

MR.  WU. 

By  Louise  Jordan  Miln.  Here 
is  an  interest-holder  with  a  mix- 
ture of  Orient  and  Occident 
which  will  make  a  traveller  for- 
get heat  and  discomfort.  The 
play  of  the  same  name  is  a  good 
introduction. 

For  the  Summer  Resort  Hammock. 
THE  CRY  OF  YOUTH. 

By  Cynthia  Lombardy.  "A 
great  love  story,"  one  reader 
says.  Just  the  kind  that  your 
customers  want  for  summer  re- 
sort pastime.  It  is  laid  in  Italy 
and  is  full  of  the  charm  of  the 
Italian  atmosphere  and  sur- 
roundings. 

Keep  the  Locke  Book  to  the  Fore 
THE  HOUSE  OF  BALTHAZAR 

By  William  J.  Locke.  A  new 
book  by  this  author  will  sell 
steadily  for  a  year  or  more. 
Keep  recommending  it  and  you 
will  surely  make  sales.  It  is 
reviewed  as  "perhaps  Mr. 
Locke's  best."  • 

NEW  STOCKS  JUST  IN 

AS  YOU  WERE,  BILL. 

By  Edward  Streeter.  Sell 
this  as  the  latest  "Dere  Mable" 
book  and  it  is  sure  to  go.  $1.00 
retail. 

FROM  MUD  TO  MUFTI. 

The  newest  Bairnsfather  book 
can  now  be  supplied  in  quan- 
tity. 


THE  RYERSON  PRESS 


Publishers 

TORONTO 


C=> 
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The  United  Bookstores  Company  of  America 

ORGANIZATION  SYNDICATE 

An  opportunity  is  presented  to  a  limited  number  of  persons  interested  in  wider 
and  more  profitable  book  distribution  to  participate  in  a  strictly  business  enterprise 
for  this  purpose  by  becoming  members  of  a  syndicate  to  promote  the  United  Book- 
stores Company  of  America. 

The  syndicate  has  been  formed  by  the  interests  responsible  for  the  United  Book- 
stores Company  of  New  York  (capitalized  for  $3,000,000  and  now  in  process  of  for- 
mation with  a  number  of  paying  New  York  City  properties  as  a  nucleus),  and  will 
organize  the  United  Bookstores  Company  of  America  as  a  holding  company  for  the 
New  York  concern  and  for  four  other  subsidiaries  to  be  organized  in  California, 
Louisiana,  Illinois  and  Canada. 

The  purpose  of  the  United  Bookstores  Company  of  America  is  to  improve  the 
machinery  for  book  distribution  and  to  increase  the  number  of  merchandising  outlets 
for  books  and  high  grade  stationery  through  the  installation  and  operation  of  a 
national  chain  of  retail  book  and  stationery  stores.  These  stores  will  be  standardized 
in  appearance  and  interior  design  and  modern  efficiency  methods  will  be  applied  to 
their  management.  The  Company  will  purchase  for  all  stores  in  its  chain  and  for 
certain  non-competitive  stores,  thus  securing  extraordinary  price  concessions  and 
eliminating  the  profit  of  the  jobber.  No  such  chain  of  stores  is  in  existence  at  the 
present  time  in  either  the  United  States  or  Canada,  although  the  W.  H.  Smith  Com- 
pany of  England  has  scored  a  tremendous  success  with  a  chain  similar  to  that  which 
the  United  Bookstores  Company  of  America  intends  to  establish.  The  plans  of  the 
Company  have  been  approved  by  publishers,  stationers,  and  bankers.  The  Company 
will  be  incorporated  under  the  laws  of  the  State  of  New  York  and  will  be  capitalized 
for  $50,000,000.     Its  financing  will  be  handled  in  Wall-Street. 

In  order  to  provide  the  funds  necessary  for  the  organization  expenses  of  the 
Company,  and  to  permit  those  most  interested  in  the  success  of  the  enterprise  to 
participate  and  advise,  the  United  Bookstores  Syndicate  has  been  formed  and  is  now 
receiving  contributions  in  multiples  of  $50  from  authors,  publishers,  writers,  educa- 
tors, booklovers,  booksellers,  stationers  and  others  interested  in  the  subject.  The  fund 
so  created  will  be  used  solely  for  the  organization  expenses  of  the  Company.  Upon  the 
Company's  incorporation  the  Syndicate  will  be  dissolved  and  its  members  will  receive 
for  their  services  in  establishing  the  fund  $100  in  8%  cumulative  preferred  stock  of 
the  United  Bookstores  Company  of  America  for  each  $50  contributed.  The  members 
of  the  Syndicate  will  be  the  Company's  founders  and  their  names  (publishers,  book- 
sellers and  stationers  excepted)  will,  if  the  member  so  desires,  be  used  in  all  literature 
descriptive  of  the  Company.  This  represents  an  unusual  opportunity  to  double  the 
amount  of  a  small  investment  while  participating  in  the  greatest  enterprise  in  the  his- 
tory of  the  book  and  stationery  trades. 

The  right  is  reserved  by  the  Syndicate  Managers  to  reject  or  prorate  any  or  all 
contributions. 

Checks  should  be  made  payable  to  the  Treasurer,  United  Bookstores  Syndicate. 


The  United  Bookstores  Company  of  America 

303  FIFTH  AVENUE       -       NEW  YORK  CITY 

ORGANIZATION  SYNDICATE 
I  desire  membership  in  the   United  Bookstores  Syndicate    under  the  conditions  set  forth  in 
your  advertisement  and  enclose  check,  for  $ 

Name 

Address 

Dale 1920 

10  '  ~~ 


Toy 


BOOKSELLER     AND     STATIONER 

Canadian 


Trade  News 


A  Regular  Monthly  Section  Featuring  Toys  and  Other  Lines  for 
Children's  Trade,  Sporting  Goods  and  Fancy  Goods 


Special   Section  of  t  r  -i  OOA  Vol.  XXXV I 


Bookseller  &  Stationer 


Toronto,  June,  1920  no.  g 


Children's  Books  and  Toys 

\   LONG  with  toys  and  games  are  closely  associated  toy  books  and 
other  publications  for  children,  such  as  the  many  that  are  dealt  with 
in  this  issue. 

Retailers  will  find  it  a  good  plan  to  put  in  window  displays  that  feature 
these  several  lines  of  children's  goods.  They  work  in  well  together 
for  a  juvenile  window  that  will  not  only  attract  boys  and  girls  but  will 
win  the  attention  of  parents,  who  will  always  be  found  to  be  receptive 
of  suggestions  for  the  purchase  of  gifts  that  will  please  the  children. 

The  combining  of  the  several  lines  will  frequently  lead  to  purchases 
of  more  than  one  article.  Merchants  who  adopt  this  suggestion  for 
putting  in  window  displays  of  this  nature  are  asked  to  have  them  pho- 
tographed for  reproduction  in  this  Toy  Trade  News  section. 

If  photographs  cannot  conveniently  be  forwarded,  descriptions  of  dis- 
plays or  advertisements  of  toys  or  children's  books  will  be  warmly  wel- 
comed. 

It  is  planned  to  devote  more  attention  than  ever  to  telling  what  live 
retailers  are  doing  along  this  line  from  month  to  month. 

The  active  co-operation  of  all  the  merchants  and  their  assistants  is 
earnestly  asked  in  order  to  promote  the  general  welfare  of  the  trade. 
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DISPLAY  BOX  ASSORTMENTS 

Either  10c  or  15c  Retailers 

New  factory  addition  and  added  equipment  insure  good  service 


Give  these  boxes  good 
counter  room  and  see 
the  balloons  sell.  Very 
attractive  display  card 
in  colors  is  included. 


15c  Assortment: 


72  pieces — (4  numbers) 

Watermelons  with  valve. 
"Victory"  (continuous)  Squawkers. 
No.  2  Bang  Pipes,  4  holes. 
"Jumbo"  Squawkers. 


10c  Assortment: 

(Same  Style  Box  as  Above) 

144  pieces — (4  numbers) 

Round  Squawkers  (Stock  Number  40/1) 
Sausage  Squawkers  (Number  95). 
Balloons  with  self  closing  valves  (Number  50). 
Airship  Balloons  (Number  110). 

Full  description  on  request 

The  Eagle  Rubber  Company 

Largest  Exclusive  Manufacturers  of  Rubber   Toy  Balloons 

Factory:  New  York  Office: 

16  Orange  St.,  Ashland,   Ohio  35  Union  Square  West 

Canadian  Agents: 

Menzies  &  Company,  Limited 

439  King  St.  W.,  Toronto 
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The  steel  construction  toys  of  to- 
day are  real  educators  for  the  boy. 
The  real  boy  is  a  builder  by  in- 
stinct, and  the  man  who  invented 
the  construction  toy  discovered  a 
real  character  builder  at  the  same 
time. 


IS  STILL    THE 

KING  of  TOYS 

Sizes  Retail  Canada:  00-.60  cents  each 
0-$1.20  each 
1  -$2.25  each 
2-$3.75  each 
3-$6.75  each 
The  Set  with  Motor  4-$  10.00  each 


.     !:....,■ 
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Canada 


Is  the  Most  Extensively 
Advertised  Toy  in  the  World 

Stock  this  Line 

All  the  Year  round  and  Reap 
the  Profit 


This  shows  the  Boy  making  a  Geared  Racer 
with  9006  Wheel  Toy  Set 


The  New- 
Wheel  Toy 

sells 

Spring,  Summer,  Fall  and 
at  Xmas 

Three  Sizes  :    9004,  retail  $9.75      . 

9006.  retail  $15.00 

9007,  retail  $22.50 


This  is  the  9006  Set,  retail  $15.00 


See  Our  Advertisements  in  the  Saturday  Evening  Post  and  all  Boys '  Magazines 


£C3 

Wireless  Sets,  retail  $1 1.25  to  $97.50 


We  have 

PARCEL  POST 

TOYS 

ERECTOR 

BRIKTOR 

MAGIC 

PUZZLES 

To  Retail  at 

90c.  each  while 

stock  lasts 


Electrical  Sets  $2.25  to  $22.50 


The  Gilbert  line  embraces  the  following  :  Erector,  Briktor,  Wireless,  Electrical  Sets,  Chemistry, 

Mechanical  Toys,  Phono  Sets,  Puzzles,  Magic,  Nurses'  Outfits,  Carpenters'  Tool  Chests, 

Soldering  Outfits,  Signal  Engineering,  Sound  Experiments,  Machine  Guns,  Tanks 

Write  about  our  Canadian  proposition  at  once,  please.     Catalogues  now  ready. 

The  A.  C.  Gilbert-Menzies  Co.,  Ltd.,  439  King  St.  W.,  Toronto 

Manufacturers  of  Gilbert's  Toys.      Agents  for  Gilbert's  Polar  Cub  Fans, 
Vibrators,  Sewing  Machine  Motors  and  Toy  Motors. 
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IMMEDIATE 
DELIVERY 

Toys 

Dolls 
Novelties 

Write  for  Information 

William    Goldstein 

Importer  and  Jobber 
30-32  E.  20th  St.,  N.  Y.  City 


Story  Books 
Toy  Books 
Painting  Books 


See  the  new  Dainty 
WEE  SERIES  and 
M  O  N  DAY'S 
CHILD  SERIES 


PRELIMINARY  LIST 
for  1920  NOW  READY 

Canadian    Representative 

W.  C.  B.  WADE 

Carlaw  Building 

28-30  Wellington  St.  W. 

Toronto 

GALE  &  POLDEN  Limited 

2  Amen  Corner,  London,  E.C. 


Aldershot 


Portsmouth 


HARBUTT'S 


PLASTICINE 


PLASTICINE    MODEL  FROM   A 

"PLASTIC  PICTURE  SET" 


HARBUTT'S  PLASTICINE 

The  unrivalled  modelling  material  with 
twenty  year.-'  solid  reputation  behind  it. 
Clean  and  ever  plastic;  no  trouble;  no  time 
wasted  in  preparation;  can  he  used  again 
and    again ;    made   in    ten   charming   colors. 


HARBUTT'S  PLAY-WAX 

.\  clean,  brilliant  modelling  wax.  in  over 
20  colors.  In  its  normal  condition  ii  is 
hard,  and  requires  to  lie  held  in  the  warm 
hand  tor  a  few  moment-  until  it  becomes 
sufficiently  plastic  to  model  with.  Clean  as 
clean    in   use. 


The   Geo.    Hendry   Co. 
215  Tictoria  St.,  Toronto 

The  Copp  Clark  Co. 

517  Wellington  St.  West,  Torouto 

Clark  Bros.  &  Co.,  Ltd. 

48  Charlotte  St.,  Winnipeg 

HARBUTT'S  PLASTICINE  CO. 

Bathampton  Bath,  England 

LONDON  SHOW  ROOMS:  VULCAN  HOUSE 
56  Ludgate  Hill,  E.C.  4 
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Potter's  Hard-Wear  Toys 
Make  Happy  Boys 


Assorted  Colours 


Made  in  Canada 


Engines 

Motor 
Trucks 

Skate 
Rests 

Etc. 


Registered  Designs 
Sole  Distributors  for  Canada  (except  Montreal) 

Robertson  &  Murphy  Ltd.,  247  St.  Paul  Street  West,  Montreal 

For  Montreal 
•Lewis  Bros.  Ltd.,  20  Bleury  St.,  Montreal 

Manufacturers 

POTTER'S  HARD-WEAR  TOY  CO.,  238  Chambord  St.,  MONTREAL 


Something  New 

Indoor  Football 

Sells  on  Sight 

Plays  standard  football  indoors  all  winter.     Boys  are 
calling  for  this   game  every  day.     Also 


U 


" 


Mystero  Show  Outfits 

Every  boy  can  be  a  Magician.     Mystifying,  Entertain- 
ing, Instructive. 

Send  for  trial  order  and  display  prominently.     Every 
boy   in   your   district   will   want  these   novel   games. 


I 


UNIQUE    GAME    &    TOY    SERVICE 


271  W.    125th    STREET,    NEW    YORK 


THE  mission  of  this  trade  newspaper  is 
to  work  for  greater  efficiency  in  the  re- 
tail stores  and  for  the  increased  sale  of  books, 
stationery  and  the  associated  lines  in  these 
stores. 
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OWNED  by  the  Diamond  Match  Company  and  backed  by  their 
tremendous  resources,  the  Diamond  Toy  Corporation  has 
entered  the  field  to  put  toy  making  on  a  new  level  of  broad, 
intelligent,  standardized  construction  and  sound  business 
policy. 


The  result  is  a  line  of  forty  brand  new,  attractive  and  inter- 
esting toys  including  straddle  vehicles,  pull  toys,  rocker  and 
platform  toys  in  an  unusually  wide  variety — all  designed  "true 
to  life"  from  life  size  originals,  strongly  constructed  of  high- 
grade  materials  and  finished  in  a  fashion  that  marks  a  new  era 
in  toy  making  in  this  country. 


CATALOG  JUST  OFF  PRESS 

24  pages  and  cover,  handsomely  printed  with  full  page  illustra- 
tions and  complete  detail  of  design,  construction,  finish,  pack  and 
list   prices.        Write   for  your  copy. 


THE    DIAMOND    TOY    CORPORATION,    Grand    Central    Palace,    New    York    City 
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Ready  -End  of  August 

THE   FINEST  ANNUAL 

EVER  ISSUED   FOR 

BOYS  and  GIRLS 


5/- 

Net 

ORDER 
TO-DAY 

OF 
YOUR 
AGENT 


.£v 


MERRY  MOMENTS 

«  ANATl/AL  I 


WHERE  DAT 
NIGGER   BOY  GO 
TO  EBERY  TIME  ? 


^Sl^^kf&^i 


Reduced   Facsimile  of  Glazed  Coloured    Cover 


J 


5/- 

Net 

ORDER 
TO-DAY 

OF 
YOUR 
AGENT 


3  FULL-PAGE  PLATES  IN  THREE  COLOURS 

32  PAGES  IN  TWO  COLOURS,  32  IN  HALFTONE 

AND   128  OTHER  PROFUSELY  ILLUSTRATED  PAGES. 

1  92  pages,  1  0  x  7/4,  quarter  cloth,  good  paper,  glazed  cover. 

Strictly  Limited  Edition.    Obtainable  from  all  Whole- 
sale Agents  in  Canada  or  from  the  Publishers: — 

London  :  GEORGE  NEWNES,  LTD.,  8-11  Southampton  St.,  Strand,  W.C.2 
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ALLEN  LINE  LEADERS 


REAL  MOTHER  GOOSE 

Pictures  by  Blanche  Fisher   Wright  *jj>2»50 

THE  PETER  PATTER  BOOK 


By  Leroy  F.  Jackson 
Pictures  by  Blanche  Fisher  Wright 


$2.50 


AESOP  FOR  CHILDREN 


Beautifully  illustrated  in  color. 
By  Milo  Winter 


$2.50 


GOOSEY  GOOSEY  GANDER 
SERIES 


Illustrated  by  Blanche  Fisher  Wright 


Our  Children's  Favorites 
Tommy  Tittle  Mouse   .  .  . 

Polly   Flinders   

Little  Jock  Horner 

Billy  Bumpkins  (new)   .  . 
Hinky  Pinky  (new) 
Billy  Be  Nimble  (new)    . 


.85 

.85 
.85 
.85 
.85 
.85 
.85 


GREENWOOD  SERIES 

The  Adventures  of  Tommy  Tad  and  Polly  Wog,     . 

by   E.    H.   Trick    65 

More  Adventures  of  Tommy  Tad  and  Polly  Wog,  by 
E.  H.  Trick 65 

Doctor  Rabbit  and  Tom  Wild  Cat 65 

Doctor  Babbitt  and  Ki-Yi  Coyotte 65 

Doctor  Rabbit  and  Grumpy  Bear 65 

Doctor  Rabbit  and  Brushtail  the  Fox 65 

Doctor  Rabbit  and  Big  Horned  Owl 65 

Doctor  Rabbit  and  Slinky  the  Black  Wolf 65 


EIGHTH 
EDITION 

OF 

THE  REAL 

MOTHER 

GOOSE 

The  Master  Work 

and 

Best  Selling 

Juveniles 


100,000 

NOW  ON 

PRESS 

Record  Orders 
Being  Booked 
Throughout 
Canada. 

See  that  you  are  sure  of  having 

an  adequate  stoc\  for  Christmas 

Trade. 


RAND  McNALLY  CO.,  CHICAGO,  ILL. 

THOMAS    ALLEN,    TORONTO 
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IN  CHILDREN'S  BOOKS 


iggg— 


DONOHUE  SPECIALS 

CHARLIE  CHAPLIN'S 
FUNNY  STUNTS 

IN  FULL  COLOR  SOc 

PETER  RABBIT  SERIES 


65c  Each 


PETER  RABBIT 

28   Full  Color   Illustrations 
64  pages 

THREE  LITTLE  PIGS 

24  Full  Color  Illustrations 
64  pages 

THE  SELFISH  FOX 

24  Full  Color  Illustrations 
64  pages 


CHICKEN  LITTLE 

24  Full  Color  Illustrations 
64   pages 


THE   THREE   BEARS 

24  Full  Color  Illustrations 
64   pages 


CINDERELLA 

24  Full  Color  Illustrations 
64   pages 


AND  OTHER  POPULAR  TITLES 


Ella   Dolbert  Lee 

MOTHER   GOOSE 

$3.00 

COMPLETE: 

Melodies,  Jingles  and  Rhymes 

Games  and  Riddles 

Weight,  2%   lbs. 

280  Pages  of  Text 

8  Full   Color  Plates 

113  Text  Illustrations 


THE  WIZARD 
OFOZ 

By  Frank   L.   Baum 

$1.75 

Always  a  Big  Seller. 

One  of  the  Staples  Among 

Juvenile  Books. 


JUST  OUT 

GRIMMS  FAIRY  TALES 

Uniform  with  the  Ella  Dolbert  Lee  "Mother  Goose" 
$3.00 

M.  A.  DONOHUE  &  CO.,  CHICAGO,  ILL. 

THOMAS  ALLEN,  TORONTO 


CHICKEN  LITTLE 

^HENNV    PENNY" 
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THE  SELFISH  FOX 
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This  Page 

presents  some  salient  facts  about  the 
Canadian  field  as  affecting  the  book, 
stationery  and  toy  trades.  This  infor- 
mation is  of  value  to  manufacturers  and 
jobbers  of  these  lines  AND  FOR  AD- 
VERTISING AGENCIES. 

For  Dealer  Advertising 

of  goods  coming  under  the  headings  of  Books,  Stationery  and  Toys,  there  is 
only  one  medium  in  Canada.  It  is  BOOKSELLER  AND  STATIONER,  now 
in  its  36th  year  of  continuous  publication. 

Everywhere  throughout  Canada  fthe  book  and  stationery  merchants  get 
BOOKSELLER  AND  STATIONER  and  we  have  many  of  these  dealers  as 
subscribers  who  have  subscribed  for  it  regularly  ever  since  it  was  established 
thirty-five  years  ago. 

For     first-hand     evidence 

from  representative  retail     Kon°2"  n.iiw.yA„no. 

booksellers  and  stationers  The  Olds  Drug  Co.,  Ltd 

we  would  refer  you  to :  „        „    ?*~ *"*" w™i" 

Drugs*.    Stationery    and     Fancy     Goods 

Hibben's,  Victoria,  B.C.  : :  Kodak  supplies  a  specialty  :  ■. 

Granville  Stationery  Co., 

Vancouver,  B.C.  olds,  Alberta,  .Hov.€ _i&m  I9  19" 

F.  E.  Osborne, 

Calgary,    Alta.  MacLean  Punishing  Co. .Limited, 

Att      T-i       i        o      /~i  Toronto,  Ont. 

.  H.  Esch  &  Co., 

Edmonton,  Alta.  Dear  Sir8: 

Canada   DrUg    &    BOOk    CO.,  We  take  pleasure  la  enclosing  $1.  being  the  aubscrip- 

Xvegina,   oaSK.  tlon  for  Bookseller  and  Stationer  for   one  year  in  advance.     We 

Russell-Lang  &  Co., 

TTT..  .  ,  -  think  this   is  one  Magazine  that  the  trade  would  find  it  Terr 

Winnipeg,  Man. 

AVm       TTvrrpll      &     Co  hard  to  get  along  without.     For  ourselves,  if  the  price  was 

XorOntO  15-  per  year  we  would  still  be  a  subscriber,     w'e  read  every 

Chapman's  Bookstore,  cocy  fr0B  C0T6r  t0  C0Ter. 

Montreal 
Nelson's,  St.  John,  N.B.  rhankln6  you'  we  b96 10  raaRln' 

T.  C.  Allen  &  Co.,  *•«  truly- 

Halifax,   N.S.  The  Olda  Drug  Co.  Ltd. 

Garrett  Byrne,  «^,     *    v_ 


St.  John's,  Nfld. 

ADVERTISING  RATES 

1  3                  6               12 

Insertion  Insert's     Insert's  Insert's 

One   page,    10x6%    in $45  00  $40  00       $35  00  $30  00 

Half  page,  5x6%   in.;  10x3%   in 25  00  22  00  20  00  18  00 

Quarter  page,  2x6%  in.;  5x3%  in 15  00  12  50  11  00  10  00 

Specialty  pages,  space  2%x3  in 7  00  6  45  5  85           5  00 

Buyers'  Guide  pages,  space  iy2x2%  in.   .         4  20  4  00  3  45           3  00 

Yours  for  Covering  Canada 
Bookseller  &  Stationer 

143-153  University  Avenue         -        Toronto,  Canada 
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Get  their  dads  to  buy  one- 

Then  the  Boys  and  Girls  won't  give  him  any 
peace  till  he  gets  the  rest  of  the  series. 

And  it  all  means  good,  steady  busi- 
ness for  you. 

Have  you  cultivated  your  market  for  juveniles?  Here's  a 
big  field  for  you.  In  most  cases  one  sale  means  many,  for 
the  books  come  in  series,  and  are  so  good  that  no  real  boy 
or  girl  will  be  willing  to  stop  with  one.  Here  are  some 
suggestions: — 


For  the  Boys 

The  Motor  Boys  Series— $1.00. 

The  Webster  Series— 80c. 

The  Dave  Dashaway  Series — SOe. 

The  Speedwell  Boys  Series— 80c. 

The  Saddle  Boys  Series— 80c. 

The  Tom   Fairfield  Series— 80c. 

The  Fred  Fenton  Series— 80c. 

The  Rushton  Boys  Series— $1 .00. 


For  the  Girls 

The  Ruth  Fielding  Series— 80c. 
The  Motor  Girls  Series— $1.00. 
The  Dorothy  Dale  Series— $1.00. 
The  Jane    Allen    College    Series  — 

$1.60. 
The  Nan  Sherwood  Series— $1.00. 

FortheYounger  Kiddies 

The  All  About  Series— 40c. 
The  Make  Believe  Series — 40c. 


These  are  all  most  attractive  books,  careful! ;/ 
planned  and  written  specially  for  the  age  they 
are  intended  to  interest,  all  illustrated,  some 
with  colored  plates. 


The  Ryerson  Press 

Publishers 
TORONTO 
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This  Man 
Created  a 
Big  Market 
For  You! 

Look  at  these  Figures: 


483,173   Burgess  Books  Sold  in  1919 

Sales   Increasing    Month    by  Month 
1920  Objective: 

ONE  MILLION  COPIES 

Children  and  Parents  are  enthusiastic.     — The   Former  are  Ready  to  Read, 
The    Latter   are   Ready    to    Buy.        ARE   YOU    READY    TO   SELL? 


4  BIG  SERIES 


BEDTIME 

STORY  BOOKS 

20  Titles 

MOTHER 

WESTWIND   Series 
8  Titles 


BOOKS 

FOR 

BOYS 

AND 

GIRLS 

4  to  12 

Years  Old- 

The  elaborate  advertising  plans 
for    the    coming    months     will 
enormously  strengthen  the  pub- 
lic   demand    for    these    favorite 
books  for  children,  greatly  help- 
ing  booksellers    to    reap   a    big 
harvest. 

McClelland  &  Stewart,  Limited 


215  Victoria  Street 
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These  Leaders  Will  Put  Vim 
Into  Your  Summer  Book  Trade 


ROBERT  W.  CHAMBERS 

"The  Slayer  of  Souls" 

A  glorious  yarn  of  Chinese  magic,  a  plot,  a  girl 
— unmatched  in  Chambers'  repertory. 

STEPHEN  McKENNA 

"Sheila  Intervenes" 

The  story  of  a  madcap  English  girl  and  a  cynical 
Irishman,  in  the  lively,  distinguished  style  of  the 
author  of  Sonia. 

RANDALL  PARRISH 

"The  Mystery  of  the  Silver  Dagger" 

Revolutionists,  plots,  robbery,  murder  and  a  girl, 
are  the  source  of  endless  thrills  in  Mr.  Parrish's  best 
story. 

GRACE  MILLER  WHITE 

"Storm  Country  Polly" 

The  opening  scenes  in  this  new  novel  by  the 
author  of  "Tess  of  the  Storm  Country,"  are  laid  in 
a  squatter  settlement  on  the  shore  of  Lake  Cayuga. 
The  situations  are  tensely  emotional  and  adroitly 
handled,  and  Polly  herself,  crude  and  untaught,  but 
beautiful  in  face  and  fine  in  spirit,  is  an  adorable 
heroine. 

J.  FRANK  DAVIS 

"The  Chinese  Label" 

Here  is  a  thrilling  tale  about  Chinese  smugglers 
of  diamonds  who  are  also  engaged  in  the  opium 
traffic.  The  scenes  are  laid  chiefly  in  San  Antonio, 
Texas.  The  principal  figure  in  the  story-  is  Napier 
of  the  U.  S.  Secret  Service. 


J.  SOMERSET  MAUGHAM 

"Mrs.  Craddock" 

Among  the  practitioners  of  the  new  fiction  the 
author  of  "The  Moon  and  Sixpence"  is  considered 
pre-eminent  for  controlled  power,  steady  vision  and 
noble  lucidity  of  mind,  and  "Mrs.  Craddock"  is  con- 
sidered his  best  work. 

HENRY  OYEN 

"The  Plunderer" 

"A  thousand  thrills,  the  Florida  Swamps,  land 
swindlers,  love  and  a  dash  of  magic,"  by  the  author 
of  "The  Man  Trail." 

CORRA  HARRIS 

"Happily  Married" 

With  sparkling  humor  the  author  of  The  Circuit 
Rider's  Wife  chronicles  the  results  of  a  domestic 
earthquake. 

MARY  ROBERTS  RINEHART 

"Affinities" 

Alive  with  the  wholesomeness  and  delightful 
style,  endearing  the  author  of  "Dangerous  Days"  to 
her  readers. 

S.  CARLETON 

"The  LaChance  Mine  Mystery" 

There  is  adventure  a-plenty  in  this  ripping  tale 
of  men  of  action  who  could  not  resist  the  call  of 
gold  in  the  wild  north  country,  where,  beyond  the 
pale,  life  gets  back  to  first  principles.  Wolves  add 
their  full  share  to  the  danger  involved  and  there  is 
fighting,  love,  and  a  most  intriguing  mystery. 


COMING  ARTHUR  STRINGER'S 

month     "THE  PRAIRIE  MOTHER" 


McClelland  &  Stewart,  Limited 

215  Victoria  St.  TORONTO 
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NEW  PRACTICAL  BOOKS 


MOTOR  BOATS  AND  BOAT  MOTORS 

By  Victor  W.  Page  and  A.  Clark  Leich.  Indispensable  for 
owners,  users,  repairmen  or  operators  of  motor  boats  and 
marine  engines.     Price,  $4.50. 

SHOP  PRACTICE  FOR  HOME 
MECHANICS 

By  Raymond  Francis  Yates.  Deals  with  small  tools  and 
machines  such  as  those  employed  about  the  home  shop. 
Price,   $3.50. 

MODERN  ELECTROPLATING 

By  Kenneth  M.  Coggeshall.  Anyone  interested  in  practical 
plating  and  metal  finishing  will  find  this  book  a  valuable 
guide   and   complete   manual   of   the   art.      Price,    $3.50. 

EXPERIMENTAL  WIRELESS   STATIONS 

By  P.  E.  Edelman,  E.E.  Answers  every  question — clears 
up  mysteries  of  things,  radio  you  have  often  wondered 
about.     Price,   $3.00. 

SOLDERING  AND  BRAZING 

By  Raymond  Francis  Yates. .  A  Useful  Hand  Book  for 
Mechanics.     Price,  90c. 

HOME  MECHANIC'S  WORKSHOP 
COMPANION 

By  Andrew  Jackson,  Jr.  Tells  how  to  do  many  useful  elec- 
trical and  mechanical  things,  including  shop  kinks.  Price, 
75c. 

HINTS  AND  TIPS  FOR  AUTOMOBILISTS 

By  Victor  W.  Page.  Money  saving  hints  on  care  and  opera- 
tion, also  location  and  repair  of  roadside  troubles.  Price,  90c. 

HOW  TO  MAKE  AND  USE  A  SMALL 
CHEMICAL  LABORATORY 

By  Raymond  Francis  Yates.  An  introduction  to  the  study 
of  inorganic  chemistry,  with  directions  for  the  construction 
of  a  small  laboratory.     Price,  90c. 

RADIO  HOOK-UPS 

By  M.  B.  Sleeper.  A  book  of  the  most  advanced  circuits 
of  receivers,  amplifiers  and  transmitters,  for  damped  and 
undamped  wave  work.     Price,  90c. 

DESIGN     DATA     FOR    RADIO    TRANS- 
MITTERS AND  RECEIVERS 

By  M.  B.  Sleeper.  Simple  methods  for  designing  apparatus 
according    to    advanced    and    approved    practice.      Price,    90c. 


HENLEY'S  TWENTIETH  CENTURY 
BOOK    OF    RECIPES,    FORMULAS 
AND  PROCESSES 

Edited  by  Gardner  D.  Hiscox.  The  most  valuable  techno- 
chemical  formulae  book  published,  including  over  10,000  se- 
lected scientific,  chemical,  technological  and  practical  recipes 
and  processes.  This  book  of  800  pages  is  the  most  complete 
book  of  recipes  ever  published,  giving  thousands  of  recipes 
for  the  manufacture  of  valuable  articles  for  everyday  use. 
Hints,  helps,  practical  ideas  and  secret  processes  are  revealed 
within  its  pages.  It  covers  every  branch  of  the  useful  arts 
and  tells  thousands  of  ways  of  making  money  and  is  just  the 
book  everyone  should  have  at  his  command.  1920  edition. 
Price,    $4.50. 


WESTINGHOUSE     E.     T.     AIR-BRAKE 
INSTRUCTION  POCKET-BOOK 
CATECHISM 

By  Wm.  W.  Wood.  A  practical  work  containing  examina- 
tion questions  and  answers  on  the  E.  T.  Equipment.  Cover- 
ing what  the  E.  T.  Brake  is.  How  it  should  be  operated. 
What  to   do   when   defective.      1920   Edition.      Price,   $3.00. 

LIQUID  AIR  AND  THE  LIQUEFACTION 
OF  GASES 

By  T  O'Connor  Sloane.  The  third  revised  edition  of  this 
book  has  just  been  issued.  Much  new  material  is  added  to 
it ;  and  the  all  important  users  of  liquid  air  and  gas  pro- 
cesses in  modern  industry,  in  the  production,  especially  of 
nitrogen  compounds,  are  described.  1920  Edition.  Price, 
$3.50. 

STANDARD  ELECTRICAL  DICTIONARY 

By  Prof.  T.  O'Connor  Sloane.  Just  issued  an  entirely  new 
edition  brought  up-to-date  and  greatly  enlarged — as  a  refer- 
ence book  this  work  is  beyond  comparison  as  it  contains  over 
700  pages,  nearly  500  illustrations,  and  definitions  of  about 
6,000  distinct  words,  terms  and  phrases.  The  definitions  are 
terse  and  concise  and  includes  every  term  used  in  electrical 
science.      1920  Edition.      Price,   $5.50. 

ELECTRICIAN'S  HANDY  BOOK 

By  Prof.  T.  O'Connor  Sloane.  This  work  has  just  been 
revised  and  much  enlarged.  It  is  intended  for  the  practical 
electrician  who  has  to  make  things  go.  The  entire  field  of 
electricity  is  covered  within  its  pages.  It  is  a  work  of  the 
most  modern  practice,  written  in  a  clear,  comprehensive 
manner,  and  covers  the  subject  thoroughly,  beginning  at  the 
A  B  C  of  the  subject,  and  gradually  takes  you  to  the  more 
advanced  branches  of  the  science.  It  teaches  you  just  what 
you  should  know  about  electricity.  A  practical!  work  for  the 
practical  man.      1920    Edition.  -    Price,    $4.50. 

THE  MODEL  T  FORD  CAR,  Its  Construc- 
tion, Operation  and  Repair,  Including  the 
Fordson  Farm  Tractor,  F.  A.  Lighting  and 
Starting  System,  Ford  Motor  Truck 

By  Victor  W.  Page.  This  is  the  most  complete  and  prac- 
tical instruction  book  ever  published  on  the  Ford  car  and 
Fordson  tractor.  All  parts  of  the  Ford  Model  T  car  and 
Fordson  tractor  are  described  and  illustrated  in  a  compre- 
hensive manner.  The  construction  is  fully  treated  and  oper- 
ating principle  made  clear  to  everyone.  Complete  instruc- 
tions for  driving  and  repairing  are  given.  To  the  1920  Re- 
vised Edition  matter  has  been  added  on  the  Ford  Truck  and 
Tractor  Conversion  Sets  and  Genuine  Fordson  Tractor.  All 
parts  are  described.  All  repair  processes  illustrated  and  fully 
explained.  Written  so  all  can  understand — no  theory,  no 
guesswork.  New  Editon.  153  illustrations,  410  pages,  2 
large   folding   plates.      Price,   $2.25. 

STARTING,  LIGHTING  AND  IGNITION 
SYSTEMS 

By  Victor  W.  Page.  Over  200  wiring  diagrams  are  shown  in 
both  technical  and  non-technical  forms.  Complete  data  is 
given  for  locating  troubles  in  all  systems,  the  various  steps 
being  considered  in  a  logical  way  for  those  without  expert 
electrical  knowledge.  All  ignition  systems  receive  full  con- 
sideration, starting  with  the  simplest  battery  and  coil  forms 
found  on  early  cars  to  the  modern  short-contact  timer  and 
magneto  methods  used  with  the  latest  eight  and  twelve- 
cylinder  motors.  Full  directions  are  given  for  making  all 
repairs  and  complete  insrtuctions  for  locating  troubles 
with  meters.  This  book  is  unusually  complete,  as  it  also 
includes  descriptions  of  various  accessories  operated  by 
electric  current,  such  as  electrical  gear  shifts,  brake  actua- 
tion, signaling  devices,  vulcanizers,  etc.  Over  700  pages, 
425  specially  made  engravings.  1920  Edition,  Revised  and 
Enlarged.      Price,   $3.50. 


The  Norman  W.  Henley  Publishing  Co., 
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In  Canada 
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The 

WATERMAN 
FACTORS 


The  new  Canadian  home  of  Waterman's  Ideal  Foun- 
tain Pens  is  the  finest  pen  factory  in  the  world !  Canada's 
ever-growing  population  and  evergrowing  need  for  the 
famous  pen  demanded  such  a  factory.  And  here  it  is. 
complete  in  every  detail,  to  treble  the  output  and  satisfy 
every  dealer  who  derives  a  good  part  of  his  revenue  from 
the  sale  of 

_  (  Ideal  I 
Fomtfaijft  Pen 

and  Waterman's  Ideal  InK 

Such  a  huge  structure  cannot  be  equipped  and  put  into  full 
operation  in  a  moment,  but  from  now  on  this  factory  will 
enable  us  to  fully  supply  the  demands  of  Canadian  dealers, 
and  leave  a  substantial  surplus  for  export  to  every  part  of 
the  British  Empire. 


L.  E.  WATERMAN  CO.,  LIMITED 

179  St.  James  Street 
MONTREAL 


Located  at  the  St.  Lambert 
end  of  the  great  Victoria 
Jubilee  Bridge,  which  crosses 
the  St.  Lawrence  at  Montreal. 
Adequate  space  has  been  as- 
signed to  the  manufacture  of 
Waterman's  Ideal  Ink. 


50,000  feet  of  floor  space. 
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NOTICE  TO  SUBSCRIBERS 


IN  the  face  of  increased  costs  that  have  already  advanced 
production  costs  at  least  lOO/v  the  publishers  of  Book- 
seller and  Stationer  are  up  against  the  problem  of  either 
increasing  the  subscription  rate  or  cutting  down  the  service 
to  the  trade. 

We  know  that  our  readers  would  much  prefer  to  pay  the 
extra  dollar  and  have  the  present  service  maintained.  We 
can  promise  that  it  will  not  merely  be  maintained,  but  will 
be  improved. 

Bookseller  and  Stationer  has  been  published  continu- 
ously since  1884  and  this  is  the  first  increase  in  the  subscrip- 
tion price.  During  the  thirty-five  years  since  this  paper 
made  its  first  appearance,  there  is  probably  no  article 
handled  by  booksellers  and  stationers  that  has  not  increased 
in  price  from  100/?  to  200/? . 

In  the  past  year  the  wages  paid  by  the  publishers  of  this 
paper  have  increased  45%,  following  a  25%  increase  two 
years  ago.  Paper,  engravings,  and  other  materials  used  in 
publishing  have  increased  over  ioo(  < ,  in  some  cases  over 
300r/  .  Now  there  is  a  bill  before  the  Dominion  House  to 
increase  postage  on  periodicals  300  9'  the  first  year,  and 
5Q0/?  the  second  year. 

From  the  foregoing  it  will  be  seen  that  an  advance  in  our 
subscription  rate  is  imperative. 

Hereafter  the  subscription  price  will  be  $2  a  year. 

Subscriptions  in  force  will,  of  course,  be  completed  at  the 
$1  rate,  but  renewals  will  be  invoiced  at  $2  a  year. 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 

143-153  University  Ave.,   Toronto,  Ont. 
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Noesting  Ideal  Paper  Clamps 


No.  1 
Packed  12  to  a  box 
12  boxes  to  a  container 


READY  FOR 
IMMEDIATE 
SHIPMENT 


No.  2 
Packed  50  to  a  box 
10  boxes  to  a  container 


Noesting   Pin   Ticket    Co.,  Inc. 

World's  Largest  Manufacturers  of  Paper  Cilps,  Pin  Tickets  and  Thumb  Tacks 
Mount  Vernon  New  York,  U.S.A. 
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Toy  Trade  Coming  into  Its  Own 

Has  Taken  Big  Strides  Forward  in  Recent  Years — New  Ideas 
in  Manufacturing  Have  Brought  New  Business  That  Keeps  Up 

the  Year  Round. 


From  enquiries  made  last  fall  among 
representative  booksellers  and  station- 
ers in  various  sections  of  Canada,  it  was 
found  that  a  large  proportion  of  these 
devoted  considerable  attention  to  the  toy 
trade.  This  was  especially  the  case  in 
smaller  towns.  In  the  case  of  a  few  of 
the  larger  booksellers  in  cities  and  large 
towns  where  there  was  sufficient  trade 
to  justify  the  business  being  restricted 
to  book  and  stationery  lines,  there  was 
in  evidence  a  feeling  that  the  introduc- 
tion of  toys  might  possibly  be  detrimen- 
tal to  the  business  of  bookselling  proper 
which  should  support  itself.  In  the 
smaller  towns,  however,  it  is  virtually  a 
necessity  for  the  bookseller  to  supple- 
ment books  and  stationery  by  stocking- 
other  lines  that  fit  in  well  with  this  busi- 
ness and  among  such  other  lines  prob 
ably  none  lends  itself  to  a  more  profit- 
able development  than  that  of  toys. 

Glancing  back  over  a  period  of  twenty 
years  the  tcy  trade  of  this  continent 
shows  a  growth  which  is  remarkable  in 
many  ways.  Of  course  the  number  of 
factories  has  increased;  there  has  been 
visible  the  same  sort  of  development  that 
has  been  noticeable  in  other  lines,  and 
this  development  has  been  specially 
marked  since  owing  to  the  war,  the  im- 
portation of  foreign-made  toys  has  suf- 
fered such  a  striking  decrease. 

The  toy  trade,  however,  presents  one 
important  feature  which  is  unique  in  it- 
self. During  the  past  twenty  years  the 
viewpoint  of  the  entire  industry  has  un- 
dergone a  remarkable  and  most  import- 
ant change. 

Twenty  years  ago  toys  were  mainly 
purchased  as  Christmas  gifts  and  prac- 
tically for  nothing  else.  When  Christ- 
mas came  it  was  customary  to  buy  toys 
for  the  children,  so  parents,  aunts,  and 
friends  sallied  forth  and  visited  the  toy 
shops  and  department  stores  and  bought 
a  quantity  of  toys  for  children  of  each 
sex  and  of  certain  ages.  Year  after  year 
brought  much  the  same  kind  of  toys  as 
had  been  seer,  in  previous  years.  Year 
after  year  these  same  toys  were  almost 
certain  to  be  destroyed  within  a  short 
time  after  the  Christmas  holidays.  The 
toy  trade  was  a  splendid  example  of  an 
industry  which  existed  solely  because  of 
a  certain  attitude  of  the  human  mind, 
and  not  an  industry  which  was  creating 
a  permanent  field  for  itself. 

All  this  has  now  been  changed,  and  it 
has  been  changed  owing  to  the  recogni- 
tion of  the  fact  that  children  have  brains 
as  well  as  instincts  and  inherited  ten- 
dencies. Little  Johnny  used  to  get  a  toy 
horse  or  a  toy  wagon,  and  little  Mary 
would  have  a  doll  or  a  doll's  bed  and 
some  picture  books.  All  of  these  were 
and  are  perfectly  proper  for  Johnny  and 
Mary  up  to  a  certain  age,  but  in  those 
dr>ys  when  Johnny  grew  to  be  ten  or 
twelve  years  of  age  his  parents  stopped 
piving  him  toys  and  bought  aim  a  watch 


or  a  suit  of  clothes,  or  perhaps  a  little 
pony,  and  nearly  always  books. 

Certain  far-seeing  men  in  the  toy 
trade,  however,  began  at  last  to  realize 
tne  potential  purchasing  power  existing 
in  Johnny  after  he  had  passed  his  tenth 
birthday,  and  the  toy  manufacturers  now 
keep  step  with  Johnny  till  he  goes  to 
college  and  even  further.  His  brain  has 
been  recognized.  Johnny  of  twelve  or 
fifteen  is  a  thinking  reasoning  person- 
ality with  ideas  of  business  and  of  man- 
hood surging  in  his  brain.  He  wants 
to  do  things,  to  create  things,  and  it  is 
in  the  toys  which  cater  to  these  tenden- 
cies that  an  enormous  field  has  been 
opened  in  the  trade.  The  wireless  tele- 
graph, the  electrical  toys,  and  the  con- 
struction sets  are  evidence  of  this.  The 
latter  really  amount  to  engineering  in 
miniature,  or  junior  engineering.  Or 
again,  take  the  elaborate  railway  sets 
that  are  now  common,  trains  running  by 
electricity,  signals  fitted  with'  electric 
light,  rails  and  switches  the  exact  coun- 
terpart in  miniature  of  a  real  railway. 
The  tastes  and  tendencies  of  the  grow- 
ing boy  are  recognized,  and  in  this  way 
wonderful  toy's  are  made  and  sold  at 
prices  which  were  once  deemed  far  be- 
yond the  possibilities  of  the  trade. 

TOY  BALLOONS 

It  is  interesting  to  refer  to  the  devel- 
opment of  the  toy  balloon  business  along 
lines  suggested  in  previous  article  ap- 
pearing in  this  paper.  Canadian  station- 
ery stores  are  neai'ly  all  selling  far  more 
rubber  balloons  than  they  did  in  pre- 
vious years. 

Manufacturers  are  helping  them  with 
better  display  boxes.  One  firm  features 
five  and  ten  cent  assortments  in  spe- 
cial boxes  with  display  lids.  Popular 
selling  numbers  include  watermelons 
with  valve,  "Victory"  continuous  squawk- 
ers,  bag  pipes  and  jumbo  squawkers. 
Then  there  are  round  squawkers,  sausage 
squawkers,  airship  balloons  and  balloons 
with  self-closing  valves  which  are  lower 
priced  and  consequently  enormous  sell- 
ers. 


TOY 
BALLOON^ 


It  is  by  this  method  of  creating  a  mar- 
ket rather  than  by  following  blindly 
along  established  lines  that  such  great 
strides  have  been  made  by  the  toy  manu- 
facturers. It  was  not  enough  for  them 
to  make  merely  the  things  that  Johnny 
already  wanted  they  have  shown  him  a 
new  field  and  kept  his  interest  during 
years  when  formerly  they  had  fallen  far 
behind  him. 

The  live  bookseller  will  keep  this  in 
mind  in  developing  his  toy  trade.  Per- 
haps the  most  popular  line  with  the 
school  boy  at  the  present  time  is  the 
wireless  telegraph  sets,  which  can  be 
procured  from  a  few  dollars  up  to  almost 
any  price.  In  most  cases  it  is  the  boy 
himself  who  will  be  the  purchaser;  let 
him  know  that  he  can  get  a  set  of  wire- 
less for  a  certain  price,  and  once  he 
makes  up  his  mind  it  will  not  be  long 
before  he  will  save  up  sufficient  to  make 
the  purchase.  The  scarcity  and  high 
price  of  labor  nowadays  have  given 
Johnny  an  opportunity  of  earning  many 
an  odd  dollar  here  and  there,  whereas  a 
few  years  ago  he  could  only  have  earned 
about  as  many  cents,  and  it  is  up  to  the 
go-ahead  toy  dealer  to  profit  by  this. 

SCHOOLS  USE  DOLLS 

IN  PARIS,  France,  a  new  use  for 
dolls  has  been  found.  They  now 
play  an  important  part  in  the 
schools.  The  doll  lesson  is  called  "His- 
tory." 

It  is  history  of  manners  and  customs 
throughout  the  world  and  the  world 
periods.  The  pupils  are  given  a  certain 
number  of  dolls  which  they  must  dress 
in  the  costumes  of  the  country  and  time 
assigned,  and  which  then  must  be  placed 
in  surroundings  in  keeping  with  historic 
facts.  Thus  when  Rome  is  under  exam- 
ination the  scholars  do  not  merely  make 
lip  memory  of  the  consuls  or  emperors, 
nor  merely  describe  Roman  roads  "and 
baths,  the  Forum  and  the  Appian  Way; 
they  take  the  dolls  and  with  them  create 
Roman  cities  and  armies,  Roman  home 
life  and  Roman  commerce,  and  thus  re- 
create, as  nearly  as  possible,  a  Roman 
civilization. 

That  this  method  will  teach  history 
splendidly  is  beyond  question;  but  it  will 
do  more.  It  will  make  costume  design- 
ers of  the  girls  and  will  give  them  a 
keen  interest  and  understanding  of 
clothing  forms  and  periods,  will  make 
them  needlewomen  and  give  them  a 
technical  knowledge  of  a  kind  that  will 
render  them  more  content  to  remain  in 
the  home  and  not  to  need  the  constant 
assistance  of  the  outside  entertainment 
to  keep  life  from  becoming  an  unbear- 
able bore. 

Retailers  might  well  bring  this  to  the 
attention  of  local  teachers.  It  will  at 
least  interest  them  and  may  lead  to 
something  of  a  similar  nature  being 
undertaken  which  would,  of  course,  pro- 
mote additional  sales  of  dolls. 


Spring  Toy  Trade  in  Saskatoon 

Live  Western  Stores  Conduct  Year-Round  Toyland — Some  of  the 
Ready-Selling  Lines  in  Evidence  There 


MACMILLAN'S  of  Saskatoon  is  a 
store  which  is  becoming  famous 
for  its  "year-round  toyland." 
This  is  a  most  comprehensive  depart- 
ment. 

Several  new  features  have  been  added 
this  spring  such  as  the  Chummy  lawn 
swings,  the  rope  toss  games,  and  the 
"Saskatoon  Vamps,*'  a  bevy  of  designing 
little  kewpies,  with  real,,  honest-to-good- 
ness  hair!  Skipping  ropes,  and  new  dolls 
pre  also  in  evidence. 

This  department  does  not  hold  court 
merely  at  Christmas  time  but  is  daily 
deserving  of  its  name — "The  Year-round 
Toy  Shop,"  featuring  toys  at  all  times 
of  the  year,  for  birthdays,  parties,  and 
other  events  of  interest  tc  the  young. 

A  trip  through  this  department  dis- 
closed la'-ge  displays  of  juvenile  autos, 
velocipedes,  kiddie  kars,  scooter  cars, 
doll  carriages,  sulkeys,  cabs,  etc.,  in  ad- 
dition to  what  may  be  described  as  the 
"toy  stock  proper." 

Lawn  swings,  and  baby  swings  were 
also  in  evidence,  and  of  course  ham- 
mocks, too. 

A  girls'  "flier"  tricycle  retailing  at 
$20  was  a  good-looking  vehicle,  with 
steel  gear  enameled  black,  maroon 
wheels,  rubber  tires,  adjustable  feather 
seat  and  steel  sides. 

One  of  the  most  useful  articles  seen 
here  was  an  extension  gate — a  real 
handy  thing,  that  keeps  baby  from  fall- 
ing down  stairs.  This  gate  extends  to 
four  feet  and  retails  for  $2.75.  Baby 
walkers,  shoofly  rockers,  hobby  horses 
and  verandah  swings  for  babies  were 
seen,  together  with  a  big  stock  of  such 
wheeled  goods  as  express  wagons,  autos, 
row-wagons,  and  doll  cabs. 

In  dolls,  real  "vamps"  with  red  hair 
were  conspicuously  displayed.  These  are 
saucy  little  things  altogether  removed 
from  the  ordinary  run  of  kewpies.  It 
was  pointed  out  that  many  of  these  were 
sold  to  grown-ups  for  use  as  den  decora- 
tions. 

Such  well-known  denizens  of  doll- 
land  as  "Flo-Flo,"  "Queenie,"  "Mer- 
maid," "Splash  Me,"  "Coquette,"  "Love 
Me,"  and  "Voleska"  were  there,  and 
among  the  imported  dolls  were  some 
English  dolls  made  by  widows  and  or- 
phans of  soldiers. 

The  rope  toss  or  quoit  game  in  three 
sizes  including  one  large  enough  for  out- 
door use  has  been  attracting  a  great 
deal  of  attention  and  the  department  as 
a  whole  gave  the  impression  of  being  a 
most  complete  toy  store  including  games 
in  great  profusion. 

MacMillan's  Toyland  gets  its  full 
share  of  the  use  of  the  store's  show  win- 
dows and  occasionally  they  present  most 
attractive  and  striking  displays  that  have 
not  only  got  good  attention  and  brought 
forth  commendation,  but  have  had  the 
effect  of  greatly  speeding  up  toy  sales. 

The  success  of  this  store  in  carrying 
the   toy   trade    throughout     all     twelve 


months,  is  an  object  lesson  to  those  mer- 
chants who  have  not  as  yet  acted  upon 
the  editor's  suggestion  to  operate  a  year- 
round  toy  department. 

In  the  same  city  another  store  with 
a  good  line  top  department  is  the  Cairn's 
store,  and  spiing  business  here  saw 
great  activity  in  the  sale  of  various 
wheeled  goods. 

Seasonable  toys  such  as  marbles, 
agates,  girls'  skipping  ropes,  and  rub- 
ber balls  were  much  in  evidence,  and  this 
year  the  Cairn's  people  have  opened  a 
special  "Sporting   Goods   Shop."     In   an- 


nouncing the  opening  of  this  new  depart- 
ment reference  was  made  to  the  opening 
of  the  basebtll  season  on  May  5  with 
the  ensuing  season  of  summer  sports 
in  full  swing.  It  was  stated  that,  to 
provide  the  right  kind  of  service  to  the 
athletes  of  Saskatoon  with  the  right 
kind  of  service,  complete  assortments 
would  be  shown  of  dependable  baseball, 
golf  and  tennis  supplies. 

It  is  of  interest  to  add  that  this  de- 
partment includes  in  its  stock  such  goods 
as  knives,  ra/.ors,  etc.,  as  well  as  ham- 
mocks, and  other  kindred  lines. 


A  TOY  WIZARD  A.  C.   GILBER: 

THE  audience  at  the  lecture  by  A.  C. 
Gilbert,  on  May  10th,  at  lecture  hall 
in  the  Central  Y.  M.  C.  A.,  Toronto, 
was  privileged  to  the  extent  of  hearing 
a  lecture  that  was  absolutely  unique  in 
its  experience.  Mr.  Gilbert  did  scientific 
stunts  that  made  everybody  in  the 
room  sit  up  with  wonder  and  then  ex- 
plained them,  so  that  his  hearers  could 
similarly  mystify  their  friends.  After 
many  demonstrations  of  scientific  ex- 
periments. The  lecturer  dealt  with  the 
great  market  for  toys  that  had  been 
created  for  construction  and  scientific 
toys. 
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,    "Toy    Wizard" 

The  two  big  ideas  that  had  ever  been 
kept  before  him  in  manufacturing  scien- 
tific toys  were  first,  to  instill  into  boys 
the  spirit  of  leadership  and  second,  to 
bring  science  down  to  boys'  understand- 
ing. 

To  encourage  boys  toward  reaching 
out  towards  leadership,  the  Gilbert  In- 
stitute of  Toy  Engineering  had  been  es- 
tablished in  which  degrees,  diplomas  and 
prizes  were  awarded.  The  highest  de- 
gree was  that  of  "Master  Engineer,"  any 
boy  reaching  that  degree  was  almost 
certain  to   achieve   success   in   lif-v. 


Boosting  the  Sale  of  Children's  Books 

Interest  Created  by  Stories  and  Funny  Pictures  in  the  Newspapers 
Spells  Opportunity  for  Booksellers 


STORY  books  and  toy  books  are  so 
closely  associated  with  toys  and 
games  that  it  has  been  deemed  ad- 
visable to  give  them  special  attention  in 
this  toy  trade  section. 

When  one  contemplates  the  millions 
of  volumes  of  books  by  each  of  several 
writers  of  stories  for  children  that  have 
been  sold,  with  thousands  of  sales  being 
added  this  very  day,  the  bookseller  will 
do  well  to  take  a  new  survey  of  his  book 
trade  to  ascertain  whether  his  book  busi- 
ness is  benefiting  as  it  should  in  profits 
from  sales  of  the  books  that  are  just  now 
in  the  highest  favor  in  the  hearts  and 
minds  of  the  little  ones  of  the  com- 
munity. 

One  thing  sure,  no  matter  how  good 
a  showing  a  book  store  has  made  or  is 
making  in  this  respect,  there  is  ample 
opportunity  for  enormously  increasing 
the  sales  of  children's  books. 

Changing  to  the  first  person:  Have 
you  everv  stopped  to  think  of  the  pos- 
sible relationship  of  the  popularity1  of 
the  funny  picture  supplements  of  the 
week-end  newspapers  with  your  book 
business?  The  chances  are  that  you 
haven't,  because  nine  out  of  ten  of  the 
booksellers  to  whom  this  question  was 
put  in  the  course  of  conversations  about 
trade  in  children's  picture  books  had 
never  let  their  minds  dwell  on  the  pros- 
pect of  making  the  funny  pictures  in  the 
newspapers  help  to  sell  books  containing 
the  same  or  similar  characters,  giving 
additional  picture  stories  of  their  ant'es. 

The  newspaper  cages  themselves  can 
be  most  effectively  utilized  for  window 
displays  in  conjunction  with  the  books 
themselves,  and  it  will  readily  be  apure- 
ciated  that  in  this  manner  window  dis- 
plays so  striking  can  be  made  with  com- 
paratively little  trouble  or  expense  that 
will  gather  crowds  of  kiddies  before  the 
window  and  attract  parents  as  well.  Such 
n  display,  in  fact,  would  prove  a  cynosure 
foi  all  eyos  and  be  the  means  of  enorm- 
ously boosting  the  sales  of  the  books  thus 
exploited. 

When  such  a  show  of  books  and  pub- 
M'.-ity  helps  are  put  in  a  window  there 
should  be  concurrent  newspaper  adver- 
tising linking  up  with  the  campaign  at 
the  store.- 


ANOTHER  LITTLE  COUSIN 

The  latest  issue  in  the  Little  Cousin 
Series  put  out  by  the  Page  Company, 
Of  Boston,  is  "Our  Little  -  Czecho- 
slovak Cousin."  The  author  is  Clara 
Winslow.  The  volume  is  attractively 
illustrated  by  Charles  D.  Meister.  This 
book  is  uniform  with  the  fifty-five  other 
titles  in  this  series.  It  imparts  a  large 
amount  of  interestine  information  about 
Bohemia,  Moravia,  Silesia  and  Slovakia, 
makW  ni)  this  new  indenendent  realm. 
Tt  is  interesting  to  note  that  this  coun- 
trv  will  rank  eiehth  in  size  among  all 
the  European  states. 


t  Exhibition  of 


Old  Books  for  Child 


ren 


From  the  collection  of  Wilbur  Macey  Stone 
of  New  York 


February  2  to  14  [»«cinfive].  1920 

At 
THE   BOOKSHOP  FOR   BOYS  AND  GIRLS 

Women's  Educational  and  Induftnal  Union 
264  Bovlfton  St.,  Bofton 


Cover   design   of   a    folder   announcing   an   exhibition   of  old   books   for   children    at   the 
Bookshop  for  Boys  and  Girls  in   Boston. 


"TWO  TO  FOUR"  TOYS 

Toy  dealers  should  seek  to  get  all 
possible  data  and  have  it  at  their  finger 
tips  to  help  to  post  parents  as  to  what 
toys  to  buy  for  their  children.  This,  of 
course,  applies  to  all  members  of  the 
sales  force  in  the  retail  store.  One  big 
metropolitan  store  compiled  a  list  of  in- 
terests of  children  aged  from  two  to 
four  years.     Here  they  are: 

Running,  climbing,  swinging,  rocking, 
pushing,  dragging,  pulling,  simple  con- 
struction play  with  blocks,  digging  in 
sand  and  mud  play,  initiative  plays — 
doll  play,  rhythmic  movements,  etc. 

Here  are  the  toys  for  this  period: 

Harmonicas,  trumpets,  balls,  whistles, 
bells,  hobby-horses,  linen  picture  books, 
paper  and  crayons,  slides  to  climb  and 
slide  down,  sand  boxes,  iron  spoons, 
shovels,  sand  forms,  carts,  little  wagons, 
boxes  and  tin  cans,  small  durable  dolls, 
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small   doll   carriages,   toy  furniture,  tin 
.dishes,  toy  animals,  building  blocks,  etc. 


BOWSER,  THE  HOUND 

The  latest  acqusition  to  the  Burgess 
Green  Meadow  Series  is  "Bowser,  the 
Hound." 

Bowser,  though  a  great  hunter,  has 
the  bad  habit  of  following  a  trail  until 
he  drops,  without  paying  attentoin  to 
where  he  is  going.  Old  Man  Coyote 
knew  the  habit  of  Bowser's  and  when 
being  hunted,  he  led  Bowser  into  a 
strange  country,  and  when  Bowser  had 
lost  his  way  home,  played  a  trick  where- 
by Bowser  fell  into  the  river  and  hurt 
himself  badly.  Bowser  managed  to 
crawl  ashore  and  finally  found  a  house 
where  the  people  nursed  his  lame  back 
to  health.  Mr.  Burgess  tells  how  Blacky 
the  Crow  and  Reddy  Fox  helped  Bowse- 
to  find  his  way  home  to  Farmer  Brown's 


BOOKSELLER     AND     STATIONER 


Consider  Structural  Details 

When  Choosing  New  Wallpaper 

Room  Must  Have  Proper  Relation  to  Rest  of  House— Good  Ideas  of  Harmony  Brought  Out 
in  This  Season's  Lines — Prices  From  50  Cents  to  $18— Paper  Shortage  Causes  Con- 
cern  English  Blocked  Papers  Available,  But  French  Output  Still  Low. 


FEW  persons  in  choosing  a  new  wall 
paper  for  a  hall  way,  a  living  room, 
or  a  bedroom,  do  so  with  any  con- 
sideration of  the  structural  detail  of  the 
room  or  the  building  in  which  the  decor- 
ation is  to  be  employed.  No  matter  how 
expensive  or  how  artistic  the  scheme 
worked  out  if  it  does  not  become  har- 
moniously absorbed  by  the  whole  gen- 
eral "scheme  its  principal  value  is  lost. 
Otherwise  it  may  give  a  most  startling 
and  unpleasant  effect  when  the  door  of 
tne  particular  room  is  opened  into  the 
hsliway  of  the  house. 

One  of  the  simplest  guides  to  be  re- 
membered along  this  line  is  that  fabric 
effects  are  good  in  a  light  room — grass- 
cljth  papers,  etc.,  are  effective  when  a 
simple  treatment  is  employed  in  the  con- 
struction of  walls,  etc.  When  the  stucco 
effects  are  used  with  the  very  popular 
beamed  ceiling,  more  weight  in  the  wall 
coverings  and  draperies  may  of  course 
be  introduced,  and  the  salesman  in  the 
wallpaper  department  of  your  store — 
even  if  you  keep  a  very  modest  depart- 
ment— should  be  posted  on  a  few  of  the 
elemental  rules  in  the  treatment  of  in- 
teriors. The  fact  that  the  larger  stores 
employ  experts  on  their  permanent  staffs 
and  bring  lecturers  from  the  art  centres 
to  instruct  in  attractive  employment  of 
decoration  in  the  modern  home,  shows 
hew  important  this  department  is  con- 
sidered by  the  most  up-to-date  concerns, 
and  even  the  small  town  hardware  store 
with  its  limited  stock  need  not  be  behind 
the  times  if  the  owner  makes  the  best 
of  what  he  has.  A  few  good  lines  that 
will  surely  be  good  sellers  and  create 
good  effects  is  a  safer  buy  than  a  wide 
range  of  ncvel,  cheaper  lines  for  the 
.smaller  merchant.  He  should  he  guided, 
however,  by  what  is  being  shown  by  the 
wholesalers  to  the  bigger  retail  buyers. 

The  Present  Tendencies 

This  season  there  is  a  marked  ten- 
dency towards  stencil  and  tapestry  ef- 
fects, while  reproductions  in  soft  attrac- 
tive shades  of  the  best-liked  designs  in 
cretonnes  are  also  selling  very  well  to 
the  general  trade.  Many  novelties  are 
b>  ing  tried  out  by  the  bigger  decorators 
in  1  he  homes  of  customers  who  wish  to 
pay  the  price  of  these  elaborate  effects. 

One  large  company,  for  instance, 
is  decorating  a  home  in  Toronto 
and  introducing  a  unique  wall  treatment 
in  which  sand  is  thrown  on  a  wet  paint. 
The  walls  are  tinted  the  desired  shade, 
and  while  the  paint  is  still  wet  a  fine 
transparent  crystal  sand  is  thrown  on 
the  wall,  giving  an  effect  like  the  sheen 
of    velvet    when    the   wall    becomes   dry. 


This  process  can  be  done  in  any  color, 
and  the  effect  is  very  beautiful,  but  of 
course  could  only  be  used  in  a  home 
where  the  rest  of  the  interiors  could  be 
equally  elegant  in  treatment.  This  sand 
nrocess  is  more  often  used  in  panel  ef- 
fects with  the  darker  schemes  and  is 
sometimes  used  in  scroll  or  mural  decor- 
ations in  theatre  or  hotel  lobbies,  etc. 

English  Hand-Blocked 

Among  the  finest  looking  wall  papers 
being  shown  for  the  present  season  are 
the  hand-blocked  English  papers  of  a 
rather  conventional  design.  These  are 
in  great  demand  in  a  wide  range  of  de- 
signs and  are  very  good  for  the  better 
class  type  of  living  room,  library  or 
lining  room.  They  will  retail  at  about 
$3.50  a  roll.  The  designers  of  these 
papers  cut  out  their  patterns  in  wooden 
blocks  and  the  moulds  are  pressed  on 
by  hand,  making  the  process  a  compara- 
tively expensive  one  from  the  standpoint 
of  time  and  labor.  "We  cannot  get  the 
deliveries  quickly  enough,"  one  importer 
of  English  wall  papers  told  BOOK- 
SELLER AND  STATIONER.  "There  is 
a  very  large  demand  for  them  and  of 
course  the  wall  paper  business  is  suffer- 
ing from  the  paper  shortage  as  well  as 
the  manufacturers  in  other  lines  of 
paper  goods." 

Factory  Used  as  Hospital 

The  wallpaper  supplies  have  suffered 
too,  as  a  result  of  the  war.>  Previously 
France  contributed  a  large  supply  of 
the  better  class  of  goods  to  Canadian 
wholesalers  and  retailers.  To-day  the 
French  wallpapers  are  almost  impossible 
to  get.  The  famous  Zuber  plant  in 
France  was  utilized  as  an  immense  mili- 
tary hospital  all  during  the  war,  and  only 
now  is  it  being  restored  and  equipped 
again  to  carry  on  the  manufacture  of 
wallpaper  lines,  world-famous  before  the 
war. 

This  shortage  of  wallpaper  output  in 
France  is  believed  to  have  a  good  deal 
to  do  with  the  increased  vogue  for 
fabric-covered  walls,  cotton  and  silk 
materials  being  widely  used  in  interiors 
of  every  description. 

Eighteen  a   Yard — Worth  It.  Too! 

Among  the  novelties  for  halls  is  a  fine 
Japanese  leather  paper  in  bold  conven- 
tional design  in  rich  shades  and  bronze 
which  sells  at  $13  a  roll. 

"The  hall  is  the  most  important  space 
in  the  house,"  said  one  merchant.  "If  I 
were  being  cautious  about  expense  in 
wallpapers  I  should  go  easy  on  every 
room  before  I  started  to  cut  down  on  the 
hall.      It    is    the   first   room    into    which 
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vou  step — and  every  room  opens  into  it. 
Therefore  the  quality  and  color  scheme 
must  be  given  careful  consideration. 

Jaspe  Stripes  Lead 

Dainty  for  bedrooms,  boudoirs,  and 
dressing  rooms  are  the  plain  Jaspe 
stripes,  pin-head  satin  stripes,  and  plain 
fabric  effects  that  look  very  much  like 
linen  and  are  particularly  refreshing  in 
appearance.  Chintz  patterns  with  cut- 
out borders  are  very  good  in  soft,  loose 
floral  effects,  and  very  dainty  bedroom 
papers  may  be  had  from  50  cents  a  roll 
up. 

"It  is  absolutely  wrong  to  buy  cheap 
paper  these  days,"  said  one  wallpaper 
man  this  month.  "People  are  under  the 
impression  that  if  they  can't  save  in 
other  things  they  will  in  wallpapers,  and 
this  is  a  terrible  mistake.  The  cheap 
papers  are  a  worse  investment  than  the 
old,  faded  ones  on  the  wall,  and  when 
money  is  spent  on  having  new  paper 
hung,  it  might  far  better  be  paper  that 
will  stay  on  the  walls  a  few  years.  Cheap 
paper  is  a  poor  investment  and  customers 
should  certainly  be.  warned  against  it." 
Among  the  Novelties 

Among  the  novelties  shown  to  BOOK- 
SELLER AND  STATIONER  by  this 
wholesale  merchant  was  a  very  pretty 
Japanese  grass  cloth.  This  comes  in 
natural  clor  grass  in  various  colored 
backgrounds  and  is  very  nice  for  the 
popular  type  of  living  room.  It  permits 
of  a  cheery  treatment  of  draperies  and 
hangings,  and  like  the  good  greys  and 
buffs  in  one-toned  papers,  is  an  excellent 
paper  when  bright  shades  are  employed 
in  the  drapery  cretonnes  or  silks, 
out  any  harm  being  done." 

For  the  Modern  Kitchen 

The  culinery  department  should  not  be 
overlooked  in  this  brief  review. 

"Canvas  walls  painted  are  the  most 
satisfactory  for  kitchens,  BOOK- 
SELLER AND  STATIONER  was  told. 
"These  should  not  be  attempted 
until  the  house  is  four  or  five 
years  old  so  that  the  plaster  is 
given  time  to  crack  if  it  is  going  to. 
After  this  period  the  house  is  settled 
and  the  canvas  can  be  stretched  on  the 
walls  without  fear  of  big  cracks  split- 
ting: it.  White  enamel  paint  is  aopMed 
and  the  effect  is  fresh  and  samtarv,  for 
the  walls  can  be  frequently  washed  with- 

Of  c  mrse  the  wholesalers  are  showing 
a  good  range  of  neatly-tiled  kitchen 
papers  for  those  who  prefer  to  carry 
them.  With  the  present  shortage  there 
is  no  danger  of  the  wallpaper  depart- 
ment proving  a  Jonah.  Prices,  too.  w:ll 
be  firm  and  are  advancing. 


Editorial  Comment 
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HOW  RETAILERS  MAY  HELP 

RESPONSIBILITY  for  aiding  production  and 
helping  to  reduce  the  high  cost  of  living 
rests  on  every  retailer.  To  what  extent  are  the 
book  and  stationery  merchants  of  Canada  rea- 
lizing this?  It  is  up  to  the  retailer  to  be  satis- 
fied with  a  moderate  profit,  so  that  turnover  may 
be  speeded  up. 

While  the  genuine  value  to  consumers  of 
quality  goods  should  not  be  lost  sight  of,  medium 
grade  goods  have  a  legitimate  place  in  trade  and 
their  exploitation  by  retailers  will  serve  to  curb 
extravagance  and  help  the  average  man  or 
woman  to  stretch  the  dollar  to  its  fullest  pur- 
chasing capacity  in  reducing  living  costs. 

Unnecessary  service  should  be  eliminated,  so 
that  the  greatest  possible  measure  of  price 
advantage,  consistent  with  an  adequate  margin 
of  profit,  may  be  extended  to  the  customer. 

Assistants  should  be  fully  advised  of  these 
points  and  encouraged  to  study  from  all  points 
all  the  merchandise  they  handle  for  you. 

Manufacturers  and  wholesale  houses  will  be 
found  in  most  cases  to  be  ready  to  meet  the 
retailer  half  way  in  co-operating  with  him  to 
put  into  effect  the  points  covered  in  the  fore- 
going paragraphs. 

Talk  it  over  with  the  travelers. 


CHILDREN'S  BOOKS 

WITH  toys,  games  and  children's  books 
representing  in  volume  at  least  fifteen  per 
cent,  of  the  annual  turnover  of  the  average  book 
and  stationery  store  in  Canada,  going  to  a  much 
higher  mark  in  many  of  these  stores,  it  will  be 
appreciated  why  these  classes  of  merchandise 
are  receiving  special  attention  in  BOOKSELLER 
&  STATIONER.  Last  month  the  special  "Made- 
in-Canada"  toy  trade  section  made  a  big  hit 
with  the  trade,  many  words  of  commendation 
regarding  it  reaching  the  editor. 

This  month  the  special  section  is  more  gen- 
eral in  its  scope  and  books  for  children  are 
much  in  evidence  in  the  advertising  pages.  As 
with  toys  and  games,  so  with  children's  books, 
there  is  a  most  satisfactory  tendency  at  present 
toward  selling  greater  quantities  of  these  profit- 
able lines  throughout  the  year. 

Manv  of  the  books  for  Children  are  of  such 
high  calibre  that  they  may  be  depended  upon 
to  make  so  strong  an  impression  upon  the  child- 
ish mind*  as  to  create  an  appetite  for  good  books 


that  will  never  be  satiated,  thus  making  life- 
long customers  at  the  bookshops. 

A  business  with  potentialities  like  that  is 
worth  pushing  to  the  utmost.  Therefore  we 
take  occasion  to  commend  the  announcements 
of  books  for  children  in  this  and  subsequent 
issues  to  the  best  possible  attention  of  the  retail 
book  trade  throughout  Canada. 


SHOULD  ADVERTISE  BUDGET 

IT  is  interesting  to  observe  the  use  that  the 
Government  has  made  of  the  press  in  get- 
ting information  about  the  budget  before  the 
public  and  before  merchants.  It  would  have 
been  good  policy  for  the  Government  to  have 
had  paid  advertisements  prepared  to  be  in- 
serted in  various  papers.  These  would  have 
been  official  and  there  would  have  been  no 
doubt  as  to  their  meaning.  In  many  cases  mer- 
chants have  been  doubtful  as  to  the  meaning  of 
the  taxes  according  to  information  given  in  the 
daily  press. 

There  is  also  the  question  of  commandeer- 
ing merchants  and  making  them  tax  collectors. 
Merchants  have  to  bear  a  good  deal  of  the  op- 
probrium in  connection  with  the  high  cost  of 
living.  This  added  tax  will  mean  that  many 
people  will  blame  the  merchant  for  the  high 
prices  they  have  to  pay.  Specific  statements  in 
Government  advertisements  in  the  public  press 
fully  explaining  essential  points  would  indicate 
why  prices  are  higher  and  that  these  increases 
go  to  the  Government,  not  to  the  merchants. 


BOOK  PROMOTION 

IN  THE  U.S.  a  fund  of  $100,000  is  to  be  raised 
for  the  purpose  of  advertising  BOOKS  for 
the  autumn  and  Christmas  selling  season.  Can- 
ada will  benefit  to  some  extent  but  as  the 
medium  to  be  used  according  to  the  plans  at 
present  under  consideration  will  be  newspapers, 
it  is  felt  by  members  of  the  book  trade  on  this 
side  of  the  international  border  that  a  special 
campaign  of  a  similar  nature  should  be  de- 
veloped in  Canada.  Although  no  definite  steps 
have  as  yet  been  taken,  the  matter  is  under 
advisement  and  no  doubt  something  will  evolve. 
It  will  be  appreciated  that  this  campaign 
will  be  apart  from  the  advertisements  of  specific 
books,  or  rather  will  supplement  such  advertise- 
ments being  designed  to  promote  greater  devo- 
tion by  the  public  to  the  reading  and  owning  of 
good  books. 
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News  About  and  for  Travelers 


TAKE  A  WIDE  OUTLOOK. 

TRAVELLERS  occupy  a  strategical 
position  in  the  whole  selling 
scheme  and  it  is  up  to  them 
to  anticipate  and  pass  on  to  the  re- 
tailer what  line  of  action  should  he 
taken  in  preparation  for  business  next 
season  or  next  year  so  as  to  be  prepared 
for  probable  eventualities,  but  the  tra- 
veller should  also  keep  in  mind  that  new 
book  and  stationery  stores  are  con- 
tinually being  started,  either  entirely  new 
establishments  or  established  stores  un- 
der new  management,  having  definitely 
worked  out  plans  for  infusing  new  life 
into  the  business,  adding  to  the  volume 
of  its  trade  and  generally  putting  the 
"pep"  sign  before  its  door. 

Across  the  border  a  trade  paper  writer 
looking  toward  the  coming  of  new  book- 
stores, wrote  as  follows: 

"In  such  a  situation  the  importance  of 
the  publisher's  traveler,  as  a  constructive 
worker  in  the  field,  cannot  be  overesti- 
mated. The  trade  is  fortunate  that  it  is 
so  largely  represented  by  men  who  will  be 
able  to  handle  these  new  enterprises,  and 
in  a  broad  way.  The  book  publisher, 
above  all  things,  needs  new  outlets,  and 
we  cannot  afford  to  have  these  outlets 
jeopardized  by  having  them  oversold  at 
the  start. 

People  will  enter  the  book  business  un- 
doubtedly knowing  more  about  books 
than  about  book-trade  methods  and  buy- 
ing methods,  and  these  people  deserve 
most  considerate  handling  by  those  with 
whom  they  come  in  contact.  Manj  will 
undoubtedly  do  better  to  purchase 
through  the  jobber  instead  of  opening 
small  accounts,  and  some  will  do  better  to 
open  a  few  accounts  in  such  directions  as 
they  are  about  to  specialize  in.  Many 
need  to  know  the  way  things  are  selling 
in  their  neighbourhood  and  the  quantities 
that  usually  make  for  sound  merchandis- 
ing. Inquiries  at  the  home  office  are 
usually  referred  back  to  the  man  in  the' 
field,  and  every  lead  should  be  handled 
carefully  and  with  thought  as  to  the  ulti- 
mate growth  of  this  new  outlet. 

The  publishing  world  is  going  to  put 
important  responsibility  on  the  traveller 
at  this  time,  and  expects  him  to  amply 
live  up  to  the  opportunity." 

TRAVELLERS,  READ  THIS 

Two  points  for  travellers  calling  upon 
book  and  stationery  merchants  are  pre- 
sented here  as  adapted  from  an  article 
by  Will  T.  Hedges  in  "Printers  Ink," 
himself  the  manager  of  a  sales  force: 

A  few  weeks  ago  I  had  occasion  to 
speak  before  a  group  of  salesmen  at  a 
sales  convention  of  one  of  our  New 
England  jobbers.  Sales  methods  were 
being  discussed,  ano  the  following  ques- 
tion was  placed  in  the  question  box, 
evidently  put  there  by  one  of  the  jobber's 
salesmen:  What  do  you  consider  to  be 
the  most  attractive  feature  of  our  goods 
to  the  dealer? 


CO-OPERATION 

Let  it  be  the  aim  of  every 
traveler  to  become  a  better  re- 
presentative of  lib  house,  and 
tn  extend  his  usefulness  to  the 
retailer  beyond  the  restricted 
scope  of  merely  selling  him 
goods.  If  he  can  show  the  way 
to  the  dealer  to  sell  more  goods 
the  logical  sequence  is  that  he 
will  gel  more  orders  from  the 
retailer. 


A  number  of  features  had  already 
been  discussed,  such  as  appearance,  the 
manufacturer's  guarantee;  and  some  cri- 
ticism had  been  made  of  the  price.  My 
reply  to  the  question  was:  Our  sales 
policy  of  selling  the  dealer  an  amount 
of  merchandise  which  will  permit  him  to 
turn  his  stock  over  from  six  to  ten  times 
a  year;  thus  making  is  possible  for  him 
to  realize  more  profit  from  our  line  than 
he  could  from  an  article  which  yields 
more  profit  from  the  individual  sale  but 
which    does    not.    sell    so    frequently. 

The  Second  Point 

Too  much  dealer  advertising  is  to-day 
merely  an  effort  to  sell  the  dealer,  which 
in  my  estimation  is  a  shortsighted  policy. 
A  better  way  to  enlist  his  interest  in  a 
product  is  to  show  him  how  to  handle 
it  successfully. 

Because  I  believe  in  this  so  firmly,  our 
salesmen  now  spend  at  least  half  of  their 
time  during  the  year  becoming  better 
acquainted  with  their  dealers  and  culti- 
vating new  ones.  This  may  seem  to 
many  sales  managers  like  a  great  waste 
of  selling  effort — that  if  75  per  cent, 
of  the  time  could  be  devoted  to  selling 
and  25  per  cent,  to  visiting,  it  would  be 
a  more  efficient  arrangement.  The  ex- 
perience of  many  years  in  our  field  and 
a  growing  appreciation  of  more  inten- 
sive dealer  co-operation  have  convinced 
me  that  the  proportions  of  fifty-fifty  are 
more  nearly  right. 

THE  CONSCIENTIOUS  SCOT 

"An  enterprising  drummer,"  says  a 
New  Ycrk  business  man,  "once  attempt- 
ed to  bribe  an  old  Scotch  merchant  by 
offering  hinf  a   box  of  cigars." 

"  'Na,  na,'  said  the  old  chap,  shaking 
his  head  gravely,  "I  cannt'  tak'  'em." 

"Nonsense,"  said  the  drummer.  "If 
you  have  any  conscientious  scruples  you 
may  pay  me  a  quarter  for  the  box  " 

"Weel,  weel,"  said  the  old  Scot,  "111 
tak'  two  boxes." 


PRICE    PHILOSOPHY 

IN  dealing  with  what  was  almost  an 
ultimatum  presented  by  a  Western 
bookseller,  demanding  40  per  cent. 
off  list  prices,  a  book  traveler  dealt 
with  the  situation  in  this  manner: 

A  book  listing  at  $1.75  was  under  con- 
sideration. The  traveler's  quotation  was 
$1.17,  i.e.,  one-third  off.  The  traveler 
pointed  out  that  his  company,  in  order 
to  be  able  to  give  40  per  cent,  off  a 
list  price,  would  have  to  make  the  book 
$2  list  and  40  per  cent,  off  that  would 
be  $1.20  or  an  increase  of  3  cents  per 
copy  to  the  bookseller.  The  point  made 
by  the  traveler  was  that  the  bookseller's 
selling  price  should  be  based  on  what 
a  book  actually  cost  him.  The  fact  that 
all  printed  prices  were  being  left  off 
the  jackets  of  books  made  this  quite 
feasible. 

This  traveler  further  pointed  out  that 
the  wholesale  distributing  firms  were  in 
exactly  the  same  boat  as  retailers  in 
that  they  were  obliged  to  get  an  ad- 
vance over  their  costs  in  accordance 
with  their  actual  costs  of  doing  business. 
This,  he  contended,  was  living  up  to  the 
principle  so  aptly  expressed  by  the 
homely  adage  about  making  each  tub 
sit  on   its  own  bottom. 

HELPS  TRAVELERS 

"Travelers  can  get  complete  informa- 
tion v  regarding  railroads  and  electric 
lines  from  these  guides,  as  well  as  in- 
formation regarding  every  village  and 
hamlet  net  shown  on  the  usual  postal 
map." 

The  foregoing  is  a  quotation  from  a 
list  describing  one  of  the  automobile 
road  guides  as  obtainable  at  bookstores. 
It  is  reproduced  here  simply  because  of 
its  suggestive  value  for  commercial 
travelers  in  their  work. 

IS  THIS  TRAVELER  RIGHT? 

One  observant  traveler  says:  "Re- 
tailers are  guided  largely  in  the  selec- 
tion of  merchandise  by  the  preference 
of  the  leading  families  among  their 
patrons.  That  is,  on  the  farm  as  well 
as  in  the  city,  the  preferences  of  a  com- 
paratively small  number  of  leaders  de- 
termine what  will  be  carried  by  the  mer- 
chants." 

THE  FORTIETH  DOOR 

To  Egypt,  the  land  of  strange,  witch- 
ing beauty  and  romance,  of  veiled  women 
and  curious  customs,  this  story  carries 
us.  Into  the  sacred  seclusion  of  Turkish 
harems,  through  mysterious  blind  alleys 
and  dark,  damp  caverns,  Jack  Ryder 
fights  his  way  to  win  his  love  in  Mary  H. 
Bradley's  gripping  new  novel,  "The 
Fortieth  Door." 


In  addition  to  previous  selling  arrange- 
ments made  by  Potter  Hardware-Toys, 
of  Montreal,  they  have  appointed  Lewis 
Bros.,   Ltd.,   as   agents   for   Montreal. 
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A  new  fashion  periodical  from  Eng- 
land is  "The  Children's  Costume  Royal," 
a  quarterly. 

The  periodical,  "Blighty,"  has  been 
discontinued. 
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NUNAN  WITH  FOUR  SEAS 

The  Four  Seas  Company  (Boston), 
have  announced  that  F.  T.  J.  Nunan  has 
taken  a  position  with  this  concern  as 
sales  manager.  Mr.  Nunan  will  have 
chprge  of  the  Four  Seas  Company's 
New  York  Office,  located  at  354  Fourth 
Avenue,  and  will  visit  the  principal 
cities. 

NEW  STOKE  FOR  BRANDON 

T.  S.  Haddon  has  recently  opened  a 
new  book  and  stationery  store  in  Bran- 
don, Man.,  under  the  name  of  Haddon's 
Bookshop,  with  an  entirely  new  and  mod- 
ern stock  of  books,  stationery,  sheet  mu- 
sic, and  tops.  Mr.  Haddon  is  well-known 
to  the  trade,  having  for  ten  years  past 
been  manager  and  buyer  for  Christie's 
Bookstore  in  Brandon. 

NOW  A  DIRECTOR 

Canadian  friends  of  Mr.  A.  D.  Marks 
will  be  interested  to  know  that  dating 
from  the  first  of  April  this  year,  he 
joined  the  Board  of  Directors  of  his  firm 
T.  Fisher  Unwin  Co.,  Ltd.,  1  Adelphi 
Terrace,  London,  W.  C,  as  a  director  and 
trade  manager. 

Mr.  Marks  entered  the  firm  in  1892  and 
has  now  been  connected  with  it  for  28 
years.  His  work  will  continue  to  be 
associated  with  the  trade  section  of  the 
firm. 

CANADIAN    EXCHANGE 

An  announcement  was  recently  made 
by  The  H.  W.  Wilson  Company  New 
York,  publishers,  to  their  Canadian  cus- 
tomers that  they  had  arranged  for  an 
account  for  all  remittances  w;th  a  bank 
in  Montreal.  Thij  would  mean  that 
drafts  and  checks  would  be  accepted  at 
face  value  and  not  withdrawn  from  de- 
posit there  until  times  became  normal. 
This  effort  to  facilitate  business  with 
Canada  brought  very  prompt  and  en- 
thusiastic approval  from  Canadian  cus- 
tomers. One  bursar  connected  with  the 
University  of  Alberta  wrote  that,  in  the 
month  of  January,  alone,  exchange  had 
cost  him  in  the  neighborhood  of  S7.000. 
The  "Publishers  Weekly"  of  New  York 
is  of  the  opinion  that  "Some  such  effort 
on  the  part  of  other  American  publish- 
ers would  be  a  fins  gesture  of  trade 
courtesy,  in  so  far  as  it  could  be  ac- 
complished without  vying  up  large  and 
needed  funds." 

ENVELOPE  TRADE 

A  member  of  the  Canadian  Manufac- 
turers' Association  has  written  to  the 
official  organ  of  that  body  in  connection 
">vith  the  made-in-Canada  campaign.  He 
encloses  six  envelopes  received  by  him 
from    six    different    Canadian    manufac- 


turers. Every  one  of  these  envelopes 
was  made  in  the  United  States.  As  a 
result  he  communicates  with  Industrial 
Canada  as  follows: 

"The  thought  that  arises  in  my 
mind  is — Do  Canadian  manufactur- 
ers practice  what  they  preach  ?  Of 
course  the  heads  of  some  of  the 
firms  in  question  might  say  that 
these  matters  are  too  small  for 
them  to  bother  about,  but  I  do  not 
think  it  should  be.  If  Canadian 
firms  would  watch  these  small  mat- 
ters it  would  mean  the  employment 
of  several  thousand  more  of  our 
people  making  just  such  things  as 
envelopes.' 

MAGAZINES  SAVE  PAPER 

"Saturday  Evening  Post,"  owing  to 
paper  shortage  has  cut  off  its  Canadian 
circulation.  In  Toronto  some  enterpris- 
ing dealers  are  buying  supplies  each 
week  in  Buffalo  and  the  Toronto  news- 
stand price  of  the  "Post"  is  now  15c. 

"In  order  to  allow  more  car  space  for 
food  shipments  to  New  York  City,  Col- 
lier's will  postpone  publication  until  pap- 
er shipments  will  not  interfere  with  the 
food  supply." 

The  Butterick  Publishing  Company 
announce  the  combining  of  the  July  and 
August  numbers  of  "Delineator"  and 
"Designer."  "Pictorial  Review,"  "Metro- 
politan," "Woman's  World"  and  a  few 
others  have  also  announced  combined 
issues. 

"Current  Opinion"  and  "No  Democracy 
Magazine"  have  been  merged  under  the 
name  of  the  former.  The  publishers  are 
Henry  Wise  &  Co.,  of  New  York.'  Ed- 
ward J.  Wheeler  and  Dr.  Frank  Crane 
are  joint   editors. 

GIBBS   LIKES  WINNIPEG 

Frank  L.  Gibbs,  who  represents  the 
company  >n  the  central  territory,  heard 
Mr.  Davison  complain  that  he  was  un- 
able to  take  care  of  the  liquid  refresh- 
ments offered  him  by  his  Manitoba  and 
Saskatchewan  customers,  and  therefore 
asked  assistance.  It  did  not  take  Frank 
very  long  to  make  up  his  mind  to  in- 
vestigate the  oasis,  and  henceforth  he 
will  call  regularly  in  Winnipeg  and  other 
Canadian  cities  situated  in  the  two  pro- 
vinces mentioned  above.  The  editor  is 
wondering  if  some  manufacturer  in  this 
locality  could  probably  use  his  services, 
salary  no  object. — Wilson-Jones  House 
Chat. 

TRADE  NEWS 

At  Brampton,  Ontario,  F.  W.  Need- 
ham  succeeds  to  the  book  and  stationery 
business  that  has  for  years  been  con- 
ducted there  by  Thomas  Thauburn. 
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The  Saskatoon  Phoenix  announces  that 
it  will  refuse  advertising  for  the  Hearst 
publications,  and  the  Regina  Leader  has 
taken  a  similar  stand. 

*  *  * 

New  periodicals  coming  from  England 
include  "Daily  Mail  Fashions,"  En- 
gineer's Handbook,"  sixteen  fortnightly 
issues;  "Fejmina,"  monthly  magazine; 
"Practical  Woodworker,"  thirty-two  fort- 
nightly issues.  "Notes  and  Queries"  is 
now   a   weekly. 

*  *         * 

Estevan,  Sask. — The  Estevan  News 
Store  advertises  that  in  future  it  will 
not  sell  the  Hearst  publications.  The 
proprietor,  L.  J.  Taylor,  published  this 
statement: 

"As  a  British  subject  I  cannot  con- 
tinue to  support  a  firm  who  is  conduct- 
ing an  anti-British  and  anti-Canadian 
campaign  throughout  the  United  States. 
If  the  individual  dealers  will  act  there 
will  be  no  need  of  approaching  the  Dom- 
inion Government  to  suppress  these  pub- 
lications. 

*  *  * 

The  J.  M.  Greene  Music  Co.,  of  Peter- 
borough, Ont.,  have  purchased  the  busi- 
ness of  A.  F.  Garrett,  Barrie,  Ont., 
known  as  the  Barrie  Music  Store,  and 
will  operate  it  as  one  of  their  chain  of 
music  stores.  They  have  stores  in  Lind- 
say, Belleville  and  Kingston  as  well.  The 
stock  carried  by  the  Barrie  Music  Store 
to-day  includes  everything  from  a 
mouthorgan  to  player-pianos  costing 
what  v/ould  have  been  considered  fabu- 
lous sums  a  number  of  years  ago,  and 
this  firm  has  also  placed  several  pipe 
organs  in  churches.  Mr.  Garrett's  busi- 
ness extends  from    Bradford    to      Pene- 

tanguishene.  « 

*  *         * 

It  is  announced  that  G.  E.  Morgan, 
who  since  1908  has  been  chairman  of  the 
house  of  Morgan  Scott,  Ltd.,  of  London, 
England,  has  relinguished  that  position, 
and  both  he  and  his  son,  S.  Cope  Mor- 
gan, remain  members  of  the  Board  of 
Directors.  Robert  Caldwell  has  been  ap- 
pointed chairman,  and  in  conjunction 
with  G.  Wilson  Heath  will  act  as  Man- 
aging Director.  Dr.  F.  B.  Meyer  and 
Pastor  D.  J.  Findlay  retain  their  posi- 
tions   as    Directors   as    heretofore. 

The  general  management  of  the  firm's 
business  will  in  the  future  be  conducted 
by  James  Roy,  with  whom  is  associated 
F.  E.  Monk  as  Deputy  Manager.  These 
gentlemen  have  for  many  years  held  re- 
sponsible positions  with  the  Company, 
and  will  carry  out  its  best  traditions.  B. 
R.  Chase,  a  son  of  one  of  the  original 
partners  of  the  firm,  has  been  appointed 
to  the  post  formerly  held  by  Mr.  Roy. 
This  firm  is  represented  in  Canada  by 
Hector   Prenter  of  Toronto. 


Business  Methods  for  the  Trade 

Valuable  Suggestions  and  Descriptions  of  Tried  and  Proved  Ideas 


LET    CUSTOMER    DECIDE    FIXTURE 
LOCATION 

In  a  certain'  drug  store  in  a  Quebec 
city,  the  proprietor  of  the  store  lets  the 
customer,  so  to  speak,  decide  the  location 
of  his  fixtures.  Sounds  a  bit  funny, 
doesn't    it? 

"I  noticed,"  said  the  proprietor,  "that 
when  the  average  customer  walked  into 
the  store,  a  certain  pathway  would  be 
followed  toward  the  counter,  or  the  silent 
salesman  used  for  serving.  This  made 
me  decide  to  put  certain  cases  there 
right  where  the  goods  I  wanted  them  to 
see  would  be  displayed.  And  so  I 
changed  the  location  of  another  case,  and 
made  changes  once  in  a  while,  of  the 
goods  we  wanted  the  people  to  buy."  • 

A  good  plan  this.  Where  do  your 
customers  naturally  go  after  they  have 
entered  the  front  door?  'Tis  an  easy 
matter  to  find  out,  and  by  observing 
for  a  day,  or  a  week,  where  the  majority 
of  them  make  for,  it  will  be  possible 
for  the  bookseller  and  stationer  to  soon 
decide  where  to  place  a  given  class  of 
goods  that  it  is  desired  to  sell.  The  foun- 
tain pen  case,  for  instance.  Would  it 
sell  more  pens  if  placed  where  the  cus- 
tomer is  likely  to  stop,  even  momentar- 
ily? 

The  suggestion  seems  to  be  a  good  one. 
Ever  try  it?  Should  be  worth  a  good 
trial,    shouldn't   it? 

PUTS  A  STICKER  ON  EACH  PARCEL 

OUR    APPRECIATION 

of    Your    Purchase    Sticks    to 

Every  Package 

JONES  &  COMPANY 

The  above  is  a  gummed  label,  1%  by 

2%  inches  in  size,  which  is  used  to  good 

effect  by  a  stationer  in  Ontario.     Every 

parcel  that  leaves  the  store  has  one   of 

these  labels  attached. 

USING    A    PILLAR    TO    ADVANTAGE 

A  post  in  the  middle  of  a  store  is 
often  the  despair  of  a  merchant  trying 
to  arrange  his  fixture.  To  use  a  pillar 
of  this  sort  to  the  best  advantage  was 
a  puzzler  to  the  McTaggart  store,  Van- 
couver. Mr.  McTaggart  incorporated 
this  post  in  a  cashier's  cage,  which  had 
to  be  built  some  place  anyway.  The 
effect  is  far  from  disfiguring. 

YOUR  WINDOWS 

Keep  your  window  clean  and  change 
the    goods   displayed   frequently. 

If  you  are  showing  an  article  that 
possibly  cannot  be  shown  in  detail,  at 
least  print  a  few  cards  telling  how  well 
it  is  made  or  how  simple  is  its  con- 
struction. 

If  you  use  a  background  or  floor  cov- 
ering, avoid  the  use  of  clashing  colors. 
Stick  to  one  if  possible  and  never  use 
crepe  paper  or  cloth  with  a  large  design, 
which    only    serves    to    confuse    the    ob- 


server and  detract  his  attention  from  the 
display   itself. 

Bear  in  mind  in  displaying  accessor- 
ies that  the  majority  of  people,  even 
though  not  mechanically  inclined,  have  a 
keen  desire  to  see  how  things  are  made 
or  how  they  work. 

Always  choose  a  pleasing  and  harmon- 
izing color  for  trim  which  will  accen- 
tuate the  value  of  the  object  displayed. 

If  the  article  shown  is  of  a  mechan- 
ical nature,  try  and  show  the  construc- 
tion. There  are  few  of  us  who  have  yet 
outgrown  the  age  when  we  like  to  take 
a  watch  apart  to  see  how  it  works. 

BOOK  COVERS  FREE  FOR  SCHOOL 
CHILDREN 

An  idea  out  of  the  ordinary  used  by 
a  store  in  London,  Ont.,  was  that  of 
giving  paper  book  covers  free  among 
the  school  children.  These  were  made 
of  strong  manila  paper,  so  cut  as  to 
serve  the  purpose  effectively,  and  gum- 
med so  that  they  might  be  secured  in 
place.  On  the  back  was  an  advertise- 
ment,  something   like   this: — 

FREE 
We    give    these    book    covers    to    anyone 
having  a  book  he  wishes  to  cover.     Tell 
the  folks  at  home  they  can  get  them  also 
by  simply  calling  at  our  store. 

A     MAILING     LIST     FOR     SENDING 
CIRCULARS 

Every  merchant  sometime  or  another 
has  use  for  a  mailing  list  to  be  used  in 
sending  out  circulars  or  other  store  news. 
To  go  over  the  directory  for  names  every 
time  a  list  is  needed  is  laborious  work. 
A  stationer  in  Ontario  has  a  simple 
method  of  obtaining  a  list.  He  keeps 
handy  an  indexed  book  and  when  orders 
are  received,  the  name  and  address  is 
noted  in  the  book  under  the  proper  letter. 
Most  customers,  of  course,  are  cash  buy- 
ers, but  this  merchant  and  his  assistants 
find  means  of  obtaining  names  and  ad- 
dresses to  build  up  the  mailing  list. 

WILL  HELP  BOOK  TRADE 

The  Ontario  Legislature  has  passed  a 
bill  which  provides  that  the  public 
library  of  a  community  shall  be  sup- 
ported at  the  rate  of  50  cents  per  head 
of  the  population.  In  other  words,  in  a 
city  of  100,000  people,  the  city  council 
will  levy  $50,000,  as  a  rate  necessary  to 
support  adequately  the  institution  known 
as  the  public  library. 

A  big  feature  of  the  new  bill  is  the 
assistance  and  freedom  given  for  rural 
liberies.  Any  school  section  may,  un- 
der certain  conditions,  have  a  free  libra- 
ry of  its  own.  Another  feature  is  that 
grants  are  paid  by  regulation  rather 
than  by  statute,  which  affords  a  greater 
elasticity  in  the  giving  of  grants. 

This  government  support  of  libraries 
and  consequent  widening  of  the  influence 
of  books  and  reading  cannot  fail  to 
benefit  the  retail  book  trade. 
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To  Help  Pencil  Trade 

STATIONERS  will  find  that  extra 
business  in  pencils  is  to  be  done 
by  emphasizing  the  fact  that  spec- 
ial grades  are  carried  in  stock,  suitable 
for  the  work  of  artists.  There  may  not 
be  enough  "graduated"  artists  in  your 
community  to  make  this  specialized  trade 
much  of  a  money-maker,  but  remember 
the  embryo  artists  and  especially  the 
would-be  artists — their  name  is  legion. 
Keep  in  mind  too  that  commercial  art- 
ists such  as  those  engaged  in  advertis- 
ing work  and  architects  require  special 
grade  pencils.  Play  up  in  your  adver- 
tising matter  and  in  your  displays,  the 
fact  that  all  special  grades  are  included 
in  your  stock.  Here  is  some  appropri- 
ate information  you  can  use  to  advant- 
age: 

The  artist's  pencil  must  be  right.  The 
leads  must  be  smooth,  even,  responsive, 
rich  in  tone,  and  abolutely  free  from 
grit.  And  it  is  of  great  importance  that 
they  run  true  to  grade. 

The  B's  are  the  leads  which  the  art- 
ist chiefly  uses.  6B  (the  softest)  is  a 
wonderful  pencil  for  sketch  work,  many 
artists  using  it  instead  of  charcoal,  be- 
cause it  is  smoother  and  more  even  and 
gives   as  free   a  line  without  dusting. 

The  best  known  artists  use  the  various 
leads  somewhat  as  follows,  although  the 
greatest  latitude  in  choice  must  be  recog- 
nized where  the  personal  element  is  so 
large  a  factor: 

Trees,  foliage,  etc 6B,  4B,  3B 

Interiors 2B,  B 

Rough  rapid  sketching HB,  B 

Elevation   and   perspective F 

Detailing H,  2H,  3H 

JUNE    WEDDING    WINDOW 

Here  is  a  suggestion  for  every  sta- 
tionery store.  It  describes  a  June  wed- 
ding window  of  a  stationery  shop  in 
one  of  the  big  cities: 

A  large  placard,  "Are  You  Going  to 
Get  Married?"  attracts  the  attention  of 
the  prospective  bride  or  groom.  A  hand- 
bag covered  with  white  tissue  and 
labeled  "Honeymoon  Express"  occupies 
the  center  of  the  window  and  around  it 
are  grouped  numerous  items  suggestive 
of  weddings  and  honeymoons,  although 
they  rather  anticipate  matters  with  a 
pair  of  baby  slippers.  Pink  roses  are 
scattered  around  profusely.  Arranged 
in  this  setting  and  background  are  var- 
ious styles  of  wedding  invitations  and 
announcements,  "At  Home"  cards,  call- 
inp-  cards  and  other  appropriate  items. 
Millions  of  Pens — 

In  spite  of  the  increase  in  the  use 
of  fountain  pens,  there  is  still  an  ini 
mense  consumption  of  the  old-fashioned 
steel  pens.  Every  day  of  the  year,  ac 
coi-ding  to  estimate,  about  four  tons  of 
the  best  steel  are  used  in  the  pen  fac- 
tories, and  each  ton  makes  1,500,000  of 
pens. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers 
and  Stationers  in  All  Parts  of  Canada 


Vancouver,  B.  C,  May  8.  —  The 
Clarke  and  Stuart  Co.,  use  a  four  column 
newspaper  space,  twelve  inches  deep,  for 
an  announcement  of  their  removal  to  550 
Seymour  Street.  This  concern  conducts  a 
retail  and  wholesale  business,  manufac- 
ture loose-leaf  systems,  specialize  in 
mimeographs  and  supplies,  engravers' 
and  surveyors'  supplies.  These  two  para- 
graphs were  included  in  the  announce- 
ment: 

We  sell  everything  needed  in  a  modern 
office.  Special  loose-leaf  systems,  binder 
sheets,  index  systems,  files,  transfer 
cases,  etc. 

Our  big  printing  plant  is  equipped  to 
handle  all  kinds  of  printing  from  the 
very  largest  kind  of  a  job  to  an  order 
for  business  cards. 

Stratford,  Ont.— Lightfoot's  Bookstore 
is  alive  to  the  reviewed  demand  for  pen- 
ants,  cushions,  etc.  Here  is  the  word- 
ing of  one  of  this  stores  recent  ads: 

GET  OUT  YOUR  OLD  CANOE  - 

and  fix  her  up  with  a  few  pennants  and  a 
cushion  or  two.  We  have  some  really 
choice  designs.  Come  in  and  look  them 
over.  If  you  are  a  K.  of  C,  you  should 
have  one  of  our  pennants  specially  de- 
signed for  you.  Just  as  good  for  your 
motor  car. 

Welland,  Ont.— Perry's  Bookstore,  in 
a  wallpaper  advertisement,  includes  this 
appeal: 

ASK  TO  SEE  OUR 
SPECIAL   SAMPLE   BOOK 

of  22  inch  stock.  These  are  extra  nice 
papers  in  Tapestries,  etc.,  for  Living- 
rooms,  Dining-rooms  and  Halls.  This 
Book  also  contains  many  pretty  Bed- 
room designs. 

Sydney,  N.S.— Murphy's  Book  and 
Stationery  Store  was  alive  to  the  busi- 
ness that  offered  for  the  opening  of  the 
fishing  season  and  a  window  display  that 
attracted  favorable  attention,  showed 
almost  everything  that  the  angler  could 
reasonably  desire.  There  were  rods  of 
all  descriptions,  leaders,  lines  and  hooks. 
Flies  and  fly  books,  landing  nets,  reels 
and  even  magazines  for  the  sportsmen. 
One  of  the  features  of  the  window  was  a 
neat  little  eight  foot  "automobile"  rod, 
which  takes  down  into  five  short  sections, 
just  the  size  to  slip  in  a  car.  On  top  of 
the  whole  display,  a  kodak  suggested 
a  "snap"  of  the  "big  fellow"  fresh  'from 
the  water. 

Kincardine,  Ont.— H.  R.  Riggin,  who 
succeeded  W.  J.  Henry  at  the  Brown 
Stone  Front  Bookstore,  advertised  an 
outside  painting  service  in  connection 
with  the  wallpaper  and  paperhanging 
department. 

Kingston,  Ont.— The  College  Book- 
store devoted  a  space  three  columns 
wide  by  six   inches   deep   in   the   "Daily 


Whig"  entirely  to  medical  books.  In 
cities  having  universities  there  is,  of 
course,  a  larger  call  for  such  books 
there,  but  every  town  having  a  hospital 
there  is  always  a  field  for  the  use  of 
undergraduate  nurses. 

Bracebridge,    Ont. — J.   H.   Elliott,   sta- 


every  day,  but  I  have  a  second  to  make 
each  one  of  them.  I*  don't  do  them  all 
at  once.  I  never  worry  about  what  I 
did  yesterday,  nor  about  what  I  will  have 
to  do  to-morrow.  My  business  is  all  to- 
day, here  and  now.  I  know  that  if  I  do 
that  well  I  need  not  fret  about  the  past, 


Steel  Express  Wagons  in  Toyland 

Army  Service — Sheet  steel  sides,  kiln  dried,  well  finished,  bot- 
toms of  extra  thickness,  reinforced  rear  gears,  all  four  wheels  same 
diameter,  two-piece  steel  handle.  Body  nicely  finished  in  battle- 
ship grey,  enamel  trimmed  with  black.     Strong  iron  tires. 

Prices $3.75,  $4.25  and  $4.75 

Extra  heavy  rubber  tires — Prices  $5.50,  $7.00  and  $7.50 

—Toyland,  Floor  4. 


The  above  is  part  of  a  recent  full-page  advertisement  of  the  R.  H.   Williams 
Department    Store    in    the    Regina    "News." 


Sons  Co.'s 


tioner  and  jeweller,  has  a  wallpaper  de- 
partment in  his  store  and  in  recent  ad- 
vertisements featured  such  novelties  as 
"aligator  leathers,"  grass  cloth,  etc. 

Melfort,  Man. — Harry  Hunter  has  pur- 
chased the  stationery  and  fancy  goods 
business  of  Quincey  Bros.,  and  took 
possession   May   1st. 

Elora,  Ont. — "200  patterns  to  pick 
from,"  is  a  line  appearing  in  a  recent 
newspaper  advertisement  of  wallpaper, 
by  F.  J.  Capell.  Tapestries,  chintz  and 
all-over  designs  were  featured  in  the 
advertisement. 

Ingersoll,  Ont. — In  readiness  for  the 
May  opening  of  the  fishing  season,  Mur- 
ray's Bookstore  advertised  the  opening 
of  a  large  new  stock  of  fishing  tackle, 
including  steel  and  bamboo  joined  rods. 

This  store  is  known  as  "The  Gift 
Shop."  The  stock  includes  what  is  ad- 
vertised as  the  finest  assortment  of 
fancy  china   in   Ingersoll. 

EGGS  AS  GOOD  AS  CASH 

Eggs  taken  in  exchange  is  a  footnote 
in  a  recent  wallpaper  advertisement  of 
P.  B.  Moore,  Paisley,  Ont.  This  adver- 
tisement set  forth  the  advantages  of 
ready-trimmed  wallpapers. 

MacLeod's  Bookstore,  Sydney,  C.  B., 
is  a  hard  place  for  the  base- 
ball enthusiast  to  pass  this  week, 
with  its  right  hand  window  loaded 
with  everything  for  the  corner  league. 
Bats,  masks,  gloves,  and  all  the  equip- 
ment of  the  diamond  are  attractively 
set  out.  On  the  other  side  is  a  line  of 
handsome  bronze  statutettes  in  sufficient 
variety  to  satisfy  any  taste.  One  book 
appears  in  this  window — the  latest  vol- 
ume from  the  pen  of  L.  M.  Montgomery. 

Says  the  Clock:  Listen  to  what  the 
clock  has  to  say:  "I  have  harder  work 
to  do  than  any  mortal  has,  but  I  do  it 
more  easily,  because  I  do  it  one  second 
at    a    time.     I    have    thousands    of   ticks 
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nor  trouble  about  the  future.  If  you 
would  be  as  peaceful  and  happy  as  I 
am,  do  not  try  to  live  all  your  life  and 
assume  the  burden  of  all  your  work  in 
the  future.  Live  now.  Do  the  work  in 
hand.  There  is  always  time  enough  if 
you  take  time.  There  is  a  hard  road 
and  an  easy  road  to  do  the  work  you 
have  to  do.  If  you  would  find  the  easy 
road,  look  at  me.  I  never  worry;  I 
never  hurry;  but  what  I  have  to  do  I  get 
done." 

SPEND  TWO  CENTS  TO  MAKE  TEN 

If  I  were  to  ask,  "Is  there  a  merchant 
but  that  would  be  willing  to  spend  two 
cents  to  make  ten  cents?"  he'd  say,  "No! 
Any  merchant  would  do  that." 

Well,  I'll  tell  you  how  to  do  it — aBver- 
tise!  Spend  two  per  cent,  of  your  sales, 
and  every  additional  dollar  added  to  your 
business  there  should  be,  and,  if  you  are 
a  good  merchant,  there  will  be  ten  cents 
net  in  it  for  you. 

I  can  take  any  retail  business  having 
the  confidence  of  the  public  that  has  not 
heretofore  advertised,,  and  with  three  per 
cent,  of  its  sales  the  first  year,  consist- 
ently spent  in  printers'  ink,  so  increase 
its  volume  that  at  the  end  ofthe  second 
year,  using  only  two  per  cent,  of  sales, 
will  double  the  business. 

I  know  it  can  be  done;  have  seen  it 
done  time  and  again,  and  what  can  be 
done  by  one  can  be  done  by  another. 

Let  the  foundation  of  your  advertising 
copy  be  complete  knowledge  of  your 
goods.  Fill  yourself  full  of  the  fact  about 
their  merits.  Write  the  story  in  the 
powerful  words  of  truth.  Tel!  the  tale 
with  honest  enthusiasm.  Endeavor  to 
sell  the  goods  to  people  who  will  most  ap- 
preciate their  possession.  Thus  sales  will 
vastly  increase,  you  will  have  a  prosper- 
ous business,  and  satisfied  customers,  and 
you  will  take  a  new  joy  and  pride  in  the 
result. — L.  P.  Londers  in  Associated  Ad- 
vertising. 


BOOKSELLER     AND     STATIONER 


CHAIN   STOKE  COMPETITION 

If  you  are  the  kind  of  a  fellow  who 
would  rather  complain  than  compete,  the 
chain  store  is  going  to  get  you- 

The  first  though  of  the  average  mer- 
chant is  very  dark  and  dismal  when  one 
of  these  opens  up  in  his  neighborhood. 
And  there  is  reason  for  this,  because  he 
knows  that  the  chain  system  has  put 
hundreds  of  independent  retailers  out  of 
business. 

But  if  he  is  at  all  wide  awake  he  will 
immediately  begin  to  copy  all  of  the  good 
points  in  the  chain  store  and  put  them 
to  practice.  If  there  is  a  trade  or  buying 
association  within  reach  he  will  do  well 
to  join  it.  But  even  it  this  is  impossible, 
there  are  many  other  things  he  can  do 
to  meet  this  competition. 

Let  him  visit  the  new  chain  store  and 
look  it  over.  First  of  all  he  will  see  that 
the  store  front  is  attractive  and  the  win- 
dows are  pleasing  to  look  at.  When  he 
steps  inside  he  will  immediatelv  note 
the  bright,  clean  appearance  and  the 
orderly  arrangement  of  stock. 

Here  are  two  advantages  that  he  must 


meet  immediately,  for  people  are  natural- 
ly drawn  to  bright,  clean  places. 

If  he  "spruces  up"  his  store  front,  his 
windows  and  the  inside  of  his  store  he 
has  knocked  half  of  his  competition  galley- 
west  right  there. 

Then  coming  back  to  price  again,  we 
find  that  this  one  form  of  competition  is 
not  so  serious  after  all.  The  chain  store 
may  "undersell"  you,  but  it  can  never 
"overserve"  you.  The  small  profits  of 
the  chain  store  necessitate  the  utmost 
economy  of  operation.  This  economy 
must  extend  even  to  help,  and  loyalty 
and   low  wages  are  poor  teammates. 

There  is  and  always  will  be,  in  the 
chain  store,  a  lack  of  personality  and  per- 
sonal service  which  play  such  an  impor- 
tant part  in  serving  the  public. 

Think  these  facts  over  and  you  will  see 
that  the  chain  store  is  really  an  advnr 
age.     It  will  wake  up  trade  and  stimu- 
late the  buying  public   to  purchase  new 
things. 

It  will  teach  you  how  to  be  a  better 
merchant,  and  with  your  personality  re- 


flected throughout  your  store  and  all  your 

sales  people — you  will  find  that  the  chain 

store  competition  is  not  so  serious  after 

all. 

RETAILERS  VISIT  BIG  PLANT 

Over  fifty  employees  of  the  Hor  let 
stationetry  stores  of  Chicago  visited  the 
plant  of  the  Wilson-Jones  Loose  Leaf 
Company  on  the  evening  of  April  27th. 
The  plant  has  been  in  operation  with 
full  staff,  three  nights  each  week,  due  to 
the  necessity  for  speeding  up  in  antici- 
pation of  the  removal  to  the  firm's  new 
$700,000  factory  now  nearing  completion. 

The  visitors  were  escorted  through 
the  works  in  groups,  every  manufactur- 
ing department  was  visited  and  opera- 
tions explained   in   detail. 

The  benefit  to  the  salesmen  and  sales- 
women of  this  direct  contact  with  the 
processes  of  manufacture  of  the  constit- 
uent parts  of  loose-leaf  systems  is  ob- 
vious. 

D.  Van  Nostrand  &  Co.,  publishers, 
have  removed  from  Park  Place  and  Mur- 
ray Street,  to  their  own  building  at  8 
Warren  Street,  New  York  City. 


Predicts  Continuation  of  High  Prices 


IN  their  weekly  business  letter,  Hayden,  Stone 
&  Co.,  investment  brokers,  New  York,  have 
the  following  to  say  regarding  general  con- 
ditions : — 

Whether  due  to  a  change  in  the  psychological 
atmosphere,  owing  to  reports  of  cancellations 
and  to  reductions  in  price  by  large  merchandise 
retailers,  or  to  badly  crippled  transportation 
facilities  or  to  both,  it  has  now  become  quite  evi- 
dent that  there  is  a  distinct  recession  in  many 
lines  of  business.  While  such  an  interruption 
to  progress  of  business  as  has  been  occasioned 
by  the  outlaw  railroad  strike  is  most  regrettable, 
it  has  also  furnished  a  greatly  needed  object 
lesson,  which  could,  perhaps,  be  supplied  in  no 
other  way — that  no  body  of  men  employed  in 
such  a  vital  industry  can  quit  work  without 
seriously  affecting  great  numbers  of  other  wage- 
earners.  The  men  who,  without  cause,  went  on 
strike,  are  to-day  very  justly  most  unpopular 
with  men  who  have  thereby  been  wholly  or  part- 
ly thrown  out  of  jobs.  The  loss  of  wages,  and, 
therefore,  of  purchasing  power  which  this  has 
caused,  are  beyond  computation.  The  fact  is 
that  the  transportation  system  of  this  country  is 
at  the  best  so  inadequate,  and  has  been  still 
further  so  crippled  by  the  action  of  these  men, 
that  even  were  all  other  conditions  favorable, 
this  alone  would  make  it  impossible  to  continue 
business  operations  at  anything  like  the  volume 
necessary  to  show  the  best  results.  Nor  is  this 
a  condition  that,  even  if  the  roads  generally 
could  command  the  necessary  capital,  could  be 
remedied  in  a  week  or  a  month.  It  would  take 
years  to  supply  the  equipment  necessary  to  put 
the  railroads  on  a  basis  where  they  could  ade- 
quately serve  the  business  of  the  country. 

The  point  has  been  well  made  that  there  has 
never  been  an  instance  of  any  serious  financial 
depression  when  there  has  been  such  a  general 
scarcity  of  goods,  but  the  difficulty  in  securing 


goods,  owing  largely  to  transportation  condi- 
tions, is  apt  to  blind  one  to  the  fact  that  produc- 
tive capacity  is  probably  well  up,  and,  perhaps, 
in  some  lines  exceeds  consumption.  The  pro- 
ductive capacity  of  steel  in"  this  country  to-day 
must  be  fully  50,000,000  tons.  ■  This  is  much 
greater  than  has  been  actually  consumed  in  any 
one  year.  It  seems  doubtful  if  this  great  capa- 
city could  at  the  moment  be  profitably  employed 
— certainly  not  at  prices  now  ruling.  The  same 
is  true  of  articles  entering  into  clothing  and 
manufacturers  generally.  Unfortunately,  it  is 
not  true  of  food  products.  The  movement  of 
labor  away  from  the  farms  has  become  alarm- 
ing. This  will  in  time  be  corrected  by  the  less- 
ening of  pressure  for  labor  in  manufacturing 
industries,  but  this  will  take  time,  and,  mean- 
time, food  products  are  bound  to  remain  high. 

The  one  outstanding  and  controlling  factor  to- 
day— not  only  in  this  country  but  throughout  the 
world — is  the  shortage  of  capital.  This  is  due  to 
three  causes:  the  destruction  of  capital  in  the 
war;  the  tremendous  expansion  of  industry  as 
evidenced  by  the  great  outpouring  of  securities 
in  the  last  few  years,  and,  finally,  by  the  absorp- 
.  tion  in  taxes  of  profits  that  would  otherwise  be 
available  for  enlarging  business  facilities.  The 
fact  is  being  brought  home  that  there  is  a  vast 
difference  between  currency  and  capital ;  that 
inflating  currency  does  not  increase  the  supply 
of  loanable  capital.  It  seems  to  us  that  this 
shortage  of  capital  which,  after  all,  is  but  a 
synonym  for  accumulated  wages  or  savings, 
is  bound  to  result  in  continued  high  rates,  which 
of  itself  is  a  restrictive  and  deflating  influence. 
This  process  of  deflation  through  which  we  are 
now  passing  is  disagreeable,  but  vastly  to  be  pre- 
ferred to  the  experience  which  Japan,  for  in- 
stance, has  recently  undergone.  It  will  in  time 
bring  about  its  own  cure,  and,  meanwhile,  will 
present  opportunities  to  those  in  position  to  take 
advantage  of  them. 
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Facts  About  the  Budget 


IN  addition  to  the  general  effect  of 
the  new  budget  which  retail  book- 
sellers and  stationers  share  with 
Other  citizens,  they  are  directly  affected 
by  several  clauses  specifically  applying 
to  them. 

Some  information  regarding  these 
follows:  | 

Playing  Cards 

A  specific  tax  on  playing  cards  is  pro- 
vii! ed  for.  On  all  cards  selling  at  whole- 
sale rates  not  over  $25  per  gross  packs 
the  tax  will  be  25  cents  a  pack,  and  in 
excess  of  $25,  50  cents  a  pack. 

Retailers  will  be  allowed  to  dispose  of 
their  present  stock  of  cards  bearing  the 
Ic  tax  stamp  without  the  new  tax,  up  to 
August  1.  After  that  date  there  will 
be  no  other  alternative  but  to  charge 
the  new  tax  of  25c  a  pack  on  all  play- 
ing cards  up  to  $25  a  gross,  and  50c  a 
pack  on   cards  over  that  price. 

Musical   Instruments 

According  to  President  Stanton,  of  the 
R.  S.  Williams  Co.,  the  tax  on  musical 
instruments  is  bound  to  prove  something 
approaching  a  national  calamity. 

''Music  in  the  home  is  a  national  need 
for  Canada  and  a  pressing  necessity," 
he  declared.  'To  deny  children  a  musi- 
cal education  would  be  a  calamity  now 
and  an  everlasting  regret  in  the  future. 
To  take  music  out  of  the  homes,  schools 
and  churches  is  nothing  short  of  pre- 
posterous.'' 

A  tax  rf'20  pQr  cent,  will  be  imposed 
upon  mechanical  player-pianos,  grapho- 
phoncs  and  mechanicrl  musical  instru- 
ments and  records  used  therewith.  Ar- 
ticles of  gold  adapted  for  household  or 
office  use  will  bo  taxed  similarly  to  50 
per  cent,  of  the  selling  prices. 

Foreign   Books 

By  the  terms  of  the  budget  brought 
'.'.own  last  month  by  the  Dominion  Minis- 
ter of  Finance,  two  slight  changes  af- 
fecting books  are  made  in  the  tariff.  At 
present  a  discrimination  exists  in  favor 
of  the  importation  of  foreign  language 
publications,  which  are  required  to  pay 
no  duty,  while  English  and  French  lan- 
guage publications  are  compelled  to  pay 
a  tax.  The  foreign  publications  are  now 
placed  in  the  same  category  as  those 
printed  in  English  or  French.  Books  used 
by  the  blind  are  to  be  imported  free. 

How  to   Proceed 

R.  W.  Breadner,  Commissioner  of 
Taxation. for  Canada,  when  asked  how 
merchants  would  proceed  in  connection 
With  the  collection  of  the  new  taxes, 
said  that  each  merchant  selling  goods 
that  come  under  the  new  taxes  would 
show  the  price  of  the  goods  on  his  in- 
voice and  also  the  amount  of  the  tax, 
whether  it  was  ten  or  twenty  or  fifty 
per  cent.  Two  copies  of  the  invoice 
would  be  made  out,  the  merchant  keep- 
ing   one.      He    would    keep    his    copy    in 


bund,  and  ultimately  hand  it  over  to  the 
Inland  Revenue  Department.  The  de- 
paitment  would  then  collect  the  money 
as  represented  by  the  invoices. 

Thus  the  man  who  buys  a  $200  phono- 
graph will  receive  a'  bill  reading:  "To 
phonograph,  $200.  To  luxury  tax,  20 
per  cent,  $40.     Total,  $240. 

An   Anomaly 

That  typewriter  ribbons  were  subject 
to  the  new  tax  on  ribbons  is  one  of  the 
anomalies  resulting  from  the  budget 
proposals.  R.  W.  Breadner,  Commis- 
sioner of  Taxation,  has  promised  to  con- 
sider exceptions  by  which  he  would  re- 
move such  articles  as  this  from  the 
anomalous  position  of  luxuries,  which 
they  might  be  technically  interpreted  to 
be.  ; 

Special  books  for  use  by  merchants  in 
connection  with  the  sales  taxes  have 
been  put  into  use  by  some  firms,  This  is 
a  new  sales  outlet  for  stationers. 


ABOUT  BALING  WASTE  PAPER 

Efficient  managers  of  business  houses 
no  longer  think  of  wasting  the  large  ac- 
cumulation of  paper,  pasteboard,  rags 
and  other  waste  which  c?.n  be  sold  at 
high  prices.  Firms  who  have  been  wast- 
ing paper  can  be  almost  sure  that  the 
janitor  or  the  owner  of  the  building  has 
been  selling   it  for  his  own  profit. 

Baling  presses  quickly  pay  for  them- 
selves. The  first  cost  is  so  small  that  it 
can  be  compared  to  adding  a  section  of 
filing  cabinets  or  a  water  cooler  or  a 
clothes  rack  or  the  numerous  other  de- 
vices which  increase   business  efficiency. 

Here  are  a  few  lines  of  businesses  in 
which  thousands  of  presses  are  being- 
used:  Department  stores,  druggists,  dry- 
goods,  hotels,  shoe  dealers,  grocers,  fac- 
tories, laundries,  tailors,  clothiers,  prin- 
ters, bakeries,  jewelers,  newsdealers, 
office  buildings,  schools. 

Here  is  a  paragraph  that  the  retailer 
might  include  in  an  advertisement  of 
paper  balers: 

"You  must  do  your  part  toward  pre- 
venting any  further  ioss  and  help  in 
every  way  you  can  to  prevent  the  rising 
cost  of  paper  because  of  the  decreasing 
supply  of  wood  pulp  from  which  high- 
grade    paper    is    manufactured." 

Why  shouldn't  retail  stationers  sell 
paper-  balers.  They  are  closely  associat- 
ed with  the  paper  trade  just  as  filing 
cabinets  arc  with  the  office  specialties  or 
book  cases  with  the  book  trade. 

The  pity  is  that  there  are  still  many 
st&tioners  whe  are  so  far  from  appre- 
ciating the  money  saved  by  using  paper 
balers  that  they  haven't  one  in  use  in 
their  own  store. 

A  baler  will  soon  pay  for  itself  in  any 
hook  or  stationery  store.  That  has  been 
smply  proved  by  the  many  who  are  us- 
ing them  and  making  them  contribute  to 
their   annual    profits. 
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IMPORTANT   INK   TESTS 

THE  Bureau  of  Standards  of  the 
U.  S.  Government  have  been  in- 
vestigating ink  manufacture 
with  tests  and  experiments  to  determine 
the  best  ingredients  to  produce  the  most 
satisfactory  results.  It  had  been  learned 
that  Prussian  blue  was  being  used  to  an 
increasing  extent  for*  ink  making,  but  a 
disadvantage  was  that  it  did  not  turn 
black  and  could  readily  be  removed  by  a 
simple  chemical  treatment.  The  in- 
vestigations led  to  the  conclusion  that 
writing  ink  should  contain  iron  gallotan- 
nate.  Given  this  ingredient  the  writing, 
even  though  at  first  very  pale,  soon 
oxidizes  to  an  intense  black,  whereas  the 
use  of  a  suitable  dye  will  obviate  any  dis- 
advantages. 

Ink  Tablet  and  Powders 
Stationers  and  office  outfitters  may  be 
interested  in  the  fact  that  a  Government 
scientist  lately  sought  to  get  all  the  facts 
worth  ferreting  with  respect  to  ink  tab- 
lets and  powders.  These  preparations 
for  making  writing  ink  by  dissolving 
them  in  water  had  been  on  the  market 
for  years  without  attracting  any  espec- 
ial attention  from  the  Federal  experts. 
But  when  thousands  of  ink  tablets  and 
powders  were  sent  abroad  for  the  use  of 
the  U.  S.  Army  it  was  deemed  time  to 
scrutinize  these  specialties  more  closely. 
The  inquiry  disclosed  that  many  of  the 
powders  and  tablets  were  made  of 
aniline  or  synthetic  dyes.  A  writer 
in  a  U.  S.  periodical  points  out 
that  as  a  result  of  the  Govern- 
ment's activities,  there  have  been  evolved 
ink  tablets  embodying  gallotannate  of 
iron.  Some  of  the  new  brands  have  been 
found  to  be  quite  satisfactory  as  they 
stand,  but  others  showed  more  sediment 
than  was  desirable.  Seeking  a  means  to 
remedy  this  latter  defect,  the  Federal 
experts  have  discovered  that  solid  or- 
ganic acids  such  as  oxalic,  or  acid  salts 
such  a  sodium  bisulphate  may  be  used 
with  success  to  obtain  result  of  the  same 
character  that,  in  liquid  inks,  are  at- 
tained by  the  use  of  hydrochloric  or 
other  mineral  acid.  This  valuable 
knowledge  has  lately  been  passed  along 
to  the  manufacturers  of  ink. 

Concentrated    Inks 

The  Government  has  in  this  same  con- 
nection been  scientifically  inquisitive  re- 
garding the  concentrated  inks  that  have 
latterly  appeared  on  the  market  in  com- 
petition with  ink  powders  and  tablets. 
The  Federal  verdict,  after  severe  test,  is 
that  concentrated  inks,  if  properly  made 
and  not  too  greatly  diluted,  are  suit- 
able for  any  purpose,  including  perman- 
ent records.  The  use  during  the  war  of 
great  quantities  of  indelible  inks  for 
marking  blankets,  bales,  etc.,  gave  Gov- 
ernment authorities  excellent  opportun- 
ity to  test  the  various'  kinds  and  see  if 
they  could  improve  upon  the  average 
commercial  product.  By  means  of  lab- 
ratory  tests,  supplemented  by  washing 
in  a  commercial  laundry,  the  conclusion 
was  reached  that  the  most  permanent  in- 
delible ink  may  be  made  by  dissolving 
dye  of  good  quality  in  cresol. 


Crepe   Paper  Possibilities 

Ideas  for  Increasing  Sales  of  Paper  Specialties  and  for  Displays. 


There  is  not  a  special  date  on  the 
calendar  that  does  not  bring  to  the  sta- 
tioner special  opportunities  for  selling 
crepe  paper  and  kindred  items  of  paper 
specialties.  In  order  to  be  able  to  take 
advantage  of  these  openings  for  business 
dealers  should  post  themselves  regarding 
the  Varied  uses  to  which  crepe  paper  may 
be  put.  How  many  stationers  lived  up 
to  the  full  trade  advantage  in  this  re- 
spect of  St.  Valentine's  Day  and  of  St. 
Patrick's  Day?  Following  these  up, 
what  has  been  done  to  make  Easter 
produce  business  in  these  paper  special- 
ties ? " 

No  matter  what  the  occasion,  tables 
and  good  things  to  eat  are  almost  cer- 
tain to  be  conspicuous,  and  what  is  more 
effective  and  what  more  economical  for 
table  decorations  than  crepe  paper  and 
table  garniture  than  can  be  made  of 
crepe  paper?  In  this  connection,  refer- 
ence may  be  made  to  the  utility  of  decor- 
ated crepe  paper  for  covering  cups  and 
for  making  centre  figures  for  tables,  be- 
sides other  table  decorations,  including 
individual  place  favors,  such  as  napkin 
rings,  dolls,  rabbits,  chickens,  etc. 

Crepe  paper  is  most  useful  also  for 
making  costumes  for  fancy  dress 
parties.  From  a  wire  ring  foundation  it 
is  easy  to  construct  a  hat  but,  of  course, 
there  are  many  ready-made  party  caps 
made  of  decorated  crepe  on  the  market. 

Stationers  showed  themselves  to  be 
liberal  users  of  decorated  crepe  in  win- 
dow displays  and  store  booths.  The  lat- 
ter will  be  suggestive  to  customers  for 
the  construction  of  fancy  booths  for 
bazaars  and  other  special  events. 

Dennison's  issue  a  special  party  book, 
full  of  practical  suggestions,  and  from 
it  are  taken  the  following  hints  about 
the  handling  of  crepe  paper.  These  are 
primarily  intended  for  the  customers  of 
the  stationers,  but  dealers  themselves 
will  find  it  most  advantageous  as  helps 
toward  promoting  additional  sales  to 
familiarize  themselves  with  these  hints: 

To  cut  a  fold  of  crepe  into  strips,  slip 
the  paper  part  way  out  of  the  packet, 
measure  off  the  desired  width,  mark 
across  the  fold  with  the  scissors  and  cut. 

Crepe  paper  almost  always  is  stretched 
a  little  before  using.  This  should  be 
done  by  two  people,  one  at  either  end 
of  the  paper.  First,  double  the  end 
over  once  or  twice,  or,  better  still,  roll 
it  over  a  ruler  or  stick  so  that  it  will 
not  tear  and  then  pull  steadily  until  it 
is  sufficiently  stretched. 

Ruffled  or  fluted  edges  can  be  made 
evenly  and  easily  without  removing  the 
paper  entirely  from  the  packet.  Pull  all 
edges  together,  back  and  forth  between 
the  thumbs  and  forefingers,  thus  pro- 
ducing a  rippled  effect. 

Before  starting  to  decorate,  have  all 
working  materials  handy — scissors,  ham- 
mer, tacks,  pins  and  wire. 


Work  for  effect;  do  not  putter  over 
details.  Get  the  general  decoration  fin- 
ished. Then,  if  time  permits,  give  fine 
touches. 

Wire  is  better  than  string  for  attach 
ing  decorations  and  for  holding  things 
together. 

To  wind  a  wire,  cut  a  narrow  strip  of 
crepe  paper  with  the  grain  running 
across.  Paste  the  end  of  the  strip  to 
the  top  end  of  wire;  then,  holding  the 
strip  and  the  wire  in  the  left  hand, 
twirl   the  wire   between   the   thumb   and 


forefinger  of  the  right  hand,  at  the  same 
time  guiding  the  strip  as  it  wraps  itself 
around  the  wire.  Slant  the  strip  down 
and  stretch  it  as  you  wind. 

To  wind  posts  for  booths,  cut  the 
paper  about  4  inches  wide.  Paste  the 
strip  at  the  top  of  post,  then  roll  up 
the  end.  Wind  the  post  around  to  the 
right,  slanting  the  strip  down  and 
stretching  it  smooth  as  you  proceed. 

Sew  the  ruffles  for  table  decoration  to 
the  silence  cloth  or  a  sheet  spread  over 
the  bare  table. 


ON  THE  TRAIL  OF  THE  PROFITEER 

— Reynolds   in  Tacoma   "Register." 


GRACE  HARLOWE  AGAIN 

A  first  volume  in  the  Grace  Harlowe 
Overseas  Edition  isr-ued  by  Altemus  Co. 
is  "Grace  Harlowe  Overseas,"  besides 
which  there  are,  "Grace  Harlowe  with 
Red  Cross  in  France,"  "Grace  Harlowe 
with  the  Marines  at  Chateau  Thierry," 
"Grace  Harlowe  with  the  U.  S.  Troops 
in  the  Argonne." 

MRS.  GLADSTONE 

Mary  Gladstone.  Drew  has  written  a 
most  interesting  biography  of  Mrs.  Glad- 
stone. This  book  has  just  been  issued 
by  Putnam's. 

Loved  and  revered  though  she  was,  the 
personality  of  Mrs.  Gladstone  was  nat- 
urally less  well  known  to  the  world  at 
large  than  that  of  her  famous  husband, 
whose  daily  life  she  shared  for  sixty 
years. 
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In  thir  intimate  biography,  written  by 
her  daughter,  Mrs.  Gladstone  is  revealed 
as  one  of  the  most  accomplished  and  at- 
tractive figures  of  a  great  social  and 
political  era. 

ITALY'S  HISTORY 

Mrs.  George  Macaulay  Trevelyan  pos- 
sesses admirable  qualifications  for  the 
task  of  writing  a  short,  comprehensive 
history  of  the  Italian  people  through  all 
the  centuries,  for,  in  company  with  her 
talented  husband,  author  of  "Garibaldi 
and  the!  Thousand,"  etc.,  she  devoted 
many  years  to  the  study  of  this  history. 
The  public  will  therefore  be  interested  in 
her  work,  "A  Short  History  of  the  Italian 
People,"  published  by  Putnam's.  The 
narrative  begins  with  the  century  pre- 
ceding the  first  invasion  of  the  barbar- 
ians under  Diocletian,  and  is  continued 
to    the    recognition    of    the    kingdom   by 


How  to  Multiply  Greeting  Card  Sales 

Real  Advice  of  a  Practical  Nature  for  You  to  Act  Upon  to  Help 
Every-Day  Greeting  Card  Business 


GREETING  card  business  is  get- 
ting better  every  year  and  1920 
bids  fair  to  far  eclipse  even 
last  year's  great  showing.  One  in- 
fluence that  may  be  depended  to  do  a  lot 
to  promote  greater  intei'est  on  the  part 
of  the  public  in  greeting  cards  is  the 
advertising  campaign  of  the  Greeting 
Card  Association  in  magazines  of  gen- 
eral circulation.  It  is  unfortunate, 
however,  in  view  of  the  fact  that  the 
Canadian  greeting  card  industry  is  rep- 
resented in  the  membership  of  that 
association,  that  no  Canadian  magazines 
of  general  circulation  have  been  men- 
tioned as  being  on  the  list  of  those  in 
which  the  1920  advertisements  are  to 
appear.  This  is  all  the  more  surprising 
in  view  of  the  great  volume  of  business 
done  in  Canada  by  several  of  the  greet- 
ing card  publishers  in  the  U.  S.,  some  of 
whom  sell  direct,  others  having  selling 
arrangements  in  the  hands  of  leading- 
Canadian  wholesale   houses. 

Canadian  retailers  are  falling  in  line 
with  the  trade  across  the  border  in  sell- 
ing greeting  cards  THROUGHOUT  THE 
YEAR.  On  this  subject  the  following 
is  from  "The  Greeting  Card  Bulletin." 

"Some  time  ago  ye  editor  asked  a 
dealer,  "What  in  the  world  do  you  do 
with  so  many  cards?" 

He   replied,   "I   sell   them." 

"But,"  I  said,  "few  dealers  in  towns 
the  size  of  vours  sell  as  many  as  you 
do."  | 

"Well,"  the  dealer  replied,  "for  many 
years  I  handled  nothing  but  Christmas 
cards.  Salesmen  used  to  come  around 
and  try  to  sell  me  cards  for  other  sea- 
sons, but  I  felt  that  it  would  not  pay  to 
bother  with  them.  However,  one  of  my 
girls  said  she  thought  she  could  sell  lots 
of  every  day  cards  if  I  would  put  them 
in.  so  I  decided  to  give  them  a  trial. 

"As  soon  as  we  displayed  them  in  our 
show  window,  we  had  pretty  good  sales 
on  birthday  cards,  and  before  long  I 
found  that  we  were  selling  a  lot  of  other 
cards,  too.  The  young  lady  who  had 
advised  me  to  put  them  in,  sold  a  wed- 
ding congratulation  every  time  she  sold 
an  article  which  she  thought  was  going 
as  a  wedding  gift.  Whenever  she  had  a 
call  for  a  deck  of  playing  cards,  she  sug- 
gested tally  or  place  cards,  also.  She 
did  the  same  if  ladies  came  in  looking  for 
articles  for  prizes.  That  started  the  ball 
rolling:  and  I  soon  found  it  paid,  not 
only  to  have  a  general  line  of  cards  in 
stock,  but  to  call  attention  to  them  in 
every  way  possible. 

"I  decided  to  put  up  some  placards  in 
different  parts  of  the  store.     One  was: 
Remenibp-   vour  friends    on    their 

birthdavs.     You  will  like  our  birth- 
day greeting  cards. 
Another  one   reads: 

The  best  wav  to  have  good  friends 

is  to  be  one.    If  you  have  not  time  to 

write  letters,  send  greeting  cards  of 

friendship  and  goodwill. 

"My  business  is  growing  all  the  time 


and  I  find  that  we  make  many  sales  of 
other  kinds  of  merchandise  to  customers 
who  come  in  intending  to  buy  nothing 
but  a  card." 

Which    shows    that    where    there's    a 
will,  results  will  inevitably  follow.v 
This   Helps   Sales 

People  appreciate  little  conveniences 
and  are  quick  to  avail  themselves  of 
them.  You  naturally  want  to  make  your 
store  what  your  customers  think  a  sta- 
tionery store  should  be.  Making  your 
store  their  kind  of  a  store,  is  the  surest 
means  of  getting  them  to  make  it  their 
(favorite)  store. 

Here  is  what  one  man  thinks  he  would 
do  if  he  ran  a  stationery  store,  and  to 
our  way  of  thinking  the  idea  would 
prompt  a  lot  of  people  to  drop  in.  He 
writes: 

"If  I   were   a   dealer   in  Greeting 

Caids,    I   would   put   a   sign   in   the 

window  inviting     people     inside     to 

select  and   send   greetings,   offering 

to  sell  stamps   and  furnish  a   place 

to  address  envelopes,  and  to  in  any 

way  assist  in  the  dispatch  of  such 

greeting   cards." 

It  would  prompt  people  to  "do  it  now" 
action    and    that    is    the    most    effective 
action  in  the  world  to  inspire. 
As  to  "Left-Overs" 

Tail-end  cards  that  you  don't  want 
to  keep  in  stock  and  don't  know  what  to 
do  with,  will  go  fast  and  go  "big"  as 
specials  at  a  special  price  if  packed  in 
small  boxes  and  sold  at  50  cents  and  $1 
a  box. 

You  can  make  up  an  assortment  of 
every  day  cards  and  left  over  cards  and 
you'll  find  that  people  will  grab  them 
up  at  a  special  reduced  price.  You  will 
get  money,  make  friends  and  secure 
space  for  new  stock — all  at  one  stroke  if 
you  carry  out  this  idea. 

Good  enough  business  reasons  for  do- 
ing it,  aren't  they? 

Flag  the  Passing  Dollar 

Your  show  window  gives  you  an  op- 
portunity to  attract  thousands  of  dollars 
of  extra  business  a  year.  Do  you  take 
full  advantage  of  the  opportunity  it 
gives  you  to  proclaim  your  store  as  a 
live  store? 

It  isn't  enough  to  dress  a  window 
tastefully.  Most  store  windows  are  ar- 
ranged attractively  and  that  quality 
alone  is  not  going  to  make  your  store 
stand  out. 

What  is  necessary  is  to  do  things  dif- 
ferently. People  are  eternally  on  the 
hunt  for  something  new  and  something 
different.  To  be  striking  and  attention- 
compelling,  your  window  must  be  dif- 
ferent. 

See  to  it  that  it  puts  over  an  idea. 
For  example,  if  you  are  dressing  your 
window  with  Firthdav  Greeting  Cards, 
p-lue  Greeting  Cards  around  a  huge  circu- 
lar block  of  wood  the  shape  of  a  birth- 
day cake,  and  dress  it  up  with  candles. 
Then  give  it  a  background  display  of 
Birthdav  Gree+in'*  C^^^s 
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Will  people  stop  and  look?  Will  they 
get  the  suggestion  to  send  a  Birthday 
Card  to  the  friend  whose  anniversary  is 
near  at  hand?  And  will  they  be  prompt- 
ed to  step  in?     You  bet  they  will. 

You  don't  want  to  be  known  simply 
as  a  stationery  store.  You  want  to  be 
known  as  a  store  of  specialties.  Make 
your  window  suggest  something  definite 
if  you  want  to  flag  the  passing  dollar. 

A  customer  who  comes  into  your  store 
to  buy  a  Greeting  Card  may  be  a  person 
who  buys  and  sends  off  Greeting  Cards 
only  on  rare  occasions.  If  you  simply 
take  her  order,  she  will  be  no  more  sold 
on  the  Greeting  Card  idea  than  she  was 
before  but,  if  you  tell  her  how  generally 
people  use  Greeting  Cards  these  days 
and  call  her  attention  to  the  range  of 
appropriate  sentiments  they  are  made 
up  in  for  all  occasions,  you  will  stimulate 
her  to  using  them  more,  and  you  will 
have  done  real  creative  selling. 

Make  two  sales  grow  where  only  one 
grew  before — by  salesmanship. 

PART  U.  S.  PLAYED  IN  WAR 

Getting  away  from  the  unreasoned  ar- 
guments about  who  won  the  war  it  is  re- 
freshing to  get  something  really  worth 
while  dealing  with  the  history  of  the  war 
with  particular  reference  to  the  part 
played  in  it  by  the  U.  S.,  in  which  due 
recognition  is  given  to  the  major  part 
taken  by  Great  Britain. 

This  work  offers  a  coneise  and  well- 
balanced  story  of  the  war.  It  is  an  in- 
terpretation as  well  as  a  narrative. 

The  broad  outlines  of  the  struggle  are 
presented,  but  technical  detail  is  avoided. 

The  author's  "military  comment"  in  the 
New  York  "Tribune"  attracted  wide  at- 
tention and  was  marked  by  clarity  and  a 
firm  grasp  of  the  military  situation. 

The  book  is  "A  Short  History  of  the 
Great  War,"  by  William  L.  McPherson. 
It  is  published  by  Putnam's. 


PROPORTIONAL  FORM 

It  is  no  longer  Heretical  to  say  that 
beauty  is  inseparable  from  reason.  In- 
deed, it  scarcely  remains  even  theoreti- 
cal, having  been  shown  in  innumerable 
ways.  It  is  an  accepted  truth  in  science 
that  order  is  heaven's  first  law  and  this 
is  demonstrably  as  true  in  the  realm  of 
beauty  as  it  is  in  the  stately  progression 
of  the  equinoxes.  Beauty  discloses  itself 
in  form,  color,  tone,  and  rhythm  and  ap- 
peals to  the  several  senses  in  turn. 

In  "Proportional  Form,"  by  Samuel 
Coleman  and  C.  A.  Coan,  the  authors  have 
devoted  themselves  to  showing  that,  in 
the  final  analysis,  this  appeal  is  always 
found  to  be  based  upon  some  good  and 
sufficient  reason,  the  bond  between  them 
being  an  indissoluble  one  of  cause  and 
effect.  As  a  harmony  exists  between  the 
laws  of  gravity,  sound,  and  light,  so 
springs  up  a  harmony  of  motion,  music, 
and  color.  Thus,  always,  Nature  plays 
into  the  hand  of  Art 


Playing  Cards  and  Their  Story 

Something  About  Their   Origin   and   the    Gains  Made  in  Their 
Popularity  Since  the  Fifth  Century 


TRADITION  fixes  the  date  of  the 
first  game  of  chess  about  the  fifth 
century  and  also  positively  as- 
serts that  playing  cards,  particularly 
those  of  ancient  Indian  make,  are  but 
chessmen  transferred  by  painting  to  the 
material,  which  in  those  days  served  in 
place  of  our  modern  paper  or  cardboard, 
the  game  itself  being  improved  by  per- 
mitting more  than  two  players  to  share 
ir.  it. 

Circu'ar  cards  made  of  ivory  have  been 
found  -on  which  the  figures  are  pair-ted, 
as  if  the  artists,  unable  to  carve  the 
forms  he  desired  to  represent,  managed 
to  delineate  them  in  colors  on  a  flat  sur- 
face. These  cards  are  small  discs  which 
could  easily  be  placed  on  the  squares  of 
a  beard  and  moved  from  one  to  the  other 
like  chessmen. 

The  first  positive  mention  of  playing 
cards  is  in  a  manuscript  by  Nicholas  de 
Covellezo,  which  is  preserved  amongst 
the  archives  in  Viterbo.  These  cards 
came  from  the  country  of  the  Saracens 
and  were  called  "Naib."  (Incidentally 
I  may  say  that  the  Italians  have  for  cen- 
turies called  playing  cards  Naibi,  and  in 
Spain  they  have  been  known,  since  their 
first  introduction  there  as  Naipes). 
'•  The  most  reliable  authorities  agree 
that  playing  cards  came  to  Europe  from 
India  and  China,  and,  like  chess,  were 
known  to  the  Arabians  and  Saracens 
from  the  beginning  of  the  twelfth  cen- 
tury. At  first  they  found  but  little  popu- 
lar favor,  as  about  that  period  the  ec- 
clesiastical and  lay  authorities  both 
positively  forbade  all  games  of  chance. 

The  marks  which  distinguish  the 
tarots  are  usually  swords,  cups,  sticks 
and  money  (marks  or  pips  which  are 
used  to  this  day  on  the  common  or  popu- 
lar cards  in  Spain  and  Italy).  The 
"coat"  or  "court"  cards  are  king,  queen, 
knight  and  knave  (the  queen  being  oc- 
casionally omitted).  The  pips  or  em- 
blems of  the  four  suits  have  a  signifi- 
cance as  representing  the  four  classes 
into  which  communities  were  once  divid- 
ed: i.e.,  the  churchman  represented  by 
the  cup  or  chalice;  the  knight,  by  the 
swoid;  the  merchant,  by  the  coin,  and 
the  workman  by  the  stick  or  bludgeon. 

The  earliest  known  specimens  of  these 
tarot  cards  can  be  seen  to-day  at  the 
Bibliotheque  Nationale,  Paris,  and  are 
believed  to  have  been  part  of  a  pack 
which  was  painted  for  Charles  VII.  in 
1393;  a  narrow  border  of  black  and  white 
checks  surrounds  the  faces,  formed  by 
a  piece  of  chequered  paper  pasted  on  the 
back  and  neatly  over  its  edge. 

About  1395  Etienne  Vignoles,  or  La 
Hire,  a  celebrated  knight,  excellently 
versed  in  the  arts  of  war  as  practised 
in  his  day,  re-arranged  and  simplified  the 
existing  tarot  pack.  The  atouts  were 
discarded,  changes  were  made  in  (he 
court  cards  by  substituting  a  queen  for 
the  vizier  or  general,  new  distinguishing 


devices  in  the  form  of  hearts,  spades, 
clubs  and  diamonds  in  symbolic  coloring 
were  adopted  in  place  of  the  chalice,  coin, 
sword  and  bludgeon.  New  games  were 
invented  for  the  new  or  revised  cards, 
piquet  being-  amongst  them,  and  it  was 
in  this  game,  when  played  for  the  first 
time,  that  first  appeared  the  direct  an- 
cestors of  cur  present  day  playing  cards. 
These  cards,  absolutely  the  first  speci- 
mens of  the  French  suit  cards  to  which 
modern  playing  cards  owe  their  origin, 
are  happily  still  in  existence,  and  the 
pips — clubs,  hearts,  spades  and  diamonds 
are  exactly  as  to-day.  The  kings,  queens 
and  knaves  bear  attributes  as  well  ai 
symbols.  The  kings  hold  spears,  the 
queen  (lowers,  and  their  costumes  are 
those  of  the  reign  of  Charles  VII.,  whilst 
the  laws  of  heraldry,  which  played  so 
important  a  part  in  court  circles  in  the 
middle  ages,  have  been  in  no  way  dis- 
obeyed. 

The  date  of  the  first  introduction  of 
cards  into  England  is  a  matter  of  dis- 
pute, but  it  is  probable  that  they  were 
in  use  soon  after  the  second  crusade,  al- 
though the  year  1465  is  the  earliest  date 
when  any  positive  mention  of  cards  in 
England  is  made,  and  this  is  in  respect 
to  a  law  which  was  passed  forbidding; 
their  use  except  at  certain  specified 
rimes  and  seasons.  Only  cards  of  French 
origin  have  been  used  in  England,  which 
have  heM  undisputed  sway  since  their  in- 
troduction, ard  their  distinctive  colors 
of  ree  and  black  have  remained  until  the 
present  day  practically  unchanged. 

The  dress  worn  by  the  kings  in  the 
English  court  cards  is  a  conventionalized 
copy  of  that  of  Henry  VIII.,  as  reference 
to  existing  pictures  of  that  monarch  will 
clearly  show,  and  the  portraits  of  the 
kings  bears  a  close  resemblance  to  the 
distinctive  features  of  the  bluff,  much- 
married  monarch. 

England  was  one  of  the  few  nations 
gallant  enough  to  retain  the  lady  in  the 
national  pack,  when  it  ventured  out  of 
France,  and,  moreover,  paid  a  great  com- 
pliment of  bestowing  on  her  the  features 
and  costume  of  a  queen  of  its  own — the 
most  beautiful  woman  of  her  day — 
Elizabeth  of  York,  consort  of  Henry 
VII.  and  mother  of  Henry  VIIT. 

Little  or  no  change  in  the  process  of 
the  manufacture  of  playing  cards,  either 
in  printing,  cardboard,  or  finish  took 
place  from  the  incorporation  of  the  Play- 
ing Card  Maker's  Company  until  the 
early  part  of  the  nineteenth  century,  the 
printing  during  that  long  period  con- 
sisting of  outlines  of  the  court  cards  im- 
pressed from  wood  blocks  and  colored  by 
hand,  through  the  medium  of  stencils, 
the  cardboard  being  a  rather  soft  ma- 
terial and  thick,  possessing  very  little 
firmness  and  less  slippiness.  But  a  radi- 
cal change  was  destined  to  be  effected 
in  their  production,  with  far-reaching 
results  in  the  quantitv  to  be  manufactur- 
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ed  by  a  firm  rapidly  coming  into  favor- 
able notice;  a  change  so  happy  and  so 
great  that,  before  the  first  half  of  the 
nineteenth  century  had  passed,  the  firm 
of  Chas.  Goodall  &  Sons'  story  and  that 
of  playing  cards  had  become  synony- 
mous terms,  and  to  attempt  to  tell  the 
lats  century's  story  of  one,  without  tell- 
ing the  story  of  the  other,  would  be  as 
futile  a  task  as  to  try  and  play  Hamlet 
without  having  in  the  caste  the  charac- 
ter of  the  Prince  of  Denmark. 

Messrs.  Goodall,  whose  progress  from 
a  small  beginning  to  a  vast  factory  em- 
ploying in  normal  times  over  1,100 
hands,  I  have  just  briefly  sketched,  has, 
in  its  almost  hundred  years  of  endeavor 
and  success,  assimilated,  indeed  made  Rs 
very  own,  as  I  have  just  said,  the  story 
of  the  playing  card  in  the  British  Em- 
pire, during  that  eventful  century.  The 
company  seems  never  to  grow  old,  pos- 
sessing the  secret  of  eternal  business  re- 
juvenation by  always  having  efficiently 
ready  a  new  generation  of  Goodall's 
when  the  pyschological  moment  arrives, 
to  step  into  the  shoes  of  the  one  pre- 
ceding, and  the  century  of  its  birth,  saw 
the  entrance  into  the  company  of  a  mem- 
ber of  the  fifth  generation  of  the  Good- 
all  family  engaged  in  the  manufacture 
of  playing  cards.     Esto  perpetua. 


LEADERSHIP 

From  Putnam's  comes  "Leadership,"  by 
Arthur  Harrison  Miller.  It  is  a  study 
and  discussion  of  the  qualities  most  to 
be  desired  in  an  officer,  and  of  the  general 
phases  of  leadership  which  have  a  direct 
bearing  on  the  attaining  of  high  morale 
and  the  successful  management  of  men. 


"RED  BAND" 

In  "A  Prisoner  of  Pentonville,"  "Red 
Band"  tells  of  the  despair,  humiliation, 
and  consolations  of  a  man  in  prison,  keen- 
ly conscious  of  his  degradation,  is  repro- 
duced in  metrical  and  rhymed  composi- 
tion, powerfully,  candidly,  and  simply — 
■.'.  free  an.:  genuine  outpouring  of  the 
author's  sorrow  and  remorse. 

There  is  a  foreword  by  Rev.  Joseph 
Fort  Newton,  D.  D.,  of  the  Church  of  the 
Divine  Paternity,  New  York.  This  is  a 
Putnam  issue. 


A  FINE  TRIBUTE 

"Leader  of  Men"  is  a  small  book  by 
Robert  Gordon  Anderson,  published  by 
Putnam's,  being  in  size  similar  to  "Not 
Taps  but  Reveille,"  and  'The  Little  Chap,' 
by  the  same  author.  The  jacket  is  a 
reproduction  of  the  frontispiece,  printed 
in  sepia.  This  book  is  an  eloquent  tribute 
to  the  great  American  statesman  and 
is  eminently  interesting  to  the  best  people 
of  every  land,  irrespective  of  nationality. 


PASSING  OF  HOWELLS 

William  Dean  Howells,  who  was  known 
as  the  foremost  living  American  novelist 
died  on  May  11th,  in  New  York.  He 
was  the  author  of  more  than  seventy 
'  books,  of  which  the  novel,  Silas  Lap- 
ham,  was  perhaps  the  best.  One  of  his 
works  with  a  warm  place  in  the  hearts 
of  Canadians  is  "Their  Wedding  Jour-' 
ney,"  the  scenes  of  which  are  laid  in 
Canada. 

Although  Mr.  Howells  never  had  an 
academic  education,  he  was  honored  by 
many  universities.  As  the  years  went 
on  the  literary  work  of  Mr.  Howells 
.  took  a  wide  range,  including  poems,  short 
stories,  one-act  farces,  travel  sketches, 
novels  and  biographies,  including  almost 
a  hundred  volumes,  besides  a  great 
amount  of  editorial  work  that  never 
reached  book  publications. 

He  was  born  at  Martin's  Ferry,  Ohio, 
March  1,  1837.  His  father  was  a  country 
newspaperman,  and  the  boy  learned  the 
trade  of  printer  in  his  father's  shop.  Mr. 
Howells  was  too  ambitious  to  remain 
long  "tied  to  the  case,"  and  at  the  age 
of  21  was  news  editor  of  The  Cincinnati 
Gazette.  In  1860  he  first  printed  a  book, 
a  volume  :of  verses. 

His  latest  book,  one  which  created 
quite  a  sensation  at  the  time  of  its  ap- 
pearance, was  "The  Leatherwood  God.1' 
Mr.  Howells  travelled  extensively  in 
Europe.  His  favorite  countries  were 
England,  Italy  and  Spain. 

During  the  war  he  had  some  strong 
things  to  say  about  American  participa- 
tion, in  an  article  in  The  North  Ameri- 
can Review  under  the  title,  "Why?"  He 
asked  the  American  people  to  bury  what, 
Owen  Wister,  in  a  book  just  published, 
calls  their  "Ancient  Grudge." 

SHILLING  NOVELS 

From  John  Leng,  of  London,  comes 
a  shilling  edition  of  "The  Rider  in 
Khaki,"  by  Nat  Gould,  the  work  being 
in  appearance  similar  to  the  familiar 
paper  covered  6d.  editions  of  pre-war 
days.  In  this  connection  it  is  interesting 
to  quote  the  following  from  the  publish- 
ers' circular:  "The  public,  who  are  feel- 
ing the  pinch  with  regard  to  the  neces- 
sities of  life,  are,  it  is  said,  by  some  pub- 
lishers, not  buying  books  quite  so  freely, 
and  the  rise  in  price  will  in  all  probabili- 
ty affect  the  volume  of  business.  Still. 
reading  is  one  of  the  least  expensive  of 
recreations. 

"With  prices  advancing  and  the  pos- 
sibility of  sales  falling,  shall  we  see  an 
attempt  to  provide  a  low  price  book  in  a 
less  permanent  form? 


"Some  publishers  have  begun  ,to  pub- 
lish popular  reprints  at  a  shilling,  which 
are  the  same  in  appearance  as  the  paper- 
covered  old-time  sixpenny.  The  cost  of 
manufacture  in  this  form  is  obviously 
much  below  the  stiff-covered  book." 
IS  AMERICA  SICK? 

From  Edward  Garstin  Smith,  Chicago, 
comes  a  copy  of  his  little  book  entitled! 
"Americanism."  Here  is  a  typical  para- 
graph from   it: 

The  most  serious  hindrance  to  better- 
ment in  America  lies  in  the  American's 
conceit;  which  prevents  him  from  see- 
ing his  own  fault,  so  necessary  for  the 
correction  of  one's  errors.  The  Ameri- 
can cannot  bear  criticism.  He  wants 
flatterers  and  entertainers — the  jester 
with  cap  and  bells — and  not  the  teacher. 
The  American  indulges  in  superlatives- 
he  has  the  biggest  farms,  the  biggest 
factories,  the  biggest  cataract  and — 
the  biggest  lobsters."  More  indicative 
of  what  the  book  preaches  is  this  ex- 
tract: 

"The  vital  issue  in  this  country  is,  not 
the  amendment  of  the  Constitution,  not 
in  the  revision  of  the  basic  law,  but  in 
the  reformation  of  the  basic  standard 
of  public  morality." 
THE  PRINCE  IN  CANADA 

Under  the  title  of  "Westward  with 
the  Prince  of  Wales,"  has  been  publish- 
ed a  book  giving  an  account  of  His 
Royal  Highness's  tour  in  Newfound- 
land. Canada,  and  the  United  States,  by 
W.  Douglas  Newton.  Mr.  Newton  ac- 
companied the  Prince  as  the  Special 
Correspondent  of  the  Daily  Chronicle, 
and  gives  a  pleasing,  breezy  account  of 
the  journey. 

Apart  from  its  record  of  the  Prince's 
reception  in  Canada  and  America,  the 
book  shows  His  Royal  Highness  as  a 
.  democrat  in  big  cities,  as  a  sportsman  in 
the  wild,  as  a  pitcher  in  a  ball  game,  as 
a  dealer  in  oats  on  the  floor  of  the  Win- 
nipeg "pit,"  as  an  Indian  chief  in  the 
tribal  feathers  of  several  races,  as  a 
miner  in  the  mines  of  Cobalt  and  Tim- 
mins,  as  a  dancer  in  the  ballroom,  as  a 
visitor  among  the  land  girls  of  the 
mountain  apple  orchards.  The  author's 
aim  throughout  has  been  to  make  the 
book  a  human  one,  since  it  concerns  a 
particularly  human  man,  one  who  finds 
zest  in  every  minute  of  life,  and  is,  above 
all,  a  sportsman. 
ENGLAND  TO   AMERICA 

Margaret  Prescott  Montague's  "Eng- 
land to  America"  appeared  in  book  form 
on  May  15th.  This  story,  both  because 
of  its  beautiful  tribute  to  England  and 
its  hieh  literarv  quality  has  been  consid- 
ered by  many  the  most  notable  short 
story  of  the  year  and  has  been  chosen 
by  the  O.  Henry  Memorial  Prize  Com- 
mittee as  one  of  the  few  that  will  ap- 
pear in  the  volume  of  0.   Henry  Mem- 
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Fiction 

154 

Great    Impersonation Oppenheim 

122 

KX 

The     Portugee      Lincoln 

72 

54 

48 

Non-Fiction 

Punch's    History    of    the    War    

40 

Economic    Consequences    of    Peace.  .  . 

Keynes 

32 

Now    It    Can    be    Told Gibbs 

HO 

A    Labrador    Doctor    Grenfell 

28 

Canada's    Hundred    Days     Livesay 

20 

Labor    in    the    Changing    World    .... 

Maclver 

16 

orial  Stories,  representing  those  Amer- 
ican stories  of  greatest  literary  merit 
which  have  been  published  during  19.19. 
The  introduction  is  by  John  Drinkwater. 

WHY  MEN  STRIKE 

Samuel  Crowther's  new  book,  "Why 
Men  Strike,"  has  just  appeared.  Mj. 
Crowther  is  a  sound  economist  and  an 
authority  on  the  relations  of  capital  and 
labor  both  sides  of  the  Atlantic.  In  this 
book  he  points  ouc  the  notable  fact  in 
connection  with  many  strikes,  that  the 
men  strike  first  and  later  uncover  what 
are  their  grievances.  It  is  his  conviction 
that  the  real  cause  of  the  present  unrest 
lies  in  the  misconception  on  the  part  of 
not  only  the  workers  but  also  the  em- 
ployers, of  the  real  function  and  owner- 
ship of  capital.  The  strikes  are  against 
capital  as  such  and  are  due  to  the  feeling 
that  the  fruits  of  labor  are  unjustly  dis- 
tributed and  that  in  the  industrial  organ- 
ization, capital  gains  everything  and 
labor  nothing. 

His  conclusion  is  that  the  possibility 
of  a  death  strugg!--  between  capital{  and 
labor  can  be  averted  only  if  the  margin 
of  labors'  wages  be  returned  to  capital, 
thus,  when  all  are  capitalists  the  ground 
for  profound  differences  between  em- 
ployer and  employed  will  be  removed. 

Here  is  a  book  that  will  promote  dis- 
cussion and  booksellers  can  sell  copies  to 
labor  union  men  and  also  to  employers  of 
labor. 


THE  PENCIL 

When   I   awake  on  mornings  fair 

I  see  upon  my  wall 
A  slender  golden  pencil  on 

The  flowery  paper  scrawl. 
No  hand  upon  it  guides  the  point, 

It  moves  mysteriously, 
But  what   it  writes   in  lines   of  light 

Is  very  plain  to  me. 
I'm   sleepy  yet,  I'd  like  to  take 

Another  nap,  but    no! 
I  tumble  out  of  bed  and  off 

To  catch  a  train  I  go. 
That    pencil    is   a    ray   of  sun, 

It  will  not  let  me  shirk 
My  daily  task  but  writes  each  morn, 

"Get  up  and  go  to  work." 


About  Timely  Books 


HAROLD   McGRAT.H 

Tn  connection  with  the  appearance 
this  season  of  a  new  romance  by  Harold 
McGrath,  "The  Man  With  the  Three 
Names,"  it  is  interesting  to  quote  the 
author's    own    estimate    of    himself: 

"No  use  trying  to  dodge  it,"  says  Mr. 
MacGrath,  "I'm  frankly  a  romancer. 
I'm  always  writing  about  people  and 
things  as  I'd  like  them  to  be.  And  yet 
I  never  wrote  a  tale  the  basis  of  which 
was  not  actual  fact — some  bizarre, 
whimiscal  fact.  The  unusual  appeals  to 
me  strongly,  perhaps  because  at  •  heart 
I'm  an  adventurer.  Thus  my  business 
primarily  is  to  lead  the  heroine  through 
moi'e.  or  less  exciting  episodes  to  the 
altar.  If  afterward  she  throws  the  dishes 
at  hubby's  head  that  is  no  affair  of 
mine." 

MARKHAMS  POETRY 

Edwin  Markham,  the  American  poet 
whose  "Gates  of  Paradise,"  has  recent- 
ly appeared  has  just  passed  the  68th 
milestone  of  life. 

In  commenting  upon  the  human  ap- 
peal of  Markham's  verse  John  Gals- 
worthy said :  "I  measure  poetry  by  its 
power  to  cause  emotion  and  surprise,  I 
want  poets  who  are  themselves  moved 
by  Truth  and  Beauty  and  so  stirred  by 
the  spectacle  and  contacts  of  life  that 
the  birds  within  them  simply  must  sing." 
And  this  is  the  kind  of  poet  Edwin 
Markham  is.  In  this  new  book  he  sings' 
because  he  must,  because  his  heart  is 
full  of  the  beauty  of  life  and  its  sadness, 
of  laughter  and  tears  behind  the  laugh- 
ter. 

THE  JAZZ  GIRL 

According  to  Nalbro  Bartley,  author 
of  "The  Gorgeous  Girl,"  the  de  luxe  jazz 
girl  is  doomed.  "The  dazzling  devotee  of 
the  latest  'isms'  who  dances  through  her 
glittering  life  at  a  smart  jazz  tempo  and 
who  has  held  the  centre  of  the  stage 
undisputed  these  last  few  years,  will 
pass,"  she  thinks,  and  even  ventures  to 
prophesy  that  the  new  leading  lady  will 
be  no  other  than  the  old-fashioned  girl 
who  is  so  out  of  style  just  now  that  we 
display  temerity  in  even  mentioning  her, 
the  kind  of  girl  who  can  create  an  at- 
mosphere of  home  with  a  flower  and  a 
few  worn  books  and  who  knows  how  to 
be  a   real  comrade   in   good   luck   or   bad. 

"So  mote  it  be!" 


J.  D.  BERESFORD 

"An  Imperfect  Mother,"  is  the  title 
of  J.  D.  Beresford's  new  novel  just 
ready. 

THE  VOICE  OF  THE  PACK 

In  Edison  Marshall's  novel  "The  Voice 
of  the  Pack,"  issued  by  the  Ryerson 
Press  last  month,  the  scenes  are  laid  in 
the  Cascade  Mountains  and  it  has  glow- 
ing descriptions  of  forests,  thrilling  re- 
citals of  encounters  with  the  wild  deni- 
zenns  of  the  district.  The  author  is 
thoroughly  familiar  with  the  field  and 
knows  what  he  is  talking  about. 

"The  Voice  of  the  Pack"  is  a  305-page 
book  with  a  frontispiece  in  colors  and  an 
attractive  four-color  wrapper,  by  W.  Her- 
bert Dunton,  which  in  itself  adds  to  tho 
appeal  of  this  new  book. 

BIRMINGHAM'S  LATEST 

George  A.  Birmingham's  new  novel 
"Good  Conduct,"  has  just  been  issued  in 
England.  There  is  irony  in  the  title  it 
need  hardly  be  said — for  Virginia  Temp- 
est, the  vital  force  of  the  book,  may  be 
regarded  as  a  distant  cousin  to  "The 
Major's  Neice,"  and  therefore,  hardly  an 
example  of  perfect  behaviour,  though 
certainly  she  is  a  power  for  the  doubtful 
good  of  the  world,  and  incidentally  a 
bringer  of  the  right  order  of  laughter. 

CONTEMPORARY  DRAMA 

Good  word  comes  from  across  the  sea 
that  the  theatre  is  recovering  after  the 
slough  of  revue  and  inconsequence  into 
which  it  fell  during  the  recent  hard  years, 
and  it  is  natural  that  comment  upon 
the  past,  present  and  future  of  the  Dra-. 
ma  in  England  should  now  be  forthcom- 
ing. There  is  about  to  appear  "The 
Contemporary  Drama  of  England,"  by 
Thomas  H.  Dickson  which  summarizes 
and  frankly  estimate's  experiences  and 
prospects  of  the  British  stage.  On  this 
side  of  the  Atlantic  there  has  been  an 
equal  if  not  greater  measure  of  inane 
passing  shows,  frivolities,  et  al.  May  the 
relief  indicated  in  England  extend  to 
this  side  of  the  water  as  well! 

SAYS  SAM 

Sam  Adams  has  written  a  most  read- 
able story  in  lisrhter  vein  in  his  book 
"Wanted:  a  Husband."  According-  to 
this  story  a  plain  eirl  can  transform 
herself  into  a  fascinating  beauty  and 
simply  work  havoc  in  the  heart  of  a 
hero  who  has  to  entirely  revise  some 
preconceived   ideas. 
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THE    GATE    OF    FULFILLMENT 

A  story  that  is  begun  by  means  of  the 
interchange  of  letters  opening  with  a 
reply  to  an  advertisement  for  a  secre- 
tary is  the  unique  introduction  leading 
up  "to  the  "Gate  of  Fulfillment,"  in  the 
book  of  that  name  by  Knowles  Ridsdale, 
which  the  Putnam's  have  recently  issued. 
The  story  is  charmingly  original  and 
quite  amusing. 

No.  26  JAYNE  STREET 

Mary  Austin's  new  novel  "No.  26 
Jayne  Street,"  is  comparable  to  the  work 
of  H.  G.  Wells  in  its  handling  of  the 
vital   issues   of   the    day. 

Against  the  seeching  background  of 
New  York  the  story  of  these  inter- 
woven romances  advances  to  its  dram- 
atic climax,  holding  the  reader's  atten- 
tion at  every  step,  and  illuminating  as 
few  novels  have,  the  forces  that  are  to- 
day struggling  to  re-mould  American 
life,  v 
CAPE  CODDITIES 

Dennis  and  Marion  Chatham  in  "Cape 
Coddities,"  gives  an  alluring  account  by 
two  ardent  lovers  of  Old  Cape  Cod  of 
its  quaint  charm,  its  interesting  inhabi- 
tants, and  the  many  unusual  summer 
pastimes  and  pleasures  to  be  found  here. 
The  title  chapters  are  tempting:  The 
Ubiquitous  Clam — Motor  Tyrannicus — 
Summer  Bargaining — "A  Wet  Sheet 
and  a   Flowing   Sea" — Scallops. 

THE   WORST   FARMER 

Judge  Shute  in  "The  Real  Diary  of 
the  Worst  Farmer"  records  experiences 
of  a  business  man  who  is  sure  of  making 
a  success  of  farm  life  because  it  is  so 
"natural."  It  affords  the  author  endless 
opportunities  for  amusing  situations  of 
which  he  makes  the  most. 

LIFE  OF  KITCHENER 

Sir  George  Arthur's  three  volume 
"Life  of  Lord  Kitchener,"  was  announc- 
ed shortly  after  Lord  Kitchener's  death, 
but  it  was  said  that  because  it  dealt 
with  so  many  matters  of  state  import- 
ance it  could  not  be  published  until  after 
the  end  of  the  war.  The  first  two  vol- 
umes deal  with  Kitchener's  life  up  to 
the  beginning  of  the  war  and  tell  a  story 
of  extraordinary  interest.  The  third 
volume  deals  with  the  war  and  Kitchen- 
er's part  in  it.  Sir  George  Arthur  has 
had  access  to  official  documents  and 
private  files,  and  he  gives  some  thor- 
oughly interesting  and  significant  re- 
velations. 


What,  Two  Dollars  and  a  Half! 

A  Little  Lesson  in  Book  Values  That  Should  Be  Passed  Along 


WHAT,  two  dollars  and  a  half!" 
The  emphatic  implication  of 
overcharge  attracted  my  at- 
tention to  a  handsomely  .  gowned  lady 
whom  a  courteous  salesman  was  endeav- 
oring to  serve. 

I  recognized  the  wife  of  a  prosperous 
contractor,  and  noticed  that  she  was  con- 
sidering a  neatly  bcund,  well-illustrated 
volume  of  travel. 

She  had  been  a  frequent  customer  of 
ours  and  I  felt  safe  in  walking  over  to 
her  and  saying,  "I  happened  to  overhear 
your  remark  on  the  price  of  that  book  of 
travel  and  wondered  if  you  really  meant 
it."  She  turned  to  me  and  said,  "Why, 
yes,  I  meant  it,"  and  then  graciously 
added,  "It's  a  beautiful  book,  and  I  sup- 
pose it  cost  a  good  deal  to  make  it,  but 
isn't  two  dollars  and  a  half  high  for  it?" 

It  was  just  the  opening  I  would  have 
wished  for  and  so  I  sailed  in.  By  way  of 
creating  an  atmosphere  which  I  knew  she 
would  understand  I  said,  "Well,  let's  look 
at  the  amount,  itself,  first.  When  you 
buy  theatre  tickets,  for  instance,  I  won- 
der if  you  ever  raise  any  serious  objec- 
tion to  the  price  you  have  to  pay.  I 
imagine  you  step  up  to  the  window  and 
say,  'Please  give  me  the  best  you  have,' 
and  lay  down  two,  four  or  five  dollars — 
for  what?  A  piece  of  paper  that  entitles 
you  to  sit  for  two  or  three  hours,  witness 
a  play  of  more  or  less  merit,  and  come 
away  with  what — a  memory, — good,  bad 
or  indifferent,  and  with  nothing  under 
your  arm,  except  perhaps  the   program. 

"You  said,  'What,  two  dollars  and  a 
half!'  a  moment  ago.  Did  it  occur  to 
you  that  the  author  had  spent  years  of 
travel,  involving  all  manner  of  hardship 
and  adventure,  and  expended  thousands 
of  dollars  in  preparing  himself  to  write 
that  book — that  he  invested  a  long  period 
of  painstaking  effort  in  analyzing  his 
notes,  preparing  his  manuscript,  and  as- 
sembling his  photographs?  Did  it  occur 
to  you  that  after  the  author's  work  was 
done,  a  publisher  invested  no  little  time 
and  a  very  considerable  amount  of  money 
in  making  this  book  worthy  of  its  back- 
ground; that  he  then  selected  the  paper, 
the  type,  spared  no  expense  in  illustra- 
tions, and  bound  the  book  attractively; 
that  he  then  advertised  it  extensively, 
distributed  it  to  the  trade,  and  now  puts 
all  of  these  years  of  travel,  the  infinite 
detail  of  preparation  and  careful  pro- 
duction, into  your  hands  for  "Two  Dol- 
lars and  a  Half?" 

"Your  husband  is  a  contractor,  and 
knows  something  about  values.  Take  this 
book  home,  tell  him  what  I  have  said, 
and  ask  him  if  he  knows  of  anything 
on  earth  that  offers  such  great  value  for 
'Two  Dollars  and  a  Half.' 

"Moreover,  this  book  will  give  you  sev- 
eral delightful  evenings  in  the  comfort  of 
your  own  home.  Your  husband  will 
read  it,  your  mother  will  read  it,  your 
neighbors  will  borrow  it,  and,  if  they  re- 
turn  it,   you  will   still   have   the   book — 


all  for  'Two  Dollars  and  a  Half!'  This 
happens  to  be  a  book  of  travel,  but  all 
thoughtful  books  involve  an  expense  of 
time  and  research,  and  effort  quite  out  of 
proportion  to  the  relatively  trivial 
amounts  you  and  I  can  buy  them  for." 

Quite  surprised  at  my  rush  of  feeling, 
stopped.  She  had  listened  with  attentive 
interest    to    every    word,    and    was    fair 


enough  to  say,  "I  thank  you.  I  confess 
that  I  never  thought  of  a  book  in  that 
light.  The  wonder  to  me  is  that  such 
books  can  be  really  owned  for  so  little 
money.  You  have  made  me  look  at  a 
book  in  altogether  a  different  way,  and 
I  am  sure  I  shall  not  be  guilty  of  again 
saying,  "What,  two  dollars  and  a  half!" 
I  don't  believe  she  ever  will. 


EDWIN   YARKHAM 

£500  COMPETITION 

A  new  competition  for  budding  novel- 
ists is  being  launched  by  John  Leng,  Ltd., 
of  London,  Eng.  It  will  be  for  a  prize 
of  £500.  The  competition  is  open  to  all 
new  authors  for  their  first  novels. 
Authors  of  short  stories,  whether  pub- 
lished in  volume  form  or  issued  in  any 
periodical,  may  compete. 

Under  this  competition  no  novel  must 
be  submitted  which  exceeds  100,000 
words.  The  publishers  recommend  that 
the  length  be  from  70,000  to  90,000 
words.  ' 

The  publishers  will  refuse  to  entertain 
novels  which  are  either  adaptations  or 
translations  from  the  works  of  alien 
authors.  Only  first  novels,  in  English, 
and  which  have  not  been  published  in 
any  form  whatsoever,  may  be  submitted. 
No  competitor  will  be  permitted  to  enter 
more  than  two  novels.  The  publishers 
will  disqualify  any  novel  which  is  not 
solely  the  original  work  of  the  competi- 
tor submitting  it.  Novels  written  in 
collaboration  are  eligible. 

Novels  for  this  competition  will  have 
to  reach  the  publishers  not  later  than 
the  31st  December,  1920. 

STONES  FROM  THE  POETS 

Juvenile    readers    frequently   find    the 
prose  rendering  of  a  poem,  simply  and 
attractively    told,    more    interesting   and 
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DOUIS    JOSEPH    VANCE 
Whose    new    novel,    "The   Dark    Mirror."    is   a    tale 
of    the    mystery    of    dreams. 

more  understandable  than  the  original, 
especially  when  embellished  with  illus- 
trations as  in  "My  Book  of  Stories  From 
the  Poets."  This  contains  about  36 
famous  poems,  such  as:  The  Ancient 
Mariner,  Evangeline,  John  Gilpin,  Inch- 
cape  Rock,  Enoch  Arden,  Miles  Stan- 
dish,  Abou  Ben  Adhem.  There  are  12 
full  page  color  plates. 

A  TALE  OF  THE  SOUTH 

"Painted  Meadow"  is  a  story  of  two 
men  and  a  girl  set  in  a  quiet,  lovely 
old  Southern  town.  Behind  the  three 
principals  are  the  highly  individualized 
figures  of  Anna's  father,  thumbing  over 
the  mortgages  upon  half  the  town's  real 
estate;  Seth's  mother,  a  remarkable 
portrait  of  the  intensely  possessive 
parent;  and  the  other  men  and  women 
whose  lives  are  affected  by  the  romantic 
drama  which  Sophie  Kerr  unfolds. 


"The  antiseptic  power  of  literature 
was  forcibly  brought  home  to  me  a  short 
time  ago  by  a  young  man  who  was  com- 
plaining about  the  exclusive  and  aristo- 
cratic spirit  shown  by  his  young  wife. 
He  said  at  last  with  tears  in  his  eyes, 
'Yet  I  have  no  one  but  myself  to  blame; 
I  ought  to  have  known  it  all  the  time  be- 
fore I  was  married — she  never  liked  Fal- 
staff."  From  "The  Bad  Results  of  Good 
Habits,"  by  J.  Edgar  Park. 
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HOOK   NOTES 

Allen  Harker's  novel  "The  Holliots  of 
Redmarley,"  in  a  two  shilling  reprint 
edition  comes  from  John  •  Murray  of 
London.  It  is  a  story  about  young 
people  and  it's  atmosphere  is  healthy 
and  exhilirating. 

May  Edington,  who  provided  the  book 
on  which  the  successful  play  "My  Lady 
Friend,"  was  based,  appears  in  the 
spring  fiction  list  with  "Married  Life." 
The  sub-title  is  "The  True  Romance, ' 
and  is  described  as  a  realistic  view  of 
the  marital  tie. 

Harriet  Prescott  Spofford  celebrated 
her  eighty-fifth  birthday  on  the  third  of 
April,  two  weeks  after  the  publication 
of  her  book  of  short  stories,  "The  Elder's 
People."  On  the  same  day  in  California 
John  Burroughs  was  celebrating  his 
eighty-fourth.  His  next  book  is  ex- 
pected within  the  year. 

NEW  AND  FORTHCOMING 

Blasco  Ibanez  has  returned  from 
Mexico  with  the  material  for  a  new 
novel,  to  be  called  "The  Eagle  or  the 
Snake." 

Blase  Benziger  &  Co.  announce  the 
establishment  of  their  firm  at  98  Park 
Place,  New  York,  as  publishers,  book- 
sellers and  dealers  in  church  and  school 
supplies.  •  i 

THE  GREAT  ACCIDENT 

In  "The  Great  Accident  (Macmillan's), 
by  Ben  Ames  Williams,  is  told  a  story 
so  true  to  its  background  of  social  and 
political  Hie  that  one  feels  it  might  have 
happened  in  any  typical  American  town. 
Ostensibly  the  scene  is  laid  in  Hardiston, 
Ohio.  By  a  queer  turn  of  events  Win- 
throp  Chase,  a  young  fellow  of  no  ex- 
traordinary qualities,  a  bit  wild  and  ir- 
responsible but  decent  and  honest  at  bot- 
tom, is  thrust  into  a  position  of  political 
power.  The  town  in  which  he  lives  is 
nominally  a  "dry"  town.  To  the  amaze- 
ment and  confusion  of  the  politicians 
who  have  elected  him,  he  takes  the  law 
literally  and  proceeds  to  enforce  it. 
Naturally  the  politicians  undertake  to 
"break"  him,  and  the  contest  that  en- 
sues is  all  the  more  exciting  and  intense 
because  it  involves  universally  familiar 
elements  of  political  warfare. 

ENGLISH  BOOK  TRADE  NOTES 

A  new  novel  by  E.  Everett-Green  en- 
titled "The  Silver  Tea-Shop, "  presents  a 
lovable  hero  and  heroine,  an  underhand- 
ed and  unsuspected  "friend,"  a  double 
murder  mystery,  and  a  perfectly  happy 
ending. 

"A  Girl's  Garland :  Poems  and 
Thoughts,"  by  Annette  Bryce-Wilson, 
the  child  poetess  is  just  ready.  The* 
poems  which  aroused  so  much  enthus- 
iasm at  her  recent  recitals  are  included 
in  the  volume,  and  there  is  a  Preface  by 
Clement  Shorter. 

Mr.  Asquith's  new  book  entitled  "The 
Paisley  Policy,"  was  published  on  March 
31st  in  England. 

WE  WILL 

In  connection  with  a  letter  from  C. 
Parkhurst,  proprietor  of  The  0.  K.  Sta- 
tionery, Vernon,  B.  C,  asking  for  extra 


copies  of  the  recent  articles  appearing 
in  tiiis  paper  on  "Collections,"  takes  oc- 
casion to  commend  this  publication  as 
follows: 

"I  might  say  that  BOOKSELLER 
AND  STATIONER  is  one  of  the  best 
trade  periodicals  published.  Keep  up 
the  good  work,  you  deserve  the  support 
of  every  bookseller  and  stationer." 

REALISTIC    FICTION 

"This  Side  of  Paradise,"  by  Scott  Fitz- 
gerald, is  a  novel  so  full  of  the  unex- 
pressed experiences,  the  true  adventures 
and  realities  of  youth,  which  conven- 
tional novelists  leave  untouched,  that  it 
seems  like  an  amazingly  frank 
autobiography  of  a  man's  actual  experi- 
ences, written  with  the  unexpected  fresh- 
ness of  youth  itself  and  a  touch  of  its 
insolence,  rather  than  a  work  of  fiction. 

WHAT  "THE  LEAGUE"  SHOULD  DO 

"In  restoring  peace  even  more  than 
in  the  making  of  war,  the  touch  of 
statesmanship  must  be  strong  and  sure," 
writes  Lord  Percy,  in  his  book,  "The 
Responsibilities  of  the  League."  Besides 
giving  a  very  clear  exposition  of  mat- 
ters relating  to  the  League  of  Nations, 
Lord  Percy  analyses  very  carefully 
Anglo-American  relations  of  the  present 
day  and  gives  some  consideration  to 
their  future. 


SCOTT   FITZGERALD 
Author   of   "This   Side   of   Paradise" 


VERSE 

A  volume  under  the  title  of  "Verse," 
by  William  Cary  Sangster,  comes  from 
Putnam's.  There  are  four  divisions: 
"Tides  of  Commerce,"  "The  City  of 
Toil  and  Dreams,"  "War  Poems"  and 
"In  the  Land  of  the  Harvest." 

The  author  was  in  France  in  1916-17 
with  the  American  Ambulance  Field  Ser- 
vice. Later  he  was  a  lieutenant  in  the 
U.  S.  army.  Two  of  the  sections  of  this 
volume  were  previously  published  in 
book  form. 

POEMS 

A.  L.  Kip,  in  his  book  of  poems, 
sings  in  the  main  of  nature — the  wide 
outdoors,  the  seasons,  flowers,  trees  and 
the  feathered  denizens  of  air  and  wood. 
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ARMENIA 

A  translation  from  the  French  Ke- 
voik  Asian's  "Armenia  and  the  Ar- 
menians," comes  from  MacMillan's.  It 
deals  with  Armenian  history  from  earl- 
iest times  until  the  opening  of  the 
Great  War.  The  geographical  situation, 
the  climate,  the  origin  of  the  Armen- 
ians, the  formation  of  Armenian  royalty, 
early  religious  ideas  and  customs,  the 
conversion  to  Christianity,  the  dawn  of 
Armenian  literature,  Armenia  under  the 
domination  of  the  Byzantine  Empire, 
the  Armenians  during  the  sixteenth, 
seventeenth  and  eighteenth  centuries 
and  finally  Armenia  in  the  nineteenth 
and  twentieth  centuries;  these  are  some 
of  the  topics  discussed. 

The  author  avoids  the  mistake  of  go- 
ing too  much  into  detail.  He  has  writ- 
ten a  concise  history  which  gives  facts 
which  the  average  well-informed  person 
desires  to  know  about  the  country  and  its 
people. 

The  interest  that  Armenia  has  for  the 
Canadian  people  should  occasion  a  good- 
ly distribution  of  this  volume  through 
Canadian  works-hops. 

DR.  OSLER'S  LAST  BOOK 

Freshness,  vigor,  and  wisdom  mark 
Sir  William  Osier's  last  book,  "The  Old 
Humanities  and  the  New  Science,"  in 
which  he  takes  account  of  stock  of  the 
humanities  and  science  following  the  war 
and  clearly  and  interestingly  explains 
the  interdependence  of  these  two 
branches  of  learning.  A  Memorial  In- 
troduction has  been  written  by  Dr.  Har- 
vey Gushing. 


"The  Passing  of  the  Kings,"  bv  Nina 
B.  Lamkin  (T.  S.  Denison  &  Co., 
Chicago)  is  a  small  volume,  which  will 
be  of  special  interest  to  those  instructing 
young  people  on  the  art  of  classic  danc- 
ing. It  describes  a  pageant  illustrating 
various  typical  phases  of  life  from  the 
time  of  the  Persians  up  to  the  present 
day.  Its  value  is  greatly  enhanced  by  a 
series  of  excellent  photographs  of  those 
participating  in  the  pageant  and  by  a 
rumber  of  colored  plates  illustrating  the 
various  dresses.  Booksellers  should 
bring  this  volume  to  the  notice  of  all 
school  teachers,  more  especially  those  of 
the  higher  class  schools. 


Advertising  is  simply,  as  contrasted 
with  the  individual  selling  method,  a 
massed  salesman.  It  is  the  massed  mar- 
fication  of  the  goods  necessitates  not 
keting  method  of  securing  the  distribu- 
tion of  manufactured  products.  Identi- 
only  high  quality,  but  also  standardiza- 


113.000   Advance   Sales 

The  advance  sales  of  Eleanor  Porter's 
new  novel,  "Mary  Marie,"  was  so  great 
that  the  first  printing  had  to  be  increas- 
ed from  100,000  to  113,000  copies.  The 
presses  are  running  day  and  night  on 
this  mammoth  run.  The  edition  requires 
59  tons  of  paper  and  300  pounds  of 
printing  ink.  The  book  will  be  ready  for 
shipment  May  7. 


BOOKSELLER     AND     STATIONER 


A  GLOOM  CHASER 

Bob  Edwards'  summer  annual  is  in- 
troduced as  a  "foaming-  breaker  of 
humor."  Bob  Edwards  is  editor  of  the 
Calgary  Eye-Opener.  Edwards  says 
that  "life  at  best  is  a  circus  and  there 
has  to  be  a  clown." 

SEAFARER'S  LIBRARY 

Booksellers  when  asked  to  suggest 
sea  stories  might  well  put  forth  William 
McFee's  "Casuals  of  the  Sea,"  and  then 
submit  this  list  of  McFee's  own  selec- 
tions for  a  projectd  sea  library: 

"Tom   Cringle's  Log" Michael   Scott 

"Two  years  Before  the  Mast".  .,  .Dana 

"Midshipman   Easy"    Marryat 

"Captains  Courageous"   Kipling 

"The  Flying  Cloud" Morley   Roberts 

"The  Cruise  of  the  Cachalot".  Frank  T. 

Bullen. 

"Log  of  a  Sea  Waif" Frank  T.  Bullen 

"The  Salving  of  a  Derelict". ...  Maurice 

Drake. 
"The  Grain  Carriers".  ..  .Edward  Noble 

"Marooned"   Clark  Russell 

"Typhoon"    Conrad 

"Toilers  of  the  Sea" Hugo 

"An    Iceland    Fisherman" Loti 

"The    Sea    Surgeon" D'Annunzio 

"The    Sea    Hawk" Sabatini 

AN  INDUSTRIAL  HISTORY  OP  ENG- 
LAND 

"Industry  in  England"  is  the  title  of  a 
volume  received  from  Methuens,  by  H.  de 
B.  Gibbons,  Litt.D.,  M.A.  It  is  a  compre- 
hensive survey  of  England's  industrial 
progress  from  the  Saxon  period  to  the 
present  generation  and  deals  with  every 
branch  of  commerce,  domestic  and  for- 
eign, and  with  agriculture. 

MISER'S  MONEY 

Eden  Phillpott's  latest  novel  "Miser's 
Money,"  (MacMillan)  is  a  fine  specimen 
of  this  author's  work,  in  depth  of  feeling 
and  study  of  motive  and  temperament. 
The  miser  of  the  title  is  a  woman-hater 
and  a  pessimist.  He  tries  to  bequeath 
this  spirit  to  a  young  man  who  happens 
to  be  in  love.  But  love  and  not  moneyed 
selfishness  wins  in  the  end — after  a 
struggle  in  which  ideas  as  to  proper  self- 
interest,  technical  right  and  wrong  and 
fair  play  are  skilfully  developed  against 
the  background  of  romance. 

LAW  FOR  LAYMEN 

"Everyman's  Legal  Guide,"  by  Ed- 
ward Meek,  gives  a  synopsis  of  the  laws 
of  Canada  on  many  subjects  and  is 
adaptable  to  use  in  universities,  colleges 
and  high  schools,  and  a  very  useful  re- 
ference book  on  law  for  merchants,  bank- 
ers, business  men,  and  the  public  gen- 
erally. This  book  gives  a  concise  and 
carefully-arranged  statement  of  the  sa- 
lient features  of  the  law  as  relating  to 
all  subjects  of  interest,  and  is  con- 
veniently arranged  and  carefully  index- 
ed. It  contains  also  an  appendix  giving 
all  the  forms  in  use  in  ordinary  business 
affairs. 

Advertising  not  only  puts  into  and 
maintains  merit  in  goods;  advertising  de- 
creases cost  of  production,  cost  of  selling 
and  the  selling  price. 


Ralph   Connor   in   Movies 

His  Novels  to  Appear  Soon  in  Screen  Versions — Will  Help 

Book  Sales 


AN  OUTDOOR  menagerie  is  being 
assembled  for  introduction  into 
various  scenes  in  the  Ralph  Con- 
nor novels  to  be  put  on  the  screen  within 
the  next  few  months.  Plans  are  also  on 
foot  for  securing  herds  of  buffalo  and 
caribou,  and  packs  of  wolves  and  other 
animals  indigenous  to  the  Canadian  West 
which  have  not  hitherto  been  used  in  pic- 
tures. 

Winnipeg  is  fortunate  in  having  intact 
Lower  Fort  Garry  and  so  picturesque  a 
situated  penitentiary;  these  will  be  used 
in  making  scnes  for  "The  Foreigner." 
Palatial  Winnipeg  ancestral  homes  will 
be  used  in  making  contrasts  to  the  for- 
eign settlements.  It  is  the  intention  not 
to  make  "The  Foreigner"  a  studio  pic- 
ture but  the  product  of  the  natural  out- 
door representing  the  Province  of  Mani- 
toba. Mrs.  Faith  Green,  secretary  of 
the  Pen  and  Brush  Club,  of  New  York, 
is  now  in  Winnipeg  collaboratoring  with 
Rev.  C.  W.  Gordon  in  preparing  certain 
of  his  works  for  the  screen. 

A  company  of  noted  players  are  now 
being  assembled  in  New  York  city  and 
will  arrive  in  Winnipeg  early  in  June  to 
be  augmented  by  300  local  types  and 
about  50  of  the  prettiest  babies  to  be 
found  in  Winnipeg  or  the  province.  Thou- 
sands of  people  will  be  in  the  mob  that 
storms  the  penitentiary  after  the  arrest 
of  the  "Foreigner,"  and  they  will  be  re- 
presentative of  20  nationalities.  In  ad- 
dition, mansions,  hovels  and  shacks  will 
be  brought  in,  and  there  will  be  flashes 
of  the  city  hall  and  Lower  Fort  Garry 
besides  the  penitentiary  at  Stony  Moun- 
tain. The  Red  River  of  the  North  is 
well-known    in    New    England,    and    also 


the  church  city  of  St.  Boniface  from  re- 
ferences in  Whittier's  poems.  Packs  oi 
wolves  used  along  the  Red  River  will  be 
duplicated  for  the  Edmonton  trail.  Ern- 
est Shipman,  the  promoter,  has  been  ap- 
proached by  a  coterie  of  men  in  Ottawa; 
they  desire  to  organize  a  company  to 
make  "The  Man  From  Glengarry"  in  the 
upper  Ottawa  Valley,  in  Ottawa,  Mont- 
real and  Quebec. 

"Corporal  Cameron"  and  "The  Dance 
of  the  Sundown  Trail"  are  geographi- 
cally suited  for  Calgary  and  will  be  made 
by  the   Canadian   Photoplays. 


NALBRO   BARTLEY 
Whose    new    novel,    "The    Gorgeous    Girl."    shows 
that  love  and  bank   accounts  don't  always  balance. 


An   Important   Biography 

Sir  George  Arthur's  Life  of  Kitchener  a  Book  of 
Great  Moment 


RECALLING  the  French-Asquith 
controversy  regarding  the  differ- 
ences between  French  and  Kitch- 
ener, which  so  promoted  the  interest  and 
the  salability  of  "1914,"  by  Lord  French, 
it  is  interesting  to  observe  that  Sir 
George  Arthur's  "Life  of  Lord  Kitchen- 
er" appears  to  set  at  rest  any  doubts  as 
to  the  nature  of  Lord  French's  chief  fail- 
ure as  Commander-in-Chief  in  France. 

On  August  29  or  30,  1914,  when  the 
worst  of  the  retreat  from  Mons  was  over, 
Lord  Kitchener  was  shocked  to  hear  indi- 
rectly that  Sir  John  French  had  decided 
"to  make  a  definite  and  prolonged  re- 
treat due  south,  passing- by  Paris  to  the 
east  or  west."  Kitchener  telegraphed 
to  Sir  John  French  in  alarm  and  receiv- 
ed an  answer  confirming  his  fears  at 
their  worst.  In  a  despondent  and  quer- 
ulous letter  of  August  30,  Sir  John 
French  made  a  virtual  confession  of  des- 
pair, and  avowed  his  intention  of  break- 


ing away  from  the  French  and  leaving 
a  gap  in  the  allied  line.  It  would  be 
calamitous;  that  the  French  would  feel 
they  were  deserted  by  us  in  Paris's  hour 
of  danger;  that  the  Entente  would  be 
shaken  and  the  land  war  in  the  West 
probably  lost  before  our  new  army  could 
be  trained.  He  asked  Mr.  Asquith,  the 
Premier,  to  summon  the  Cabinet  at  once, 
and  warned  it  that  such  a  flight  from  our 
post  in  the  allied  line  "might  mean  the 
loss  of  the  war."  The  Premier  and  Cab- 
inet backed  Kitchener  well,  and  a  wire 
was  sent  at  once  to  Sir  John  French  to 
stand  fast. 

This,  of  course,  is  only  an  incident  in 
Kitchener's  career,  but  it  is  a  significant 
one.  It  is  a  big  contribution  to  biograph- 
ical and  historical  literature  and  as  such 
will  find  wide  circulation  throughout  the 
Empire  and  presents  a  real  opportunity 
for  Canadian  booksellers. 


National  Campaign  to  Popularize  Books 

Fund  of  $100,000  to  be  Raised  by  United  States  Publishers— A 
Similar  Campaign  Proposed  for  Canada — Important  Points  to  be 

Considered 


AMONG  the  Canadian  booksellers 
who  attended  the  convention  of  the 
American  Booksellers  Association 
in  Philadelphia  last  month  was  W.  J. 
Hyslop,  manager  of  the  book  depart- 
ment of  the  T.  Eaton  Co's  Winnipeg 
store. 

Mr.  Hyslop  came  back  to  Canada  with 
enthusiasm  welling  up  in  him  regarding 
the  National  Bonk  Advertising  cam- 
p  ii;c;i  and  the  d3c;.s:".:i  of  the  American 
booksellers  to  raise  a  fund  of  $100,000 
to  advertise  nationally  this  year,  the  im- 
portance of  reading  and  of  the  owner- 
ship of  books.  This  campaign  will  of 
coiuse  give  due  attention  to  Christmas 
no..k  trade  but  will  be  far  wider  in  its 
scope  than  that  and  will  have  the  effect 
of  greatly  benefiting  year  round  book 
business,  inspiring  greater  faith  and 
enthusiasm  in  the  hearts  of  the  book- 
sellers themselves  as  to  the  possibilities 
of  their  own  business. 

Campaign  for  Canada 
Mr.  Hyslop  conferred  with  President 
Butler  of  the  American  Association  on 
the  question  of  a  similar  campaign  in 
Canada  and  the  latter  was  strongly  of 
the  opinion  that  such  a  course  was  advis- 
able. Mr.  Hyslop  was  in  Toronto  the 
week  following  the  Philadelphia  con- 
,  ventiitti  ,ahd  while  in  this  city  interview- 
ed the  different  publishing  houses  and 
found  them  without  exception  to  be 
favorable  to  the  plan  he  espoused.  No 
definite  plan  has  as  yet  been 
worked  out  but  it  seems  probable 
that  something  will  result  and  that  the 
publishers  of  Canada  will  endeavor  to 
co-operate  in  some  manner  with  (the 
U.  S.  book  advertising  campaign  so  as 
to  extend  similar  benefits  to  the  book 
trade  on  this  side  of  the  line. 

In.  discussing  this  question  a  writer 
in  a  U.  S.  book  trade  periodical  ques- 
tions the  wisdom  of  an  indiscriminate 
campaign  of  "Books  for  Everybody"  but 
argues  that  the  campaign  should  be 
especially  directed  toward  selling  books 
to  the  new  book  market,  comprising  the 
thousands  of  soldiers  who,  by  reason  of 
new  habits  formed  when  at  the  front  in 
France  and  Flanders  or  elsewhere  in  the 
army,  have  become  habitual  readers 
and  are  now  regular  book  buyers  and 
also  numerous  people  belonging  to  the 
nouveau  riche  of  the  laboring  classes, 
whose  standard  of  living  has  recently 
been  bettered  and  who  now  consider 
books  and  "education"  generally  a  neces- 
sary luxury. 

The  point  is  also  made  that  the  sal- 
aries of  the  great  mass  of  people  com- 
posing the  old  book  market  have  not 
increased  in  proportion  with  the  increas- 
ed cost  of  living  and  that  they  are  con- 


sequently not  in  a  position  to  buy  as 
many  books  as  they  wont  to  buy  in  days 
gone  by  nor  do  they  willingly  pay  the 
increased  prices  which  are  necessary 
owing  to  the  high  cost  of  producing 
books. 

From  these  viewpoints  it  is  argued 
therefore  that  the  logical  course  to  pur- 
sue in  any  widespread  book  advertising 
campaign  is  to  devote  attention  for  the 
present  to  the  "new  market,"  to  those 
who  are  willing  and  can  afford  to  pay 
for  books  in  accordance  with  the  cost 
of  producing  them.  It  is  further  argued 
that  to  neglect  this  new  market  now  in 
favor  of  the  old  customers  who,  as  has 
been  explained,  are  either  unable  or  un- 
willing to  pay  the  prices  that  must  be 


asked,  is  to  lose  an  opportunity  of  great- 
ly increasing  the  ultimate  demand  for 
books  when  production  is  no  longer 
hampered  by  conditions  that  exist  at 
present. 

The  contention  is  that  any  other 
course  pursued  in  any  campaign  to 
widen  the  market  for  books  and  all  other 
efforts  in  this  direction  must  necessarily 
prove  abortive  and  futule. 

These  facts  are  set  forth  so  that  in 
planning'  a  campaign  for  Canada  a 
logical  course  may  be  adopted  in  view 
of  the  production  handicap  that  exists 
as  regards  the  scarcity  of  help,  con- 
stantly increasing  wages  and  the 
steadily  mourning  cost  of  paper  and 
other    essentials    of    book    manufacture. 


FRANK   L.   PACKARD 

Popular    Canadian    novelist    whose    latest    book    is 
"From  Now  On." 


THE  DARK  MIRROR 

Louis  Joseph  Vance's  new  mystery 
storv,  "the  Dark  Mirror,"  (Gundy)  is 
the  tale  of  a  normally  healthy,  fine  girl, 
an  artist,  who  leads  a  dream  life  of 
lawlessness,  in  which  she  acts  as  leader 
of  a  desperate  gang  of  criminals.  More- 
over, every  circumstance  of  her  dream 
activities  is  reproduced  in  next-morning 
newspaper  accounts  of  actual  crimes. 
Finally,  when  these  involve  a  murder, 
she  turns  to  the  man  who  loves  ner,  a 
young  physician  with  a  growing  reputa- 
tion as  a  psycho  analyst,  for  help.  His 
psychic  investigations  exploring  the 
hidden  things  in  her  life  provide  clues 
which  end  bafflingly  at  the  very  doors 
of  the  mystery,  but  cannot   get  within. 

Deserting  his  practice  the  young 
psycho-analyst    devotes    himself    to    her 
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recovery  and  the  penetration  of  the 
mystery.  In  a  chain  of  extraordinary 
events  he  seems  to  come  upon  the  very 
body  of  the  mystery.  But  Fate  de- 
termines upon  a  solution  of  her  own,  and 
the  book  ends  in  a  palpitating  crescendo 
of  interest. 

D'ANNUNZIO'S  TALES 

Gabriele  D'Annunzio's  book  "Tales  of 
My  Native  Town,"  has  just  been  pub- 
lished by  Gundy's.  The  D'Annunzio 
who  has  startled  the  political  world  has 
long  been  one  of  the  most  picturesque 
personalities  in  the  literary  world 
Writing  with  fire  and  vigor,  he  has  be- 
come an  outstanding  force  in  Italian 
letters — poet,  dramatist,  and  master  of 
colorful  and  ringing  prose.  These  talcs 
with  his  native  town  for  a  background 
and  some  of  his  own  people  for  charact- 
ers are  semi-autobiographical.  They 
paint  the  hardliving,  sensuous  and  sen- 
sitive Italian  men  and  women,  among 
whom  D'Annunzio  learned  of  life.  But 
apart  from  their  personal  interest,  they 
are  vigorous  tales  that  show  the  art  of 
the  great  master  at  its  best. 


From  Gundy's  comes  Stewart  Ed- 
ward White's  new  novel  "The  Killer," 
which  is  a  new  "Arizona  Nights,"  re- 
calling the  days  when  gun-play  rather 
than   court   decided    differences. 

The  Killer,  a  man  named  Hooper, 
boasted  that  nothing  that  got  in  his  way, 
from  a  toad  in  the  pathway  to  a  grown 
man,  lived.  He  did  no  murder  with  his 
own  hands.  A  nod  to  his  Mexican  fol- 
lowers and  the  man  marked  was  as  good 
as  dead — one  time  or  another.  The  hero, 
one  Sanborn,  goes  there  on  a  dare  and 
some  of  the  swiftest  and  most  teeming 
pages  of  fiction  follow.  Sanborn  wins 
through  and  effectively  brings  the  Killer 
to    account. 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in   Canada 


COPP  CLARK  CO. 
Fiction 

Kindred  of  the  Dust,  Peter  B.  Kyne, 
cloth,  $2;  Hannah  Bye,  Harrison  S.  Mor- 
ris, cloth,  $2;  Manning's  White  Folks, 
Emma  Speed  Sampson,  cloth,  $1.75. 

Non-Fiction 

Buffalo  Bill's  Life  Story  Autobio- 
graphy, cloth,  $3.50. 

J.  M.  DENT  &  SON 
Fiction 

Marquerays  Duel,  Anthony  Pryde,  cloth, 
$2;  The  Rescue,  Conrad,  cloth,  $2;  Wo- 
man Triumphant,  Ibanez,  cloth,  $2. 

Non-Fiction 

Useful  Wild  Plants,  C.  F.  Saunders, 
cloth,  $3;  When  Canada  Was  New 
France,  new  edition,  Dr.  G.  Locke,  cloth, 
$1.50. 

Juvenile 

Puppies  and  Kittens,  Carine  Cadby, 
cloth,  $1.75. 

S.  B.  GUNDY 
Fiction 

The  Man  With  Three  Names,  Harold 
MacGrath,  $1.75;  The  Iron  Furrow, 
George  C.  Shedd,  $1.75;  The  Shepherd 
of  the  Sea,  Henry  Leverage,  $1.75;  The 
Gorgeous  Girl,  Nalbro  Bartley,  $1.75; 
Our  Little  Old  Lady,  Eleanor  Hoyt 
Brainerd,  $1,25;  One  Hundred  Per  Cent, 
Edna  Ferber,  $1.75;  The  Dark  Mirror, 
Louis  Joseph  Vance,  $1.75;  Tales  of  My 
Native  Town,  Gabriele  D'Annunzio, 
$1.75;  Kathleen,  Christopher  Morley, 
$1.25;  A  Pilgrim  Maid,  Marion  Ames 
Loggfat,  $1.60;  Some  of  Us  are  Mar- 
ried, Mary  Stewart  Cutting,  $1.75;  The 
Second  Latchkey,  C.  N.  and  A.  M.  Wil- 
liamson, $1.75. 

Non-Fiction 

Adventures  of  a  Nature  Guide,  Enos 
A.  Mills,  $3.50;  The  Enchanted  Golf 
Clubs,  Robt.  Marshall,  $1;  Gates  of 
Paradise,  Edwin  Markham,  $1.75  Hand- 
made Fables,  George  Ade,  $1.75;  Amer- 
icanism Versus  Bolshevism,  Ole  Hanson, 
M..75:  There's  No  Base  Like  Home.  H. 
C.  Witwer,  $1.75;  Measure  Your  Mind, 
Stockbridge  and  Srabue,  $3;  The  Life 
of  Pasteur,  A.  Vallery-Radot,  $4;  Com- 
mon Sense  and  Labor,  Samuel  Crow- 
ther,  $2;  Something  Else  Again,  Frank- 
lin P.  Adams,  $1.50:  The  Great  Adven- 
ture of  Panama,  Philippe  Biman-Varilla, 
$1.75. 

HODDER  &  STOUGHTON,  LTD. 

Fiction 

Woman  Hater,  Ruby  M.  Ayers.  cloth, 
$1.50;  Bachelor  Husband,  Ruby  M. 
Ayres.  cloth,  $1.50;  Clouding  Crystal, 
Douglas  Kennedy,  cloth,  $1.65:  Our  King- 
dom, Johan  Bojer,  cloth,  $1.65. 


Non-Fiction 

Battle  of  Jutland,  Bellairs,  cloth,  $4; 
Story  of  Australia,  for  boys  and  girls, 
Jos.  Bryant,  cloth,  $1.50;  Aerial  Tran- 
sport, G.  Holt  Thomas,  cloth,  $7.50; 
Vanished  Pomps  of  Yesterday,  Anony- 
mous, cloth,  $3.75;  Paris  Sees  It 
Through,  H.  Pearl  Adam,  cloth,  $4;  The 
Prime  Minister,  Harold  Spender,  cloth, 
$3;  For  Remembrance,  new  edition,  St. 
John  Adcock,  cloth  $3;  Idylls  of  Bethany, 
Professor  W.  M.  Clow,  cloth,  $1.50;  Per- 
manence of  Christianity,  Rev.  Thos. 
Wilson,  cloth,  $1.75;  Idealism  in  Nation- 
al Character,  Prof.  R.  H.  Falconer,  cloth, 
$1.75. 

THE   MacMILLAN    CO.   OF   CANADA, 

LTD. 

Fiction 

Miser's  Money,  Eden  Phillpotts,  cloth, 
$2.25. 

Non-Fiction 

Riversidei,  London  (Artists'  Sketch- 
Book  Series),  stiff  board,  75  cents;  The 
Bluejacket  (Peeps  Series),  cloth,  $1;  An- 
cient Greece  (Peeps  Series),  cloth,  $1; 
Free  Trade,  The  Tariff  and  Reciprocity, 
F.  W.  Taussig,  cloth,  $2.25;  The  St.  An- 
drews Treasury  of  Scottish  Verse,  Alex- 
ander Lawson,  cloth,  82.50;  Life  of  Gen- 
eral Booth,  Harold  Begbie,  2  vols.,  cloth, 
$12;  Educational  Psychology,  Daniel 
Starch,  cloth,  $2.75;  The  Chorus  Girl 
and  Other  Stories,  Anton  Chekhov,  cloth, 
$2.25;  Letters  of  Anton  Chekhov,  Tran- 
slation by  Constance  Garnett,  cloth, 
$3.50;  Starved  Rock,  Edgar  Lee  Masters, 
cloth,  $2;  Aircraft  in  Peace  and  The 
Law,  J.  M.  Spaight,  cloth,  $2.85;  House- 
hold Arts  for  Home  and  School,  Vol.  I., 
Cooley  and  Spohr,  cloth,  $1.80. 

Juvenile 

Mother  Goose  Nursery  Rhymes,  L.  Ed- 
na Walter,  doth,  $4. 

GEORGE  J.  McLEOD,  LIMITED 
Fiction 

The  Portygee,  Joseph  C.  Lincoln,  cloth, 
$2;  Allegra,  L.  Allen  Harker,  cloth, 
$1.90;  Blacksheep,  Blacksheep,  Meredith 
Nicholson,  cloth,  $1.90;  Tutt  and  Mr. 
Tutt,  Arthur  Train,  cloth.  $1.90;  The 
Eye  of  Zeitoon,  Talbot  Mundy,  cloth, 
?2;  The  Wreckers,  Francis  Lynde,  cloth, 
$1.90;  Iron  Cousins,  Mrs.  Alfred  Sidge- 
wick,  cloth,  $2;  The  Single  Track,  Doug- 
las  Grant,  cloth,  $1.90. 

THE  MUSSON  BOOK  COft 
Fiction 

The  Psychology  of  Bolshevism,  John 
Spargo,  cloth,  $1.50;  My  Memoirs,  Grand 
'Vdmiral  Von  Tivnitz.  2  vol?.,  cloth, 
$7.50;  Now  It  Can  Be  Told,  Philip  Gibbs,' 
cloth.  $3.25;  Getting  What  We  Want, 
David  Orr  Edson.  M.D.,  cloth,  $2;  A 
World  Remaking,  C.  W.  Barron,  cloth, 
$2.50    Our    Unseen    Guest,    Anonymous, 

55 


cloth,  $2;  Lightnin*,  Frank  Bacon,  cloth, 
$2;  Efficiency  Edgar,  Kelland,  cloth, 
$1.35;  Primitive  Society,  Robert  H. 
Lowie,  cloth,  $3.25;  The  Strangers'  Ban- 
quet, Donn  Byrne,  cloth,  $2;  Poor  Re- 
lations, Compton  MacKenzie,  cloth,  $2; 
Blue  Water,  Frederick  Wm.  Wallace, 
cloth,  $1.75. 

RYERSON    PRESS 
Fiction 

The  Voice  of  the  Pack,   Edison   Mar- 
shal, cloth,  $1.96;  Further  Chronicles  of 
Avonlea,    L.    M.    Montgomery,    $2;    Thy 
Husband,  E.  H.  Anstruther,  $1.90. 
Non-Fiction 

Streamcroft,  Dr.  Geo.  P.  Holden,  $2.25; 
Fishing  Tackle  and  Kits,  Dixies  Carroll, 
$2.75;  Lake  and  Stream  Game  Fishing, 
Dixie  Carroll,  $2.75;  Book  of  the  Black 
Bass,  J.  A.  Henshall,  $2.75;  Bass,  Pike, 
Perch  and  Other  Game  Fishes  of  Amer- 
ica, J.  A.  Henshall,  $2.75. 
Juvenile 

Scouts'  Book  of  Heroes,  Baden  Powell, 
$2;  Boys'  Book  of  Frontier  Fighters,  E. 
L.  Sabin,  $2;  Neptune's  Son,  R.  S.  Hol- 
land, $2;  Ruth  Fielding  Down  East,  A. 
D.  Emmerson,  75  cents. 

McClelland  &  stewart,  ltd. 

Fiction 

Storm  County  Polly,  Grace  Miller 
White,  $2;  Tarzan  the  Untamed,  Edgar 
Rice  Burroughs,  $2;  Harvest,  Mrs.  Hum- 
phry Ward,  $1.65;  The  Man  Who  Fell 
Through  the  Earth,  Carolyn  Wells,  $2; 
Painted  Windows,  Sophie  Kerr,,  $2; 
Sheila  Intervenes,  Stephen  McKenna, 
$2;  The  Mystery  of  the  Silver  Dagger, 
Randall  Parrish,  $2;  The  Forging  of  the 
Pikes,  Anison  North,  $2;  The  Blower  of 
Bubbles,  Arthur  Beverley  Baxter,  $2. 
Continued  on  next  page 


ARTHUR   BEVERLEY   BAXTER 
This   newcomer  among   Canadian   novelists  made  a 
big   hit   with    his   first  book.    "The   Blower   of   Bub- 
bles," and  his  second  book,  a  full   length   novel,   js 
in     train     for    publication     this     year. 


B OOKSKLLER  AND  STATIONER 


Non-Fiction 

The  New  Christianity,  Dr.  Salem  G. 
Bland,  $1.50;  Cardinal  Mercier's  Own 
Story,  $4.50;  Responsibilities  of  the  Lea- 
gue, Lord  Eustace  Percy,  $2;  Every- 
man's Legal  Guide,  $3. 

Juvenile 

Bowser  the  Hound,  Thornton  W.  Bur- 
gess, $1.75. 

CHAIN    BOOKSTORES    COMING 

The  organization  of  the  United  Book- 
stores Corporation  with  headquarters  in 
New  York,  which  is  to  have  subsidiary 
organizations  with  headquarters  in  five 
different  cities  including  Toronto  for 
the  United  Bookstores  Corporation  of 
Canada,  has  been  developed  to  the  ex- 
tent that  stock  is  now  being  sold  as  out- 
lined  in   the  company's   prospectus. 

The  men  at  the  head  of  this  organiza- 
tion are: 

"Arthur  W.  Kelly,  formerly  President, 
the  Inter-Allied  Produces  Corporation, 
30  Church  Street,  New  York.  Mr.  Kelly 
is  now  in  England  in  the  interest  of  the 
company. 

Harry  J.  Simonson,  The  Magazine  of 
Wall  Street,  42  Broadway,  New  York. 

"A.  Jackson  Marshall,  The  National 
Electric  Light  Association,  29  West 
39th  Street,  New  York,  Mr.  Marshall 
is  a  merchandising  expert  and  has  gone 
thoroughly  into  the  conditions  affecting 
the  retail  book  and  stationery  trades. 

A.  A.  Ameden,  The  Ameden  Advertis- 
ing Agency,  25  West  39th  Street,  New 
York.  Mr.  Ameden  was  formerly  in  the 
stationery  trade  and  is  thoroughly  fami- 
liar with  stationery  production  and  mar- 
keting. 

Melvyn  G.  Loewenstein,  associated 
with  the  law  firm  of  Stroock  &  Stroock, 
141  Broadway,  New  York.  Mr.  Loewen- 
stein is  the  company's  special  counsel. 

"C.  H.  Haynes,  finance,  115  Broad- 
way, New  York. 

"William  R.  Thurston,  Executive 
Secretary. 

In  order  to  provide  funds  necessary 
for  the  initial  expenses  (incorporation 
fees,  taxes,  etc.)  and  to  permit  those 
most  interested  in  the  success  of  the  en- 
terprise to  participate  and  advise,  the 
United  Bookstores  Syndicate  has  been 
formed  and  is  now  receiving  contribu- 
tions in  multiples  of  $50  from  authors, 
publishers,  writers,  educators  and 
others  interested  in  the  subject.  The 
fund  so  created  will  be  used  solely  for 
the  organization  expenses  of  the  Com- 
pany. Upon  the  Company's  incorpora- 
tion the  Syndicate  will  be  dissolved  and 
its  members  will  receive  for  their  ser- 
vices in  establishing  the  fund  $100  in 
8  per  cent,  cumulative  preferred  stock 
in  the  United  Bookstores  of  America 
for  each  $50  contributed. 

The  nucleus  of  each  subsidiary  will 
consist  of  a  number  of  paying  stores 
located  within  the  area  alloted  to  the 
subsidiary.  These  stores  will  be  pur- 
chased, merged  and  refinanced  in  order 
to  provide  funds  wherewith  to  install 
.new,  standardized  stores.  Since  the  sum 
.of   cash    that   may    be   obtained    for    de- 


velopment in  this  way  will  be 
comparatively  small,  the  further  de- 
velopment of  the  subsidiary  will  be  pro- 
vided for  by  the  sale  of  its  securities 
through  a  financial  department  to  be 
created   in   the   parent  company. 

The  plans  of  the  Company  have  been 
evolved  from  a  three  years'  research 
into  the  conditions  affecting  the  retail 
book  and  stationery  trades.  This  re- 
search has  been  conducted  by  a  mer- 
chandising expert  in  co-operation  with 
other  persons  knowing  intimately  the 
requirements  of  both  trades,  and  the 
results  of  the  research  have  been  sub- 
mitted to  and  approved  by  men  in  the 
trades  well  qualified  to  pass  final  judg- 
ment. 

Insofar  as  building  construction  and 
economic  expenditures  will  permit, 
company  stores  will  be  uniform  in  ap- 
pearance, interior  design,  equipment,  and 
arrangement  of  stock,  including  not 
only  windows,  display  cases,  counters, 
shelving,  etc.,  but  also  color  treatment, 
lighting  systems,  signs,  and  window 
lettering.  A  careful  survey  of  the 
country  will  be  made  to  ascertain  logical 
sections  and  communities  most  favor- 
able to  the  type  of  store  contemplated. 
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"ANISON   NORTH'' 

Author  of  "Carmichael,"- a  Canadian 
classic  of  pioneer  life,  whose  new  book, 
"The  Forging  of  The  Pikes,"  a  romance 
of  the  rebellion  of  1837,  will  shortly  be 
published. 

KINDRED  OF  THE  DUST 

Notable  among  the  new  novels  that 
came  in  May,  was  "Kindred  of  The  Dust," 
by  Peter  B.  Kyne,  (The  Copp  Clark  Co.) 
It  is  a  story  of  wholesome  qualities,  tell- 
ing about  Nan  of  the  Sawdust  Pile, 
mother  of  a  child  who  cries  for  a  father 
he  will  never  know — of  Donald  McKaye, 
the  young  laird  of  Tyee,  who  is  torn  be- 
tween the  love  he  has  for  Nan  and  the 
love  he  bears  his  father — of  the  Old 
Laird,  the  proud  ruler  of  his  rich  little 
principality  who  loves  his  son  with 
such  a  fierce  and  hungry  love  that  he 
would  sooner  see  him  dead  than  married 
to  Nan. 

It  is  a  novel  with  a  problem  as  old  as 
time  itself  and  as  new  as  the  day  that 
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dawns  with  the  coming  of  the  new  sun — 
as    elemental   as    man,   as   great   as    hu- 
manity. 

DEATH   OF   ELEANOR   H.   PORTER 

Cambridge,  Mass.,  May  22.— Mrs. 
Eleanor  Hodgman  Porter,  an  authoress, 
known  especially  for  her  "Pollyanna" 
stories,  died  at  her  home  here  last  night. 
In  1907,  her  first  book,  "Cross  Currents," 
appeared  and  was  so  successful  that 
Mrs.  Porter  was  persuaded  to  write  a 
sequel,  "The  Turn  of  the  Tide."  Then 
followed  "Miss  Billy,"  "Miss  Billy's  De- 
cision," "Miss  Billy — Married,"  the 
famous  "Pollyanna"  stories,  and  "Just 
David."  Following  the  great  success  of 
these  books,  Mrs.  Porter  entered  into  a 
somewhat  different  field,  and  "The  Road 
to  Understanding,"  "Oh,  Money! 
Money!"  and  to  a  certain  extent  "Dawn" 
dealt  in  the  main  with  o'der  characters, 
as  did  her  short  stories,  published  in 
three  volumes,  each  with  a  certain  unity 
of  subject,  "The  Tie  that  Binds:  Tales 
of  Love  and  Marriage,"  "The  Tanglea 
Threads;  Just  Tales,"  "Across  the 
Years:  Tales  of  Age."  In  "Mary 
Marie,"  however,  she  went  back  to  the 
scene  of  her  greatest  popular  successes, 
and  created  one  of  the  most  lovable 
child  characters  in  recent  fiction. 

A  SECRET  OF  THE  SEAS 

A  newcomer  among  novelists  of  the 
sea  is  William  Allison  whose  book  "A 
Secret  of  the  Sea,",  has  just  been  put 
out  by  ^Grundy's.  The  story  opens  with 
a  picture  of  a  deserted  ship.  The 
principal  of  the  story  is  Manners.  As 
he  entered  the  cabin  of  the  ship  he  saw. 
looking  at  him  from  the  case  of  a  still 
ticking  watch  on  the  dresser,  the  face 
of  the  woman  he  loved;  she  had  disap- 
peared on  the  eve  of  their  marriage. 

But  on  his  own  ship  there  was  hib 
daughter  and  Knight,  his  secretary, 
getting  deeper  into  their  impossible 
love-affair.  Here  was  Knights  oppor- 
tunity. How  he  solved  the  double  mys- 
tery, winning  Manners's  respect  and  con- 
sent makes  a  real  absoi'bing  story. 

THE  GREAT  ART  GALLERIES 

Art  lovers  and  students  of  arts  will 
find  much  of  interest  in  the  series  of 
booklets  giving  in  compact  form  repro- 
ductions of  famous  masterpieces  in  the 
great  art  galleries — The  Tate  Gallery, 
The  Luxembourg,  The  National  Gallery, 
The  Glasgow  Gallery,  The  Louvre,  The 
Wallace  Collection,  The  Pictures  of  G. 
F.  Watts. 

LABOR  AND  CHRISTIANITY 

Reverend  Salem  Bland,  of  Toronto, 
has  been  a  rather  prominent  figure  in 
connection  with  recent  labor  movements 
and  his  ideas  have  come  in  for  some 
criticism  as  being  rather  advanced  and 
perhaps  radical.  In  "The  New  Chris- 
tianity, or  The  Religion  of  a  New  Age," 
he  dicusses:  The  New  Social  Order — The 
Overflow  of  Democracy,  The  Overflow 
of  Brotherhood:  and  The  New  Christian- 
ity— A  Labor  Christianity,  An  American 
Christianity,  The  Great  Christianity. 
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Weld  on  Roberts 

Rubber    Erasers 


In  Japan,  in  Argentina,  in  Italy,  in  Australia— in  every  commercial 
country,  WELDON  ROBERTS  erasers  are  as  highly  prized  by  the  dis- 
criminating as  they  are  in  the  United  States  and  Canada  and  Great 
Britain.     88  styles.    World's  quality  standard.    Free  samples  to  dealers. 


Weldon  Roberts  Rubber  Co.   Newark,  N.J.  U.S.A. 


ESTABLISHED    1846 


Wholesale    Blank    Book    Manufacturers 

and  Paper  Dealers 

Cover  Papers  and  Cardboards 

Envelope  Manufacturers 


MONTREAL  TORONTO 


CANADIAN  MADE  PLAYING  CARDS 

When  ordering  from  your  jobber  specify  our  well-known  brands  : 

Good  Luck  St.  Lawrence  Golfer 

Oak  Leaf  Sports  Royal  Whist 

We  also  manufacture  playing  cards  for  advertising  purposes. 

CONSOLIDATED   LITHOGRAPHING   AND   MANUFACTURING   CO.,   LTD. 

Phone  LaSalle  393-4  284  Parthenais  St.,  Montreal,  Canada 
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lor  New 


The  Self-Filling 


'ILLARD 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and   Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


The    ?*■"& 
"  Premier' 

(Reg.  No.  14345>  ^ 

Paper 
Binder 

634  644 

Made  in  lengths  of  1/4"  to  6". 

Sole  Makers 

TWIGG  &  BEESON 

Ludgate  Works,  Birmingham 
England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 

Drawing  Pins,  etc. 
London   Office  :    27  Paternoster  Square,  E.C.  2. 


Ipiiii 


Inkstands 


Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 

Board  Clips 


Automatic 
Wood 
Glass 

Defiance   Mfg.    Co. 

384  B'way,  N.Y. 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


CELLULOID  TAGS 

Theje  has  been  •  a  demand  for  some 
time  from  Index  Tag  users  for  a  cellu- 
loid faced  tag,  which  would  prevent  the 
inscription  from  becoming  soiled.  Such 
a  tag  is  now  being  placed  on  the  market 
by  the  Richards  Tag  Company  of  Sac 
City,  Iowa.  The  tag  bears  celluloid 
faces  on  both  sides,  presenting  perfectly 
sanitary  surfaces,  and  the  inscriptions 
are  easily  inserted  and  easily  removed. 

Users  can  inscribe  their  index  names 
on  a  typewriter,  as  the  manufacturer 
furnishes  paper  in  long  strips  to  be  sep- 
arated after  typing.  This  improvement 
should  prove  a  boon  to  users  whose  index 
tags  are  constantly  being  handled  and 
soiled.  It  will  give  the  tag  a  longed  life 
and  make  the  inscription  easier  to  read. 

NEW  TYPE  CLEANER 

A  new  type  cleaner  for  typewriters  is 
known  as  Clar-O-Type.  It  is  a  liquid 
that  dissolves  quickly  and  is  said  to 
evenly  remove  all  dirt  accumulation  from 
the  type. 

The  advantages  claimed  for  the  use  of 
this  specialty  are  that  it  eliminates 
spattering,  pin  picking,  brushing,  the 
soiling  of  hands  and  clothes  and  saves 
time.  The  Clar-O-Type  Company  of 
New  York  has  been  organized  to  market 
this  product. 

PRESNOB  PENCIL 

A.  C.  Bindner  &  Co.,  of  Chicago,  are 
offering  a  "Presnob  Pencil,"  made  of 
metal,  as  illustrated  below.  These  pen- 
cils are  all  treated  with  a  special  lacquer 
process  to  prevent  them  from  tarnishing, 
and  are  very  handsome  in  appearance. 
They  are  simple  to  operate  and  are  con- 
structed in  such  a  manner  that  they  can- 
not get  out  of  order. 

To  fill  the  pencil,  press  the  knob  and 
insert  loose  leads  in  point,  or  remove 
the  cap  and  insert  leads  at  the  top.  To 
use,  hold  it  naturally  in  the  hand  ready 
for  writing,  pointing  down,  about  one- 
quarter  inch  above  the  paper.  With  the 
forefinger,  press  the  knob  and  let  a  single 
lead  slip  out  far  enough  for  use. 

TWO   FINE  CATALOGUES 

~In  a  portfolio  with  the  title  "Aids  to 
Greater  Office  Efficiency,"  come  two  cata- 
logues issued  by  the  Office  Specialty  Co., 


The  Moistener 
De  Luxe 

Bankers' 
Sanitary  Moistener 

Unbreakable  with  ordinary  use, 
made  entirely  of  metal,  mostly 
brass.  Guaranteed       rustproof. 

Extra  wide  moistening  roll  —  three 
inches  wide,  of  special  composition 
that  carries  water  in  a  thin  film, 
adequate  for  all  purposes;  yet  will 
not  flood  small  gummed  labels  and 
stamps,  destroying  their  adhesive 
qualities  before  affixing. 

Our  De  Luxe  finish  is  distinctive 
and  makes  an  attractive  addition 
to  any  office.  Packed  in  individual 
cartons. 


Our    distributors'    discounts 
are  worth  while 


RYCO 

ADDS  TO  PROFITS 


TAPE 
MOISTENER 


Retail    price, 

$5  each. 

Wholesale  price, 

$2.50  each. 

F.O.B.    Bellows 

Falls,    Vt. 


Made  of  pressed  steel, 
takes  any  standard 
width  roll,  and  is  so 
simple  sales  talks,  de- 
monstrations or  'ap- 
proval" sales  are  un- 
necessary. Users  like 
them  because  i  n 
speeding  wrapping 
and  packine  they 
moisten  tape  perfect- 
ly. Put  in  a  stock 
now  and  lose  no  sales 
when  customers  call. 
Orders  shipped  day 
received. 


WRITE    FOR    PRICES 
AND   SAMPLES  OF 
SEALING  TAPES. 

J.F.RYAN  &  CO. 

Lexington    &   41st    St.    New   York 
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WEBER    ARTISTS' 
MATERIALS 

TEMPERA  COLORS 

Tempera  Canvases  and  Academy 

Boards 

Students'  Tempera  Colors 

Finely    Prepared   Artists'    Oil    and 

Water  Colors 

Pastels  and  Pastel  Painting 

Materials 

Fine  Quality  Brushes 

Poster  Show  Card 

Colors 

Air  Brushes  and 

Materials 

Catalogue  on  Request 

F.  WEBER  &  CO. 

Manufacturing    Artists 

Colormen    since    1854. 

Factories  and  Main  House : 

Philadelphia,    Pa. 

Branches : 

St.   Louis,   Mo.  ;   Baltimore, 

Md. 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,  1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$2.10  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


DESK  PADS 

Good    Merchandise — Fair    Prices 

Satisfaction     Guaranteed 

on    all    specialties 

Leather    and    Brass    Corner 

Desk    Pads 

L.  SAINBERG 

65-67  HOUSTON  ST.  NEW  YORK 

Canadian  Representative 

Standard    Distributing    Co.,    Guy    Block 

Montreal,  Que. 


one  devoted  to  record  filing-  cabinets,  the 
other  to  filing  system  supplies.  There 
are  most  complete  in  their  treatment  of 
these  lines  and  are  so  profusely  illus- 
trated that  they  are  real  hel/is  to  dealers 
in  selling,  affording  many  suggestions  to 
office  men  for  bettering  their  equip- 
ment and  office  systems  and,  of  course,  at 
the  same  time,  suggesting  various  aven- 
ues for  added  sales  to  stationery  dealers. 

NAIL  AND  CUTICLE  NIPPER 

A  new  line  of  nail  and  cuticle  nippers 
is  being  placed  on  the  market  hy  the 
United  Die  &  Tool  Works,  Newark,  N.  J., 
makers  of  fine  precision  tools.  The  new 
nippers  may  be  had  in  either  full  polished 
nickel  or  with  satin  finish  handles  and 
polished  nickel  head.  Another  feauture 
of  these  nippers  is  the  spring,  which  is 
made  of  spring  bronze,  giving  easy 
action  and  eliminating,  the  manufactur- 
ers claim,  the  ordinary  grinding  into  the 
handle,  as  is  the  case  with  some  steel 
springs.     They  are  made  in  seven  styles. 

ADD    LISTS    RECEIVED 

From  Booum  &  Pease  Co.,  New  York, 
comes  their  price  list  No.  8,  to  the  Stan- 
dard Catalogue  No.  45,  being  a  conven- 
ient pocket  form  price  list  of  all  this 
firm's  blank  books,  with  the  numerical 
arrangement  of  numbers,  the  detailed 
description  of  each  item  and  the  alpha- 
betical index,  it  embodies  the  features  of 
both  catalogue  and  price  list.  List  No. 
L12,  deals  with  the  Boorum  &  Pease 
loose-leaf  products.  It  has  a  most  con- 
venient marginal  index  for  ready  refer- 
ence and  covers  in  compact  form  the 
whole  loose-leaf  line. 

LISTS  RECEIVED 

A  new  ten-page  list  comes  from  W. 
V.  Dawson,  Ltd.,  Montreal,  devoted  en- 
tirely to  numbers,  descriptions  and  prices 
of  McMillan  Ring  Books  as  sold  by  Daw- 
son's. 

PROFITS  AND  PENCILS 

With  pencil  he  could  finger  out 

A  profit  raising  chickens; 
Pencil  after  pencil  the  good  old  scout 

Went  ciphering  like  the  dickens. 

But,  oh!  the  schemes  of  men  and  mice, 
The   slip    'twixt   lip   and   cup, 

The  doggone  pencils  rose  in  price, 
And   ate   his   profits   up! 

— -"Graphite." 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 

We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,   Cushions   aTid   Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising   Signs   and   Banners. 
Purses,  Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir  Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

If  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,   N.J.,  U.S.A. 
Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


INKSTANDS 

OF    ALL    STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  linas. 


59 


BOOKSELLER     AND     STATIONER 


••AAAAAAAAAAAAAAAAAAAAAA9C 


"The  Guarantee  of  Quality" 


TJLTON 

Self-Inking 

\  Stamp  Pads 


Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


■^  Manufactured  bij 

4  FULTON  SPECIALTY  CO. 

^    Elizabeth.,  New  Jerxey 
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GRAMOPHONE 
NEEDLES 

Buyers    should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    1S&    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERlES\of  any  quantities  can 
be  despatched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood  Bank 
REDDITCH,  ENGLAND 


Rolon  Clip 


Merely  Start  from  the  Back  and 
ROLL  IT  ON 

The  RoLON  is  a  new  idea  in 
Steel  Binder  Clips,  and  has  been 
an  instant  success. 
Cannot  pick  up  other  papers. 

Packed  12  to  a  box,    I  gross  to  a  carton 
Cushman  &  Dennison  Mfg.  Co.,  New  York 


NEW   ERASERS 

A  new  line  of  British-made  erasers 
are  being-  introduced  to  the  Canadian 
market  by  the  Clyde  Rubber  Works,  of 
Renfrew,  Scotland.  Besides  regulation 
oblong  erasers,  there  are  beveled  end 
erasers,  circular  typewriter  erasers  and 
triangular  models. 

JOHN  LONG'S  NEW  LIST 

From  John  Long,  Ltd.,  London,  Eng., 
comes  their  April,  1920,  catalogue  of 
over  a  hundred  pages,  descriptive  of 
this  firm's  extensive  publications,  includ- 
ing fiction,  general  literature,  poetry  and 
drama,  Carlton  classics,  modern  classics 
and  the  Haymarket  novels.  Five  pages 
are  taken  up  by  the  novels  of  Nat  Gould, 
and  the  statement  is  included  that  to 
date  over  20,000,000  copies  of  Nat 
Gould's  novels  have  been  sold.  Nat 
Gould's  novels  have  been  published  by 
this  publishing  house  for  the  past  fifteen 
years. 

HOW  TO  GET  LIKED 

There  was  a  boss,  and  he  acted  just  as 
if  he  wasn't  one.  And  everybody  likea 
liim. 

There  was  a  stenographer  who  kept  a 
dictionary  at  her  right.  And  the  boss 
liked  her. 

There  was  a  salesman  on  the  road  who 
acknowledged  to  his  customer  that  the 
reason  for  his  success  was  largely  due 
to  the  quality  of  the  goods  he  was  sell- 
ing.    And  the  buyers  liked  him. 

There  was  a  new  superintendent  who 
had  tact  enough  to  wait  two  days  before 
introducing  a  new  system.  And  the  or- 
ganization  liked   him. 

- — Silent  Partner. 

Once,  the  only  competition  a  retailer 
had  to  face  was  price.  To-day,  price 
slill  counts  to  a  certain  extent,  but  the 
real  basis  of  present-day  competition  is 
service.  No  matter  what  class  or  qual- 
ity of  goods  a  merchant  handles,  no  mat- 
ter how  low  his  prices,  the  service  that 
1  olds  trade  or  draws  it  from  competitors 
is  service— -a  willingness  to  please. 

Great  business  have  been  built  upon 
this  one  thing.  Hundreds  of  retailers 
have  gone  bankrupt  because  they  did  not 
recognize  this  great  necessity. 


The  customer  who  complains  is  actual- 
ly doing  you  a  favor,  and  the  very  fact 
that  he  complains  proves  that,  uncon- 
sciously, he  has  your  interest,  as  well  as 
his  own,  at  heart.  Wouldn't  you  prefer 
that  he  complained  rather  than  that  he 
should  quit  you  cold  ? 


SPECIAL 

PENNY 

TOY 
BOOKS 

SAMPLES  ON 

APPLICATION  TO  THE 

PUBLISHERS 

Goode  Bros.,  Ltd. 

(1913) 

ARIEL  WORKS 

88-90  CLERKENWELL  ROAD 

LONDON,  E.C.  1.,  ENGLAND 


Dexter's 

STAR 

MANIFOLD 

LINEN 

With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for   samples    and    prices. 

C.  H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 


HAVILAND'S 

SEMI-LIQUID  PASTE 

Pure  White 

A  splendid  adhesive  for 
use  in  office  and  home. 
A  strictly  Canadian  pro- 
duct. All  ingredients, 
bottles,  labels,  etc.,  made 
in  Canada. 

BUY  MADE-IN-CANADA  GOODS 

Cood  Profit  for  dealers.  Made  in  the 
following  sizes:  5  oz.  and  8  oz.  bottles  with 
adjustable  brush  and  32  oz.  (quart,)  128 
oz.   (gallon)  Jars.     Send  for  Price   List. 

A.  R.  HAVILAND  &  CO.,  Mfgrs. 

769  DUNDAS  ST.  W.  TORONTO 
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Good  Selling  Specialties  for  the  Stationery  Trade 

—A  Guide  for  Buying  and  an  Aid  to  Selling — 
Dealers :  Keep  Your  Eye  on  This  Department  for  New  Lines 


Catch-Ail  Basket 
Half  Steel,  Half  Coppered  Wire 
Mfg.  by 

Macdonald  Wire  Goods  Co. 

Drummondville,  P.  Q. 


The  spaces  on  this  page 
are  equivalent  to 

Double  Buyers' 
Guide  Spaces 

THE  RATE   IS 

$5.00  Per  Month 

on  Yearly  Contract 

Single  Insertion  $7.00 

A  Good  Live  Page — High  Value  in 
Publicity  at  Minimum  Cost. 


Canadian  Made  Toys 


Dealers  should  not  neglect  this  pro- 
fitable line.  Your  opportunity  to  buy 
high-grade  Canadian-made  wooden 
toys  direct  from  the  manufacturer. 
Write   for  catalogue  and   price   list. 

Toy    Woodworkers    Limited 

Minto  St.,  Winnipeg,  Man. 


British  Goods  Are  Standards  of  Value 


THE 

"Lightning"  Paper  Clips 

The  Best  British  Manufacture 

FLAT  OR  UPTURNED  LIP 
Made  in  2  sizes. 

Staples  on  Wood  Blocks 
for    stapling     machines. 

Specialities  in  Wire 
PRICES  ON  APPLICATION 

ROBT.  THORNTON 

PARAGON  WIRE  WORKS 
CLECKHEATON,       ENGLAND 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

£1  0s.  7d.  Per  Mont 

on  Yearly  Contract 

Single  Insertion  £1  8s.  lid. 

A    Good    Live    Page — High 

value  in  publicity  at 

minimum  cost. 
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Hold  the  Line 

Here's  the  line  to  hold 
— John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick   sales. 

Supplied  by  all  the  leading  Whale- 
sale  Houses  in  Toronto  &  Montreal 

(Registered) 
l.ndon  (Enf.)  Eipcrt  Af»c; 

8  St.  Bride  Street 
LONDON,  E.C. 
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BOOK  BUYERS'  GUIDE 


A  $2.00  BOOK  FOR  HNI  Y  $1.50 

WEA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Dr.WINFIELD  SCOTT  HALL,  Ph.D. 

Noted  Authority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE— 

What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacner  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 

In  plain  wrapper  for  only  $ 
postage  10  cents  extra. 


McClelland  &  stewart 

Limited 
215  Victoria  St.,  Toronto 


About  Turnover 

In  the  ordinary  way  a  business 
that  turns  its  stock  over  three 
times  a  year  is  a  healthy  one. 
Weekly  periodical  sales  mean  a 
turnover  of  52  times  a  year  of 
the  money  involved.  Monthlies 
give  you  a  turnover  12  times  a 
vear.  Think  of  what  that  means 
in  total  profit  returns  to  you. 

Speed  up  your  Periodical  Sales. 

Make  Good  Displays 
Attract  New  Customers 

Wholesale  Dealers  in  Canadian,  American 
and  English  Booths  and  Magazines 

American  News  Company,  Ltd. 

Winnipeg  Canada 


wc 


Classified  Advertising 

pAYSON"S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  the  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 

LANGUAGES 

70RLD-ROMIC  SYSTEM,  MASTERKEY 
to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c  ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  West 
47th,  New  York. 

DOOK,  STATIONERY  AND  WALLPAPER 
business,  only  straight  book  store  in  pro- 
gressive town  of  over  8,000  population.  Stock 
and  fixtures  about  $9,000  all  staples.  Excep- 
tional opportunity  to  secure  well  established 
business  doing  large  and  profitable  turnover. 
Owners  going  into  wholesale  only.  If  inter- 
ested and  can  finance  write  Stationer,  Box 
680,    Orillia. 

TYRUG  AND  STATIONERY  BUSINESS  IN 
Saskatchewan  village,  with  five  elevators. 
One  of  the  best  wheat  centres  in  the  West. 
No  opposition.  Stock  and  fixtures  $5,400.00. 
Store  property  $4,000.00.  Sales  $20,000.00  per 
year,  at  good  profit.  Post  office  in  connection. 
Will  sell  or  rent  property.  Apply  James 
Brough.    Box    159,    Broderick,    Sask. 


YOUR  ADV. 
HERE 
WILL  BE 
RECEIVED  BY 
STATIONERS 
FROM 
COAST  TO 
COAST 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  Weat  Toronto 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 
Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband   Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four^Books  to  Women: — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of   45    Ought    to 

Know. 

$1.20  Each. 


THE  RYERSON  PRESS 


Publishers 


Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE  IN   THE  U.S.A. 
Grammar  Separate,  $1.00 

Grammar  with  Key   $1.25 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 
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RELIANCE 


RELIANCE  INK 

Smooth  Flowing 
Never  Corrodes 
Absolutely  Permanent 


Reliance  Ink  Co.,  Ltd 
Winnipeg,  Man. 


INJt 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention    this    paper. 

ARTISTS' SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 

Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BELTS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BILL  FOLDS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK  BOOKS 

Boorum  &   Pease   Co.,   Brooklyn,   N.Y. 

Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  fLtd.,  Montreal,  Toronto,  Winnipeg. 

Dominion  Blank  Book  Co.,  Berthierville,  Que. 

National  Blank  Bdok  Co.   ,Holyoke,  Mass. 

The  Copp,  Clark  Co.,  Toronto. 

BLOTTING  PAPERS 

Eaton-Dikeman  Co..  Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CASH  REGISTSER  ROLLS 

Paper  Manufacturers   Co.,  Inc.,   526   Cherry  Street. 
Philadelphia. 

CELLULOID  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 

Can.    Manufacturing   of   Novelty,    13    Boucher  St., 
Montreal,  Que. 

CODE  BOOKS 

The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable   Directory,    17    State    St.,    New 
York,  N.Y. 

CRAYONS 

Binney  &  Smith,  New  York. 

A.    R.    MacDougall    &    Co.,    468    King    St.    West, 

Toronto. 

DIE  WIPING  PAPER 
Paper  Manufacturers  Co.,  Inc.,  526   Cherry  Street, 

Philadelphia. 

EYELETTING    MACHINES    AND    EYELETS 

Elbe  File  and  Binder  Co.,  New  York,  N.Y. 

Menzies  &  Co.,  Ltd.,  Toronto. 

Rivet-0  Manufacturing  Co.,  Orange,  Mass. 

ENVELOPES 

Buntin,  Gillies  &  Co.,  Hamilton. 

Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  ILtd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

ERASERS 

Menzies  &  Co.,  X.td.,  Toronto. 

Weldon  Roberts  Rubber  Co.,  Newark,  N.J. 

FANCY  PAPERS.   TISSUES  AND   BOXES 
Dennison  Manufacturing  Co.,  Boston. 
Menzies  &  Co.,  Ltd.,  Toronto. 

FILES 

Elbe  File  and  Binder  Co.,  97  Reade  St.  New  York. 

FOUNTAIN  PENS 

Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W..  Toronto. 

L.  E.  Waterman,  Montreal,  Que. 

INKS,  MUCILAGE  AND  GUMS 

Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 
The  Carter's  Ink  Co.,  Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg,  Man. 
S.  S.  Stafford  Co.,  Toronto. 

"Glucine."    Menzies  &  Co.,  Ltd.,  439  King  St.  W., 
Toronto. 

INDELIBLE  INK 

Carter's  Ink  Co.,  Montreal. 

Payson's  Indelible  Ink. 

S.  S.  Stafford  Co.,  Toronto. 

INKSTANDS 

A.  R.  MacDougall  &  Co..  468  King  St.  W.,  Toronto. 

LEATHER  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 


WATERSTON'S 


"BEE" 


BRAND 


MARK 


SEALING   WAX 

Factory: 
Warriston  Works,  Edinburgh,  Scotland 


TICKET   and  CONDUC- 
TOR PUNCHES 

the  best  made 

The  Fred  J.  Meyer  Mfg.  Do. 

HAMILTON.  OHIO.  U.S.A. 


To  U.S.  Publishers 
of  Music,  Fiction, 
and  General  Litera- 
ture, secure  Imperial 
British  Copyright 
rapidly  and  at  a 
nominal  charge  of 
$2.50  each  title. 

S.  E.   Garland    Copyright   Office 

Garland  Building,      -     St.  John's,    Nfld. 


20c   A   LINE   20c 

Your    firm    name,    address    and 

class  of  goods  sold  will  be  listed 

under  the  directory  heading. 

middle  column  of  this  page,  for 

20c  a  line. 

Good    advertising    at    minimum 

cost. 

A    useful    reference    continually 

used    by   all    members    of    the 

trade. 


20c  A  LINE   20c 


63 


BOOKSELLER   AND   STATIONER 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limit  <*d 

TORONTO         -         CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors.  Statuary  —  every- 
thing: in  Picture  Framing-  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame  them  at  low  prices.  I  manufacture 
500  different  pieces  of  beautiful  French  bronze 
finished  s.'atues.  $75.00  will  make  a  beauti- 
ful   display. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


20c   A  LINE   20c 

Your    firm    name,    address    and 

class  of  goods  sold  will  be  listed 

under  the  directory  heading,  in 

middle  column  of  this  page,  for 

20c  a  line. 

Good    advertising    at    minimum 

cost. 

A    useful    reference    continually 

used    by   all     members    of    the 

trade. 

20c   A  LINE    20c 


LEAD   AND  COPYING   PENCILS 

American    Pencil  Co.,  New  York. 

Wm.  Cane  &  Sons,  Newmarket.  Ont. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

LOOSE   LEAF  BOOKS.  BINDERS  AND 
HOLDERS 

Boorum    &    Pease    Co.,    Brooklyn. 

Buntin,' Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson.  Ltd..  Montreal,  Toronto,  Winnipeg. 

The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,  Ltd.,  539  King  St.  W.,  Toronto 

National   Blank  Book  Co..  Holyoke,  Maf=s. 

Rock-hill  &  Vietor.  22  Cliff  St.,  New  York  City. 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 

Rand.  McNally  &  Co.,  Chicago. 
The  Copp,  Clark  Co.,  Toronto. 

PAPER  BALERS 

Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 

O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES    AND   WRITING    PAPERS 

The  Copp.  Clark  Co.,  Toronto. 

Buntin.   Gillies  &  Co..  Toronto. 

Clark  Bros.  &  Co..  Winnipeg.  Man. 

W.  V.  Dawson,  Ltd..  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 

PENNANTS 

Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PHONOGRAPH     SUPPLIES 

H.   A.   Bemi=ter,    10  Victoria   St.,   Montreal,   Que. 
Arthur  H.    Kempton,   511    St.   Catherine   St.,   Mont- 
real, Que. 

PILLOW  COVERS 

Can.    Manufacturing    of    Novelty,    1    3Boucher    St, 
Montreal,  Que. 

PLAYING  CARDS 

Consolidated    Litho.    Co.,    Montreal. 

A.  O.   Hurst    (Goodall's),   32  Front   St..    Toronto. 

Standard  Playing  Card  Co..  Chicago,  111. 

U.  S.  Playing  Card  Co.,  Windsor,  Ont. 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

POST  CARDS,  GREETING  CARDS,  ETC. 

W.  E.  Coutts,   145   Adelaide  St.  W..  Toronto. 

Menzies  &  Co.,  Ltd..  Toronto. 

A.    R.    MacDougall    &    Co.,    Toronto. 

Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 

Valentine  &  Sons  Publishing  Co.,  Toronto. 

PUNCHES   (Cutter.  Eyelet,  Round-Hole,  Eac.) 

Rivet-0   Manuafcturing  Co.,  Orange,   Mass. 

PRONG  FASTENERS 

Rivet-O  Manufacturing  Co.,  Orange,  Mass. 

RUBBER  STAMPS,  STENCILS,  ETC. 

Fulton  Specialty  Co.,  Elizabeth,  N.J. 

SCHOOL  BAGS 

Copp,     Clark     Co.,     Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

SCHOOL    AND    OFFICE    SUPPLIES 
Westcott  Jewell  Co.,  Ser.eca  Fails,  N.Y. 

SHEET  MUSIC 
McKinley  Music  Co.,  1501-15  E  55th  St.,  Chicago. 

STATIONERS'  SUNDRIES 

Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark  Bros.  &  Co..  Ltd.,  Winnipeg,  Man. 
W.  V.  Dawson,  Ltd.,  Montreal.  Toronto.  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING  PENS 

John  Heath,  8  St.  Bride  St.  E.C..  London. 

Hinks,  Wells  &  Co..  Birmingham,  Eng. 

Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian   Representatives. 
A.    R.    MacDougall    &    Co..   Toronto. 

(John     Mitchell's     Pens) 

TOILET  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg..  Montreal. 
TOYS,  DOLLS..  PUZZLES,   ETC. 

A.  C.   Gilbert. 

Menzies  &  Co.,  Ltd.,  Toronto. 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 


Excellent   for   holding   Essays,    Class    Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made    in    all    sizes.      Capacity    of   back,    %" 

to  2". 

New  lines—? 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

School  Rings. 

Elbe  No.  1  Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  Si. 
New  York  City 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


PENNANTS   PILLOW-TOPS 

and 

CHAIR-PADS 

MADE  BY 

Canadian  Manufacturing 

of  Novelty 

13  Boucher  St.  MONTREAL 


This   Space   $3.00    a 

Year  on  Yearly 

Contract 
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The  McKinley  Edition  of  Ten  Cent  Music 


will     always     hold     first     place     as     an     Edition     of 

Standard,     Classic  and     Teaching     Music 
as    an     established     demand     for    this     line     of    Music    exists     through- 
out the   United   States   and   Canada. 

It    meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

K  has   proved   itself  to   thousands   of   dealers   to   be   the  best  foundation 
for    a    sheet    music    department. 


Every  copy  of  The  McKinley  Edition  sold  means  a  profit  of  over  150 
per   cent,    to   the   dealer. 

The  McKinley  Edition  (Revised  for  Canadian  Trade)  conforms  in  every 
detail    with    Canadian    copyright    laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer"  is  the  cata- 
logues bearing  the  dealer's  imprint  which  ara  supplied  with  this 
Edition.  These  catalogues  will  attract  more  customers  to  your  store 
than    any    other  medium    you    could    employ. 


Write    us    for   samples    and    particulars   to-day. 


McKINLEY  MUSIC  CO. 

The   Largest  "  Exclusively   Sheet  Music  House  " 
in  the   World 


New  York  City:  145  W.  45th  Street 

Chicago:   1501-15  East  Fifty-Fifth  St. 


Brilliantone   Steel 
Needles 

The  best  in  the  world.  A  sure 
money-maker  and  a  guaranteed 
repeater. 

Prices  as  follows: 

In     50  package  lots  .09(%  cents  per   package 

In  100  package  lots  .09  cents  per    package 

In  250  package  lots  .08%  cents  per   package 

In  500  package  lots  .08  cents  per   package 

Get  the  best  and  have  a  business- 
builder. 

Four  tones — light — medium — full 
and  extra  loud.  Please  specify 
tones  when  ordering. 

If  you  have  not  received  my  latest 
catalogue  of  Phonograph  Supplies, 
write  for  it  to-day. 

H.  A.  BEMISTER 

10  Victoria  Street  Montreal,  Que. 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


j    Drawing  Inks 

Eternal  Writing  Ink 

Engrossing  Ink 

Taurine  Mucilage 
<    Photo  Mounter  Paste 

Drawing  Board  Paste 

Liquid  Paste 

Office  Paste 

Vegetable  Glue,  etc. 


Are   the  finest  and  best  Inks  and  Adhesive* 

These  manufactures  have  a  unique  standing; 
among  discriminating  consumers,  the  ready- 
money  kind  who  knotc  what  they  want  and  arc 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 
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Says  a  Reader  of  Many 
Years  Standing: 

"I  do  feel  that  your  paper  is  the  most  interesting 
and  readable  financial  journal  published  in  this 
country  and,  perhaps,  in  the  entire  North 
American  Continent.  Each  week  I  somehow 
find  time  to  read  every  word  of  it — mostly  in 
bed,  late  at  night.  I  find  I  have  to  read  THE 
FINANCIAL  POST  in  order  to  maintain  myself 
properly  abreast  with  the  bigger  things  and 
movements  taking  place  in  this  country." 


nr  HE  FINANCIAL  POST  is  published  for  men  who  are 
■*■  interested  in  big  things — not  necessarily  men  who 
personally  have  big  financial  interests  at  stake,  but  for 
men  who  are  eager  to  know  what  is  happening  that  will 
have  a  bearing  on  business  and  the  well-being  of  Canada 
generally. 

^HE  entire  editorial  organization  of  the  MacLean  Pub- 
-*-  lishing  Company  is  at  hand  to  co-operate  with  the 
editors  of  THE  FINANCIAL  POST.  Specialists  in  many 
businesses  write  for  THE  POST.  A  practical  farmer,  in 
constant  touch  with  the  farming  conditions,  deals  with 
crop  prospects. 

^HE  POST  is  a  paper  edited  by  specialists  for  business 
■*■  specialists. 


The  Financial  Post 

MONTREAL  TORONTO  WINNIPEG 

128  Bleury  Street  143  University  Ave.  Union  Trust  Bldg. 

Subscription  Price  per  year  (52  Issues)  #5.00 
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The  common-sense  way  of  handling 

credit  accounts 

iitERCHANTS  in  182  different  lines  of    It  prevents  forgetting  to  charge  goods  sold 


business  are  using  the  N.C.R.  Credit    on  account. 


File. 


It  prevents  neglecting  to  credit  money  paid 

.  ,.       ..      „,       on  account. 
These  merchants  have   found  that  the  tile 

gives  them  the  common-sense  way  of  hand-    It  gives  each  charge  customer  a  statement  of 

ling  credit  accounts.  account  on  every  purchase. 

_.  .  .  .  ..    .  It  protects  every   credit   record    until  it  is 

It  is  a  one-writing  system.      It  eliminates    p^  m  fuj^ 

book  posting  of  accounts. 

It  saves  time,  work,  and  worry.      It  stops 

It  keeps  each  day's  credit  business  separate,     leaks  and  saves  profits. 

Investigate  this  common-sense  way  of  handling  credit  accounts 

The  National  Cash  Register  Company  of  Canada,  Limited 


BRANCH  OFFICES: 

Calvary    ...714    Second    Street    W. 

London    350  Dun  das  Street 

Edmonton    5  McLeod    Bldg. 

Ottawa 306  Bank  Street 

Halifax d3    Granville   Street 

Quebec    133  St.   Paul  Street 

Hamilton    14  Main  Street  E. 

Regina    1820   Cornwall   Street 

Montreal 122  St.  Catherine  Street  W. 

Vancouver   524  Pender  Street  W. 

Toronto    40   Adelaide  Street 

St.  John .50  St.   Germain   Street 

Saskatoon    265  Third    Avenue   S. 

Winnipeg    213    McDermot   Avenue 

FACTORY:   TORONTO,   ONTARIO. 


FILL  OUT  THIS  COUPON  AND  MAIL  TO-DAY 

Dept.    25,    The   National    Cash    Register   Company   of   Canada,    Limited, 
97  Pelham  Ave.,  Toronto,  Ontario: 

Please  give  me  full  particulars  about  the  N.   C.   R.  Credit  File  way 
of  handling  credit  accounts. 


Name 


Business 


Address 
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To  Every  Newsdealer  in  Canada 


With  The  Saturday  Even- 
ing Post  off  the  newsstands 
in  Canada  for  the  present— 

With  other  American 
magazines  about  to  follow 
suit,  on  account  of  the  short- 
age of  paper — 

You're  going  to  lose  a  lot  of 
revenue,  and  profit. 

And  you'll  need  to  make 
that  loss  up,  some  way! 

So  just  figure  up  for  your- 
self: 

Sign  the  coupon- 


"Why  do  the  busiest  news- 
stands in  Canada  give  full 
window  displays  of  MAC- 
LEAN'S MAGAZINE?" 

Only  one  answer,  isn't 
there? 

IT  PAYS  THEM  TO  DO 
SO. 

It  will  pay  you,  also.  MAC- 
LEAN'S is  a  big  seller.  If 
you're  not  handling  it,  start 
in  to  swell  your  profits 
without  one  moment's  de- 
lay. 

■and  mail  it  NOW 


To  the  Circulation  Manager 

Macleans 

I         1  "CANADA'S  NATIONAL  MAGAZINE  " 


Toronto 


Please  give  me  full  particulars  of  your 
big  money-making  proposition  to 
newsstands. 

Name  

Address 
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LOOSE  LEAF  PRICE  BOOKS  AND  RING  BINDERS 

DOMINION  Loose  Leaf  Price  Books  are  made  to  meet  the 
requirements  of  salesmen,  students,  customers'  lists,  quotation 
records,  stock  records  and  note  books.  Stocked  in  two  bindings, 
full  flexible  Levant-grained  Cowhide  with  pocket  and  Levant- 
grained  Texhide  with  pocket. 

Dominion  Loose  Leaf  Ring  Binders  are  indis- 
pensable to  the  office  or  individual  who 
wishes  to  collect  data  regarding  sales,  engin- 
eering, factory  records,  operating  costs  and 
pay-roll  records. 

Stock  these  made-in-Canada  loose  leaf  books. 
Sold  only  to  dealers. 


Dominion   Blank  Book  Company 

Limited 

BERTHIERVILLE,  P.Q. 


NATIONAL 


RECORDS 


Stock  these  Special  Purpose  Records. 
They   will  prove    to    be   ready  sellers. 

NATIONAL  BLANK  BOOK  COMPANY 

HOLYOKE,  MASSACHUSETTS 
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tyke  Merits  of 

GiAZED  LINEN 

DIE-WIPING 

-  PAPER; 

are  now  recogniz- 
ed by  the  leading 
Die  and  Plate  Press 
ZWanufacturers- 
and  it  is  beina^o 
recommended  by 
them  and  shipped 
with  all  new  presses 

PAPERMANUFACTURERSCQJnc. 
-philadelphia-pa- 


(HAZED  LINEN 


Moore  Push -Pins 

50  MILLION  PEOPLE  will  see  Moore 

Push-Pin  Advertising  during  1920. 

Look  up  your  Stock  today. 


This  Style  L   Cabinej    | 

of  MOORE  | 
PUSH-PINS 

sells  twice  as  much  with  half 
the  effort.  Get  one  to-day 
from  your  Jobber. 

Cost        -       $15.00 
Sells       -       $22.50 

Will  more  than    double    your 
sales. 

MOORE    PUSH-PIN    CO. 

Berkley  St.,  Philadelphia,  Pa. 


PLAYTHINGS 

The  American  Toy  Journal 

1 8th  year  of  publication  and  the 
largest  Toy  Magazine  in  the 
World. 

m  The  editorial  pages  give  all  the  news  of 
the  Industry  and  there  are  300  to  500 
Business  Announcements  in   every  issue 

Subscription  — $2.00     per    year.     (Foreign    $3.00 
Send    your     subscription     NOW 


Playthings 


118  E.  28th  Street 
NEW  YORK 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton.  London,  Eng. 

A.RAMSAY  &  SON   C° 

ESTD.   1842.    MONTREAL. 


We    are    open    to    appoint    agencies    in    cities    and    towns 
where    not   at  present   represented. 

This    offers    a    first-class    proposition    for    Office    Specialty 
Distributors. 

For   full   particulars    apply 

The  Empire  Typewriter  Co. 

of  Canada,   Limited 
126  ST.  PETER  ST.  MONTREAL,  P.Q. 
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Every  Dealer  Should  Sell 


THE  SANITARY  "O.K."  ERASER 

DISPLAY  FURNISHED  WITHOUT  CHARGE 

This  display  case  holds  one  carton  Typewriter 
and  one  carton  Pencil  Erasers,  one  doz.  to  each 
carton;  two  boxes  Typewriter  and  two  boxes 
Pencil  Fillers,  one  doz.  to  each  box.  The  case 
being  adapted  to  receive  the  two  cartons  and  four 
boxes,  it  can  be  readily  and  easily  refilled  from 
stock  as  required. 

This  case  is  finished  in  five  colors  having  a 
strong  metal  frame  and  is  exceedingly  attractive. 
We  prefer  to  send  this  case  out  filled,  charging 
only  for  the  Erasers  and  Fillers  at  the  regular 
trade  price. 

This  silent  salesman  tells,  in  a  nice  way,  a 
story  that  is  convincing.  Sent  through  your  job- 
ber or  direct. 

The  O.K.  Manufacturing  Co.,  Syracuse,  N.Y.,  U.S.A. 


You   Probably  Carry 

WORK-ORGANIZERS 

if  not,  you've  overlooked  a  good  seller;  make  good 
in  use;  repeat  great;  liberal  margin. 

So  Practical   and   Valuable 

that  if  kept  in  sight  you  can't 
keep  them;  every  person  that 
enters   your   store   a   prospect 
No    office   furniture,    office 
supply  or  commer- 
cial stationer  stock 
complete      without 
them. 
Why  They  Sell  So 

Easily 
Inexpensive; 
lie  flat  on 
desk  or  in 
drawer;  or- 
ganize the 
day's  work; 
solve      the" 

littered     desk 

problem. 
Just  a  Few  of  the 
Thousands  of  Big  Users 
A.lex.  Hamilton  Institute 
Postal  Life  Ins.  Co. 
Beechnut   Packing  Co. 
Old   Dominion    Steamship 

Co. 
Frederick    Stearns   &    Co. 
Pennsylvania  Steel  Co. 


No.  332,  10 
pkts..  $5.25  ; 
No.  330,  6 
pkts.,  $3.75. 
Letter  size, 
black  seal 
grain,  Fabrikoid  cover.  All  flat, 
open  in  front,  your  own  subject 
labels. 

In  Drawer  No.  734,  handsome 
paper,  15  pkts.,  $2.25 ;  No.  732. 
10  pkts.,  $1.90;  No.  730.  6 
pkts.,  $1.50.  Letter  size.  Ten 
other  styles. 


Work-Organizer  Specialties  Co. 

•      87  JEFFERSON  AVE.,  DETROIT,  MICH. 


One  for  Every  Business 

Phone 


One  for  Every 
Switchboard 


Desk    style 
Capacity   440    Names. 


Style   F    Desk    Type 
Capacity    1035   Names 


For    Switch    Board 

Operators 

Style  R    Desk   Type 

Capacity     1400     Name 


Detachable  style 


Hunting    in    the    directory 
for  frequently-used  telephone 
numbers    is    now   a   needless 
waste  of  time.     Dealers!  You 
can  cash  in  on  the  ingenious 
device  which  has  brought  this 
about.      You   can   gain   your 
busy  customer's  good  will  by 
selling  him  the  Meilicke  Ac- 
tive   Telephone     List. 
Through  its  ready,  rapid, 
fingertip  action  the  Meil- 
icke   Phone     List    almost 
sells  itself.     On  a  custom- 
er's   desk   or  switchboard 
it  builds  more  sales.     Ev- 
ery   wideawake     business 
man  who  sees  one  wants 
one  like  it. 

These  compact,  attrac- 
tive necessities  are  built  in 
two  types,  desk  and  de- 
tachable. Both  types  have 
flexible,  self-closing  in- 
dexes mounted  on  stout 
metal  standards,  tilted  just 
right  for  ready  refer- 
ence. They  are  finished 
in  telephone  black. 


Desk  types  are 
mounted  on  solid  bases 
with  rubber  feet  to  pre- 
vent scratching  or  mar- 
ring of  desks.  The  de- 
tachable style  clips  in- 
stantaneously to  trans- 
mitter post  of  instru- 
ment without  bolts   or 


Every  progressive  stationer  will  be  interested  in   the 
Meilicke  proposition  to  dealers.      Write  for  it. 

>^eAUakc  Calculator  Company 

362iNorth  Clark  Street 
Chicago,  111. 
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The  stationer  who  does  not  carry  Arrow  Brand  Boxwood  Rulers,  is  omitting  one  of  the  most  profit- 
able items  of  a  well-stocked  establishment. 

These  are  steady,  consistent  sellers  and  can  be  procured  from  your  jobber  or  us  in  any  quantities. 

A  small  supply  will  convince  you  of  their  value  as  high-class  merchandise. 

Westcott-Jewell   Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 
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Broadway    Smallwares 
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Canadian   Manufacturing   of  Novelty    64 

Cane   &    Sons,   Ltd.,   William    Inside   back   cover 
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The  M.  &  V.  trademark  stands  for 

longer  Wear  and  Better  Service 


«~v  ^  100  SMUT)  ^ 
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TYPEWWTER" 
CARBON 


n 
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100% 

Satisfaction 


Branches  in  the  prominent  cities  in  the  U.  S. 

Agencies  in  every  part  of  the  world; 

in  every  city  of  prominence 


There's  a  big  reason  behind  the 
incomparable  quality  of  "M  &  V" 
Typewriter  Ribbons  and  that  big  rea- 
son is  this — 

Only  the  best  of  ingredients,  scientific- 
ally combined,  are  processed  under  the 
"M  &  V"  trademarks  in  a  manner  that 
imparts  to  them  an  unequalled  perma- 
necy,  reliability  and  indelibility. 

You  can  always  depend  on  constant 
repeats  and  steady,  "worth-while"  pro- 
fits when  you  feature  "M  &  V"  brands — 
the  10(K;  satisfaction-winners. 

Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory 

Park  Ridge,  N.J.,  U.S.A. 
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This  attractive  display  case  will 
increase  your  pencil  sales 


Ask  your  wholesaler  to  send  you  this 
attention-compelling  counter  display 
stand  for  Cane's  Canadian-Made  Pen- 
cils. You'll  find  it  will  boost  your  pencil 
sales  in  a  remarkable  manner  without 
any  selling  effort  on  your  part. 

Each  stand  contains  half  a  gross — 
tipped  and  finished  in  six  different 
colors,  one  half  of  which  sticks  up. 

Your  wholesaler  can  send  you  one.  It 
costs  you  $2.50  and  the  pencils  retail 
at  5c  each. 

The  Wm.  Cane  &  Sons  Co. 

NEWMARKET,  ONTARIO 
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HAMILTON 


CANADA 


Picnic 


Time 


Feature  these  hygienic  paper  products  as  indispensable  helps  for  the 
Summer  Season.  A  timely  display  and  a  little  educational  work  just  now 
will  greatly  increase  your  sales. 


Paprus  Moulded  Pulp  Plates 

In  sanitary,  dust-proof  packages  and  in  bulk.     Four  sizes,  five,  seven,  eight  and 
nine  inch.    The  cleanest,  strongest  and  cheapest  plates  to  be  had. 

Lily  Paper  Cups 

Sanitary,  easy  to  carry.    Made  of  waxed  paper  throughout.    Sold  in  original  pack- 
ages of  five,  and   in  tubes  of  100  cups. 

Sanispoons   and    Saniforks 

The   handiest   little   household   helps.   Cleanly   and    strongly    made   from    Moulded 
wood  pulp. 

Lace  Paper  Doilies 

Save  laundry  bills,  add  to  the  appearance  of  a  well-set  table.  In  bulk  and  in  trans- 
parent -envelopes. 

Tissue  Tablecloths 

Pure  white  crepe  tissue,  size  42x56  inches. 

Tissue  Napkins 

A  very  large  range  of  dainty  designs,  in  fast  colors,  strong  crepe  paper. 

Handy  Picnic  Packages 

Containing  one  white  crepe  tablecloth  and  twelve  napkins. 

Waxed  Paper 

For  wrapping  lunches,  lining  baking  tins,  and  many  other  household  uses.     Five, 
ten  and  twenty-five-cent  sizes. 


SAMPLES  AND  PRICES  MAILED  ON  REQUEST 


AND  OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years  the  recognized  authority  for  those  interests. 
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Wit,  Fun  and  Humor  Shine  Out 

From  Edwards'  Summer  Book 

Choice  Excerpts  From  the  "Calgary  Eye  Opener,"   Illustrated  By  the 

Vivacious  Forrester,  Make  Up  Summer  Annual  Warranted   to 

Drive  Away  the  Blues  — Laugh,  and  the  World  Laughs 

With  You— No  Cause  to  Weep  Over  This  Book 


(By  E.  W.) 

Round  about  twenty  years  ago  I 
came  out  from  England  to  Canada, 
and  in  due  course  of  time  struck 
the  wild  and  wooly  west,  "some- 
where in  Saskatchewan."  In  the 
painful  periods  of  batching  in  a 
lonely  shack  on  the  prairie,  living 
on  the  time  honored  liver  and  flap 
jacks  for  the  needs  of  my  material 
being,  I  solaced  my  thirsty  soul  for 
knowledge  by  reading  the  Montreal 
Witness,  and  the  Family  Herald 
and  Weekly  Star.  I  had  previously 
gazed  with  amazement  and  curios- 
ity on  the  local  sheets  produced  on 
the  prairie,  and  wondered  why  such 
items  as  "Get  your  baraed  wire  at 
Findlay's,"  should  follow  an  item 
describing  someone's  new  litter  of 
pigs,  or  "Carload  of  salt  just  arriv- 
ed. Get  yours  at  Perkins'  Place" 
should  be  immediately  adjacent  to 
the  item  relative  to  the  appoint- 
ment of  a  town  constable,  until 
suddenly  "The  Eye  Opener"  burst 
upon  my  astonished  gaze.  After 
reading  the  first  few  items  mixed 
feelings,  alternately  shocked  and 
amazed  at  such  a  radical  departure 
from  staid  journalism,  my  sense  of 
humor  got  the  better  of  me,  and  I 
decided  that  here  was  a  paper  that 
must  be  followed  up.  Accordingly 
I  bought  the  "Eye  Opener"  when- 
ever I  could,  and  have  been  kept 
going  in  a  series  of  chuckles  ever 


since.  I  think  some  thousands  of 
other  people  have  too,  and  now  I 
have  to  welcome  "Bob  Edwards' 
Summer  Annual." 

Some    Joyous    Hilarity 

To  those  poor  souls  who  have 
never  read  the  "Eye  Opener"  and 
happen  to  buy  a  copy  of  the  annual, 
they  are  due  for  a  few  hours  of 
joyous  hilarity.  To  those  who 
have  read  most  of  the  items  in  the 
weekly  issues,  the  little  annual  will 
come  as  a  reminder  of  many  a 
hearty  laugh  in  bygone  days.  The 
book  is  crammed  full  of  stories, 
some  true,  and  many  of  them 
woven  from  the  imaginative  brain 
of  the   inimitable  Edwards. 

Have  a  Smile 

In  many  cases  they  are  all  good. 
Even  the  foreword,  (I  wonder  at 
Bob  using  that  expression)  is  writ- 
ten in  his  own  style,  and  quite  in 
line  with  the  contents  of  the  an- 
nual. After  explaining  why  he  has 
published  the  book,  he  goes  on  to 
say: 

"In  order  to  properly  attune  your 
mind,  dear  sir  or  madam,  to  a  full 
appreciation  of  this  brand  of  litera- 
ture, it  is  of  the  highest  and  most 
vital  importance  that  you  throw  a 
few  stiff  jolts  under  your  belt  be- 
fore starting  in.  In  other  words, 
have  a  smile  'on  you?  own'  first,  in 

Retail  Price:  60  c  per  Copy 


case  you  fail  to  get  a  smile  out  of 
the  book." 

Much  in   Store  Yet 

Well,  I  have  nothing  to  criticise 
in  the  annual,  except  to  say  there 
are  a  number  of  stories  which  I 
would  have  liked  to  have  seen,  but 
there  you  are,  one  cannot  cram 
the  contents  of  twentv  years  "Eye 
Openers"  into  an  annual  of  ninety- 
one  pages.  I  think  most  of  the 
stories  are  fairly  recent,  but  at 
least  the  hope  can  be  expressed 
that  future  annuals  will  be  issued, 
and  some  of  the  earlier  numbers 
dug  into  for  good  stories,  for  there 
are  lots  of  'em.  In  fact,  there  is 
enough  stuff  to  keep  going  for  a 
good  many  annuals,  and  when  Bob 
does  happen  to  shuffle  off,  the 
annual  could  be  produced  for  a 
number  of  years  afterwards.  I  re- 
member that  years  after  Charles 
H.  Spurgeon  died  they  continued  to 
produce  one  of  his  sermons  every 
week,  and  I  believe  the  supply  has 
not  yet  run  out. 

A  Hopeless  Task 

It  is  rather  a  hopeless  task  to 
try  and  pick  out  items  for  quota- 
tions, and  the  very  best  thing  to 
be  done  is  to  simply  buy  the  book 
for  yourself,  get  a  prescription,  go 
home,  and  make  a  night  of  it.  You 
can  take  a  day  off  afterwards  to 
massage  your  ribs.  They  will  like- 
ly be  sore. 


First   Edition   of  Thirty  Thousand   Already  Sold 
Second  Edition  Now  On  the  Press 

THE    MUSSON    BOOK    CO.,    LIMITED,    Publishers,   TORONTO 

CLARK    BROS.    &    COMPANY,    LIMITED,    Selling    Agents WINNIPEG 
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SLUCKETTS     ^m 
terlinR 
LINE  U 


ARE  YOU  SHOWING  MEMOS  ? 


VACATION  TIME 
IS  MEMO  TIME 

Every  man  or  woman  going  on  a  holiday  has  certain  things  to  re- 
member. Hotels,  Rail  and  Boat  connections,  places  to  see,  things  to 
do,  address  of  people  to   see   and   cards   to   send — in   fact   there   are 

ONE  THOUSAND  AND  ONE 

uses  for  a  STF^V^Ij  Memo  Book.  Don't  overlook  our  Address 
Sheets  in  regular  Memo  sizes,  and  be  sure  to  show 

OUR   PERPETUAL    DIARIES 

Put  in  a  window  featuring  these  points  and  watch  your  Memo 
Sales  increase. 

I   Morocco  Leather,  regular  construction. 
THREE  STYLES  Levant  Cowhide,  solid  leather,  very  flexible. 

Morocco  Sterluck  in  regular  construction. 


DISPLAY    CARDS    SENT    ON    REQUEST. 

Luckett  Loose  Leaf,  Limited 

TORONTO 


BOOKSELLER  AND  STATIONER.  July.  1920.  Volume  XXXVI.  Published  every  month.  Yearly  subscription  price,  $2.00.  Entered  as  second- 
class  matter,  July  1st,  1912.  at  the  Post  Office  at  Buffalo,  under  the  Act  of  March  3rd.  1879.  Entered  as  second-class  matter  at  the  Post  Office  De- 
partment,   Ottawa. 
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Pay  $76 


.20 


Get  $122 


.25 


Make  $46 


.05 


We  can  supply  a  limited  number  of  these  4-piece  very  attractive 
Window  Trims  with  the  following  specially  selected  Assortment  of 

"French  Organdie" 

Stationery 

An  exceptionally  fine  quality  Stationery  and  well  advertised  in  leading  publications.    The 
3-panel  folding  window  back  as  illustrated  is  approx.  5  ft.  wide  by  3  feet  high. 
Color  scheme,  old  rose,  royal  blue  and  light  green. 


Papeteries 


6  Elite  size 

6   Prince-s  size 

6  Empress  size 

6  York    size 

6   Marquess  size 

6  Club  size 

3  Corresp.    Card 

(plain) 
3  Corresp.     Card 

(gilt) 


at  32c.  each, 
at  35c.  each, 
at  35c.  each, 
at  35c.  each, 
at  35c  each, 
at  48c.  each, 
at  42c.  each, 


retails  55c. 

retails  60c. 

retails  60c. 

retails  60c. 

retails  60c. 

retails  85c. 

retails  75c. 


at  52c.  each,   retails  90c. 


Note   Papers 
Ream  Elite   size       at  $2.50,   retails  $4.50 


Ream  Princess  size  at 
Ream  Empress  size  at 
Ream  York  sizs  at 
Ream  Small  Oct.  at 
Ream  Large  Oct.  at 
Ream  Club  size        at 


3.25,  retails 

3.25,  retails 

3.25,  retails 

3.25,  retails 

3.80,  retails 

5.00,  retails 


5.75 

5.75 
5.75 
5.75 
6.75 
8.75 


Tablets 
10    Note   size   at    13M>c,    Retails,    20c.  10    Empres 


size    ut    25c,    Retails    40c, 
10   Letter  size  at  26M.C   Retails   45c. 


V-i  M. 

¥t  M. 

Vi  M. 

Yi  M. 

%  M. 

%  M. 

%  M. 

y2  m. 

%  M. 

i,  M. 


Envelopes 

Elite   size  for  $3.25, 

Princess  size  for     3.25, 
Empress  size  for 
York    size         for 
Marquess  size  for 
Small     Oct.      for 


Large    Oct. 
Club    size 
Misses   Vis. 

Cards 
Ladies    Vis. 

Cards 


for 
for 


1.63, 
3.25, 
1.63, 
3.25, 
3.75, 
4.50, 


for     2.43, 


for     2.43, 


retails 
retails 
retails 
retails 
retails 
retails 
retails 
retails 

retails 

retaib 


55.70 
5.70 
2.85 
5.70 
2.85 
5.70 
6.60 
7.90 

4  25 

4.25 


TORONTO 


Write  our  nearest  branch  today. 

Barber-Ellis 


BRANTFORD 


WINNIPEG 


Limited 

CALGARY 


VANCOUVER 


1   ! 
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The  N.  C.  R.  Printing  Plant 

One  of  the  largest  and  best  private 
print-shops    in    the    world 


THIS  big  plant    occupies    one    of    the    21     buildings    of 
The     National     Cash     Register     Company's    factory 
at  Dayton. 

It  is  maintained  by  the  Company  to  make  supplies  which 
will  enable  users  of  N.  C.  R.  systems  to  get  the  utmost 
service  from  their  National  Cash  Registers. 

The  demand  from  hundreds  of  thousands  of  merchants 
who  are  using  National  Cash  Registers  keeps  this  big  plant 
busy,  day-  in  and  day  out,  printing  statement  books, 
saleslips,   and  other  supplies. 

It  is  a  big  industrial  plant  in  itself. 

The  building  where  it  is  housed  has  a  floor  space  of  more 
than  81,000  square  feet.  It  employs  hundreds  of  men 
and  women.  It  includes  a  complete  photo-engraving  and 
electro  typing  shop,  and  a  bindery.  It  is  equipped  to 
print  anything  from  a  salesman's  name  card  to  the  most 
intricate  color  printing.  The  machinery  is  valued  at  many 
thousands  of  dollars. 

Every  year  it  turns  out  nearly  6,000,000  pounds  cf 
printed  matter. 

This  is  just  one  of  the  things  which  The  National  Cash 
Register  Company  does  in  order  to  better  serve  users  of 
the  N.  C.  R.  system. 

The    National    Cash    Register    Co.  of  Canada,   Limited 

BRANCH  OFFICES: 

Calgary 714   Second   Street.   W. 

London 350  Dundas  Street 

Edmonton   5   McLeod    bldg. 

Ottawa 306    Bank    i  treet 

Halifax 100-102    Granville   Street 

Quebec   133   St.    Paul  Street 

Hamilton    14   Main  Street.  E. 

Regina    1820    Cornwall  Street 

Montreal 122  St.   Catherine  Street.  W. 

Vancouver    524    Pendei    Street.   W. 

Toronto   40   Adelaide   Street 

St.   John 86   Prince  William   Sti  eet 

Saskatoon 265  Third   Avenue,   S. 

Winnipeg 213  McDermot  Avenue 

FACTORY:   TORONTO.   ONTARIO 
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If  You  Buy  Ream  Goods 

you  will  be  interested  in 

CRANE'S  STANDARD 

Four  and  Five-Quire  Boxes 

^pHEY  contain  120  sheets  and  100 
envelopes  (in  note  size  and 
correspondence  cards  100  of  each)  ; 
cost  less  than  under  the  old  method 
of  selling;  leave  no  broken  or  mis- 
matched stocks;  and  are  attractively 
boxed  ready  for  delivery.  Requests 
for  single  quire  lots  may  be  filled 
by  selling  30  sheets — 5  sections  of 
letter  size — to  each  package  of  en- 
velopes and  charging  V^  of  the  price 
of  the  box.  The  one  quire  papeterie 
is  always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present  in  Crane's  Linen 
Laivn  and  Crane's  Kid  Finish 

These  papers  can  also  be  had  in  the 
former  put  up  of  Vith  reams  and 
Vsth  M  in  a  huge  variety  of  sizes, 
in  quantities  of  not  less  than  5  reams 
and  2V2  M. 

Canadian     funds    accepted     at    par. 


EATON,  CRANE  &  PIKE  COMPANY 

New  York  <PhtsfielJ,  Mass. 


INVEST 


Liberally  in  a  good  stock  of  our 
wonderful  new  line  of  Valen- 
tines, St.  Patrick,  Easter  and 
Mother's  Day  cards. 

Plan  your  campaign  for  these 
occasions  and  put  some  "pep" 
into  your  displays. 

Any  dealer  who  just  buys  a  few 
numbers  because  he  thinks  he  has 
to  have  some  is  only  toying  with 
his  opportunities. 

Get  into  the  game  right  and  we 
will  co-operate  with  you  to  the 
limit  on  sales  helps  which  will  in- 
sure the  success  of  your  cam- 
paign. 

Our  line  is  second  to  none.  No 
Duty.  No  Exchange.  Prompt 
Deliveries.  Big  Profits  for  the 
Retailer.  Effective  sales-com- 
pelling displays  with  each  order. 

Made  in  Canada. 


William  E .  Coutts 

145  ADELAIDE  STREET  WEST 
TORONTO 


WW 


Member 
of  the 

Greeting  Card 
Association 
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Fine  Inks  -and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higg 


ins 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a.  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  It  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago,   London 


271    Ninth  St. 
BROOKLYN.  N.Y. 


WORK- ORGANIZERS 

Sell  At  Sight 

All  desk-workers  need  them;  executives  quick  to  see 
their  value;  make  good  in  use;  repeat  great;  margin 
is  liberal. 

Practical   and   Valuable 

WORK  -  ORGANIZERS    chase 
away  the  littered  desk  problem; 
keep  desks  cleared  for  action; 
organize   the   day's   work; 
save  time  and  pre- 
vent errors. 

Supply   Your  Trade 

Other    dealers    selling 
quantities 
banks,     boards 
commerce    and 
firms 
lines 
ness. 
t  h  e 
i  n 
vicinity. 

Just     keep 
WORK     -     ORGAN- 
IZERS    where     they 
can    be    seen  —  they'll    move 

Just  a  Few  of  the 
Thousands  of  Big  Users 

American   Cash   Register 
Bissell   Carpet  Sweeper 
Mew  York  "Evening  Post" 
Columbia   Phonograph 
New   Era   Mfg.   Co. 
House  of  Kuppenheimer 


No.  332.  10 
pkts.,  %Z.1o 
No.  330.  € 
pkts.,  $3.75 
Letter  size, 
black  seal 
grain,  Fabrikoid  cover.  All  flat 
open  in  front,  >our  own  subject 
labels. 

In  Drawer  No.  734.  handsome 
paper,  15  pkts.,  $2.25  ;  No.  732 
10  pkts..  $1.90;  No.  730,  6 
pkts.,  $1.50.  Letter  size.  Ten 
Dther  styles. 


Work-Organizer  Specialties  Co. 

87  JEFFERSON  AVE.,  DETROIT,  MICH. 


EsterbroolcjQQ 

Oval  Poiit*#*0° 


Most  Large  Industrial 
Establishments,  Banks, 
Schools,  Etc.,  Buy  Pens 
.in  Quantity 

Esterbrook  Pens 

are   more    used   than 
any  other  writing  unit 

Your  opportunity  forQuick  Turn- 
over and  good  profits  in  the  sale  of 
pens  leads  to  the  cultivation  of  this 
large  trade. 

You  can  guarantee  prompt  delivery 
of  any  style  of  Esterbrook  Pens  and 
can  offer  a  thoroughly  comprehen- 
sive assortment  —  a  pen  for  every 
purpose  —  a  pen  for  every  hand. 

Write  today  for  catalog  and  full  information 


Canadian  Agents  ■     Brown  Bros,,  Ltd.,  Toronto,  Canada 


EsterhrooK 

I^CtlS  "Easiest  to  sell!" 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


.Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
tq  lipped  factories,  this  dau  It 
wuting  pen  will  prove  a  migh'v 
hut-    seller    for    erery    lire   dealer 


Be  sure  to  see  samples  before  you  order  your  new   stock     You  11 
find  our  prices  art  right 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


PROTECTS  \0UR  FINGER 


•'ARGUS"  Paper  Fasteners 

New  patent — finger  guard  absolutely 
prevents  point  pricking.  Made  of  steel 
and  always  stays  in  place.  Cost  no 
more  than  others  and  sell  readily. 
Write  for  FREE  sample. 

You  Can't  Lose  Pen  or  Pencil 

This     wonderful     UP-TO-DATE 

«,  combination    clasp    and    yearly 

^■^  55  calendar  will  more  than  pay  for 

<S|)  =  Itself    by    Baring    pencils    and 

_   ^JP   "3.  time.    At  all  good  stationers  or 

State  for  Pen  or  Pencil      «  from  ns  20c.  stamps  or  coins. 

ARGUS  MFG.  CO.  Dept  10 

402-406  N.  Paulina  St,  CHICAGO,  ILL. 
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IDEAL  CLAMP 

No.  2 

Packed     50     to    a     box 

10  boxes  to  a  container 


THESE 

SPECIALTIES 

ARE 

READY-SELLERS 

AND 

GOOD 

PROFIT 

PRODUCERS 


Indispensable  Products 

POPULAR 
PAPER  CLIPS 

GEMS  Nos.  i,  2  and  3.     IDEAL  clips  and  clamps. 
SIMPLEX  and  RING  Nos.  o,  1,  2,  3,  4. 

"MILLIONS  DAILY" 


THUMB  TACKS 

5-8"      9-16"      1-2"      7-16"      3-8"      5-16" 

STEEL,  NICKEL  PLATE  OR  BRASS  PLATE, 

SOLID    BRASS    ENAMELED;    RED,   WHITE, 

BLUE,  GREEN.     NUMERAL. 

"SOLID  HEAD  VARIETY" 

READY  FOR 
IMMEDIATE   SHIPMENT 


IDEAL  CLAMP 

No.  1 

Packed     12     to    a     box 

12  boxes  to  a  container 


Noesting   Pin   Ticket    Co.,  Inc. 

World's  Largest  Manufacturers  of  Paper  Cilps,  Pin  Tickets  and  Thumb  Tacks 
Mount  Vernon  New  York,  U.S.A. 


Rubber-Tipped 

Hexagon  Round 

556.  Soft  559-1-  Soft 

557.  Medium        559-2.    Soft  medium 

558.  Medium  hard 
561.    Hard 

also  made  without  tip 
in  4  degrees  —  Round 
and  Hexagon. 


"Old  Reliable"  is  what  a  host  of  pencil  users  call  VELVET. 
It  is  the  finest  medium-priced  pencil  made ;  and  is  a  trade 
builder  you  cannot  very  well  do  without.  As  its  name  indicates: 
//  writes  '■'■smooth  as  velvet  I  "  By  the  identifying  blue  band  on 
its  tip  will  you  know  it! 

VELVET  pays  good  dividends!    Samples  and  information  on  request '. 

American  Lead  Pencil  Go. 

220  Fifth  Avenue,  New  York 

Factory :    Hoboken,    U.S.A.  Factory :    London,   Eng. 
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William  Sinclair  &  Sons 

(Stationers)  Limited 

Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office  and  Factory: 

ALBERT    WORKS 

Otley,    Yorks,    England 

LONDON:—  22.  Ivy  Lane.  Pateraester  Row.  E.C.  4 


DEALERS! 
Look]!  Look! 

MeaMMeemeMeae  LBC^aaaaaaaaaaaaaaiaai 

I  handle  the  following  well 
known  lines  of  Phonograph  Acces- 
sories and  Supplies: 

Black    Diamond    Semi-Permanent   Needles 
Bemister's    Semi-Permanent   Stylus 
Record    Albums 
"All-in-One"  Speed  Indicators 
Brilliantone    Steel    Needles    . 
Brilliantone   Combination  Needles 
Record   Brushes 
Imperial   Steel   Needles 
Violaphone  "Gold  Point"  Needles 
Kent  Master  Adaptors  for  Edison  Machines 
Bemister's  Pathe  Needles 
Petmecky  Multi-tone  Spear  Point  Needles 
Sapphires  for  Pathe   Machines 
Sapphires    for   Edison    Machines 
"Tone   Clear"  the   Record   Improver 
"All-in-One"  Attachments  for  Victor  Machines 
"All-in-One"  Attachments  for  Columbia  Machines 
Glorite    Piano    Cream;    and 
The   Jones    Motrola. 
Get  my  latest  price  list.     It  will  interest  you. 

H.  A.  BEMISTER 

122  St.  Antoine  Street, 
Main  7932  MONTREAL 


CRPXGbA 


Gold  Medal 
CRAYONS 

Best  results  can  be  secured 
only  with  the  best  materials 


Ability  counts  for  much,  but  whether 
it  be  the  child  in  the  kinder- 
garten, student  in  school,  ama- 
teur or  professional  artist, 
smoothly  working  crayons  breed 
a  desire  to  do  best  work  always. 

"CRAYOLA"  stands  supreme  in  the 
field  of  Artists'  and  School 
Drawing  Crayons. 

In  point  of  convenience,  cleanliness 
and  economy,  "CRAYOLA"  is 
far  superior  to  water  colors  for 
color  work  in  schools.  For 
stenciling,  "CRAYOLA"  is  un- 
surpassed. 

"CRAYOLA"  comes  in  twenty-four 
different  colors,  absolutely  perm- 
anent and  brilliant.  No  mixing 
required.  Each  stick  of  color  is 
paper  wrapped,  clean  and  com- 
pact— always  ready  for  use. 

"CRAYOLA"  can  be  had  at  most 
stationery  stores,  in  sets  of 
various  assorted  colors. 

BINNEY  &  SMITH  CO. 

81-83  Fulton  St.,  New  York  City 


Send  for  latest  catalogue.  We 
are  continually  adding  to  our 
line  and  while  we  try  to  keep 
the  trade  informed  of  new 
numbers,  you  may  have  been 
missed  on  just  the  thing  you 
want.  Samples  gladly  fur- 
nished on  request. 


BOOKSELLER     AND     STATIONER 


Leader    Envelope 

Folding  and  Gumming 
Machines 


The  scarcity  of  envelopes  that  has  been  so  pronounced  during  the  war  is  bound  to  give  rise 
now  to  an  enormous  demand  quite  beyond  the  capacity  of  the  firms  at  present  engaged  in 
their  manufacture. 

"Leader"  Envelope  Machines,  of  which  we  are  the  exclusive  makers,  are  so  simple  in 
operation  that  they  can  be  handled  with  easa,  and  their  capacity  is  only  limited  by  the 
operator's  dexterity. 

Before  the  war  the  demand  for  these  machines  was  increasing,  but,  at  the  behest  of  the 
Government,  we  ceased  their  manufacture  and  turned  our  energies  towards  the  production 
of  war  materials.     Now  we  are  able  once  again  to  accept  orders  for  delivery  in  rotation. 

Now,  don't  wait  until  some  neighboring  firm  has  made  a  good  start  in  the  envelope  trade 
before  writing  us  for  details  of  what  the  "Leader"  Machines  can  do  for  you  in  the  way 
of  profit-producing.  Write  us  to-day — now,  if  possible — full  information  will  reach  you  per 
return. 

DAVID    C  ARLAW    &    SONS,    Ltd.  31  Finnieston  St., 


Telephones:  1262/3  Central  GLASGOW^ 

London  Agent,  .—JOHN  W.  BAINBRIDGE.  Ltd..  28  Finsbury  Pavement.  LONDON.  E.C.  2 


Telegrams  :   "  AUTOMATON, 
GLASGOW." 


May  we  send  you- 


A  handsome  window 
display  card? 

In  color  and  heavily 
embossed  --  in  keeping 
with  the  most  select 
stationer. 

BANKERS' 
SANITARY  MOISTENER 


The  biggest  selling  de  luxe 
moistener  on  the  market. 

Stationers  should  cash  in 
on  this  dealers   aid   now! 

Send  for  particulars. 

J.  F.  RYAN  &  COMPANY 

375  Lexington  Avenue  --  New  York  City 


NOA  NOA 

By  Paul  Gauguin 

Translated  by  O.  F.   Theis 

The  great  French  painter's  own  story  of  his 
flight  from  civilization  and  his  life  among  the 
natives  of  Tahiti,  in  the  South  Seas. 

"One  might  take  the  famous  description  of  Theophile  Gautier's 
MADEMOISELLE  DE  MAUPIN  and  call  NOA  NOA  a  'golden  book 
of  sound  and  sense.'  "  The  New  Yotk.  Sun 

Now  in  its  Fourth  Edition 
With  ten  reproductions  in  half-tone  from  paintings  of  Gauguin. 

Morctto  Boards.  Net  $2.00 

NICHOLAS  L.  BROWN,  Publisher 

123  Lexington  Avenue,  New  York,  N.Y. 


For  September  and  October 

DELIVERIES 

Place  your  orders  before 

AUGUST  1st. 

Labor  conditions  are  not  improving.     Deliveries  on 
raw  materials  are  worse  than  for  several  months. 
Follow  the  above  suggestion  and  be  ready  to  supply 
the   fall   demand. 


LOOK  UP 


Moore  Push-Pins 

Moore  Push- less    Hangers 

Moore  Push    Maptacks 

Moore  Push   Thumbtacks 


Advise  your  Jobber  or 


MOORE  PUSH-PIN  CO.         Philadelphia,  Pa. 


BOOKSELLER  AND  STATIONER 


Why? 


should  I  send  my  Real  Photo  Post  Card  Printing,  Enlarging,  etc., 
to  Matthews,  Bradford 


Because! 


1.  I  cannot  get  better  work  elsewhere. 

2.  I  can  rely  on  getting  prompt  delivery  always. 

3.  I  cannot  get  equal  service  at  such  reasonable  prices. 

4.  I  can  rely  on  courteous  attention  to  my  requests. 

5.  The  factory  is  the  best  equipped  and  organized  in  Great 

Britain. 

6.  Best  grade  materials  only  are  used. 

7.  The  present  rate  of  exchange  is  considerably  in  my  favour. 


B.  Matthews 

Telegrams: 
Postcards,  Bradford 


Trade  Photographic   Works 

Idle  Road,  Bradford 

England 


BOOKSELLER     AND     STATIONER 


.  /NATIONAt^ 


MINIATURE  BLANK  BOOKS 

National  Miniature  Blanks  are  ruled  for  journals,  ledgers,  records  and  cash 
books.  Yorkshire  Ledger,  Saxon  and  Eagle  papers  are  used  in  the  various 
grades.  They  are  made  full  bound,  three  quarter  bound  and  half  bound.  Stock 
these  blank  books  which  are  widely  used  by  individuals,  lodges,  and  societies. 
They  are  as  beautiful  in  appearance  as  they  are  practical  in  usage. 

NATIONAL  BLANK  BOOK  COMPANY 

HOLYOKE,  MASSACHUSETTS 


eg£^j) 


DOMINION 

LOOSE  LEAF 

LEDGERS 


DOMINION  Loose  Leaf  Ledgers  embody  the  most  practical  ideas  in  de- 
sign and  construction.  They  supply  all  the  service  that  can  possibly  be 
put  into  an  account  book.  The  bindings  are  attractive  and  durable.  Sta- 
tioners find  these  Made-in-Canada  a  solid  foundation  upon  which  to 
build  up  a  permanent  Loose  Leaf  trade  among  big  business  houses. 


DOMINION  BLANK  BOOK  CO.,  Berthierville,  P.Q. 


BOOKSELLER     AND     STATIONER 


^^"^T 


DeTuxeline,  QUALITY 


'^JS^fy^ 


For  more  than  twenty  years  the  entire 
energies  of  this  organization  have  been 
devoted  solely  to  the  design,  manufacture 
and  sale  of  loose  leaf  devices  and  sup- 
plies. 

Based  on  the  idea  of  correct  construc- 
tion combined  with  the  best  quality  of 
material  and  workmanship,  and  backed 
by  honorable  business  methods,  fair  pri- 
ces, and  progressive  policies — the  De  Luxe 
Line  of  loose  leaf  products  has  attained 
the  largest  sale  in  the  world. 


The  De  Luxe  Line  is  complete,  includ- 
ing as  it  does  every  type  of  loose  leaf 
device — from  the  smallest  pocket  memo- 
randum book  to  the  complete  outfit  for 
mechanical  bookkeeping. 

Our  new  plant  more  than  doubles 
previous  production  facilities,  assuring 
prompt  service,  and  inquiries  are  invited. 

Wether  you  buy  finished  products  or 
metal  parts  only  the  superior  quality  will 
be  apparent. 


We  are  accepting  Canadian  Funds  at  par  and  the  proceeds  of  our  Canadian  sales  are  being 

invested  in  Canadian  securities. 

Wilson-Jones  Loose  Leaf  Company 

Largest  Manufacturers  ot  Loose  Leaf  Products  in  the  World 

3021  Carroll  avenue  316  Hudson  Street 

Chicago  Mew  York 


Erasers  of  Highest  Quality 

We  beg  to  announce  that  we  have  appointed  as 
our  Sole  Agents  in  Canada  and  Newfoundland 

Messrs  A.  R.  McDougall  &  Co.,  Ltd. 

468-474  King  Street  West  -  -  TORONTO 

who  will  carry  stocks  of  all  our  Manufactures 

The  standard  of  quality  is  the  highest  and 
terms  are  the  best  obtainable. 

Inquiries  Incited 

THE  CLYDE  RUBBER  WORKS  CO.,  LTD. 

RENFREW  -  -  -  SCOTLAND 
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THE 

GORGEOUS 

GIRL 

By  Nalbro  Bart  ley 

Mrs.  Bartley  has  again  writ- 
ten a  novel  that  will  interest 
thousand's  of  women  and 
doubtless  cause  many  heated 
discussions  in  cliques  wiiere 
parasites  or  commercial  nuns 
foregather. 

Price  1.75 


THE 

DARK 

MIRROR 

By  Louis  Joseph  Vance 

This  unique  and  powerful 
mystery  story  has  been  film- 
ed and  will  be  shown  shortly 
through  all  Canada.  Be 
sure  that  you  get  your  share 
resulting  from  the  extensive 
advertising. 
Order  your  stock  NOW. 

Price  1.75 


CLEEK  AGAIN 

THE 

RIDDLE  of  the 
FROZEN 
FLAME 

Through  their  world-famous 
character  of  Cleek,  M.  E. 
and  T.  W.  Hanshew  solve 
the  riddle  that  cast  the 
shadow  of  foul  murder  over 
the  name  of  Sir  Nigel  Mer- 
riton  and  held  true  hearts  in 
the  grip  of  fear. 

Price  1.75 


THERE  IS  NO  BASE  LIKE  HOME 

An  Open  Letter  from 
H.  C.   Witwer— 

to  his  Publisher,  S.  B.  Gundy 


H.  C.  WITWER    -    $1.75 


Harmony  Hall, 
What-Are-Yonkers,  N.  Y. 

Gentlemen  of  the  Jury: 

It  has  reached  my  rather  large  ears  that  they  seems  to  be  considerably  misapprehension  (I  shake  a 
wicked  dictionary,  hey?)  with  the  regards  as  to  whether  my  undyin'  volumes  is  bein'  published  by  the  Bell 
Telephone  Company,  Bradstreets  or  the  Baldwin  Locomotive  Works.  I  will,  therefore,  set  all  rumors  at  rest 
by  shriekin'  the  followin'  bold  and  inalienable  proclamation,  viz,  and  to  wit. 

Beginnin'  with  that  classic  now  startlin'  all  Europe,  ie,  "There's  No  Base  Like  Home"  (which  has  just 
fled  from  the  presses)  each  and  every  book  which  manages  to  escape  from  my  busy  brush  in  the  future, 
will  be  published  and  offered  to  a  exclusive  coterie  of  somethin'  like  eight  million  followers  of  the  art  of 
readin'   by  S.  B.  GUNDY,  Toronto.  * 

I  have  tried  other  publishers  here  and  in  America  and  this  seems  to  have  caused  the  idea  to  creep 
around  hithers  and  yon  that  the  only  house  which  wasn't  publishin'  me  at  present  was  Haig  &  Haig.  They 
is  a  little  story  which  Adam  often  used  to  spring  on  Eve  after  they  had  been  gave  the  raspberry  from  the 
Garden  of  Eden  and  had  little  or  nothin'  to  laugh  at,  which  covers  the  situation  like  a  tent, — 

A  colored  gent  which  had  been  ridiculous  enough  to  assassinate  his  equally  colored  wife  and  as  one 
result  found  himself  in  jail,  was  asked  by  a  fellOwlodger  how  long  he  had  to  serve.  The  newcomer  let 
forth  a  sigh,  gazed  thoughtfully  through  the  bars  and  answered  as  follows, 

"From  now  on!" 

So  trustin'  that  this  will  remove  all  doubts,  worries,  anxieties  and  the  etc,  I  will  say  that  S.  B.  GUNDY 
will  be  my  sole  and  exclusive  publisher — FROM  NOW  ON! 

Unquestionably  yours, 

H.  C.  WITWER. 


MAKE  INCREASED  BOOK  SALES  PAY  THIS  YEAR'S  STORE  RENT 


Douhleday  Page  &  Co. 
Country  Life  Press 
Garden  City  -  N.  Y. 


S.  B.  GUNDY 


OXFORD 


25  Richmond  St.  W. 
Toronto         Canada 

UNIVERSITY     PRESS 
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TORONTO 


ish 


or 


JULY.    1920 


Improving  Our  Service 


THE  Directors  of  the  Canadian  Press  Association  decided  last 
year  that  the  MacLean  Publishing  Company  was  the  largest 
and  most  important  newspaper  organization  in  Canada  and 
must  therefore  pay  the  highest  annual  fee  to  the  Association.  The 
Montreal  Star  with  its  two  big  weeklies  comes  second,  but  the  Star 
group  had  been  doing  business  for  18  years  before  the  MacLean 
Company  began.  While  we  have  not  the  details  upon  which  the 
Press  Association  based  their  decision  we  understand  they  figured 
that  the  MacLean  Company  had  a  larger  advertising  revenue. 
This  is  not  the  case.  Lord  Atholstan's  properties  probably  carry 
a  third  more  advertising,  use  more  paper  and  have  a  greater  total 
circulation.  The  MacLean  papers  on  the  other  hand  get  more 
revenue  from  circulation ;  have  to  pay  perhaps  three  times  as  much 
in  salaries  and  wages  and  show  considerably  less  profit. v 

Extra  good  service  to  readers  first  and  advertisers  next  has 
been  the  cardinal  principle  upon  which  Colonel  Maclean  has  built 
during  these  33  years.  In  this  work  every  man,  woman  and  junior 
apprentice  on  our  staff  has  had  a  share.  We  have  tried  to  gather 
about  us  and  train  the  best  experts  in  the  country.  Here  is  the 
latest  example  of  what  we  are  doing : 

In  the  recent  annual  examinations  of  the  Toronto  Technical  School, 
session  1919-20,  in  the  Typography  branch — that  is  the  department 
where  they  learn  how  to  set  type — only  2  7boys  out  of  the  whole  city 
passed,  of  whom  10,  or  nearly  38  per  cent,  were  boys  of  our  own  Com- 
posing Room,  while  in  two  out  of  the  three  classes  MacLean  boys  stood 
at  the  head. 

Several  of  our  papers  are  the  best  of  their  class  in  the  world  but 
we  are  still  far  from  satisfied  with  the  service  we  are  giving.  As  we  can 
afford  it,  as  the  country  grows,  as  our  business  grows,  the  service  will 
be  improved.  We  ask  our  readers  to  take  these  Technical  School  re- 
sults as  an  evidence  of  our  efforts  to  serve  them  better  and  better,  for 
by  giving  a  superior  training  to  these  bovs  we  are  laying  the  foundation 
for  the  still  better  work  we  hope  to  do  in  the  future. 

Readers  can  help  us  to  give  them  a  better  service  by  sending  in — 
direct  to  the  President,  Vice-President  or  General  Manager — criticisms 
and  suggestions. 


Bookseller  &  Stationer 


Montreal 


Toronto 


Winnipeg 


Vancouver 


12 


BOOKSELLER     AND     STATIONER 


Leading  Fiction  by  Best  Authors 


Paper    Covers,     Picture    Wrappers 
Clear    Type,       Favourite    Authors 


27       Rodney  Stone  A.  Conan  Doyle  220 

96       Montezuma's   Daughter 

H.   Rider  Haggard  221 

120     Col.  Quaritch,  V.C.   H.  Rider  Haggard  222 

123     The    World's     Desire  224 

H.  Rider  Haggard  and  Andrew  Lang  225 
126     Beatrice                         H.  Rider  Haggard 

147     Light   Freights  W.    W.   Jacobs  229 

155  Allan's    Wife  H.    Rider    Haggard  231 

156  Master    of    Craft  W.    W.    Jacobs  233 

157  Black    Heart   and    White    Heart  236 

H.  Rider  Haggard 

166     Odd   Craft  W.    W.   Jacobs  238 

169     Mystery  of  Cloomber     A.  Conan  Doyle 

174     The  Long  Night  Stanley  Weyman  244 

179  A  Shadowed   Happiness  250 

Effie    Adelaide    Rowlands 

180  Dialstone  Lane  W.   W.  Jacobs  257 
182     One    Man's    Evil 

Effie   Adelaide   Rowlands  263 
184     Bitter  Sweet 

Effie   Adelaide   Rowlands  264 

188     The  Love  Song  265 

Alice  and  Claude  Askew  268 

190     The   Blue    Lagoon  289 

H.    de    Vere    Stacpoole 

1%     Short   Cruises  W.    W.   Jacobs  297 

208     Adventures   of   Gerard   A.  Conan  Doyle  345 

214     Iris  Charles  Qarvice  360 


My  Friend  the   Chauffeur  367 

C.  N.  and  A.  M.  Williamson  377 
Verdict  of  the  Heart     Charles  Garvice 

My  Lady  of  Shadows     John  Oxenham  3" 

Fickle   Fortune  Charles    Garvice  404 

Arsene   Lupin  406 

Edgar  Jepson  and  M.   Le   Blanc 

Fate  Charles  Garvice  408 

Sailors'  Knots  W.   W.  Jacobs 

Adrien    Leroy  Charles    Garvice  409 

The  Drums  of  War  411 

H.    de   Vere   Stacpoole  412 
Revelations   of   Secret  Service 

William  Le  Queux  413 

A    Relenting   Fate         Charles    Garvice  416 
The   Indiscretions   of  a   Lady's   Maid 

William    Le    Queux  418 

All    Is    Not   Fair   in    Love  419 

Charles    Garvice  420 
The  Return   of  Sherlock    Holmes 

A.    Conan    Doyle  421 
The  Lady  of  the  Barge     W.  W.  Jacobs 

The    Loom    of    Fate      Charles    Garvice  422 
Round  the  Red  Lamp     A.  Conan  Doyle 

Arrest   of    Arsene   Lupin  423 

M.    le    Blanc  424 

Many  Cargoes  W.  W.  Jacobs  425 

The  Prisoner  of  Zenda   Anthony  Hope  426 

Ann    Veronica  H.     G.     Wells  427 


White  Fang  Jack   London 

The  Firing  Line  Robt.  W.  Chambers 
Secret   Sin  William    Le   Queux 

Room   of   Secrets  Wm.    Le   Queux 

An    Irregular    Marriage 

Sidney    Warwick 
City    of   Beautiful   Nonsense 

E.    Temple    Thurston 
The   White   Lie  Wm.    Le   Queux 

The  Lady  in  the  Car  Wm.  Le  Queux 
The    Way    of   the    Strong 

Ridgwell     Cullum 
The  Stage  Door  Arthur  Applin 

The    Second    Lady    Kendal 

Meta    Simmins 
The  Jewels  of  Death 
The   Top   Dog 
Life's    Golden    Web 

J.    B. 
The  Island  of   Galloping   Gold 

Edgar    Wallace 
Her   Husband 

Effie    Adelaide    Rowlands 
Treasure  of  Israel  Wm.  Le  Queux 

The  Man  Who  Knew  Edgar  Wallace 
The  Passionate  Friends  H.  G.  Wells 
Shadow  on  the  Purple  A    Peeress 

The  Devil's  Keg  Ridgwell   Cullum 


NEWNES  STRAND  LIBRARY 

Handy  Pocket  Size   (4"  x  6"),    Clear  Type 
Stiff  Paper  Cover  with  3-Colour  Picture 


Robt.   Halifax 
Fergus    Hume 


Harris-Burland 
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Sally   Bishop 

E.   Temple  Thurston 

25 

The    City   of   Beautiful 

Nonsense 

15 

H.    G.    Well* 

E.    T.    Thurston 

26 

One  Man's  Evil 

E.  A.  Rowlands 

19 

Bourgeois 

H.  de  Vere  Stacpoole 

27 

Traffic 

E.    T.    Thurston 

20 

Donald's    Trust 

Amy    McLaren 

28 

A    Son    of   the    Sun 

Jack    London 

22 

The    Stage    Door 

A.    Applin 

29 

Bealby 

H.   G.   Wells 

23  The    Love    Stone 

Alice   and    Claude    Askew 

24  The    Compact  Ridgwell    Cullum 


30  The   Hollow  Needle     Maurice  Le  Blanc 

31  After  Many  Days 

Effie  Adelaide  Rowlands 


32  Arsene    Lupin 

Edgar  Jepson  and   Maurice  Le  Blanc 

33  This   Man   and   This   Woman 

Lady    Troubridge 

34  Raven,   V.   C. 

Coralie  Stanton  and  Heath  Hosken 

35  The   God  of  His   Fathers     Jack  London 

36  The    Sporting    Spirit      Hylton    Cleaver 

37  The  Night  Riders  Ridgwell   Cullum 


NEWNES  TRENCH  LIBRARY 

Similar  to  Above  with  Coloured 
Picture  Wrapper 


1  Smithy 

2  Nobby 

7  Four  Just  Men 

10  Pige   Is    Pigs 


Edgar   Wallace 

Edgar    Wallace 

Edgar  Wallace 

Ellis    Parker   Butler 


12  Sunk    Island  J.    B.    Harris-Burland 

16  McGlusky  the  Reformer         A.   G.  Hales 

17  Amazing  Mr.  Bunn          Bertram    Atkey 
22  Grif  B.   L.   Farjeon 


23  Troddles    in  Trenches  R.   Andom 

24  The   Meddler 

H.  de  Vere  Stacpoole  and   W.  A.  Bryce 
26     Blue   Bird's  Eye  George   Edgar 
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A  NEWNES  "ALL-STAR"  LIBRARY 

Splendid  Stories,  in  clear   type,   each  by  a  recognized 
writer,  and  with  a  live  illustrated  3-coloured  cover  (7x9) 
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1     Clue    of    the    Twisted   Candle 

Edgar     Wallace 

3  Sons   of   Satan  William    Le   Queux 

4  The   Eye    Witness 

Lillias   Campbell    Davidson 

5  The  Prodigal  Daughter     Temple  March 

6  The  Hidden  Peril    J.  B.  Harris-Burland 

7  Fate  Charles   Garvice 

8  A  Wilful  Maid  Charles  Garvice 

9  The   Loom   of   Fate  Charles   Garvice 
10     Adrien    Leroy                     Charles    Garvice 

NEWNES 


11 

The   Jewels   of  Death          Robt.   Halifax 

20 

12 

The    Love    Stone 

21 

Alice    and    Claude    Askew 

22 

13 

The   Girl    Without   a    Heart 

23 

Charles    Garvice 

24 

14 

Fickle   Fortune                  Charles   Garvice 

25 

15 

The    Stage    Door                 Arthur    Applin 

26 

16 

The  Man  Who  Knew         Edgar  Wallace 

27 

17 

Judas  of  Salt  Lake      Winnifred  Graham 

28 

18 

The  Drug  Slave                          Mary  Lake 

29 

ie 

The   Paradise   of   Fools          Derek    Vane 

30 

The  Golden  Lure  Almaz  Stout 

The   Woman    Who —  Arthur    Applin 
Miracle  of  the  Turf     Winnifred  Graham 

Bondage  of  the  Law  Meta  Simmins 

The    Price    of   a    Soul  Paul    Trent 

Cats'  Eyes  Sidney   Warwick 

Pyramids   of   Snow  Edith    Metcalfe 

The  Revue  Girl           T.  Arthur  Plummer 

Seen  in  the  Shadows  FergUi  Hume 

No.    Limit  Arthur    Applin 

Story  of  the  Stage  Ranger  Gull 


FICTION   IS  WORLD  -  POPULAR 

EXPORT  ORDERS  PROMPTLY  EXECUTED 


LONDON:    GEORGE  NEWNES,  Ltd.     8-11  SOUTHAMPTON  ST.,  STRAND,  W.C. 
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THE  MISSION  OF  THE 
ADVERTISING  PAGES 

By 
WILLIAM   S.   POWER 

President,  Power,  Alexander     &  Jenkins  Company,  Detroit 


"The  man  who  says  he  never  reads  ad- 
vertisements, either  is  a  proper  candidate 
for  the  Ananias  Club  or  is  lacking  in 
common  business  sense." 

That  is  the  way  a  big  business  man, 
the  head  of  a  successful  corporation,  put 
it  in  talking  to  his  selling  force  a  few 
days  ago. 

The  advertising  pages  of  the  big 
National  magazines  are  a  barometer  of 
business. 

They  are  consulted  by  practical  men 
and  women  just  as  the  financial  and  social 
pages  of  the  newspapers  are  consulted  for 
the  information  they  contain. 

Time  was,  and  not  so  very  long  ago, 
when  the  advertising  pages  were  merely 
a  direction  of  things  for  sale. 

To-day  they  rank  side  by  side  with  the 
editorial  pages  in  the  vital  interest  of  the 
messages  that  they  carry. 

One  does  not  often  hear  a  slurring 
remark  these  days  as  to  the  unreliability 
of  an  advertising  message. 

Advertisements  as  a  class  have  ceased 
tr>  be  unreliable. 


Superlative     and     exaggerated 
have  lost  favor  with  advertisers. 


claims 


No  part  of  a  magazine  to-day  is  more 
carefully  edited  and  more  ruthlessly  purg- 
ed of  unreliable  statements  than  the  pages 
that  carry  the  advertising  messages. 

Advertisers  have  discovered  that  frank- 
ness and  conservation  and  truth  are  the 
strongest  allies  that  they  can  have  in  their 
efforts  to  win  public  confidence. 

And  so  it  is  that  to-day,  as  never  before, 
men  and  women  scan  the  advertising 
nages  as  carefully  and  with  as  deep  an 
interest  as  thgy  give  to  any  other  part  of 
the  magazines. 


The  advertising  pages  reach  out  to  you 
in  a  spirit  of  friendship  and  co-operation. 

That  is  their  mission — to  make  a  friend 
of  you  and  to  win  your  good-will. 

To  be  sure  they  have  something  to  sell 
yen — but  that  is  rather  a  secondary  con- 
sideration, a  by-product  of  advertising,  if 
you  please. 

The  big  elemental  aim  is  to  win  your 
good-will — when  that  is  accomplished,  the 
selling  will  follow  as  a  perfectly  natural 
result. 

Look  through  the  advertising  pages  of 
this  magazine — note  the  carefulness  with 
which  the  messages  have  been  prepared — 
feast  your  eyes  on  the  art  that  has  been 
used  in  illustrating  them— sense  the 
friendly  hand-clasp  that  they  seem  to  ex- 
tend toward  you. 

Then  analyze  them  for  yourself. 

You  will  find  that  the  products  that  are 
most  persistently  and  effectively  advertised 
are  almost  universally,  the  best  and  most 
dependable  products. 

That  is  a  perfectly  natural  illustration 
of  the  law  of  cause  and  effect. 

An  advertisement  is  a  pledge.  The  man 
who  issues  it  puts  himself  on  record.  The 
.public  expects  more  of  him — and  almost 
invariably  he  measures  up  to  expectations. 

The  development  of  advertising  has  put 
business  on  a  higher  plane.  It  has  created 
a  finer  code  of  business  ethics.  It  has 
made  possible  better  products  and  lower 
prices.  It  (ha.s  immeasurably  increased 
the  comforts  of  life  by  bringing  within 
the  reach  of  all  the  conveniences  and 
luxuries  that  would  otherwise  be  enjoyed 
only  bv  the  few. 
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Sfai?A&rA 
B&P 

Blank  Books 

end 

Loose  LW  Drtc** 


Standard 

B6P 

Blank 

Books 

and  Loose  Leaf 
Devices 

THE  LINE  OFIOOOI  NUMBERS 


Modem  facilities 
backed  b)T&0 
years  of  experi- 
ence assure; 
the  quality  of 
Standard  B&P 
Products 


SOLD    ONLY  THROUGH 
DEALERS 


B00RUM&  Pease  Co. 

NEW  YORK 


One  for  Every  Business 

Phone 


One  for  Every 
Switchboard 


Desk    style 
Capacity    440    Names. 


Styie    F    Desk    Type 
Capacity   1035   Names 


For    Switch    Board 

Operator:, 

Style   R    Desk   Type 

Capacity     1400     Names 


Detachable  style 


Hunting    in    the    directory 
for  frequently-used  telephone 
numbers    is    now   a   needless 
waste  of  time.     Dealers!  You 
can  cash  in  on  the  ingenious 
device  which  has  brought  this 
about.      You   can   gain   your 
busy  customer's  good  will  by 
selling  him  the  Meilicke  Ac- 
tive   Telephone     List. 
Through  its  ready,  rapid, 
fingertip  action  the  Meil- 
icke   Phone     List    almost 
sells  itself.     On  a  custom- 
er's   desk    or   switchboard 
it  builds  more  sales.     Ev- 
ery   wideawake     business 
man  who  sees   one  wants 
one  like  it. 

These  compact,  attrac- 
tive necessities  are  built  in 
two  types,  desk  and  de- 
tachable. Both  types  have 
flexible,  self-closing  in- 
dexes mounted  on  stout 
metal  standards,  tilted  just 
right  for  ready  refer- 
ence. They  are  finished 
in  telephone  black. 


Desk  types  are 
mounted  on  solid  bases 
with  rubber  feet  to  pre- 
vent scratching  or  mar- 
ring of  desks.  The  de- 
tachable style  clips  in- 
stantaneously to  trans- 
mitter post  of  instru- 
ment without   bolts   or 


Every  progressive  stationer  will  be  interested  in   the 
Meilicke  proposition  to  dealers.      Write  for  H. 

>^eAUakc  Calculator  Company 

362  North  Clark  Street 
Chicago,  111. 
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Two  IN  e w  Pro  d  u  c  Ts 
j^dded   To  The  W&-W  Line 


"Strathmore  Quality" 
Typewriter  Papers 

and  Manuscript  Covers 

AS  a  companion  to  our  lines  of 
distinctive  social  stationery,  to 
enable  you  to  round  out  your 
stock  and  to  fill  all  demands  that  may 
come  to  you  for  high-grade  papers,  we 
offer  "Strathmoie  Quality"  Typewriter 
Papers  and  Manuscript  Covert. 

Recognized  everywhere  as  the  very 
best  among  high-grade  papers,  "Strath- 
more  Quality"  is  too  well-known  to 
require  extended  mention  of  its  many 
merits  and  we  are  confident,  therefore, 
that  the  trade  generally  will  welcome 
the  opportunity  of  stocking  and  sell- 
ingthis  popular,  well-advertised,  quality 
line,  for  which  a  good  demand  has 
been  already  widely  manifested. 

Manufactured  in  the  most  modern 
and  best  equipped  paper  mills  in 
the  country,  by  a  concern  specializing 
for  years  in  only  the  best  and  highest 
grade  of  writing  papers,  the  'Strath- 
more  Quality"  line  possesses  every 
feature  that  high-grade  typewriter 
papers  and  manuscript  covers  should 
have — and  some  more,  too.  Rich  and 
strong  in  feeling  and  appearance,  made 
of  good,  clean  rags,  by  workmen  who 
know  their  business,  "Strathmore 
Quality"  never  varies. 

Supplied  in  white  and  seven  tints 
in  the  usual  and  called  for  sizes. 

Cook  of  samples  of  the  complete  line  with 
prices  gladly  furnished  for  the  asking 


M 


Bantam  Manifold 
Typewriter  Paper 


TO  still  further  aid  you  in  supply- 
ing all  wants  that  you  may  be 
called  upon  to  fill,  we  are  also 
glad  to  offer  Bantam  Manifold,  really 
the  peer  in  its  line,  which  we  know 
will  meet  with  wide  favor. 

Bantam  Manifold  is  a  genuine 
manifold  paper,  made  in  a  high-grade 
writing-paper  mill,  on  a  Fourdrinier 
machine  especially  developed  to  make 
light-weight  writing  papers,  yet  is  priced 
almost  inline  with  book-mill  manifolds . 

It  thus  occupies  a  unique  position 
and  deserves  the  consideration  of  all 
live  merchants  and  progr-essivebusiness 
houses  who  desire  a  real  quality,  long- 
lived  manifold  paper,  at  a  reasonable 
price,  and  in  which  the  writing  qualities 
are  dominant. 

Unlike  someother  papers,  Bantam 
Manifold  is  not  woody  or  brittle; 
neither  is  it  inclined  to  crack  or  tear, 
nor  will  it  be  found  limp  and  lifeless 
and  subject  to  collapse  in  the  files. 

Tub  sized,  it  stands  on  its  own 
feet  with  a  tough  "raggy"  feel;  it  is 
easy  to  manipulate  in  the  typewriter 
or  duplicator  device.  It  will  satisfy 
your  customer's  every  want  in  the  line 
of  manifold  papers. 

Supplied  in   white  and  five    tints 
in  the  popular  sizes  and  weights. 

Samples,    prices    and    further     information 
cheerfully  supplied  on  request. 


A.  R.  MacDougall&Co.,  Ltd. 

46  i   King  St.  West 

Toronto.  Ontario 


White  &  Wyckoff  Mfg.  Company 
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ELdoradO 

the  master drawing  pencil" 

*  Made  in  17  Leads — one  for 

every   need  or  preference 


DIXON'S  ELDORADO  is  the 
complete  and  final  answer  to 
the  call  for  the  best  pencil  for 
any  purpose  a  lead  pencil  can 
serve. 

Recommend  "ELDORADO" 
to  your  customers  to  ease 
and  quicken  their  pencil  work. 

DIXON'S  ELDORADO  is 

made    in    I J    Leads — one  for 
every   need  or  pre ference. 


JOSEPH  DIXON  CRUCIBLE  CO.,  Pencil  Deft.  74-J,  Jersey  City,  N.  J. 

Canadian  Distributors: — A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 


D3 


ff= 


Customers  Trust  Your  Judgment 

THEY  expect  you  to  know  what's  best  in  your 
line  when  they  want  something  for  a  specific 
purpose  give  them  the  right  thing  and  you  will  in 
each  case  have  made  a  customer  who  will  come  back. 


CENGBUSCH 

8*    Self-Closing     ZZ 

InkstanD 


It's  more  tihan  an  ink  receptacle. 
It  saves  ink,  time,  trouble  and  tem- 
per. Cuts  ink  bills  75  per  cent., 
and  assures  clean,  fresh  ink  at  all 
times.  Made  of  the  best  materia! 
obtainable. 


The  sensible  way  to  use  mucilage.     Clean,  convenient,  easy  to  fill. 
Moulded  in  one  piece  of  genuine,  hard  rubber.    Neat  and  attractive. 

A  good  line  of  "Sengbusch"  Office  Appliances  is  the  earmark  of 
a   live  stationer.      There's  a  good  margin   in   them,  too. 

Our  catalog,  circulars,  display  cards,  etc., 
with  your  imprint  on  them,  are  free.  Get 
your  share,  now.  They  help  make  added 
sales. 


THelDE/Il: 

\M     8ANITARV       TV 

MoisteneR 

Another    time    and    money    saver. 
The   "Quick   and  Easy   Way"  to 
the  right  amount  of  moisture 
just  where   it's   needed.      For 
fingers,  stamps,  labels, 
envelope      flaps,     etc., 
etc.    Beautiful  as  well 
as    durable    and    use- 
ful. 


Representatives  for  Canada  and  Newfoundland: 


A.  R.  MACDOUGALL  ^S  TORONTO,  ONT. 
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COVER  PAPERS 


ESTABLISHED    1846 


Liberty,  International 
and  Interwoven  Covers 


For  Broadsides,  Folders,  Booklet  and  Catalogue  Covers 

SAMPLES  AND  PRICES  ON  REQUEST. 

#V?Dxw3»tv 

MONTREAL  TORONTO 


Win  The  Customer  With 
Carter  Quality 

It  is  true  that  the  manufacturer  of  a  branded  and  known  article  assumes  the 
responsibility  for  the  quality  and  performance  of  that  article. 

But,  at  the  same  time,  you  can  never,  nor  is  it  desirable  to,  eliminate  or  weaken 
the  close  relationship  which  exists  between  the  stationer  and  his  customers. 

Therefore,  when  you  sell  a  bottle  of  ink,  or  a  jar  of  paste,  or  any  other  piece  of 
merchandise,  you  stand  shoulder  to  shoulder  with  the  manufacturer  to  take  credit 
if  credit  is  due,  or  to  share  the  burden  if  no  credit  can  be  given. 

Knowing  this,  it  is  a  great  source  of  satisfaction  here  to  feel  that  the  increased 
popularity  of  the  Carter  Ink  Products  has  brought  as  much  to  the  stationers  of  this 
country  as  to  us. 

THE  CARTER  INK  COMPANY 

Mount  Royal  Avenue  and  Drolet  Street 
MONTREAL,  QUEBEC 


18 


Toy 


BOOKSELLER     AND     STATION  E  R 

Canadian 


Trade  News 


A  Regular  Monthly  Section  Featuring  Toys  and  Other  Lines  fof 
Children's  Trade,  Sporting  Goods  and  Fancy  Goods 


Special  Section  of  T*  -r     1      '    1  r\^f\  Vol.  XXXVL 

Bookseller  &  Stationer  1  OrOIltO,    July,     IV &)  No.  7 


A  message  to  wholesalers  : 

HOW    TO    HELP 
YOUR  TRAVELERS 

A  UGUST  is  the  month  when  your  travelers  get 
^  *-  into  shape  for  the  Fall  Campaign. 

Consequently   the   AUGUST  NUMBER   of 
BOOKSELLER    AND    STATIONER    is    the 

proper  one  for  announcements  that  will  effec- 
tively co-operate  with  your  travelers,  blazing 
the  trail  and  making  it  easier  for  them  to  interest 
the  retail  trade  in  the  particular  goods  which 
you  want  them  to  push  in  their  Autumn  selling. 

Do  this  thing  up  right  by  having  a  good  strong 
announcement  in  the  August  issue. 

Last  Forms  Close  July  24. 

BOOKSELLER  &  STATIONER 

143-153  University  Ave.         -  Toronto,  Canada 
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sb  <hif/L>    Aa£4L>   ***££>  r-  7rCsJ~  £****  yru,  &<lbU*tJ? 

jhy  -&JLOLO  *K0U*   *tc*HAJ    ^fc  AfijJL  JjUUiOh^m      ~£*-**     "^^^ 

Z/-iu^A2£f%i  d^ujuj  ru+  th  Am^ko  d*^f*j  77^4^  ^^f  C^*Cr- 

^«  I  ■■Mil'    1^    ■»■■!  I  ■  ■  1 

George  J.  McLeod,  Limited,  Toronto 

Canadian  Selling  Agents 
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"T"  BRAND 
RUBBER  BALLS 

GREY  and  TERRA  COTTA 

2"  to  8"  in  Grey.      2"  to  3"  in  Terra  Cotta.     Case  lots  only. 

Our  customers  write  us  they  are  the  best  Rubber  Balls  they  purchased  for  1920. 
They  hold  the  air— not  a  single  complaint  as  to  quality. 
For  delivery  January,  1921. 


Distributors  for  the  United  States  and  Canada 


MORIMURA  BROS 


53-57    WEST    23rd    STREET 
NEW      YORK      CITY 


POTTER'S  HARD -WEAR  TOYS 

WILL  INCREASE  YOUR  SALES  AND  PROFITS 

Potter's  Hard- Wear  Toys  will  net  you  nearly  100%  profit.  They  are  built  for  ser- 
vice— will  give  complete  satisfaction  and  bring  repeat  business.  Firms  who  only  order- 
ed one  or  two  of  each  number  last  year,  have  purchased  in  dozens  this  year,  showing 
conclusively  that  these  toys  are  good  sellers  and  a  profitable  line  to  carry.  They  are 
made  in  Canada  by  Canadians  and  we  can  give  prompt  delivery. 

Our  Special  Sample  Assortment  Comprises 


Two  only  No.  1  Engine  and  Tender  @  $3.25  each  =  $6.50.  Consumers'    price   $6.00=$12.00 

Two  only  No.  2  Engine                             @  $1.35  each=  2.70.  Consumers'   price    $2.50=     5.00 

Two  only  No.  3  Engine  and  Tender  @  $2.40  each  =   4.80.  Consumers'   price    $4.00=     8.00 

Two  only  No.   6   Motor  Truck              @   $4.50  each=  9.00.  Consumers    price    $7.50=    15.00 


Total  Cost  $23.00  Total  Sales  $40.00 


Potter's   Hard-Wear   Toys  have  proven   a  popular   line  during   tihe   Summer   Season — they   are  so  strongly 

constructed  that  they  make  ideal  toys  for  outdoor  play. 

If   you   order   this   sample  assortment   we  know   you   will   be   a  permanent   customer.      Give   these  Toys   an 

opportunity  of  showing  how  they  can   increase  your  sales. 

Cash    with    order    shipments,    less    2%    cash    discount — Carriage    charges    prepaid.      Regular    terms    2%    10 

days,    net   30  days   F.O.B.   Montreal. 

Write   us   to-day.  , 

Robertson  &  Murphy,  Limited       pottpr>s    Hard -Wear    Tov     Co 

Sole  Canadian  Distributors  (except  Montreal)  1  UllCI    5       |iaill-TTCCU         1  U J         V,U. 

247  St.  Paul  St.  W.,  Montreal 

8  Wellington  St.  E.,  Toronto  238  Chambord  St.,  Montreal 
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Good  Selling  Specialties  for  the  Stationery  Trade 

— A  Guide  for  Buying  and  an  Aid  to  Selling- 
Dealers  :  Keep  Your  Eye  on  This  Department  for  New  Lines 


SPECIAL 

PENNY 

TOY 
BOOKS 

SAMPLES  ON 

APPLICATION  TO  THE 

PUBLISHERS 

Goode  Bros.,  Ltd. 

(1913) 

ARIEL  WORKS 

88-90  CLERKENWELL  ROAD 

LONDON,  E.C.  1.,  ENGLAND 


The  spaces  on  this  page 
are  equivalent  to 

Double  Buyers' 
Guide  Spaces 

THE  RATE   IS 

$5.00  Per  Month 

on  Yearly  Contract 

Single  Insertion  $7.00 

A  Good  Live  Page— High  Value  in 
Publicity  at  Minimum  Cost. 


Story  Books 
Toy  Books 
Painting  Books 


See  the  new  Dainty 
WEE  S.ERIES  and 
M  O  N  DAY'S 
CHILDSERIES 


PRELIMINARY  LIST 
for  1920  NOW  READY 

Canadian    Representative 

W.  C.  B.  WADE 

Carlaw  Building 

28-30  Wellington  St.  W. 

Toronto 

GALE  &  POLDEN  Limited 

2  Amen  Corner,  London,  E.C. 


Aldershot 


Portsmouth 


Canadian  Made  Toys 


Dealers  should  not  neglect  this  pro- 
fitable line.  Your  opportunity  to  buy 
high-grade  Canadian-made  wooden 
toys  direct  from  the  manufacturer. 
Write   for  catalogue  and  price   list. 

Toy     Woodworkers  Limised 

Minto  St.,  Winnipeg,  Man. 


(HAZED  LINEN 


0 


tyhe  Merits  of* 

(HAZED  LINEN 

DIE-WIPING 

-  PAPER; 

are  now  recogniz- 
ed by  the  leading 
Die  and  Plate  Press 
'^Manufacturers- 
and  it  is  beina^> 
recommended  by 
them  and  shipped 
with  all  new  presses 

PAPERMANUFACTURERS  COJnc 

PHILADELPHIA-PA- 
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ENGLAND 


WANTS 


CANADIAN 
TOYS 

Manufacturers: 

Bookseller  &  Stationer  can 
put  you  in  touch  with 
British  Concerns. 

They  Can  Sell  Your  Pro- 
ducts. 


BOOKSELLER  &  STATIONER 

143-153  University  Avenue  TORONTO 
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Eagle  Brand 


TOY  BALLOONS 


are  just  the  kind  of  beautifully  colored,  handsomely  decor- 
ated toy  balloons  that  will  fascinate  the  children  in  your 
locality  and  bring  them  trooping  in  your  store  with  ready 
nickels  and  dimes. 


Good 
Profits 


Spring  and  summer  are  always 
big  selling  seasons  for  these  at- 
tractive profit-earners  and  the  big 
margin  they  offer  makes  them 
worth  while  sellers.  They  require 
no  selling  effort  on  your  part.  Mr. 
Merchant — just  inflate  a  dozen  or 
so  assorted  shapes  and  colors,  and 
place  them  in  the  window^ — and 
your  cash  register  will  keep  time 
to  a  merry  tune  until  your  supply 
is  exhausted. 


Send  for  a  trial   supply,    but   be 
sure  yov  order  enough. 


THE  EAGLE  RUBBER  CO. 

16  Orange  St. 

Ashland,  Ohio,  U.S.A. 

New  York  Office:    33  Union  Square  West 

Largest  Factory  in  the  U.S.A. 
Making  Toy  Balloons  Exclusively 


Canadian  Agents: 


Menzies  &  Co.,  Ltd. 

489  King  St.  W.  Toronto,  Can. 
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CLUCINE    IS    A   STICKER. 


5-oz.  size,  with  cap  and  brush,  30c  retail 
11  -oz.  size,  with  cap  and  brush,  50c  retail 
30-oz.  size,  for  refilling,  -      -      $1.00  retail 


GET  THE  LION'S  SHARE 

of  Business  by  Stocking  Up  With  Lyons 


There  is  nothing  put  up  in  a  bottle  that  is  more  appreciated  in  an  office 
than  Glucine — You  will  notice  that  we  say  "in  an  office."     It  is  the  best 
liquid  adhesive  ever  invented.    ECONOMICAL,  CLEAN,  and  always 
Sweet  and  Odorless.    Persuade  your  school  board  to  adopt  it. 
It  yields  a  good  profit  to  the  dealer. 


Drop  a  card  to  us  to-day,  reading  something  like  this:  Kindly  send  us  per 
cheapest  way,  1  gross,  5  oz. ;  l/z  gross,   11  oz.,  and  3  doz.  quarts  Glucine. 


LYONS  BANK  WAX  AND  LYONS  INKS  are  now  in  stock  at  Toronto. 
The  name  Lyons  is  your  best  guarantee  of  quality. 

Manufactured  by  LYONS  INK,  LIMITED,  MANCHESTER,  ENGLAND 

Canadian  Agents: 

MENZIES  &  COMPANY,  LIMITED 

439  KING  STREET  WEST,  TORONTO 
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ALLEN  LINE  LEADERS 


Real  Mother  Goose 

Pictures  by  Blanche  Fisher  Wright  %  3  •  0  0 

The  Peter  Patter  Book 

$3.00 

/Esop  For  Children 


By  Leroy  F.  Jackson 
Pictures  by  Blanche  Fisher  Wright 


Beautifully  illustrated  in  color. 
By  Milo  Winter. 


$3.00 


GOOSEY  GOOSEY  GANDER 
SERIES 

Illustrated  by  Blanche  Fisher  Wright 

Our    Children's    Favorites     85 

Tommy  Tittle  Mouse 85 

Polly    Flinders    85 

Little  Jock  Horner 85 

Billy  Bumpkins   (new)    , 85 

Hinky  Pinky  (new)    85 

Billy  Be  Nimble  (new)   85 


GREENWOOD  SERIES 

The  Adventures  of  Tommy  Tad  and  Polly  Wog, 

by  E.  H.  Trick 65 

More  Adventures  of  Tommy  Tad  and  Polly  Wog, 

By  E.  H.  Trick    .v 65 

Doctor  Rabbit  and  Tom  Wild  Cat 65 

Doctor  Rabbit  and  Ki-Yi  Coyote    65 

Doctor  Rabbit  and  Grumpy  Bear 65 

Doctor  Rabbit  and  Brushtail  the  Fox 65 

Doctor  Rabbit  and  Big  Horned  Owl 65 

Doctor  Rabbit  and  Slinky  the  Black  Wolf 65 


Black    and    White    Mileage    Maps. 

Railroad  mileage  between  cities,  towns  and  junctions.    Especially 
valuable  for  travelers. 


Alberta  and  British  Columbia  21x28  inches 
British   Columbia — see   Alberta 
Manitoba  14x21   inches 
Ontario  21x28  inches 


Nova  Scotia,  New  Brunswick  and  Prince 

Edward  Island  14x21  inches 
Quebec   21x28    inches 
Saskatchewan  14x21  inches 


Prices  to  the  Trade — $3.00  a  dozen. 


RAND    McNALLY    CO.,    CHICAGO,    ILL. 


THOMAS  ALLEN,  PUBLISHER 


TORONTO 
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BETTER  THAN  "THE  INDIAN  DRUM" 

YOU'LL   ADMIT  THAT'S   GOING  SOME 


* 


P« 


• 


By  EDWIN  -BALMER 

vCo-a«thorof"THE  iftfcl^N  DRUM 

COMING      IN      AUGUST 

Get  your  order  in  well  in  advance.      This  is  bound  to  be  a  Big  seller. 

THOMAS  ALLEN,  PUBLISHER,  TORONTO 
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BEST 
VALUE 

IN 
CANADA 


Purses 
Strap 
Back 

$8.50 

to 

$36.00  doz. 


Vanity 

Bags 

$15.00 

to 

$108.00  doz. 


None 

Better 

Made 

Anywhere 


Silk 

and 

Velvet 

Bags 

.  $24.00 

to 

$96.00  doz. 


Music 

Rolls 

$18.00 

to 

$36.00  doz. 


Manufactured  by 

CANADIAN  LEATHER  PRODUCTS 


144  FRONT  STREET  WEST 
TORONTO 


LIMITED 


28 


BOOKSELLER     AND     STATIONER 


BEST 

VALUE 

IN 

CANADA 


Men's 

Bill 

Folds 


Men's 
Collar 
Boxes 
$18.00 
to 
$36.00  doz. 


None 

Better 

Made 

Any- 
where 


Ladies' 

Belts 

in 

Novelty 

Styles 

all 
Widths 


Manufactured  by 

CANADIAN  LEATHER  PRODUCTS 


144  FRONT  STREET  WEST 
TORONTO 


LIMITED 
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PUSH  THE  GOODS  THAT  PAY  THE  PROFIT 

HERE  THEY  ARE 

NELSON 
OVELS 

50  cents 

$30  per  lOO  f.o.b.  Toronto 

Handy  Size.       Cloth  Bound.        Coloured  Wrappers. 
Fine  Paper.        Clear  Type. 


Stock  Order 
MB 

1 —  Salute  to  Adventurers. . John  Buchan 

—  2 —  Rodney  Stone ,  .  .  .  A.  Conan  Doyle 

—  3 —  Three  Mi~s  Graemes    S.  Macnanghtan 

4 —  Old  Wives'  Tale   Arnold  Bennett 

5—  Marriage    H.   G.   Wells 

—  6 —  Paul  Pa  toff F.  Marion  Crawford 

7—  Trent's   Last  Case E.   C.   Bentley 

—  8 —  Thorley   Weir    E.  F.  Benson 

—  9 —  The  Witch  of  Prague.  .  .  .F.  Marion  Crawford 

—  10 —  Preston  John John  Buchan 

—  11—  Riddle  of  the  Sands    E.  Childers 

—  12 —  Wild  Geese Stanley  Weyman 

—  13 —  The  Manxman    Hall  Caine 

—  14 —  Jim   of   the   Ranges G.  B.  Lancaster 

—  15 —  Loot  of  Cities   Arnold  Bennett 

—  16 —  Sailors'  Knots W.  W.  Jacobs 

—  17 —  Ships'   Company    W.   W.  Jacobs 

—  19 —  Four  Feathers    A.  E.   W.  Mason 

■ —  21 —  Zoroaster    F.  Marion  Crawford 

—  22 —  Married  or  Single   B.  M.  Croker 

-  23—  A   Rolling   Stone B.  M.   Croker 

—  27 —  House  of  the  Wolf Stanley  Weyman 

—  28—  John   Verney    H.  A.   Vachell 

—  30 —  The   Red   Cockade Stanley   Weyman 

—  33 —  Dr.    Syn Russell    Thorndyke 

■ —  34 —  Red   Pottage    Mary   Cholmondeley 

—  35 —  Romance   J.  Conrad 

—  39 —  Helbeck  of  Bannisdale.  .Mrs.  Humphrey  Ward 

—  42 —  Khaled F.  Marion  Crawford 

—  43 —  Interplay Beatrice    Harraden 

—  44 —  Lake  of  Wine   J.  Bernard  Capes 

—  45 —  Crossriggs M.  and  J.  Findlater 

—  48 —  Three  Fates   F.  Marion  Crawford 

—  49 —  Lady  Audley's   Secret    M.  E.  Braddon 

■ —  51 —  Children   of  the  King.  . .  .F.  Marion  Crawford 

—  52 —  Lost   Endeavour    J.  Masefield 

—  53 —  Many  Cargoes    W.  W.  Jacobs 

-  54 —  Lady  of  the  Barge   :  W.  W.  Jacobs 

—  55 —  Greifenstein F.  Marion  Crawford 

—  56 —  Simpkin's  Plot Geo.  A.  Birmingham 

-  57—  Triumph  of  Tim    H.  A.  Vachell 

—  58 —  Sophia Stanley  Weyman 

—  60 —  Pietro   Ghisleri    F.  Marion  Crawford 

-  62 —  Blinds   Down    H.  A.   Vachell 

-  64 —  The  Eldest  Son    Archibald  Marshall 

—  65 —  Adventures  of  Gerrard A.  Conan  Doyle 

—  66 —  A  Cigarette  Maker's  Romance   

F.  Marion  Crawford 

-  67 —  Micah  Clarke  A.  Conan  Doyle 

—  68 —  Tristram  of  Blent Anthony  Hope 

—  69 —  Mr.  Isaacs F.  Marion  Crawford 

-  71 —  Set  in  Authority    Mrs.  Everard  Cotes 

—  72 —  A  Gentleman  of  France Stanley  Weyman 

- —  73 —  The   Town   Traveller George   Gissing 


Stock  Order 
MB 

■ —  74 —  The    Lightning    Conductor    

C.  N.  and  A.  M.  Williamson 

—  75 —  Sant  Ilario F.  Marion  Crawford 

—  76 —  Wee   Macgreegor   J.  J.  Bell 

—  78 —  The    Making    of    a    Marchioness    

Mrs.  Hodgson  Burness 

—  79 —  Dr.  Claudius   F.  Marion  Crawford 

—  81 —  Where  Your  Treasure   Is Holman   Day 

—  83—  John   Charity    H.  A.  Vachell 

—  84—  Beyond   the   Pale B.  M.  Croker 

—  85 —  The    Princess    Passes    

C.  N.  and  A.  M.  Williamson 

—168—  The  War  in  the  Air  H.  G.   Wells 

— 205 —  Some   Experiences   of  an   Irish   R.M 

Somerville  and  Ross 
— 221 —  Some  Irish  Yesterdays.  .  .  .Somerville  and  Ross 

—223—  Blinds   Down    H.  A.   Vachell 

—225—  The  Golden  Kingdom   Balfour 

— 227 —  Roderick   Hudson    Henry  James 

— 229 —  Further   Experiences   of   an    Irish   R.M 

Somerville  and  Ross 

— 230 —  The   Shadow   of   the  Rape    Hornung 

—238—  The  Last  Galley A.  Conan  Doyle 

— 503 —  The   Canoness    Andre   Theuriet 

— 504 —  Meriel  of  the  Moors  R.  E.  Vernede 

—505 —  The  Matador Ibanez 

— 506 —  The  God  in  the  Car   Anthony  Hope 

— 507 —  Waters  of  Jordan   H.  A.  Vachell 

— 508 —  Vrouw  Grobelaar Percival  Gibbon 

— 512 —  The  Inimitable  Mrs.  Massingham.H.  Compton 

—513—  Cinderella   .  .  .' S.  R.  Crockett 

— 514 —  Hound  of  the  Baskervilles.  .  .  .  A.  Conan  Doyle 

—515—  The  Westcotes    "Q" 

—516 —  The  Oakleyites E.  F.  Benson 

— 517 —  An   Irish   Cousin Somerville  and  Ross 

— 522 —  Kit  Kennedy   S.  R.  Crockett 

— 5?5 —  The  Real  Charlotte Somerville  and  Ross 

— 526 —  A  Question  of  Means    M.  B.  Cross 

— 527 —  The   Silver  Fox   Somerville  and  Ross 

—  528—  Cleg  Kelly S.  R.  Crockett 

MD 

—  2—  Marcella   Mrs.  Humphrey  Ward 

—  4—  The  Car  of  Destiny.C  N.  and  A.  M.  Williamson 

—  6 —  The  Wages  of  Sin   Lucas  Malet 

—  7 —  Simon  Dale Anthony  Hope 

—  8 —  Sir   George  Tressady.  .  .Mrs.  Humphrey   Ward 

—  11 —  The   Forest  Lovers Maurice  Hewlett 

—  12—  The  Bondman Hall  Caine 

—  16 —  Richard  Yea   and   Nay    Maurice   Hewlett 

—  19 —  Raffles E.W.  Hornung 

—  23 —  The    Stooping  Lady    Maurice   Hewlett 

—  25 —  Mr.  Justice  Raffles E.  W.  Hornung 

—  27 —  Fond    Adventures    Maurice   Hewlett 

—  31 —  The  Potter's  Thumb    Mrs.  F.  A.  Steele 

—  32 —  Rest  Harrow Maurice  Hewlett 


>» 


Don't  lose  business  through  being  "out  of  stock.' 

Mark  your  requirements  in  the  RIGHT  hand  column  above, 
and  mail  this  page  to  us. 

Large  shipments  have  just  arrived. 


Thomas  Nelson  &  Sons  Ltd.    -    Toronto 
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CLEAR  SAILING 

pp the  Boofoeller  with  afiil  ling  of  Qrosset^Dorilap 
Pcpular Copipighi  fiction  during  the  Vacation  Months. 
It  ftever  gets  too  worm  to  BEAD.  Over  hundred 
of  the  most  enticing,  most  popular  ioofo  to  choose  from. 
GPQ33ET&DUNU\P  -  NEWYODK 


George  J,  McLeod,  Limited,  Toronto 

Canadian  Selling  Agents 
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BUDGET  REVISIONS 

BUDGET  changes  according  to  the  final  draft 
brings  considerable  relief  to  retailers  fol- 
lowing the  chaotic  condition  created  by  the 
original  provisions  for  the  working  out  of  the 
"Excise"  tax.  It  was  quite  evident  that  the 
aim  in  the  first  place  was  to  make  the  budget 
serve  political  purposes  but  there  has  been  a 
disposition  displayed  to  repair  some  of  the  worst 
features.  Had  business  men  who  have  actually 
to  do  with  the  conditions  involved  been  con- 
sulted before  and  not  after  the  budget  was 
brought  down  the  whole  matter  could  undoubt- 
edly have  been  handled  in  a  much  more  in- 
telligent way. 

However,  if  the  result  of  the  present  experi- 
ments is  such  as  to  disgust  the  public  with  direct 
taxation  it  may  be  that  there  will  be  a  more 
reasonable  attitude  in  the  future  towards  the 
tariff  as  a  means  of  raising  revenue.  Despite 
the  amendments  the  new  taxes  are  going  to  con- 
tinually chafe  the  purchaser  while  the  business 
element  is  loaded  up  with  a  lot  of  detail  work 
even  though  the  stamp  system  will  somewhat 
simplify  the  previous  proposals  as  to  collection. 

The  amendments  which  have  been  made 
cover  a  multitude  of  details  but  in  the  main  in- 
volve the  principle  of  placing  the  luxury  taxes 
on  the  excess  amounts  above  a  certain  figure 
instead  of  on  the  total  when  such  a  figure  is 
exceeded.  Then  in  connection  with  the  turn- 
over tax  there  will  be  a  levy  of  2  per  cent,  when 
goods  are  handled  directly  from  manufacturer 
or  importer  to  the  retailer  which  protects  the 
wholesaler  and  removes  the  undue  advantage  of 
the  big  mail  order  house. 


ON  INVESTMENTS 

IN  these  days  of  strong  tendencies  toward 
speculation,  it  would  be  a  good  thing  for 
commercial  associations  to  get  together  and  de- 
vise plans  for  spreading  the  gospel  of  work  and 
concentration  as  the  best  means  of  achieving 
success  in  life. 

On  every  hand  are  seen  prospectuses  of  new 
joint-stock  companies  glowing  with  promise 
and  people  are  misled  to  believe  that  the  steady 
plodding  that  formerly  brought  its  rewards,  is 
ineffectual  to-day  by  reason  of  existing  handi- 
caps that  seem  to  be  crushing  individual  effort. 

In  spite  of  the  bluest  picture  that  can  be 
painted,  the  fact  remains  that,  with  the  excep- 


tion of  the  negligible  few,  lucky  enough  to  have 
achieved  wealth  without  working  for  it,  the 
average  business  man  who  invested  money 
somewhere  out  of  his  own  control,  would  have 
been  far  better  off  had  he  put  such  surplus 
money  in  his  own  business  so  that  the  business 
might  be  protected  against  the  increasing  cost 
of  carrying  on  in  these  post-war  days. 

Capital  invested  in  his  own  business  will 
always  bring  the  business  man  the  greatest  re- 
turns, providing  that  the  business  is  properly 
conducted,  a  circumstance  that  entails  protect- 
ing it  by  building  up  a  reserve  capital  that  may 
be  drawn  upon  whenever  necessity  arises.  The 
last  few  years  have  seen  remarkable  advances 
in  the  cost  of  doing  business  and  many  a  mer- 
chant would  be  able  to  breathe  far  more  easily 
had  he  in  hand  for  his  own  use,  money  that  he 
has  at  different  times  invested  out  of  his  own 
control,  most  of  which  has  probably  dissolved 
into  thin  air  or  is  at  any  rate  not  now  negotiable. 


THE  FLOOD  OF  BOOKS 

THE  editor  of  the  "British  Whig,"  Kingston, 
Ont.,  seems  to  be  unduly  pessimistic  regard- 
ing the  unending  deluge  of  books  and  in  a 
lengthy  editorial  under  the  caption  "Buried 
Under  Books,"  gives  no  credit  whatever  to  the 
many  books  that  are  published  and  read,  that 
are  decidedly  worth  while.  It  is  true  that  thou- 
sands are  published  that  seem  to  be  so  much 
waste  paper  and  waste  effort,  yet  is  it  not  true 
that  even  shallow  books  serve  a  good  purpose  in 
developing  a  taste  in  readers  for  something 
better? 

Listen  to  the  "Whig's"  groan : 

No  people  on  earth,  not  even  the  folk  who  built  the 
tower  of  Babel,  ever  spoke  so  diversely,  or  expressed  them- 
selves in  such  a  multiplicity  of  forms,  or  read  so  much 
and  so  confusedly,  as  the  people  of  both  Canada  and  the 
United  States.  No  people  ever  lived  so  fast,  in  litera- 
ture as  well  as  in  life.  Our  reactions  flash  and  pulsate 
from  one  end  of  the  continent  to  another,  in  a  continuous, 
blurring  chain.  There  can  be  no  permanence  about  impres- 
sions so  fleeting.  Of  those  who  choose  to  write  for  their 
own  day  alone  a  few  will  last  longer.  On  the  other  hand, 
those  who  choose  to  write  for  posterity  won't  be  read  at 
all. 

NEVER  forget  in  the  planning  of  window  dis- 
plays or  in  the  buying  of  stock  that  it  takes  all 
sorts  of  people  to  make  even  your  little  business 
world,  and  that  no  two  people  of  them  all,  per- 
haps, have  just  the  same  likes  and  dislikes.  Buy 
with  a  thought  of  variety  in  mind.  Put  variety 
into  your  window  displays. 
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NEWS   OF  THE   TRADE 


Ernest  V.  Bergin  succeeds  J.  B.  Cliffe 
&  Co.,  365  Victoria  Street,  Kamloops, 
B.  C. 

A  newly  incorporated  Toronto  con- 
cern is:  The  Canadian  Pocket  Typewriter 
Co.,  with  capitalization  placed  at  $500,- 
000. 

Harry   Burton,   buyer  for  the   Foster- 
•  Brown    Co.'s    bookstore,    Montreal,    was 
in  Toronto  on  a  buying  trip  in  the  week 
of  June  7th. 

Orangeville,  Ont.  —  The  Orangeville 
Fair  has  been  bought  by  Mr.  Grigg,  of 
Pembroke,  Ont.,  who  has  the  store  open 
for  business. 

Napanee,  Ont. — A  new  store  just  open- 
ed here  is  Neely's  Bookshop  and  China 
Mart.  A  unique  feature  at  this  store  is 
a  lounge  room  for  ladies. 

Prince  Albert,  Sask. — J.  R.  Merritt  in 
business  here  for  fourteen  years  as  a 
bookseller  and  stationer,  will  remove  to 
Yorkton,  Sask.,  carrying  on  the  same 
business  there. 

A.  T.  Chapman,  of  Chapman's  Book- 
store, Montreal,  was  in  Toronto  on  June 
10th  for  the  graduation  exercises  at 
Moulton  Ladies'  College,  his  daughter 
being  a  member  of  the  graduating 
class. 

Ben  Toon,  formerly  of  the  book  de- 
partment of  David  Spencer,  Ltd.,  Van- 
couver, and  latterly  with  the  Granville 
Stationery  Co.,  has  taken  the  position  of 
chief  assistant  in  the  bookstore  of  G. 
S.  Forsyth  &  Co.,  Vancouver. 

Craigmyle,  Alta. — Among  the  new 
subscribers  for  Bookseller  and  Sta- 
tioner, is  the  Craigmyle  Drug  Store. 
This  store  includes  a  representative 
stock  of  books  and  stationery  and  also 
leather  goods,  sporting  goods,  cameras 
and  photo  supplies,  greeting  cards  and 
postcards. 

A.  Roy  MacDougall,  President  of  the 
A.  R.  MacDougall  Co.,  Ltd.,  will  leave, 
this  month  on  a  nine  weeks'  trip  to  visit 
customers,  going  west  by  Grand  Trunk 
Pacific  to  Prince  Rupert,  and  returning 
via  C.P.R.  from  Vancouver.  He  will 
be  accompanied  by  Mrs.  MacDougall  and 
Miss  MacDougall. 

An  interesting  picture  in  a  recent  issue 
of  the  illustrated  section  of  the  Phila- 
delphia Public  Ledger,  one  of  a  series 
on  "Our  City's  Workers  and  What  They 
Do,"  depicts  Miss  Jeanette  McCullough 
operating  a  machine  that  presses  the 
completed  push  pins  into  the  soft  wood 
blocks  at  the  factory  of  the  Moore  Push 
Pin  Co. 


An  interesting  trade  visitor  in  Toronto 
last  month  was  Miss  Edith  Pook, 
manager  of  the  book  department  at  the 
Harrod's  Store,  London,  England.  While 
on  this  side  Miss  Pook  attended  the  con- 
vention of  the  American  Booksellers'  As- 
sociation at  Philadelphia.  She  placed 
some  goodly  orders  for  books  with  some 
of  the  Canadian  publishing  houses. 

Moose  Jaw,  Sask. — Two  of  the  gen- 
tlemen who  have  been  associated  with 
D.  C.  Nixon  for  many  years  in  the  sta- 
tionery business,  have  taken  over  Mr. 
Nixon's  stores,  which  formerly  operated 
as  D.  C.  Nixon,  Ltd.,  and  are  running  it 
under  the  name  of  the  Nixon  Book 
Store.  The  new  owners  are  F.  J.  Pearce, 
who  has  been  associated  with  the  firm 
for  thirteen  years,  and  S.  R.  Stephens, 
who  was  with  Mr.  Nixon  for  nine  years. 

Librarian  E.  L.  Hill,  of  the  Edmonton 
Public  Library,  was  in  Toronto  in  the 
week  of  June  7,  being  accompanied  by 
Mrs.  Hill.  They  came  East  for  the 
graduation  exercises  at  the  School  of 
Practical  Science,  a  daughter  being 
among  the  graduates.  Not  only  was  she 
the  first  woman  graduate  of  the  S.  P.  S., 
but  she  is  the  first  woman  architect  in 
Canada.  Before  coming  to  Toronto  she 
had  obtained  the  degree  of  B.A.  at  Al- 
berta University. 

Sovereign,  Sask. — In  sending  in  a  sub- 
scription for  Bookseller  and  Stationer, 
William  Hutchins,  of  the  Postoffice  Drug 
and  Stationery  Store,  Sovereign,  Sask., 
advises  that  a  general  stock  of  books, 
stationery,  toys  and  kindred  lines  are 
carried  in  his  store. 

Leather  goods,  musical  smallwares, 
cameras  and  photo  supplies,  gift  shop 
novelties^  greeting  cards  and  postcards 
are  also  sold.  In  the  toy  branch,  con- 
struction toys  as  well  as  the  smaller 
toys  are  sold. 

A  good  stock  of  dolls  is  carried  and 
games  are  stocked  in  good  variety. 

NOW    A   BENEDICT 

The  congratulations  of  the  members  of 
the  book  trade  are  being  showered  upon 
Wilfrid  Ford,  of  the  traveling  staff  of 
McClelland  &  Stewart,  Ltd.,  Toronto,  who 
was  married  in  Fergus,  Ont.,  on  June 
3rd,  his  bride  being  Miss  A.  B.  Clarke. 

REGISTERED  LETTERS  10c 

Ottawa,  July  4. — Notice  has  been  given 
by  the  Postoffice  Department  that  the  in- 
crease to  ten  cents  in  the  registration 
fee  for  letters  will  come  into  effect  on 
July  15.  This  increase  was  provided  for 
in  the  amendments  to  the  Postoffice  Act 
which  was  passed  by  Parliament  recently. 
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RECENT  INCORPORATIONS 

The  Hydrola  Phonograph  Compa 
Limited.  Incorporators:  George  Herb 
Sedgewick,  James  Aitchison,  John  ^ 
lington  Pickup,  Robert  Elmer  Fen 
and  Collamer  Chipman  Calvin,  ban 
ters-at-law;  and  others — all  of  Toroi 
Capital,  $200,000  divided  into  20; 
shares  of  $10  each.  Chief  place 
business,  Toronto. 

COPP  CLARK  CO.  TO  EXTEND 

For  the  purpose  of  putting  up  a 
new  building,  the  Copp  Clark  Co.  h 
acquired  the  property  at  512  and 
Front  Street  West,  giving  them  access 
this  property  from  their  present  bu 
ings,  fronting  on  Wellington  Str 
The  building  at  present  on  the  prop* 
was  formerly  a  "military  hotel,"  kn< 
as  the  "Ontario  House."  It  is  one 
Toronto's  old  landmarks. 

VISITED  THE  BATTLEFIELDS 

E.  W.  Walker,  who  returned 
month  from  his  trip  to  Europe,  g 
some  interesting  facts  to  Booksellei 
Stationer  abo.ut  trade  conditions, 
-references  to  book  trade  conditions 
be  found  in  an  article  on  prospec 
book  prices,  elsewhere  in  this  issue 

The  Ryerson  Press  now  repre 
Ward,  Lock  &  Co.,  of  London,  for  ( 
ada,  and  while  at  the  headquarters 
this  firm  Mr.  Walker  met  B.  A.  Cla 
who  is  known  everywhere  in  the  C 
adian  book  trade  by  reason  of  his  ha^ 
been  resident  representative  in 
country  for  Ward,  Locke  &  Co.,  fo 
number  of  years.  Mr.  Clarke  is  ] 
on  the  editorial  staff  of  The  Wine 
Magazine  and  the  other  periodicals  i 
lished  by  his  firm.  Mr.  Walker  s{ 
a  delightful  week-end  with  Mr.  Ch 
at  his  commodious  new  home  at  Sut 
near  Banstead  Common.  Mr.  Ch 
thoroughly  enjoyed  getting  into 
personal  touch  with  Canada,  havin 
warm  spot  in  his  heart  for  the  b 
sellers  of  this  country. 

Mr.  Walker  went  over  to  France 
made  a  tour  of  the  battlefields,  fal 
in  with  J.  W.  Wood,  head  of  the  Fs 
Goods  Co.,  of  Canada,  who  was  ace 
panied  by  Mrs.  Wood  and  two  dau 
ers.  They  went  to  Arras  by  train 
from  there  made  motor  trips  to  V 
Ridge,  Souchez,  Lens,  Douai  and  o 
villages. 

While  in  England  Mr.  Walker 
luncheon  with  Major  Hesketh-Pritch 
and  his  wife,  Lady  Elizabeth,  daug 
of  Lord  Verulam  of  St.  Albans,  wl 
residence  is  Lord  Bacon's  old  he 
Major  Hesketh-Pritchard  was  in  ch* 
of  Canadian  snipers  in  the  war,  and 
book,  "Sniping  in  France,"  gives 
stinted  praise  to  the  Canadian  snipe 
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Latest  Budget  Changes 

CCORDING    to    the    latest    provi-cent.     These  same  articles  when  sold  by 


/-%  sions  of  the  Sir  Henry  Dray 
■*■  ■*■  ton's  "Excise"  Tax,  those  affect- 
in  the  trade  served  by  this  paper  are 
as  follows: 

Playing  cards  are  now  taxable  as  fol- 
lows: 15  cents  a  pack  on  cards  sold  at 
$24  or  less  per  gross  packs,  25c  between 
$24  and  $36  per  gross  packs,  and  50c 
over  $36.  Formerly  playing  cards  were 
taxed  25  cents  a  pack  when  selling  at 
$25  per  gross  packs  or  less,  and  50c  a 
pack  over  $36  per  gross. 

Snowshoes  were  removed  from  the  list 
of  taxable  articles. 

Baseball  requisites  and  lacrosse  sticks 
are  now  taxable  over  $2  each,  where  for- 
merly they  were  taxable  over  50c  each. 
Skis  in  excess  of  $3,  instead  of  taxed 
on  the  whole   price. 

Articles  plated  in  nickelware  or  brass 
for  household  or  office  use  are  now 
exempt,  as  are  also  band  instruments. 

In  the  original  budget  resolutions 
ebony  toiletware  was  included  in  the 
list  of  articles  of  which  the  whole  price 
was  subject  to  the  20  per  cent.  tax.  This 
was  changed  today  so  that  ebony  and 
imitation  ivory  toiletware  will  be  sub- 
ject to  only  a  10  per  cent.  tax. 

The  tax  on  mechanical  piano-players, 
gramophones,  phonographs,  talking  ma- 
chines, music  boxes  and  records  is  re- 
duced from  20  to  10  per  cent.  The 
Minister  said  there  was  no  desire  to 
bring  about  a  hardship  upon  people  who 
look  upon  such  instruments  as  part  of 
their  everyday  life. 

In  the  changes  proposed  by  Sir  Henry 
the  previous  week  the  tax  was  to  apply 
to  baseball  bats  and  baseballs  in  excess 
of  $1.25  each,  and  to  lacrosse  sticks 
in  excess  of  $1.50  each.  The  limiting 
price  has  now  been  raised  to  $2.  In- 
stead of  the  tax  applying  to  the  full 
price  paid  for  skis,  cheaper  skis  selling 
for  $3  or  less  will  not  be  taxed.  As 
snowshoes  are  used  to  a  large  extent 
in  business  in  some  parts  of  Canada  the 
Minister  consented  to  removing  the  tax 
on  them  altogether. 

The  following  articles  are  now  in- 
cluded in  the  list  taxable  at  10  per  cent. : 

Mechanical  piano-players,  talking  ma- 
chines and  records,  music  boxes.  All 
jewelry  over  $5  in  value.  Gold-mounted 
fountain  pens  do  not  come  under  the  50 
per  cent,  tax  on  gold  articles  unless 
they  cost  more  than  $5. 

Probably  no  stranger,  anomaly  exists 
in  the  entire  taxation  scheme  than  that 
relating  to  jewelry.  While  practically 
all  articles  of  jewelry  are  subject  to  a 
20  per  cent,  tax,  and  some  even  to  a 
50  per  cent,  tax,  if  sold  by  other  deal- 
ers, jewelers  escape  this  impost.  Instead 
they  are  to  pay  a  10  per  cent,  tax  on 
their  turnover,  except  upon  receipts 
from  sales  of  cameras,  stationery,  books 
and  magazines,  gramophones  and  re- 
cords, and  spectacles  and  eye-glasses. 
Thus  certain  articles  which  a  tobacco- 
nist sells,  such  as  humidors  and  cigar 
and  cigarette  holders  and  pipes  in  ex- 
cess of  $2.50  each,  etc.,  are  taxed  20  per 


a  jeweler  are  subject  to  the  10  per  cent, 
tax  on  turnover.  This  discrimination, 
the  Minister  explained,  was  because 
there  is  already  a  "luxury'  tax  on  jewel- 
ers, and,  further,  because  almost  every 
article  a  jeweler  sells  is  taxed,  whereas 
only  a  few  articles  sold  by  a  tobacconist 
or  other  dealers  are  taxed. 

Deputation   at   Ottawa 

A  deputation  representing  the  Can- 
adian manufacturers  of  French  ivory 
and  ebony  toiletware  had  an  inter- 
view with  the  Minister!  of  Finance, 
Sir  Henry  Drayton,  on  June  1,  at 
his  office  in  Ottawa.  The  object  of  this 
visit  was  to  place  before  the  Cabinet 
Minister  the  reasons  for  believing  that 
these  taxes  are  unreasonable  and  exces- 
sive and  would  curtail  the  retail  sales 
and  severely  cripple  and  possibly  ruin 
this  industry  in   Canada. 

The  deputation  pointed  out  that  this 
is  comparatively  a  new  industry  in 
Canada  and  that  it's  products  consisted 
chiefly  of  mirrors,  brushes,  combs  and 
manicure  implements,  and  is  not  such  a 
luxury  as  to  necessitate  the  tax  of  20 
per  cent.  The  aim  of  the  deputation  was 
to  have  the  tax  reduced  to  10  per  cent., 
as,  in  view  of  the  need  for  taxes  they 
believe  that  this  tax  would  not  seriously 
curtail  retail  sales,  and  would,  therefore, 
not  ruin  this  Canadian  industry. 

Previous  to  the  visit  they  had  con- 
sulted and  interviewed  the  leading  re- 
tail   merchants    who,    without    exception 


endorsed  tha  altitude  the  deputation 
took. 

The  delegation  consisted  of  represen- 
tatives from  the  following  manufac- 
turers: The  Stevens-  Hepner  Co.,  Ltd., 
Port  Elgin,  The1,  Arlington  Co.,  The 
French  Ivory  Products,  Ltd.,  The  Pugh 
Specialty  Co.,  and  Carl  Austin  &  Co., 
all  of  Toronto.  E  A.  Kantcll,  Ltd.,  rep- 
resented the  wholesal*e  trade.  A  very 
courteous  and  attentive  hearing  was 
given  by  Sir  Henry  Drayton. 

Editor's  Note. — These  latter  para- 
graphs were  written  before  the  latest 
Budget  changes  were  announced,  and  it 
is  satisfactory  to  observe  that  the  re- 
quest for  a  reduction  to  10  per  cent,  was 
granted. 


CURRENT   FICTION 

"Excuse  me!" 

"I  beg  your  pardon!" 

"Be  sure  and  come  to  see  us!" 

"I've  had  a  lovely  time." 

"I'll  pay  you  this  to-morrow,  sure!" 

"I'd  rather  have  my  Ford  than  your 
big  car." 

"I'd  trust  my  husband  anywhere." 

"(?.-.,  it's  no  trouble  at  all!" 

"It  isn't  the  money;  it's  the  principle 
of  the  thing!" 

"I  just  finished  the  last  quart  I  had, 
old  man!" 

Master:  "What!  Forgotten  your  pen- 
cil again?  What  would  you  think  of  a 
soldier  who  went  to  war  without  a 
gun?" 

Tommy:  "I'd  think  he  was  an  officer, 
Sir." 


REVENUE  STAMPS  WILL  BE  USED 

FOR  COLLECTING  LUXURY  TAXES 


A; 


S  THE  collection  of  "luxury  taxes" 
under  the  present  method  is  prov- 
in  difficult,  cumbersome  and  cost- 
ly, it  has  been  decided  to  abandon 
the  whole  procedure  in  favor 
of  collection  by  means  of  revenue 
stamps.  These  revenue  stamps  will 
be  ready  August  1,  and  as  they  are 
available  for  purchase  by  merchants  the 
sending  of  duplicates  of  every  sales  re- 
ceipt covering  goods  which  are  taxable 
will  cease.  That  will  be  a  great  relief 
to  merchants  throughout  the  country, 
and  it  will  be  a  great  relief  as  well  to 
George  W.  Taylor,  Assistant  Deputy 
Minister  of  Customs  and  Inland  Revenue, 
as  he  will  not  have  to  provide  the  tre- 
mendous staff  which  would  otherwise 
have  been  necessary  to  deal  with  col- 
lections and  accompanying  vouchers. 

Range  of  Denominations 

The  revenue  stamps  will  be  provided 
in  denominations  of  from  1  to  10  cents 
inclusive,  13  cents,  15  cents*  and  all  mul- 
tiples of  10  cents  up  to  $1.  In  addition 
there  will  be  one,  two,  three,  four,  five 
and  ten  dollar  stamps.  If  a  woman  buys 
a  sealskin  coat  on  which  the  tax  is  $20, 
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the  procedure  will  be  for  the  salesman  to 
affix  two  $10  stamps  to  the  sales  slip  or 
invoice  and  collect  $20  from  the  pur- 
chaser, the  stamps  acting  as  evidence 
that  the  tax  has  been  paid,  the  stamps 
will  all  have  to  be  defaced,  so  that  they 
could  not  possibly  be  used  again. 

As  the  stamps  would  have  a  value 
equal  to  that  of  bank  notes  or  Domin- 
ion bills  for  a  similar  amount,  a  great 
deal  of  attention  is  being  given  to  the 
question  of  having  the  stamps  so  de- 
faced that  they  cannot  be  "raised"  or 
used  again.  The  use  of  ink  may  not 
be  considered  sufficient,  as  traces  of  ink 
can  often  be  removed.  Some  kind  of 
punch  has  been  considered  for  the  pur- 
pose of  perforation,  and  experiments 
have  been  made  as  well  with  indelible 
pencils,  to  obtain  marks  which  cannot 
be  removed  without  so  injuring  the 
stamp  that  detection  of  the  fraud  would 
be  inevitable.  Whatever  is  used,  your 
correspondent  is  assured  that  ample  pre- 
cautions will  be  taken  against  fraud- 
ulent use  of  the  stamps.  The  excise  tax 
stamps  must  in  every  case  be  affixed  to 
the  sales  slip  or  invoices  at  the  time  of 
sale  and  cancelled. 


.-  A 


Should  Travellers  Stop  if  Oversold 

A  Firm's  Position  with  Regards  to  Its  Travelling  Salesmen  is  the 
Same  as  with  Regard  to  Advertising — Travellers  Can  Do  Much 

to  Secure  Good  Will. 


IT  is  not  at  all  uncommon  at  the 
present  time  to  find,  when  discuss- 
ing trade  conditions  with  whole- 
salers and  manufacturers,  that  the  de- 
mands from  the  retail  trade  have  been 
so  great  for  all  classes  of  goods  that  it 
far  exceeds  the  supply  available,  and 
that  wholesalers  are  in  many  cases  over- 
sold. 

Whether  it  be  that  the  difficulty  of 
securing  raw  material  is  greater  than 
can  "be  quickly  overcome,  or  whether  it 
be  that  the  demand  has  increased  far 
beyond  normal,  it  is  an  unquestionable 
fact  that  retailers  have  had,  in  many 
cases,  to  wait  for  supplies  or  to  be  con- 
tent with  a  portion  only  of  those  they 
have  ordered. 

This  condition  of  affairs  has  brought 
prominently  forward  a  problem  of  un- 
usual importance  to  wholesalers  and 
manufacturers,  viz.,  the  question,  as  to 
how  the  time  and  activities  of  their 
travelling  salesmen  can  be  profitably 
employed  in  work  other  than  that  of 
soliciting  orders.  To  the  uninitiated  it 
may  at  first  sight  appear  an-  unneces- 
sary expense  to  employ  travelling  sales- 
men whose  ostensible  function  is  to 
solicit  orders,  when  the  capacity  of  the 
factory  is  booked  up  for  some  time  to 
come,  and  orders  already  on  hand  are 
behindhand  in  execution.  It  is  true  where 
a  manufacturer  is  sold  up  or  his  pro- 
duct for  several  months  ahead — some  of 
them  for  a  year — the  travelling  sales- 
men are  unnecessary  in  that  capacity, 
but  they  must  be  taken  care  of  and 
should  be  given  something  to  do  that 
will   really  benefit  the   firm. 

Continued   Advertising  Necessary. 

It  has  been  the  experience  of  all  suc- 
cessful business  men  whose  lines  de- 
mand publicity,  that  it  is  just  as  neces- 
■  sary  to  advertise  and  keep  their  wares 
before  the  public  eye  when  they  are 
loaded  up  with  orders  and  have  all  the 
business  they  can  handle,  as  when  they 
are  slack.  This  is  really  the  only 
method  of  advertising  by  which  maxi- 
mum results  can  be  obtained.  The 
business  man  who  advertises  only  when 
business  is  dull  fails  altogether  to  ap- 
preciate the  ideas  and  aim  of  advertis- 
ing, and  the-  man  who  advertises  only 
when  business  is  good  is  equally  short- 
sighted. Once  having  started  advertis- 
ing it  is  necessary  to  continue  it  in 
order  not  to  lose  the  benefits  already 
derived.  The  only  way  is  to  advertise 
all  the  year  round,  and  keep  constantly 
at  it,  using  judgment  and  care  in  the 
choice  of.  media.' 

The  same  line  of  argument  applies 
with  regard  to  the  employment  of 
travelling  salesmen.  It  is  customary 
with  some  firms  when  business  is  dull 
to  increase  their  staff  of  travelling  sales- 


men, and  thus  to  secure  orders  to  keep 
the  plant  going  at  full  capacity.  This 
is  good  business,  but  the  converse  of 
this  is  not  true.  It  is  not  good  business 
judgment  to  reduce  the  travelling  staff 
as  soon  as  the  plant  is  working  to  co- 
pacity,  and  the  product  is  sold  up  away 
ahead.  It  should  be  the  object  of  manu- 
facturers and  wholesalers  to  devise 
methods  by  which  their  salesmen  can 
be  most  advantageously  employed  other 
than  in  securing  orders.  There  are  many 
profitable  channels  along  which  the 
energies  of  these  men  may  be  directed. 

Travellers  Should  Not  Be  Taken  Off. 

The  one  policy  which  should  not  be 
adopted  is  to  take  them  off  their  routes. 
If  a  firm  can  afford  to  keep  a  number 
of  travellers  on  the  road  when  business 
is  normal  or  slack,  it  certainly  can  af- 
ford to  continue  doing  so  when  business 
is  such  that  orders  coming  in  are  so 
numerous  that  they  cannot  all  be  cared 
for. 

It  is  not  necessary  at  such  times  for 
the  salesman  to  take  orders;  in  fact,  he 
could  not  reasonably  do  so  with  no  pros- 
pect of  their  being  filled,  but  he  can 
visit  his  customers  and  keep  in  close 
personal  touch  with  them  and  so  es- 
tablish himself  in  friendly  relation  with 
them  as  to  secure  and  hold  their  con- 
nection with  his  firm. 

Occasionally  a  merchant  is  met  with, 
who  is  not  accustomed  to  treat  commer- 
cial travellers  with  that  consideration 
which  is  their  due,  and  who  is  inclined 
to  look  upon  them  simply  as  salesmen 
whose  one  idea  is  to  rush  him  into 
giving  them  a  large  order,  whether  he 
requires   the   goods   or  not. 

Create    a    Favorable    Impression. 

Such  times  as  those  we  are  discussing 
offer  an  excellent  opportunity  for  the 
travelling  man  to  remove  such  an  im- 
pression. When  a  retailer  of  the  type 
referred  to  discovers  that  the  traveller 
has  made  a  special  visit  to  him  to  see 
whether  he  can  be  of  use  in  giving  him 
information  or  assistance  of  any  kind 
and  when  he  further  discovers  that  the 
traveller  is  not  seeking  an  order,  in  fact, 
cannot  take  one  even  if  it  is  offered,  he 
cannot  fail  to  be  favorably  impi'essed 
with  the  policy  and  service  rendered  by 
a  firm  which  will  pay  men  to  give  as- 
sistance or  advice  to  their  customers 
without  any  thought  of  immediate  ad- 
vantage to  be  gained  thereby. 

What  the  Traveller  Can  Do. 

The  traveller  can  distribute  dealer 
helps  and  stoi*e  trims,  stage  store  dem- 
onstrations, or  offer  to  assist  in  the 
trimming  of  display  windows.  In  some 
cases  he  might  spend  a  day  or  two  in 
some  of  the  stores  of  the  firm's  cus- 
tomers who  need  the  help  of  someone 
with    a    knowledge    of    the    goods    sold, 
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and  he  can  help  in  various  ways  those 
dealers  who  are  always  open  to  receive 
suggestions,  or  aid  in  busy  times. 

It  is  just  as  important  for  the  travel- 
ler to  assist  the  dealer  to  sell  more 
goods  of  his  firm's  make  as  it  is  to 
sell  the  dealer  himself  the  goods  in  the 
first  instance.  For  creating  the  con- 
sumer demand  results  in  creating  the 
store  demand  as  well,  and  in  offering  to 
assist  a  retailer  who  is  short  of  help 
at  a  busy  period,  the  traveller  is  provid- 
ing for  himself  an  excellent  opportunity 
of  pushing  the  goods  of  his  own  firm. 
Conditions  which  permit  the  salesman  to 
turn  his  talents  to  account  in  the  deal- 
er's behalf  tend  to  put  the  traveller's 
firm  on  a  surer  footing  in  the  estima- 
tion of  the  dealer,  and  he  appreciates 
such  assistance  even  although  he  knows 
that  the  results  are,  not  for  him  alone, 
but  mutually  beneficial. 

Establish  Friendly  Relations. 

There  are  travelling  salesmen  to  whom 
many  dealers  look  for  advice  or  infor- 
mation. These  men  have  established 
conditions  of  friendship  between  them- 
selves and  the  dealers  by  rendering 
special  service  of  one  kind  or  anoher. 
They,  may  have  given  that  dealer  valu- 
able trade  information  or  made  advan- 
tageous suggestions  as  to  methods 
of  dealing  with  certain  branches 
of      the      business.  In      such      cases 

the  periodical  visits  of  these  sales- 
men are  looked  forward  to  with  interest, 
and  a  distinct  feeling  of  disappointment 
would  probably  be  experienced  in  the 
event  of  their  non-arrival  at  the  usual 
time. 

It  should  be  the  aim  of  every  traveller 
to  establish  such  relations  as  these  with 
his  customers,  and  the  time  is  particu- 
larly opportune  for  him  to  do  this  when 
he  has  not  to  worry  about  securing 
orders,  but  can  devote  all  his  time  and 
efforts  to  improving  his  personal  rela- 
tions with  his  customers. 

Eventual  Benefit  Will  Accrue. 

There  need  be  no  idle  days  for  travel- 
ling salesmen.  There  is  always  some- 
thing they  can  do.  While  devoting  their 
time  and  their  efforts  to  placing  the 
standing  of  their  firm  on  a  secure  basis 
in  the  dealer's  estimation  they  can  at 
the  same  time  keep  their  goods  in  his 
mind,  so  that  when  they  are  again  in  a 
position  to  accept  orders  they  will  have 
no   difficulty  in   securing  them. 


The  French  Ivory  Products,  Limited. 
Incorporators:  Martin  Aubrey  Love, 
manufacturer;  Clifford  Lawrence  Chaf- 
fee, accountant;  and  others — all  of  To- 
ronto. Capital,  $150,000,  divided  into 
1,500  shares  of  $100  each.  Chief  place 
of  business,   Toronto. 


BOOKSELLER     AND     STATIONER 


The  Traveler  is  Vitally  Affected 

His  Influence  Should  be  Directed  Toward  Get- 
ting Maximum  of  Co-operation  in  Announce- 
ments of  His  Firm  to  the  Trade 


MANUFACTURERS,  manufactur- 
ers' agents,  wholesalers  and 
their  travelers  should  all  give 
frequent  and  serious  thought  to  the  ques- 
tion of  promoting  their  business  and 
strengthening  their  connection  with  the 
retailers  through  the  trade  newspaper 
that  serves  them  best.  In  the  case  of 
the  booksellers  and  stationers  in  Can- 
ada, that  paper  is,  of  course,  Bookseller 
and  Stationer,  the  only  publication  in  this 
field  in  Canada. 

Travelers  know  full  well  that  they 
are  not  always  sure  of  seeing  every  mer- 
chant in  their  respective  territories  on 
every  trip.  The  merchant  may  be  out  of 
his  store  or  out  of  town  when  the  sales- 
man calls.  If  the  merchant  is  in,  he  may 
be  too  busy  to  talk  to  the  salesman,  or 
he  may  not  be  feeling  in  a  buying  mood, 
which  is  not  an  infrequent  stumbling 
block. 

A  good,  strong  announcement  in  each 
successive  issue  of  the  trade  newspaper 
reaches  the  merchant  and  gets  his  at- 
tention. If  the  merchant  isn't  there 
when  the  paper  arrives,  it  will  wait  on 
his  desk  until  he  does  arrive. 

These  sales  promotion  announcements 
should  be  prepared  with  the  utmost  care. 
Short,  snappy  information  and  illustra- 
tions will  frequently  add  greatly  to  the 
influence  and  effectiveness  of  these  mes- 
sages to  the  trade. 

This   monthly   service  looked   upon   in 
the  light  of  co-operation  with  the  work  of 
the    travelers   themselves    and    with   the 
letters,  circulars  and  catalogues  sent  out 
to  the  retailers  will  serve  to  impress  its 
significance  upon  all  distributing  houses 
and  all  persons  identified  with   them  in 
a  selling  capacity.     There  has  been  too 
much  artificiality  associated  in  the  minds 
of  people  with  the  word  "Advertising," 
as   though  it   were    some    intangible    in- 
fluence   of   a    mysterious    nature — some- 
thing  akin  to  hynotism.     That  attitude 
toward   advertising     is     all   wrong   and 
those  who  have  been  harboring  it  should 
readjust  their  ideas  about  publicity,  get- 
ting right  down  to  the  ground  so  as  to 
realize  the  actuality  and  the  real  mission 
of  advertising.    Of  all  men  of  any  whole- 
sale organization,  the  men   on  the  road 
should    be    the    most    enthusiastic    sup- 
porters of  advertising  in  the  trade  paper 
and    they    should    at    the    time    be    the 
closest  critics    of   what    appears    in    the 
advertisements,    because    every    traveler 
is    affected    by    every    announcement    of 
the  house  he  represents  and  should  use 
his    influence    to    have    these    announce- 
ments   co-operate    to    the    highest    pos- 
sible degree  with  his  work  on  the  road. 

|  CANADA   4HEAD 

In  the  April  issue,  in  which  pictures 
were  showing  the  leaders  among  Can- 
adian  traveling    representatives    of    the 


National  Cash  Register  Co.,  in  the  big 
prize  contest  for  1920  sales  the  leading 
positions  of  five  Canadian  men  in'  Shis 
contest  was  recorded.  Of  the  individual 
men  first  place  according  to  last  month's 
bulletin  was  F.  D.  Whiting,  of  Oklohama 
City,  with  1,019  points,  closely  followed 
by  J.  A.  Beaver,  St.  John,  N.  B.,  with 
982  points. 

In  the  division  standings,  however,  this 
bulletin  showed  the  Canadian  division 
manager,  A.  E.  McLean,  in  the  lead  with 
168  per  cent,  of  quota,  closely  followed 
by  J.  N.  Wilson,  Jr.,  of  the  South  Divi- 
sion with  165.6  per  cent,  of  quota. 


WHO  KEEPS  THE  MACHINERY 
OF  BUSINESS  MOVING? 
The  salesman  who  is  a  really 
true  success  and  who  meets  his 
responsibilities — and  we  are  all 
salesmen,  whether  we  are  adver- 
tising men  or  production  men 
or  merchants  —  is  the  one  who 
has  the  idea  of  service  to  the 
customer  strongly  imbued  with- 
in him.  He  is  the  man  who  keeps 
the  fires  burning  back  in  the  fac- 
tory through  the  orders  he  sends 
in,  and  he  makes  it  possible  for  the 
men  producing  the  product  and 
those  dependent  on  them  to  make 
their  living.  It  is  a  real  responsi- 
bility and  only  a  real  man  can  live 
up  to  it.  The  successful  and  re- 
spected salesman  is  first  of  all  a 
man  in  every  sense  of  the  word — 
a  man  giving  service  to  his  firm,  to 
his  customers  and  to  the  commun- 
ity. True  salesmanship  is  a  keen 
desire  to  serve,  and  not  a  deep  anx- 
iety to  put  something  over — vision 
to  see  the  future  of  our  business 
and  to  make  our  business  better. 


Western  Travellers 

Will  Meet  at  Calgary 

REGINA,  June  11.— The  Grand  Council 
of  Manitoba,  Saskatchewan  and  Alberta, 
of  the  United  Commercial  Travellers  of 
America  met  at  Medicine  Hat  June  4  and 
5,  and  selected  Calgary  as  the  next  place 
of  meeting  on  June  3  .and  4,  1921. 

The  following  officers  were  elected: — 
Grand  Councillor,  C.  G.  Davidson,  Ed- 
monton; Junior  Grand  Councillor,  W. 
Heislop,  Lethbridge;  Past  Grand  Coun- 
cillor, H.  F.  Moulten,  Winnipeg;  Grand 
Secretary,  W.  H.  McGibbon,  Regina  ; 
Grand  Treasurer,  S.  L.  McCracken,  Cal- 
gary; Grand  Conductor,  Thomas  Fox, 
Saskatoon;  Grand  Page,  W.  L.  Lewis, 
Winnipeg;  Grand  Sentinel,  J.  C.  Dunlop, 
Moose  Jaw;  Grand  executive  committee 
for  two  years,  T.  D.  M.  Osborne,  Saska- 
toon; W.  E.  Clark,  Medicine  Hat;  Grand 
Chaplain,  J.  W.  Lightbody,  Yorkton;  de- 
legates to  supreme  council,  H.  A.  Knight, 
Regina;  R.  M.  McGowan,  Winnipeg;  C. 
G.  Davidson,  Edmonton,  S.  S.  Savage,  Ed- 
monton. A  resolution  was  passed  endors- 
ing the  propaganda  of  the  motor  league 
of  Alberta  and  promising  assistance.  It 
was  also  decided  that  the  question  of 
hotel  accommodation  in  the  three  Prairie 
Provinces  be  taken  up. 


HUBER  A  BENEDICT 

The  wedding  took  place  on  June  16th, 
of  Miss  Helen  Monica  Mattson,  eldest 
daughter  of  John  Mattson,  of  Toronto, 
to  Mr.  S.  J.  Huber,  who  is  the  Toronto 
traveller  for  A.  R.  MacDougall  &  Co., 
with  whom  he  was  for  several  years 
the  Montreal  representative  until  this 
year,  when  he  succeeded  Mr.  Haviland  on 
the  Toronto  territory.  On  the  eve  of  his 
wedding  day  there  were  two  presentations 
to  Mr.  Huber  at  the  MacDougall  ware- 
house, one  a  handsome  chair,  a  gift  from 
the  firm,  the  other  an  art  lamp  from  the 
members  of  the  staff  Mr.  and  Mrs.  Hu- 
ber have  taken  up  their  residence  at  305 
Rusholme  Road,  Toronto. 


Travellers,  Are  You 

Coming  to  This? 


RINTERS'  INK,"  in  a  recent 
editorial,  dwells  upon  the  relation- 
ship of  the  travelling  salesman 
selling  a  nationally  advertised  line 
to  the  general  sales  policy  of  the 
organization  by  which  he  is  employed, 
and  it  is  sought  to  impress  upon  the 
reader  that  there  is  a  danger  of  the 
traveller  being  too  individualistic,  in  sup- 
port of  which  this  editorial  refers  to  the 
refusal  of  many  concerns,  who  are  na- 
tional advertisers,  to  pay  their  travellers 
on  a  commission  basis. 

Anything  but  inspiring  was  the  im- 
pression left  upon  the  writer  of  this 
article  by  the  editorial  in  question. 
Rather  did  it  produce  the  absolute  an- 
tithesis— a  "deadening."  effect.    It  seemed 
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to  postulate  a  travelling  man  as  sort  of 
an  automaton  whose  personality  did  not 
count,  aside  from  ability  to  measure  up 
to  a  certain  standard  of  appearance,  de- 
meanor, and,  presumably  a  proficiency  in 
reciting  something  analogous  to  a  sales- 
talk  calculated  to  link  up  with  the  gen- 
eral selling  plan  of  the  organization. 

What  do  Canadian  travelling  men  think 
of  this  sort  of  preaching? 

Would  it  not  be  disastrous  to  mer- 
chandising if  such  a  policy  were  to  pre- 
vail and  a  type  of  travelling  salesman  to 
evolve  such  as  the  bloodless  individual 
under  consideration  here?  The  logical 
sequence  would  doubtless  be  a  similarly 
automatic  retail  merchant  and  retail 
salesman.     Lord  forbid! 
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Novel  Scbcrnes 

;        Tbat  Ha\>c  Helped 

Business 
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"Why  Not  Own  Your 

'Phone  at  Both  Ends?" 

Something-  unique  in  the  way  of  a 
business-catcher  has  been  adopted  by 
J.  Herb.  Brownlee,  Owen  Sound,  Ont. 
His  plan  he  outlines  in  a  small  adver- 
tisement as  follows: 

TELEPHONE  SERVICE 

You  own  your  phone  at  one  end 
of  the  line. 

Why  not  own  it  at  both? 

You  are  in  town. 

Your  people  at  home  want  you. 

They  telephone  us. 

On  our  Telephone  Board  at  front 
door  we  put  your  name  and 
the  number  who  wants  you. 

Inside  we  have  a  Telephone 
Cabinet.  You  drop  a  nickel 
in  the  slot,  and  you  own  the 
phone  and  cabinet  without  in- 
turruption. 

That's  Service.  And  every  day 
before  you  go  home  look  on 
our  Notice  Board  to  see  if  you 
are  wanted. 

FOR  WASHING  TRAYS 

Pass  this  advice  on  to  your  photo  sup- 
ply customers: 
.  To  wash  trays. — Drop  a  few  drops  of 
commercial  sulphuric  acid  in  the  bot- 
tom of  your  tray,  which  should  have- 
previously  been  rinsed  with  clean  water. 
Swab  this  about  the  tray  with  a  piece 
of  cloth  or  absorbent  cotton,  being  sure 
to  use  sufficient  cloth  or  cotton  to  pre- 
vent burning  the  fingers  and  also  being 
sure  to  bring  the  acid  in  contact  with 
the  entire  surface  of  the  tray.  Then 
pour  in  about  one  ounce  of  a  solution  of 
permanganate,  100  grains  to  32  ounces 
of  water,  and  merely  rub  this  around  in 
the  tray  and  watch  the  stain  disappear. 
The  permanganate  will  leave  a  slight 
stain,  which  should  be  removed  by 
wiping  over  with  your  cotton  dipped  in 
the  fixing-bath.     Then  wash  your  tray. 

If  you  have  the  acid  and  permanganate 
solution  handy  it  will  take  about  two 
minutes  for  the  job. 

TRY  THIS 

When  featuring  25c.  specials  use  25 
cent  pieces  to  form  the  letters  on  the 
show  card  or  the  price  on  the  price  card. 


It  will  get  the  extra  attention  that  puts 
an   idea  across. 

A   DENVER  SUGGESTION 

Pick  out  an  article,  no  matter  if  it 
is  a  common  every-day  one,  feature  it 
by  writing-  it  up  in  an  out-of  ordinary 
manner  and  weave  around  it  an  interest- 
ing- story,  and  your  ad.  will  be  read,  is 
the  view  taken  by  the  Kistler  company 
of   Denver.        In    that      way    interest    is 


REMEMBER  THIS 
Capital  invested  in  your  own 
business  will  bring  the  greatest 
return  providing  that  you  concen- 
trate all  your  efforts  upon  it  and 
safeguard  it  by  keeping  your  pro- 
fits available. 


created,  the  fact  is  suggested  to  many 
that  such  an  article  is  needed  and  so  it 
goes  on  down  the  line. 

This  enterprising  Denver  firm  of  sta- 
tioners advertise  daily  in  the  newspap- 
ers, running  "human  interest"  copy,  fre- 
quently in  catchy  rhyme. 

NONPLUSSED?     NO! 

Bookseller  and  Stationer's  service  de- 
partment last  month  got  an  enquiry  from  . 
a  merchant  who  wanted  to  know  where 
to  buy  a  peanut  roaster  and  a  knitting 
machine  for  knitting  sweaters  and  socks. 
If  any  others  want  this  information, 
here's  the  reply: 

Peanut  Roasters. — Fletcher  Mfg.  Co., 
Hayter  Street,  Toronto,  Ont. 

Knitting  Machines. — W.  J.  Westaway 
Co.,  Main  and  MacNab  Street,  Hamilton, 
Ont. 


Do  Not  Repulse  Customers 

With  Untidy  Store  Windows 

Remember  That    Goods  Carelessly        Placed  Will       Drive  People 
Away,  While  an  Artistic  Arrangement  Will  Entice 
Them  Into  the  Shop. 


WHY  do  you  place  goods  in  the 
windows  ?  To  sell  them,  of 
course,  yet  to  see  the  attention 
and  slipshod  method  used  by  some  store- 
keepers this  seems  to  be  the  last  thought 
in  mind. 

Many  times  the  merchandise  is  simply 
"tossed"  in  the  windows,  in  a  disordered 
heap  without  any  attempt  to  decorate, 
attract  or  compel  attention,  and  when 
people  do  not  come  into  the  store  and 
ask  for  goods  so  displayed,  the  merchant 
says,  "Oh,  I  do  not  think  window  dis- 
play helps  me." 

How  can  a  man  expect  a  jumbled  as- 
sortment of  goods  to  attract  attention 
and  sell  and  how  in  the  world  can  one 
expect  articles,  shopworn  and  damaged, 
to  cause  people  to  buy?  Many  store- 
keepers make  the  fatal  mistake  of  think- 
ing by  turning  the  damaged  side  from 
view,  the  article  is  good  enough  for  dis- 
play in  the  windows.  Others  go  by  luck 
and  still  others  feel  that  as  long  as  the 
goods  are  in  the  windows  at  all,  that  is 
enough. 

To  compel  attention,  to  attract  buyers, 
and  to  sell  merchandise  displayed,  each 
article  should  be  carefully  selected,  the 
goods  should  be  bright,  fresh  and  clean 
and  the  display  made  with  all  the  care 
possible  to  bestow.  To  think  any  sort 
of   display  will   sell   goods    is   a   serious 
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error   and   to   depend    on   having   people 
guess  at  the  price  is  another  error. 

Many  stores  will  cling  to  the  idea,  as 
goods  are  shown,  that  they  will  sell  and 
the  price  is  a  secondary  matter.  Many 
a  time  has  the  writer  stood  outside  win- 
dows and  heard  people  explain,  "I  like 
that  shirt,  but  don't  know  what  it  costs. 
To-morrow  if  I  am  in  the  vicinity  I  will 
drop  in  and  ask  the  price,"  but  to-mor- 
row never  comes  and  the  buyer  makes 
his  purchase  at  a  store  whose  owner  has 
been  careful  enough  to  price  the  goods 
displayed. 

Backgrounds,  fittings  and  display  fix- 
tures all  out  of  line  with  the  goods  is 
another  error  made  by  many  store-keep- 
ers, and  many  a  good  article  has  lost  its 
power  by  being  placed  on  a  broken  or 
rusty  fixture.  For  example,  a  store  on 
Yonge  Street,  Toronto,  placed  a  display 
of  auto  grease  in  the  window  the  other 
day.  The  same  was  arranged  on  a  glass 
shelf  and  was  subject  to  the  direct  rays 
of  the  sun.  Before  long  the  heat  of  the 
sun  on  the  glass  shelf  melted  the  grease 
and  it  ran  down  and  along  the  bottom 
of  the  window. 

The  goods  in  a  window  are  the  voice 
of  the  store  and  the  cards  its  eyes,  and 
for  that  reason  a  passer  is  attracted  or 
repelled  by  the  display.  This  alone  should 
make  the  merchant  careful. 


Extra  5c  on  U.  S.  Magazines  Sold  in  Canada 

Canadian  Price  to  Be  Printed  on  Front  Covers  of  Magazines  by 
the  Publishers — That  is  Gist  of  Petition  Being  Made  by  Toronto 

Dealers. 


A  SPECIAL  meeting  of  the  Book- 
sellers' and  Stationers'  Section 
of  the  Retail  Merchants'  Asso- 
ciation of  Toronto,  was  held  in  the  new 
R.M.A.  headquarters  in  the  World 
Building,  in  the  afternoon  of  June  18, 
having  been  called  by  President  J.  H. 
Wilkinson,  to  discuss  a  suggested  solu- 
tion of  the  Canadian  exchange  situation 
as  affecting  the  business  of  selling  U. 
S.  periodicals  in  Canada. 

The  meeting  was  addressed  by  Mr. 
Tanguay,  head  of  the  American  News 
Company's  branches  in  Toronto  and 
Montreal.  Mr.  Tanguay  said  that  he 
had  at  different  times  requested  pub- 
lishers of  American  magazines  to  print 
a  special  Canadian  selling  price  in  the 
cover  of  each  issue.  To  get  them  to 
do  this  it  would  be  necessary,  he  said, 
to  convince  these  publishers  that  the 
news  dealers  of  Canada  were  really  in 
earnest  in  their  desire  to  have  this  done. 

It  would  not  be  necessary  to  canvass 
the  trade  throughout  Canada,  but  if  a 
petition  to  that  effect  were  circulated 
among  the  dealers  of  one  large  city, 
such  as  Toronto,  and  the  signatures  of 
the  majority  of  the  news  dealers  were 
obtained  for  such  petition,  the  chances 
of  getting  this  done  would  be  very  much 
strengthened. 

The  attendance  at  this  meeting  was 
less  than  a  score  of  dealers,  being  only 
a  fraction  of  the  number  of  news  deal- 
ers in  Toronto.  Most  of  those  who  took 
part  in  the  discussion  strayed  from  the 
main  subject  and  voiced  all  sorts  of 
complaints  ranging  all  the  way  from 
Dan  to  Bersheba,  and  to  listen  to  them 
might  have  led  anyone  unfamiliar  with 
this  trade,  to  think  that  these  men  were 
about  the  most  abused  people  in  busi- 
ness anywhere  on  the  footstool.  To 
one  familiar  with  the  whole  situation, 
however,  the  thing  that  seemed  to  stand 
out  most  of  all  was  that  they  were  tak- 
ing up  too  much  time  in  airing  petty 
grievances,  instead  of  tackling  the  main 
subject  for  which  the  meeting  was 
called. 

This  main  question  was  eventually 
dealt  with  by  the  passing  of  a  resolu- 
tion that  publishers  of  U.S.  magazines 
be  requested  to  print  on  the  front  cover 
of  each  magazine  a  Canadian  price  five 
cents  in  excess  of  the  U.S.  price,  so  as 
to  offset  the  handicap  of  the  exchange 
situation.  It  was  decided  to  circulate  a 
petition  to  this  effect  among  all  the 
news  dealers  of  Toronto  to  get  their 
signatures    in    its    support. 

The  sentiment  of  the  meeting  was 
strongly  in  favor  of  a  price  of  5c  extra 
on  all  U.S.  magazines,  although  the 
majority  of  them  said  that  their  prac- 
tice at  present  was  to  price  the  maga- 
zines 2c  or  3c  in  advance,  according  to 
the  selling  price.  Most  of  them  felt 
that  if  the  Canadian  price  were  printed 


on  the  cover  it  would  be  easier  to  get 
5c  extra  than  to  get  an  extra  2c  or  3c 
under  present  conditions,  when  this  sell- 
ing price  for  Canada  had  to  be  put  on 
each  magazine  by  the  news  dealer  him- 
self. 

There  are  a  few  of  the  U.S.  maga- 
zines whose  publishers  themselves  bear 
the  extra  cost  of  Canadian  exchange. 
There  was  some  discussion  as  to 
whether  these  should  be  advanced  in 
price  along  with  all  others,  but  no  ac- 
tion was  taken  as  to  this. 

One  member  said  that  it  was  his 
practice  to  mark  a  big  "E"  on  each 
magazine  in  connection  with  the  extra 
price  asked  for  it.  Customers  came  to 
know  that  this  stood  for  "Exchange," 
and  they  consequently  made  no  objec- 
tion to  paying  the  extra  few  cents. 
There  were,  however,  many  cranks  who 
did  object  to  the  extra  price.  Nearly 
all  the  news  dealers  met  with  frequent 
protests,  and  there  seemed  to  be  a  sus- 
picion on  the  part  of  these  customers 
that    the    news    dealers    were    not    war- 


ranted in  making  these  charges,  but 
were  "profiteering!"  It  was  felt  that 
these  protests  would  largely  be  killed 
were  Canadian  prices  plainly  printed  on 
the  magazine  covers. 

The  next  meeting  will  be  called  for  an 
evening.  The  R.M.A.  organizer  report- 
ed that  in  canvassing  the  members, 
they  were  about  equally  divided  as  to 
whether  afternoons  or  evenings  were 
best  for  the  holding  of  the  Association's 
meetings.  The  next  meeting  will  be 
called  for  an  evening  to  see  if  a  bigger 
attendance  can  be  attracted. 

It  should  not  matter  whether  meet- 
ings are  held  afternoons  or  evenings 
when  questions  of  real  importance  to  the 
trade  are  taken  up,  but  in  either  case 
serious  effort  should  be  made  to  make 
the  very  best  possible  use  of  the  time 
taken  up.  If  this  Association  in  To- 
ronto gets  to  work  and  accomplishes  re- 
forms  beneficial  to  the  trade  there  is  nc 
question  but  that  the  organization  idea 
will  spread  throughout  the  rank  and  file 
of  booksellers  and  stationers  of  Canada. 


Thoughts  of  Life  and  Business 

By  B.   C.   Forbes 

THE  fallow  who  isn't  fired  with  enthusiasm  is  apt  to  be  fired. 
Excess  is  an  arch  enemy  of  success. 

If  top-notch  effort  yields  you  no  happiness,  there's  something  wrong 
either  with  you  or  your  efforts.     Sit  down  and  do  some  analyzing. 

After  all,  you've  got  to  give  full,  fair  value.    Or  you  won't  last. 

Carelessness  and  failure  are  twins. 

The  most  valuable  "system"  is  a  good  nervous  system. 

Saving  is  Having. 

//   you   have   half  an  hour   to  spare,  don't  spend  it  with  someone  who 
hasn't. 

Don't  simply  see  how  you  can  "put  in  the  day."     See  how  much  you  can 
put  into  the  day. 

Never  contrive  to  make  it  easy  for  your  concern  to  get  along  without  you. 

Make  sure  the  prize  you  chase  is  worth  the  price. 

If  you   cultivate  your  talents  you'll  always  find  an  opportunity   to  use 
them. 

When  in  a  fix,  sweating  will  get  you  farther  than  swearing. 

Let  mules  do  the  kicking. 

Honking  your  horn  doesn't  help  so  much  as  steering  wisely. 

Don't  expect  poor  work  now  to  lead  to  brilliant  work  hereafter. 

You  have  no  idea  how  big  the  other  fellow's  troubles  are. 

It's  all  right  to  aspire  to  control  others,  but  have  you  begun  with  Number 
One? 

Notice  that  two-thirds  of  "Promotion"  consists  of  "Motion." 

The  wages  of  idleness  is  demotion. 

There  is  no  higher  rank  than  that  of  worker.     No  title  can  ever  make 
a  loafer  a  nobleman. 

There  must  be  output  before  there  can  be  income. 

Defeat  is  often  a  spur  to  victory. 

The  best  reward  is  sense  of  worthy  achievement. 

Good  times  for  all  can  only  be  the  product  of  good  work  by  all. 


— From  Forbes"   Magazine. 
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New  Stationery  Concern  Starts  Business 

Sinclair,  Allen  &  Co.,  of  Toronto,  Engage  in  Fine  Stationery 

Manufacturing. 


SINCLAIR,  ALLEN  &  CO.,  LTD..  is 
the  name  of  a  new  manufacturing 
stationery  concern  that  has  just  re- 
cently commenced  operations  in  To- 
ronto. The  principals  are  Norman  A. 
Sinclair,  who,  since  1918,  has  been  in  New 
York  as  sales  manager  of  the  business 
of  Chas.  E.  Weyand  &  Co.,  and  Thomas 
Allen,  the  publisher.  This  new  business 
is  entirely  distinct  from  the  Thomas 
Allen  publishing  house  except  that  the 
salesmen  of  that  house  will  carry  the 
lines  of  Sinclair,  Allen  &  Co.  Thomas 
Allen  Jr.,  who  has  been  associated  with 
his  father  in  the  publishing  business,  will 
hereafter  be  identified  with  Sinclair, 
Allen  &  Co.,  Ltd. 

The  new  firm  has  taken  quarters  in 
the  new  daylight  building,  366-378  Ade- 
laide Street  West.  The  line  is' now  be- 
ing sold  and  the  samples  make  a  fine 
appearance  indeed,  being  replete  in 
varied  assortments  of  papeteries,  boxed 
ream  goods,  envelopes,  pound  goods,  and 
tablets. 

Charles  E.  Weyand  &  Co.,  of  New 
York,  with  whom  Mr.  Sinclair  was  con- 
nected, are  among  the  largest  of  the 
maunfacturers  of  fine  papeteries,  etc,  in 
the  United  States.  For  many  years  pre- 
vious to  going  with  them  Mr.  Sinclair 
was  in  the  closest  touch  with  the  sta- 
tionery trade  of  Canada  as  manager  for 
Warwick  Bros,  and  Rutter  of  Toronto. 

The  new  house  did  not  wait  for  the 
completion  of  the  new  building  to  get 
busy  selling  the  line,  but  fitted  up  a 
temporary  sample  room  in  the  same 
building  as  that  occupied  by  Thomas 
Allen's  publishing  house.  A  most  com- 
prehensive line  of  fine  stationery  is  being 


THOMAS  ALLEN 


shown,  inspiring  the  warmest  encomiums 
of  the  goodly  number  of  buyers  who 
have  already  done  business  with  the 
new   house. 

Allen's  to  Move 

Thomas  Allen  has  decided  to  remove 
his  publishing  business  from  the  present 
quarters,  215  Victoria  Street,  Toronto, 
to  the  new  Daylight  Building,  366-378 
Adelaide  Street  West,  the  reason  for  this 
change  being  that  the  new  stationery 
manufacturing  business  of  Sinclair,  Allen 
&  Co.,  Ltd.,  is  to  be  located  there  and  the 
same  selling  staff  is  to  work  for  both 
houses.  An  additional  advantage  is  the 
exceptionally  fine  and  commodious  quar- 
ters which  the  publishing  house  will  have 
in  this  new  building. 

FOURTEEN  POINTS  FOR  YOU 

Every  retail  bookseller  and  stationer 
in  Canada  will  do  well  to  act  upon  the 
sound  advice  affecting  every  retailer  in 
business  as  put  in  the  form  of  a  ci-eed 
of  fourteen  points  on  business  practice 
as  follows: 

1.  Charge  interest  on  the  net  amount 
of  your  total  investment  at  the  begin- 
ning of  your  business  year,  exclusive  of 
real  estate. 

2.  Charge  rental  on  real  estate  or 
buildings  owned  by  you  and  used  in  your 
business  at  a  rate  equal  to  that  which 
you  would  receive  if  renting  or  leasing 
to  others. 

3.  Charge  in  addition  to  what  you  pay 
for  hired  help  an  amount  equal  to  what 
your  services  would  be  worth  to  others; 
also  treat  in  like  manner  the  services  of 
any  member  of  your  family  employed 
in  the  business  not  on  the  regular  pay 
roll. 

4.  Charge  depreciation  on  all  goods 
carried  over  on  which  you  may  have  to 
make  a  less  price  because  of  the  change 
in  the  style,  damage  or  other  cause. 

5.  Charge  depreciation  on  buildings, 
tools,  fixtures,  or  anything  else  suffer- 
ing from  age  or  wear  and  tear. 

6.  Charge  amounts  donated;  or  sub- 
scriptions paid. 

7.  Charge  all  fixed  expense  such  as 
taxes,  insurance,  water,  lights,  fuel,  etc. 

8.  Charge  all  incidental  expenses,  such 
as  drayage,  postage,  office  supplies,  de- 
telegrams  and  telephones,  advertising, 
livery  expense  of  horses  and  wagons, 
canvassing,  etc. 

9.  Charge  losses  of  every  character, 
including  sj-oods  stolen  or  sent  out  and 
not  charged,  allowance  made  all  custom- 
ers, all     debts,  etc. 

10.  Charge  collection  expense  not  enu- 
merated above. 

11.  When  you  have  ascertained  what 
the  sum  of  all  the  foregoing  items 
amounts  to,  prove  it  by  your  books,  and 
you  will  have  your  total  expense  for  the 
year. 

12.  Divide   this    figure    into   the    total 
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of  your  sales  and  it  will  show  you  the 
percentage  of  cost  to  you  to  do  busi- 
ness. 

13.  Take  this  figure  and  deduct  it 
from  the  price  of  any  article  you'  have 
sold,  then  subtract  from  the  remainder 
what  it  cost  you  (invoice  price  and 
freight),  and  the  result  will  show  your 
net  profit  or  loss  on  the  article. 

14.  Go  over  the  selling  prices  of  the 
various  articles  you  handle  and  see 
where  you  stand  as  to  profits,  then  get 
busy  in  putting  your  selling  figures  on 
a  profitable  basis  and  talk  it  over  with 
your  competitor,  as  well. 

A  SIDELIGHT 

Besides  conducting  a  drug  business, 
Dr.  N.  W.  Anderson,  Lumsden,  Sask., 
has  a  fully  stocked  book  and  stationery 
establishment,  handling  also  toys  and 
dolls,  sporting  goows,  leather  goods, 
talking  machines  and  records,  gift  shop 
novelties,  sheet  music,  musical  small- 
wares,  cameras  and  photo  supplies,  are 
supplies,  greeting  cards  and  post  cards. 
Prftctically  the  same  applies  to  the  store 
of  J.  A.  McLachlan,  2532  Eleventh  Ave- 
nue, Regina,  Sask.  Both  these  stores  are 
regular  ports  of  call  for  bookseller  and 
stationer  being  typical  of  hundreds  of 
such  stores,  that  are  represented  on  this 
paper's   lists   of  subscribers. 


Havelock,  Ont. — A.  C.  Denike  conducts 
a  live  retail  business  in  this  live  little 
town.  In  addition  to  books  and  station- 
ery he  sells  toys,  dolls,  games,  etc.,  and 
construction  toys  get  special  attention. 
Leather  goods,  talking  machines  and 
records,  cameras  and  photo  supplies  are 
other  lines  handled. 


The  Toy-Makers  of  Czecho-Slovakia 

Interesting  Facts  About  an  Extensive  Industry  in  One  of  the  Old 
Lands  that  Have  Regained  Their  Independence  as  Result  of  the 

Great  War. 


FROM  the  homes  of  peasants  tucked 
away  deep  in  the  Slovakian 
mountains,  or  in  the  wide  Mo- 
ravian plains,  come  some  of  the  pretti- 
est and  cleverest  toys  in  the  world.  Here 
in  these  out-of-the-way  corners  of 
Czecho-Slovakia  everyone  makes  toys, 
from  wrinkled  great-grandmothers  to 
tiny  children  four  or  five  years  old. 
Each  member  of  a  family  will  have  his 
own  special  work.  The  men,  handier 
with  the  knives,  do  the  cutting,  the 
women  the  coloring,  and  the  children 
the  gluing  and  mounting  and  simpler 
work.  Toy  making  helps  out  the  slender 
income  from  the  farm,  and  these  people 


will  sit  up  far  into  the  night,  after  a 
hard  day's  work  in  field  or  forest,  niak- 
ing  toys  to  sell  for  a  little  money  to 
augment  the  family  income. 

Some  of  the  children  have  become 
adepts  in  toymaking  and  in  designing; 
their  childish  ingenuity  frequently  brings 
better  results  than  those  of  their  older 
co-workers.  Some  of  the  most  interest- 
ing toys  are  made  in  the  Jodliskuv  Os- 
tav,  or  Home  for  Crippled  Children  in 
Prague.  These  toys  are  made  of  burrs, 
cones,  acorns,  twigs,  poppy-balls  and 
other  things  that  the  children  gather  in 
the  woods  in  the  summer.  Poppy-balls 
of   different     sizes     are   used     to   make 


Home  Markets  Easy, 

Canadian  Trade  Neglected 

Importance   of  Export  Trade   to   Great  Britain — Orders 
from  Abroad  Waiting  in  Thousands. 


IN  view  of  the  increasing  quantities 
of  United  States  toy  products 
coming  into  Canada  as  compared 
with  the  shipments  from  British  toy 
manufacturers,  it  would  seem,  in  the 
case  of  toys,  that  the  British  export 
business  has  not  been  cultivated  to  the 
extent  that   it   should  have  been. 

Canada's  own  toy  industry  is  making 
good  progress,  but  this  country  will  for 
years  have  to  import  many  lines  of  toys 
and  games.  Many  British  concerns 
would  have  been  able  to  do  good,  big 
business  in  Canada  this  year  had  they 
properly  cultivated  this  market. 

Some  light  is  thrown  upon  this  ap- 
parent apathy  in  Britain  by.  the  follow- 
ing quotation  from  an  editorial  in  the 
May  issue  of  "The  Toy  and  Fancy  Goods 
Trader"  of  England: 

"Never  in  our  history  as  a  manufac- 
turing country  was  export  trade  of 
more  vital  importance  than  it  is  today. 
As  far  as  the  toy  and  fancy  goods  trade 
is  concerned,  we  are  of  opinion  that  our 
manufacturers  are  not  giving  nearly 
sufficient  thought  to  it.  The  compara- 
tive ease  with  which  the  home  market 
can  be  catered  for,  and  the  enormous 
home  demand,  are  undoubtedly  causing 
the  cultivation  of  an  export  trade  to 
fall  off.  Orders  are  waiting  from  abroad 
in  their  thousands  for  those  manufac- 
turers who  care  to  accept  them.  We 
are  not  unmindful  of  the  fact  that  ship- 
ping facilities  have  been  a  hindrance  to 
the  furtherance  of  overseas  trade,  but 
these  are  undoubtedly  rapidly  improv- 
ing. In  a  matter  of  this  kind,  it  is  im- 
perative we  look  well  ahead." 

All  the  more   significance   attaches  to 

these   remarks   in   view   of   the   attitude 


of  the  toy  dealers  of  Canada  toward 
British  products,  this  attitude  being  a 
reflection  of  the  sentiment  of  the  Can- 
adian people  generally  toward  all  things 
British. 


quaint  little  replicas  of  the  Slovak  peas- 
ant women,  which  are  painted  in  the 
gay    colors    of      the    national      costume. 

Undernourishment  resulting  from  lack 
of  food  during  the  war  has  caused  the 
diseases  that  have  crippled  many  of 
these  children.  One  little  blind  girl,  so 
crippled  that  she  can  never  walk  again, 
fashions  with  deft  fingers  the  most 
realistic  chickens  from  pine  cones  and 
bits  of  whittled  wood.  A  little  boy 
whose  arms  were  blown  off  by  a  gre- 
nade, is  very  clever  at  designing,  and 
does  so  with  his  feet.  Historic  events 
and  patriotic  scenes  and  figures  are 
great  favorites  with  the  children. 

These  particular  woodland  toys  have 
never  found  their  way  to  America,  but 
as  soon  as  proper  trade  relations  can 
be  established,  the  children  on  this  side 
will  have  them.  Meanwhile  many  of 
the  workers  of  the  American  Red  Cross, 
who  came  to  Czecho-Slovakia  with  food 
and  clothing  and  medical  help  for  those 
who  had  suffered  so  terribly  in  the  war, 
are  taking  home  with  them  little  vil- 
lages with  roofs  of  real  thatch,  tiny 
wooden  animals  so  small  one  wonders 
how  they  are  ever  carved,  cardboard 
and  papier  mache  toys  almost  indes- 
tructible —  everything,  from  wooden 
fishes  that  float  right  side  up,  to  life- 
sized   baby  elephants. — "Playthings." 


— Marcus  in  New  York  "Times.' 
WHEN  YOU  WAVE  A  RED  FLAG,  LOOK  OUT  FOR  THE  BULL. 
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Tips  on  Summer  Toy  Selling 

Toy  Sail  Boats  a  Good  Seasonable  Line,  Fitting  in  Well  with  Toy 

Airplanes — Rubber  Balls  and  Balloons  Good  Lines  for  Specialized 

Effort — About  Window  Displays 


SUMMER  is  a  good  season  for  toy 
selling.  This  is  amply  demonstrated 
in  such  stores  as  Eaton's  and 
Simpson's  in  Toronto,  where  good  year- 
round  toy  trade  is  done.  If  they  can  do 
it,  sc  can  any  other  toy  dealer.  There 
are  children  in  every  community,  and 
where  there  are  children  there  should 
be  toys,  and  these  toys  should  be  sold 
by  the  local  merchants.  In  the  villages 
the  -general  merchant  is  the  man  to  sell 
the  toys.  In  the  larger  villages,  those 
with  from  1,000  to  2,000  population, 
there  is  opportunity  for  stores  carrying 
books,  stationery,  toys  and  other  kin- 
dred lines.  Such  a  store  draws  trade 
from  the  surrounding  country  and  there 
are  instances  where  book  and  stationery 
stores  even  in  villages  of  less  than  a 
thousand  people  are  successfully  con- 
ducting such  a  retail  business.  Naturally 
the  extent  of  the  stock  of  toys  carried  will 
necessarily  be  smaller  in  a  store  serving 
a  restricted  community  than  in  a  big 
department  store  such  as  those  in  Mont- 
real, Toronto,  Winnipeg,  or  other  large 
cities,  but  even  the  smallest  stores  can 
increase  their  trade  by  planning  to  con- 
duct their  business  as  far  as  possible 
along  the  lines  of  these  big  stores.  " 

Thus,  in  July,  there  is  good  business 
to  be  done  with  such  items  as  toy  sail- 
ing boats,  a  line  that  will  sell  anywhere 
and  everywhere  if  properly  handled  and 
adequately  displayed  and  pushed.  At 
the  Eaton  store  at  this  time  there  is 
a  most  prominent  showing  of  toy  sail 
boats,  canoes,  and  other  craft.  The  for- 
mer includes  models  of  sailing  vessels 
up  to  six  feet  in  length,  naturally  these 
big  fellows  attract  a  lot  of  attention, 
and  a  great  many  sales  of  the  toys  made 
here  are  attributable  to  the  notice  they 
get.  These  or  even  much  smaller  dail 
boats  make  ideal  pieces  for  good  toy 
windows.  These  seasonable  boats  fit 
in  well  with  a  stock  of  toy  airships,  In 
fact  these  fwo  lines  are  treated  as  one 
in  the  Eaton  toy  departme?it,  having 
a  whole  section  to  themselves.  In  the 
case  of  the  airplanes  there  are  many 
parts  that  are  sold  separately,  thus 
making  it  a  good  "come-back"  line.  The 
original  sale  of  a  toy  airplane  brings 
the  customer  back  for  supplies  as  re- 
quired. 

A  Made-in-Canada  Toy  Store 

Who  is  going  to  be  the  first  retailer 
in  Canada  to  stock  Canadian  toys  only? 
This  is  not  to  be  taken  as  recommend- 
ing anybody  to  do  this,  but  the  idea 
is  now  feasible  on  the  strength  of  the 
infinite  variety  of  toys  that  are  now 
being  made  in  Canada.  This  variety  is 
so  extensile,  running  from  innumerable 
small  tovs  up  to  the  imposing  structures 
built  with  steel  construction  units,  along 
with    such    kindred      lines     as     express 


wagons,  various  other  wheel  goods,  and 
all  manner  of  sporting  goods  for  boys 
and  girls,  that  the  store  that  would  pro- 
perly accommodate  a  representative 
showing  of  all  these  "made-in -Canada" 
toys,  would  have  to  be  one  of  goodly 
dimensions. 

The  whole  idea  is  more  practical  as 
applying  to  any  store  having  a  toy  de- 
partment, and  again  let  it  be  known  that 
this  is  not  to  advocate  excluding  fi-om 
the  stock-in-trade  all  imported  toys,  out 
any  tcy  dealer  can  make  a  hit  by  having 
occasional  window  displays  devoted  en- 
tirely to  toys  made  in  this  country. 

In  New  York  there  is  a  toy  store  on 
Nassau  Street,  where  only  toys  made 
in  the  U.S.,  are  stocked.  A  general  line 
of  sporting  goods,  for  adults  as  well  as 
boys  and  girls,  is  included  in  this  stock, 
and  with  the  sporting  goods  are  includ- 
ed bicycles. 

In  Toronto  the  Wilson  store,  on  Yonge 
Street,  is  among  the  best  known  spirt- 
ing goods  houses,  and  the  toy  stock  here 
is  almost  as  prominent  ar  the  sporting 
goods.  This  store  constitutes  a  standing 
refutation  of  the  theory  too  frequently 
advanced  that  the  toy  business  is  not  an 
extensive  one  except  during  the  season 
immediately   preceding    Christmas. 

Sand  toys  for  the  beaches  at  summer 
resorts  and  toy  gardening  sets  for  the 
children  at  home,  are  always  good  sel- 
lers, and  should  be  liberally  stocked  and 
exploited. 

Rubber  Balls 

Rubber  balls  in  the  various  hard  and 
soft  varieties  and  the  many  kinds  and 
sizes  of  the  fancy  colored  rubber  balls, 
alone  constitute  a  line  with  which  hund- 
reds of  dollars'  worth  of  good  profitable 
business  can  be  done  in  the  course  of 
the  year  in  any  town  of  average  size. 
This  is  the  ideal  time  of  the  year  for 
making  good  showings  of  these  goods. 
So  with  baseballs,  bats,  and  all  the  other 
lines  of  sports  goods  for  boys  and  girls 
cf  all  ages.  The  picnic  season  is  upon 
us  and  every  picnic  should  be  made  to 
contribute  a  fair  share  of  business  to 
the  retailer  who  includes  these  goods  in 
his  store. 

Toy  Balloons 

Much  has  been  said  in  previous  issues 
regarding  this  line.  The  volume  of  busi- 
ness done  with  these  small  items  is  sur- 
prisingly large.  One  Toronto  distribut- 
ing house  has  sold  over  $10,000  worth 
this  year,  and  this  amount  would  be 
far  greater  had  this  house  been  able 
to  get  the  shipments  of  the  quantities 
ordered.  The  output  of  balloons  in  the 
factories  in  the  U.  S.  runs  into  hundreds 
of  thousands  of  dollars  each  year.  This 
is  a  line  well  worthy  of  specialization  on 
the  part  of  every  stationery  and  toy 
store. 
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A  new  game  that  is  catching  on  is 
known  as  the  Cootie  game,  and  it  may 
be  described  as  a  rectangular  box-like 
enclosure  which  has  a  small  square 
wire  enclosure  having  a  specially-de- 
signed entrance.  There  are  also  three 
celluloid  capsules  with  small  weights 
and  the  play  is  to  secure  the  capsules 
within  the  wire  enclosure.  The  top  of 
the  device  is  covered  with  glass. 


•X: 


In  describing  the  play  of  the  new 
game  the  makers  have  the  following  to 
say:  A  very  interesting  game  may  be 
played  by  having  a  game  for  each  play- 
er. All  of  the  cooties  must  be  out  of  the 
pen.  At  a  given  signal  all  start  to  play 
and  endeavor  to  encage  the  "cooties" 
as  soon  as  possible.  The  first  player  to 
capture  all  of  the  "cooties"  calls 
"cootie"  (and  play  by  everyone  must  im 
mediately  stop)  is  entitled  to  a  credit 
of  25  points  on  account  of  being  the  first 
to  make  a  capture.  All  other  contest 
ants  are  given  a  credit  of  5  points  for 
each  cootie  they  have  caught.  The 
game  may  be  set  at  200,  300  or  500  as 
seems  desirable.  The  one  who  is  success- 
ful in  securing  the  desired  number  of 
points  first  is  the  winner,  the  one  having 
the  second  highest  number  of  points  is 
second  and  so  on.  A  booby  prize  may  b 
given  to  the  one  who  has  the  lowest 
score.  An  official  scorer  and  umpire 
should     be     appointed. 

PEANUT  TOYS 

Among  the  latest  novelties  are  toys 
made  from  peanuts,  which  are  dressed 
up  to  represent  all  sorts  of  ferocious 
animals.  Given  the  peanuts,  anyone 
with  paint,  mucilage,  deft  fingers  anc 
a  vivid  imagination,  can  turn  out  vari- 
ous oddities  that  make  good  little  favors 
for  the  party  table.  Views  of  thes< 
novelties  have  been  appearing  in  U.S 
papers. 


Window    Displaya    in    Goodwin's,    Montreal. 


Making  Profit  from  Credit  Customers 

This  Article  is  Useful  to  Stationers  Not  Only  for  Their  Own  Store 
'     But  Suggests  Sales  of  Systems  to  Other  Merchants. 


SOME  good  points  in  how  to  deal 
with  credit  accounts,  are  brought 
out  by  C.  C.  Miesen,  in  the  "Na- 
tional." "I  know,"  he  says,  "that  most 
dealers  prefer  to  do  a  strictly  cash  busi- 
ness, but  there  are  a  great  many  who 
find  it  necessary  to  cater  to  a  charge 
trade.  A  necessary  evil,  they  call  it, 
which  must  be  permitted  because  of  its 
trade-holding  value. 

"The  dealer  who  does  a  charge  busi- 
ness is  threatened  constantly  with  the 
grave  danger  of  allowing  to  certain  cus- 
tomers a  greater  amount  of  credit  than 
it  is  possible  to  collect,  or  at  least,  to 
collect  easily. 

"It  did  not  take  me  long  to  discover 
that  safe  credit  merchandising   depends 

Iargely  on  keeping  records  that  tell  from 
lay  to  day  how  much  credit  is  granted. 
)ur  books  always  are  in  balance  and  it 
s  a  simple  matter  to  glance  at  them 
to  find  out  whether  a  customer  has 
reached  his  predetermined  credit  limit 
which  always  is  listed  at  the  top  of  his 
account. 

The  foundation  of  our  system  really  is 
aur  recapitulation  sheet.  All  daily  trans- 
ction  of  every  nature  are  accumulated 
on  it — cash  sales,  charge  sales,  money 
received  on  account,  invoices  received, 
checks  paid,  bank  deposits,  in  fact  all 
ihe  figures  of  the  day's  business  are  list- 
ed and  totaled  before  posting  to  the  var» 
ious  accounts  in  the  ledger. 
"In    the    extreme      left    hand    column 


amounts  from  all  the  charge  sale  slips 
are  first  listed  and  totaled.  In  the  next 
all  items  on  the  charge  sale  slips  are 
likewise  listed  and  totaled. 

"When  all  the  other  entries  have  been 
made  the  totals  of  the  various  columns 
are  posted  to  accounts  of  the  general 
ledger  according  to  instructions  printed 
at  the  head  of  each  column. 

"Thus  it  will  be  seen  that  the  system 
is  a  complete  double  entry  set  of  books, 
that  the  re-cap  sheet  acts  as  a  distribut- 
ing journal. 

"Postings  to  the  customer's  accounts 
are  made  from  the  sales  slips. 

One  leaf  in  the  ledger  binder,  which 
is  arranged  alphabetically,  is  devoted 
to  each  customer's  account.  When  the 
account  becomes  active  a  statement  is 
addressed  and  placed  in  front  of  the 
ledger  leaf  where  it  remains  all  through 
the  month.  It  is  posted  at  the  same 
time  as  the  ledger  from  the  sales  slips 
which  are  always  arranged  alphabetic- 
ally the  first  thing  each  morning.  After 
the  posting  is  completed  the  difference 
between  the  total  debits  and  credits  is 
compared  with  the  difference  of  the 
totals  of  the  debit  and  credit  posting 
media,  to  see  if  the  work  has  been  done 
correctly. 

As  the  postings  are  made  to  the  cus- 
tomers' ledger  daily  and  the  balance  on 
every  account  is  extended  at  every 
posting,  we  can  tell  instantly  just  how 
every  account  stands. 
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"In  the  general  ledger  is  listed  the 
amount  of  merchandise  bought,  the 
amount  of  merchandise  sold;  accounts 
payable;  accounts  receivable;  bills 
payable;  bills  receivable;  express: 
interest;  proprietor's  personal  ac- 
count; investment  account;  donation  ac- 
count; office  supplies;  light  and  heat; 
rent;  salaries;  profit  and  loss  account; 
and  other  expense  accounts.  These  ac- 
counts give  such  complete  information 
about  the  business  that  it  is  possible  at 
any  time  to  draw  off  a  detailed  financial 
statement  which  is  valuable  in  dealings 
at  the  bank  and  in  making  out  the  in- 
come tax  report. 

"From  my  experience  extending  over 
quite  a  period,  I  am  convinced  that  one 
of  the  effective  ways  to  promote  busi- 
ness is  to  offer  credit  wisely  and  judi- 
ciously. But  this  cannot  be  done  unless 
the  dealer  has  constant  and  accurate 
knowledge  about  every  account  on  his 
books  through  figures. 


Fancy  bags  and  other  novelties  are 
to  be  made  by  the  Veterans'  Products 
Company,  Vancouver,  from  the  skins 
of  mud  sharks.  Operations  will  be  in- 
augurated early  this  month  by  the  com- 
pany, which  was  organized  two  months 
ago.  The  company  has  been  granted  an 
exc'usive  license  to  fish  for  mud  sharks 
in  the  Gulf  of  Georgia. 


Speed  Up  Summer  Sports  Sales 

Picnickers  and  Summer  Vacationists  Are  All  Good  Prospects  for 
Seasonable  Requirements  in  Sports  Goods 


ONE  of  the  biggest  functions  of  a 
show  card  is  to  put  notions  in 
the  customer's  head — purchasing 
notions.  A  string  of  show  cards  around 
a  store  always  gets  the  customer's  at- 
tention, particularly  when  he  is  waiting, 
and  if  the  proper  message  are  carried 
further  sales  should  result.  At  this  rea- 
son it  should  be  good  policy  to  "play  up" 
sporting  goods.  This  is  a  good  sporting 
month,  and  sporting  goods  are,  as  a  rule, 
purchased  on  the  spur  of  the  moment. 
A  suggestion  or  two  put  in  the  right 
spot  should  often  induce  a  customer  to 
buy.  July  and  August  may  be  called  the 
picnic  months  and  picnics  always  call 
for  sporting  goods.  Equally  true  is  it 
that  they  are  the  vacation  months  but 
of  course  nearly  "everybody's  vacation  is 
a  picnic  lasting  two  weeks  or  more,  and 
various  sports  are  indulged  in  every 
day  requiring  sports  goods  sold  by  al- 
most every  live  stationery  merchant.  The 
exceptions  are  the  commercial  stationers 
who  do  not  go  into  lines  other  than  sta- 
tionery proper  and  the  very  few  book- 
sellers who  sell  books  only. 

Here  are  a  few  suggestions  for  snap- 
py show  cards  that  might  be  used  to  ad- 
vantage at  this  time: 

Tennis  is  a  Tonic! 

Here  is  where  to  buy 
Racquets  and  Balls. 

*         *         * 

Get  out  on  the  Links! 

Golf  is  a  great  game: 
Get  your  outfit  here. 

*         *         * 

For  that  Picnic! 

Don't    be    caught 
Without  Bats 
And  Balls 
Buy  'em  here. 


Four  your  vacation! 
Take  along  a  good 
Indoor  baseball: 

It  will  be  needed. 


Remember  the  kiddies! 
Buy  the  boy  a  bat 
Give  the  girl  a  game; 

See  our  big  Sports  Display. 

A  GOLF  1ND0W 

GOLF  is  growing  in  popularity  each 
year.  Get  a  grip  on  golf  trade 
in  your  community. 

A  good  way  to  "get  on  the  map"  is  to 
put  in  a  good  golf  window  display. 

Large  stocks  of  golf  clubs  and  balls 
are  not  necessary  for  a  display.  Let 
the  merchant  put  in  his  window  just  a 
couple  of  sticks  and  a  few  balls  and 
surround  this  little  attention-getter 
with  others  spores  goods  and  the  chances 
are  that  he  will  reap  results  undreamed 
of. 

Now  for  the  stationer  who  is  so  sit- 
uated as  to  be  in  a  position  to  cater 
particularly  well  to  the  golfers:  He 
might  make  quite  a  nice  display  of  the 
kewpie  dolls  which  are  so  much  in  vogue 
at  the  present  time.  Some  of  the  girl 
dollies  might  be  dressed  up  as  though 
for  the  tournament  and  their  male  com- 
panions could  be  fixed  up  in  golfing  togs. 
A  section  of  the  window  could  be  outlined 
to  represent  a  nine-hole  golf  course.  The 
doll  representing  the  golfer  would  show 
up  well,  especially  if  another  doll  in 
patched  clothes  stood  near  at  hand  as 
though  "caddying"  and  the  girl  dollies 
could  be  stationed  around  the  course  in 
lounging  attitudes.  Pencils  could  serve 
as  clubs  if  regular  toy  clubs  could  not  be 
secured.  Such  a  display  would  be  sure 
to  call  "halt"  to  passersby  whether  they 


AD.   SERVICE   APPRECIATED 

One  of  the  firms  regularly  ad- 
vertising in  Bookseller  and  Station- 
er writes  as  follows  regarding  the 
copy  for  advertisements  prepared 
by  the  Ad-Writing  Department: 

"We  take  this  opportunity  to 
mention  that  we  have  been  unusual- 
ly well  pleased  with  the  advertise- 
ments you  have  prepared  for  us. 
We  assure  you  that  it  is  a  pleasure 
to  receive  copy  of  this  kind,  some- 
thing just  a  little  different  from 
the  general  run,  and  something 
which  has  'pep'  and  'gets  across'." 


know  anything  about  golf  or  not  and  it 
would  certainly  appeal  to  the  enthusiasts 
of  the  game. 

Such  a  display  will  catch  the  atten- 
tion, and  likewise  the  business,  of  the 
golfing  enthusiasts  of  the  district. 

Here  is  a  suggestion  for  a  display 
card  for  use  with  a  window  display  of 
golf  goods: 

NEW   TOY  FIRMS— 

Hilch  Bros.  &  Co.,  Ltd.,  is  a  new  toy 
manufacturing  concern  at  St.  Thomas, 
Ont.,  where  they  are  manufacturing  an 
extensive  line  of  wooden  toys  known  as 
"The  Elgin  Line,"  including  such  items 
as  coasters,  sand-carts,  doll  carts,  hay 
racks  and  other  wheeled  toys. 

In  Toronto  the  Peerless  Toy  Mfg.  Co 
has  been  taken  over  by  the  Beebe-Tod 
Co.,  28  Wellington  St.  E.,  who  will  con- 
tinue the  old  lines  and  add  new  toy  items 

The  Toronto  Laundry  Machine  Co, 
have  just  introduced  in  their  toy  line  a 
doll's  house  replete  with  furniture  in 
replica  of  the  chairs,  tables,  etc.,  used 
in  real  houses. 


Alberta   Retailer   Carries   Complete  Stock  of  Supplies 

Generally  Called   for   During   the    Golfing   Season 


"Are  you  going  to  golf  this  year?" 

fe^Jfc  This  is  the  pertinent  query  that  was  put  to  the  denizens  in  and  around  Coronation, 

^s.  Alberta,  by  W.  J.  McNeil,  who  is  a  live    merchant.     Mr.  McNeil  has  been  running 

^F  ^      big    advertisements    in    the    newspapers     of     his     district,     calling     on     all     in- 

^Kk  a.        terested    to     drop     in   and    look     over    his     stock     of     sporting     goods.      In     one 

^k  \M      display,  he  says: 

V      ■  mW  "In  response  to  the  increasing  demand  for  golf  clubs,  golf  balls  and  bags,  we 

^^^^  *fl       have  secured  a  large  selection  of  drivers,    brassies,  mashies,  mid-irons,  putters,  etc., 

also  a  fine  stock  of  golf  balls. 

"We  shall  be  pleased  to  show  you  these  goods.      Make  your  selections  now." 

Stationers  have  for  years  been  handling  sporting  goods,  but  there  has  been  a  decided  hesitancy  about 

handling  golfing  essentials.     Those  who  have  stocked  up  with  these  things,  though,  have  found  it  well 

worth-while. 

Of  course,  the  first  thing  for  the  dealer  to  ascertain  is  whether  or  not  there  is  a  demand  in  his 
district.  If  there  is  a  great  deal  of  golfing  in  the  vicinity,  there  is  no  reason  why  he  should  not  get  his 
share  of  the  business. 
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Early  Fall  Styles  in  Handbags 


Kodak  and  Avenue  Models  in  Evidence — The  Vanity  Box- 
for  the  Most  Part  Are  Quiet. 


-Colors 


THE  newest  shapes  in  the  leather 
bags  for  summer,  and  even  those 
being  shown  by  the  wholesalers 
for  fall,  are  the  "Avenue"  bags,  a  pleas- 
ing version  of  the  well-known  vanity 
bag,  and  the  newer  developments  in  the 
kodak  model.  Tailored  simplicity  char- 
acterize the  best  selling  lines,  and  when 
touches  of  trimming  appear  they  are  in- 
variably part  of  the  general  color 
scheme.  Lambskins  in  morocco  grains 
lead  in  the  kodak  models,  and  the  ostrich 
grains,  too,  are  very  strong  and  give  ex- 
cellent service,  due  to  the  splendid  wear- 
ing qualities  of  this  leather.  These  bags 
are  showing  in  greens,  tans,  brown, 
greys  and  dark  shades  of  blue,  "Zebu" 
finishes  in  browns,  tans  and  taupes 
are  also  very  good  and  smart  bags  of 
the  4-inch  frame  type  are  retailing  at 
about  $10. 

Kodaks    in    Patent,    Too 

"I  have  done  half  my  business  for  the 
past  two  months  in  kodak  bags,"  said 
one  of  the  largest  manufacturers  of  this 
class  of  goods  in  Canada  when  seen  by 
BOOKSELLER  AND  STATIONER.  "I 
carry  them  in  long  grain  and  striped 
patent  leather  as  well  as  in  the  colored 
lambskin  in  navy,  grey  and  brown." 
This  same  maker  is  showing  a  number 
of  chain  handle  effects  on  patent  bags, 
while  his  silk  moire  bags  in  black  with 
chain  handles  were  also  shown  among 
the  best  sellers. 

This  same  maker  carried  a  very  excel- 
lent line  of  linen  grain  bags  at  moderate 
prices  that  will  enable  them  to  be  retail- 
ed at  the  most  popular  prices  of  $3.50 
and  $4.50  each.  These  are  also  on  4- 
inch  frames. 

"We  have  had  little  demand  for  the 
5-inch  frame,  although  in  the  United 
States  these  are  selling  very  well,  and 
the  present  tendency  points  to  a  stronger 
vogue  for  them  in  Canada,"  stated  a 
manufacturer  interviewed. 

Suede  bags  are  rarely  seen  in  Canada 
— even  in  the  higher  class  trade  the 
novel  bead  bag,  the  broche  and  even  the 
feather  bag  appear,  and  suede  model  re- 
mains persistently  out  of  the  picture. 

The  Avenue  bag  with  its  curved  lower 
edge  is  very  compact  and  very  smart. 
It  is  equipped  like  the  kodak  bag  with 
mirror,  while  memorandum  pads  and 
small  purses  appear  in  models  according 

size. 

The  more  highly-priced  models  of 
course  go  in  for  more  fittings  and  more 
trimmings.  The  extravagant  Oriental 
designs  are  seen  in  exclusive  bags,  and 
models  of  moire,  duvetyn,  faille  and  mesh 
are  included  in  the  spring  and  summer 
array  of  more  expensive  accessories. 
There  are  a  few  light-tinted  leathers  be- 
ing shown  with  gold  trimmings  in  these 


THR  VANITY  BOX 

This  is  one  of  the  newest  ideas  in  ladies'  handbags.  It  is  fitted  with 
mirror,  change  purse,  memo  tablet  and  hairpin  holder.  The  Vanity 
Box  has  a  rigid  frame  and  drop  sides.  This  illustration  is  presented 
through   courtesy   of   the  Canada   Leather    Products    Ltd.,    of      Toronto. 


high-priced  lines,  but  even  women  of 
very  fastidious  tastes  will  revert  to  the 
more  tailored  varieties  after  a  winter 
and  early  spring  season  of  fabric  fads. 

Most  stores  are  featuring  handbags 
just  now  in  a  bewildering  variety  of  de- 
signs and  materials.  Comparisons  are 
well  nigh  impossible  among  the  high- 
priced  novelties  in  these  lines.  One  of 
the  latest  bags  is  made  of  chenille  em- 
broidery and  tinsel  thread  mounted  on 
a  tortoiseshell  frame,  lined  with  con- 
trasting taffetas  and  containing  the 
usual  accessories.  The  shapes  favor  the 
conventional  oblong  or  rounded  designs 
in  moderately  large  sfzes  and  are  finish- 
ed with  unusual  daintiness  and  care. 
One  such  bag  was  of  black  and  chenille 
with  silver  metallic  embroidery,  while 
another  was  developed  in  tones  of  green, 
brown  and  blue,  with  gold  thread. 
Plainer,  but  equally  handsome  bags  are 
made  of  navy  moire  silk,  with  a  large 
flat  top  thickly  encrusted  with  beads  in 
vivid  colors.  The  under  side  of  these 
tops  is  a  mirror  of  generous  size.  An- 
other clever  little  handbag  was  of  real 
leather  in  suit  case  design,  with  a  mir- 
ror occupying  one  entire  side  and  fit- 
tings of  the  first-aid  variety  in  the  form 
of  lip  stick,  rouge,  powder,  comb  and 
notebook.  Other  novelty  bags,  entirely 
composed  of  beads  are  being  shown  at 
prices  considerably  above  the  $50  mark. 
These  prices,  together  with  tax,  will 
tend  to  keep  these  designs  exclusive. 

An  illustration  is  shown  on  this  page 
of  a  distinctly  new  item   in  the  line   of 

.  45 


Canadian    Leather    Products,    Ltd.,    the 
"Vanity  Box." 

Another  new  item  in  the  same  firm's 
line  is  an  adaptation  of  the  "kodak" 
bag,  with  folding  gussetj  This  model 
comes  in  crepe,  morocco,  and  tapir 
grain  leather,  as  well  as  in  assorted 
colors.  This  is  expected  to  prove  one 
of  the  particularly  popular  designs  for 
the  coming  season  both  here  and  in  New 
York. 

OVERSEAS  TRADE 

E.  J.  Dodd  writing  from  London,  says 
at  the  Canadian  Exhibition,  the  MacLean 
business  and  technical  newspapers  and 
magazines  and  the  Financial  Post  were 
displayed  at  the  stand  of  the  Department 
of  Overseas  Trade,  and  that  quite  a  num- 
ber of  copies  were  sold,  mainly  to  persons 
interested  in  buying  from  Canada.  One 
of  these  was  a  member  of  the  staff  of 
the  Russian  Bolsheviki  Trade  Ambass- 
ador, M.  Krassin,  who  made  special  en- 
quiries and  asked  if  he  might  be  allowed 
to  follow  up  the  reading  of  the  papers  by 
a  call  on  the  MacLean  Newspapers'  Lon- 
don office.  It  is  difficult  to  know  just 
what  is  going  to  happen  in  Russia,  but 
one  thing  is  certain,  Russia  cannot  get 
on  a  normal  producing  basis  without 
machinery  plants  and  industrial  brains. 
The  Jews  who  are  controlling  Russia 
know  this^  and  there  are  bound  to  be 
developments  favorable  to  Canada. 


Kamloops,  B.C.— J.  B.  Cliff  &  Co., 
have  sold  their  book  and  stationery  store 
to  Ernest  V.  Bergin. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers 
and  Stationers  in  All  Parts  of  Canada 


Bowmanville,  Ont. — W.  T.  Allen's  "Big 
20  Bookstore,"  in  a  recent  advertisement 
of  wallpaper,  included  this  paragraph: 
"Our  wallpaper  shop  has  upheld  its  re- 
putation for  quality  and  moderate  prices 
under  all   conditions." 

Saskatoon.— In  one  of  the  MacMillan 
store  advertisements  last  week,  special 
attention  was  paid  to  Japanese  dolls, 
some  interesting  information  being 
given  about  Kyota,  Japan,  with  the 
statement  that  it  is  the  headquarters  of 
about  75  per  cent,  of  the  toy-makers  of 
the  Orient.  Besides  Jap  dolls,  toy  tea 
sets  of  Japanese  China  were  advertised, 
priced  from  $1.50  to  $3.50  a  set. 

Besides  toys,  many  other  Japanese 
lines  were  advertised,  the  whole  news- 
paper page  being  devoted  to  goods  made 
m  Japan,  including  photo  frames,  fancy 
baskets,  picnic  baskets  and  hampers, 
pocket  knives,  flashlight  cases,  carved 
beads  and  vacuum  bottles. 

Perth,  Ont.— John  Hart,  of  the  "Perth 
Bookstore,"  has  been  doing  some  good 
wallpaper  advertising.  One  advertise- 
ment which  is  of  suggestive  value  to 
other  dealers  who  sell  wallpaper  ran  as 
follows: 

,  "Over  half  a  century  of  experience  in 
studying  the  subject  of  coloring  and  de- 
sign enables  us  to  offer  the  most  selected 
stock— selected  from  the  best  manufac- 
turers in  England,  Europe,  the  United 
States  and  Canada.  Our  designs  are  at- 
tractive to  a  marked  degree.  The  color- 
ing and  general  finish  is  of  the  highest 
character,  reflecting  the  individuality  of 
our  special  collection  of  wallpapers.  The 
care  given  the  selection  of  every  grade 
gives  us  satisfaction  and  we  know  our 
line  will  also  please  our  customers  and 
satisfy  the  demand  of  the  modest  purse 
or  the  most  exacLuis:  critic.  Paners  for 
all  departments  of  the  House.     Call  and 

.  see  our  stock. 

Regina,  Sask.— The  Canada  Book  and 
Drug  Co.,  Ltd.,  have  been  advertising 
outdoor   toys    for    kiddies.      Among   the 


Pack    Up   Your   Picnic   Basket 

Paper  Plates,  Sanitary  Cups,  Nap- 
kins,   Paper    Spoons,    Thermos 
Bottles,    etc. 

As  Usual — Prices  Are  Right 


SATURDAY  SPECIALS 

WE   HAVE    PICKED    OUT   A   FEW   NICE    LITTLE    SPECIALS    FOR    TO-DAY'S 
SHOPPERS.        LOOK    OVER    THE    LIST. 


PICNIC     SUPPLIES 

Picnic  and  Market   Baskets,   all   sizes 

and  shapes,   45c.  to    $2.75 

Wax   Paper,    10c  roll;  3   for 25 

Paper    Plates,    15c   doz. ;   2   for 25 

Paper  Cups,  25c  doz.;  2   for 45 

Paper  Napkins,   10c  doz.;   3   for 25 

Wood  Lunch  Sets,  complete 45 

Everything  for   Picnics  and  Outings. 

HAMMOCKS 

Every  one  reduced,     2.75  to   9.75 


CROQUET 

4-6   and   Ball   Sets,   $1.75 


SETS 

to    .  .  . 


4.75 


SPORTING    GOODS 

Baseballs,     15c    to     *. 1.50 

Baseball   Bats.   45c  to    1.50 

Baseball   Masks    1 . 75  up 

Mitts  and  Gloves,  $1.45  to   9.75 

TENNIS   RACQUETS 

Great  Values  in   These,   $2.00  to 7.50 

FOOTBALLS 

Complete    with    Rubber    2 .  75  up 

HARD     RUBBER     BALLS 

All   Sizes,   Best  Grade,   5c   to 25 

GARDEN    SETS 

Sets  of  3   Pieces,   each   50c  and 75 

Pail  and  Shovel  Sets,  25c  to 45 


PAPERS   AND   MAGAZINES 

Special   Prfces   All  Day  Saturday 

Old    Country    Papers,   2   for    $0.05 

Publishers'  Prises  on  all  Magazines. 

Back    Number   Magazines    10 

Three    for     25 

Special  Prices  on  All  Books 
SHEET  MUSIC 

All  the  Big  Song  Hits,  15c  to 45 

RECORDS 
Disc    and     Cylinder    in    all    the    Big 

Titles,  90c  to   $1   50 

PLAYER    ROLLS 

All   the   Big   Sellers,   90c   to    1.50 

PHONOGRAPH    NEEDLES 

All  the  Best  Kinds,  pkg.,  15c  and 20 

EXPRESS   WAGONS 

All    Metal    and    Solid    Hardwood 

Coasters,    each    $3.50    to    9.75 

SKIPPING    ROPES 
All   the   Best   Kinds,    15c   to 75 

JACK    STONES 

Set  of  5  Jacks,   5c,   10c  and 15 

RUBBER   BALLS 

Plain  and  Colored,  5c  to 75 

MARBLES 
Plain  and  Colored,   25   and  30  for    ...      .05 

BALLOONS 
All  Kinds  of  These,  5c,   10c  and 15 


PEARSON'S  BOOKSHOP 


216  EIGHTH  AVENUE  EAST 

Opposite   Empress    Theatre 
WE  SELL  EXPRESS  MONEY  ORDERS 


PHONE  M1970 


items  particularly  featured  in  the  news- 
paper advertisements  were:  Tricycles, 
express  wagons,  kiddie  kars,  dolls'  car- 
riages, wheelbarrows,  dump  carts,  gar- 
den tools,  sand  toys,  rubber  balls. 

"HELLO!  TOYLAND!" 

Use  that  for  a  toy  advertisement  as 
a  catchline.  A  Toronto  store  did  that 
with  good  effect  to  introduce  a  new  tele- 
phone toy.  "Anything  new  in  Toy- 
land?"  his  advertisement  asked.  "There 
is!"  "Just  for  the  last  few  days  we've 
been  busy  unpacking  many  interesting, 
nobby  looking  parcels. 

Some    contained: — 

Long  Distance  Telephones — Two  steel 
instruments,  each  with  a  bell,  attached 
by  a  cord  alo^"-  which  sonnie's  voice 
runs  swiftly  and  clearly.    Price  65c. 

Gyroscope  Tops — Tumbled  out  of  a 
number  of  packages  and  began  whirling 
around  in  the  most  fascinating  fashion. 
Lads  with  scientific  minds  delight  in 
these  tops.     Price,  35c. 

Steam      Engines — Thorough     working 
models  with  full   instructions.     Half     a 
dozen  styles.     Price,  $1.00  to  $10.00. 
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TRAVEL  IN  THE  NORTH 

"Wild  Life  in  Canada"  is  a  most  inter- 
esting record  of  travel  in  Northern  Can- 
ada, by  Captain  Buchanan,  who  with 
Joe  Ryan,  a  trapper,  explored  Northern 
Saskatchewan,  travelling  along  Beaver 
River  to  Churchill  River,  Reindeer  River, 
Reirdeer  Lake,  Cochrane  River  and 
Lake  du  Brochet. 

SALESMANSHIP 

"The  sales  manager  has  too  often 
come  to  be  looked  upon  as  a  somewhat 
ornamental  part  of  the  machine.  The 
production  men  have  towered  up  as  the 
giants  of  the  organization.  Sales  man- 
agers and  salesmen  are  to  have  an  op- 
portunity to  come  into  their  own  again. 
Their  services  are  to  be  needed.'  Their 
counsel    will    be    sought. 


The  man  who  complains  wants  to  do 
business  with  you,  provided  you  will 
meet  him  half  way.  The  man  who  doesn't 
complain  stays  away  from  you,  and, 
without  any  deliberate  intention  of  being 
mean,  he  simply  relates  his  experiences 
to  his  friends. 


Novels  Will  Be  $2.50— School  Books  Scarce 

Book    Publishers'    Outlook    is    Serious — Scarcity    and 
High  Cost  of  Paper  the  Reason. 


.  ROM  all  sides  comes  news  that 
■i  points  to  further  advances  in 
book  prices.  Mr.  Walker,  head 
the  Ryerson  Press  book  department, 
st  back  from  England,  tells  of  decided 
mps  in  prices  about  to  take  effect 
st  as  he  was  leaving  on  his  return 
p  to  Canada,  and  Thomas  Allen,  back 
>m  a  conference  with  Houghton,  Mif- 
1  &  Co.,  Boston,  spoke  of  the  latest 
concerting  jump  in  the  price  of  book 
per.  He  said  that  predictions  over 
ere  were  that  novels  would  go  to 
.50  this  autumn. 

'The  price  of  fiction  that  will  rule 
Britain  from  now  on  will  be  8s.  6d.," 
id  Mr.  Walker,  "as  against  the  7s. 
ice  that  has  been  in  force  of  late, 
e  old  English  "shilling"  reprints,  lat- 
ly  published  at  two  shillings,  will  be 

6d." 

These  advances  are  due  chiefly  to  the 
;at  scarcity  of  paper,  publishing  firms 
ng    able    to    go    on    only    on    account  ■ 
contracts  previously  made  for  paper 
jplies.  •> 

Sere  in  Canada  there  is  no  relief  in 
ht,  paper  prices  having  taken  further 
',  advances  during  the  past  month, 
is  affects  the  prices  of  all  classes  of 
)ks,  hitting  the  wholesale  stationery 
jses  particularly  hard  in  the  produc- 
n  of  various  blank  books,  scribblers, 
te  books,  pads,  etc. 

The  school  text  book  publishers  are 
o  particularly  hard  hit.     One  firm,  in 

inability  to   get  paper  from   any   of 

>  Canadian   mills,   sent  a  man   across 

>  border  to  try  to  get  paper.  The 
>t  he  could  do  was  to  get  a  quotation 

19c   a  pound   for   a   better   grade   of 
^sprint,    a    price    practically    prohibi- 
q  when  laid-down  costs  were  added. 
Where  is   all  the  paper  being  turned 

by  Canadian  paper  mills  going. 
The  paper-makers  assert  that  com- 
-atively  little  paper  is  being  exported 
s  year,  but  were  all  the  export  figures 
ulable  it  would  not  be  surprising  to 
A  that  large  quantities  were  going 
other  countries,  while  the  Canadian 
nufacturers  dependent  upon  paper 
carrying  on,  are  hard  hit  and  prices 
the  consumer  are  forced  up  far  be- 
id  all  previous  high  price  points. 

School  Book  Shortage. 
t  may  be  taken  for  granted  that  this 
ir  will  see  a  repitition  of  the  experi- 
es  of  a  year  ago  as  regards  school 
t  books.  There  is  going  to  be  a 
ious  shortage.  The  available  supplies 
1  be  far  short  of  meeting  the  re- 
rements  for  the  September  re-open- 
of  the  schools.  The  booksellers 
>uld  be  prepared  for  this.  It  is  go- 
to make  their  work  about  as  hard 
it  was  last  September,  with  no  relief 
sight.  The  fault  cannot  be  laid  at 
'  doors  of  the  publishers  of  school 
:t  books,  nor  to  the  Departments  of 
ucation  in  the  different  provinces,  but 


is  attributable  to  the  condition  of  the 
paper  market,  which  is  beyond  their 
control. 

S.  B.  Gundy  has  just  returned  from  'a 
visit  to  the  headquarters  of  the  Oxford 
University  Press  in  London,  England. 
Mr.  Gundy  found  trade  conditions  flour- 
ishing in  England,  and  his  remarks 
substantiated  what  appears  in  the  fore- 
going paragraphs  regarding  advancing 
book  prices. 

As  regards  Bibles,  he  said,  there  was 


a  compensating  circumstance  in  the  very 
considerably  reduced  cost  of  leather  of 
the  varieties  used  for  the  binding  of 
Bibles.  This  would  tend  to  some  degree 
to  alleviate  the  increased  cost  of  paper, 
but  of  course  did  not  warrant  any  pre- 
diction that  there  would  be  any  drop  in 
prices.  The  best  that  could  be  hoped  for 
was  that  Bibles  might  continue  to  be 
available,  for  the  present  at  least,  at  the 
prices  that  have  ruled  thus  far  this 
year. 


Why  Book  Prices  Go  Up 

Some  Significant  Facts  About  Increasing  Costs 
of  Labor  and  Advance  in  Paper  Prices 


AN  interesting  chart  has  been  pre- 
pared by  the  Macmillan  Co.,  show- 
ing trie  relative  costs  and  prices 
of  text  books  on  a  percentage  basis  in 
1914  and  1D20.  It  is  3hown  that  in  that 
period  costs  have  increased  according  to 
ihc  following  percentages:  Composing 
room — Wages  of  men,  87.5;  wages  of 
women,  110.  cost  of  type,  200;  cost  of 
proofing  paper  200. 

Printers'  wages,  97;  printers'  supplies, 
60;  transportation,  140;  cost  of  paper, 
200.  , 


Bindery — Wae:es  of  men,  164;  wages  of 
women,  185;  cost  of  board,  312.5;  cost 
of  cloth,  233.3;  cost  of  glue,  73;  cost  of 
thread,  787.5. 

As  against  these  figures  prices  of  text 
books  have  been  increased  but  55  per 
cent.  This  is  submitted  as  a  conclusive 
answer  to   any  charge   of  profiteering. 

Further  information  about  increas- 
ing paper  costs  is  given  in  an  article  in 
the  "Paper  Trade  Journal,"  from  which 
the  following  table  is  taken: 


Some    Interesting 

Information    About    Paper 

Rag  paper  first  known  in  Ch 

ina  about  1  A.D. 

It  was  brought  to  Europe  by  the  Saracens  in  the  8th  century. 

Newsprint  paper  in  1900  cost  2c  per  pound. 

Newsprint  paper  in  1920  cost   U%c  per  pound,  and  can  be  had   in   limited, 

quantities  only. 

A  Frenchman,  Nicholas  Robert,  invented  the  modern  paper-making  machine. 

Prices    of    Newsprint    paper 

in   January    of    each    year,    (from    Paper    Trade 

Journal). 

Year                                   Rolls  on  contract         Rolls,  single  order                 Sheets 

1910                                       $2.00   @ 

$2.10                $2.30                                       $2.45 

1911                                            2.05   @ 

2.15                  2.05   @   $2.25                      2.05   @   $2.w30 

1912                                            2.10   @ 

2.15                  2.15   @     2.25                       2.25   @     2.35 

1913                                            2.00   @ 

2.05                  2.15   @     2.25                      2.15   @     2.25 

1914                                            1.95   @ 

2.00                  1.90   @     2j05                      2.10   @     2.15 

1915                                            2.00   @ 

2.10                  2.10   @     2.15                      2.30   @     2.35 

1916                                            2.00   @ 

2.15                  2.10   &     2.15                      2.20  @     2J35 

1917                                            3.10   @ 

3.75                  5.00   @      6.50                      6.00   @     7.00 

1918                                            3.00   @ 

3.25                  3.25   @     3.50                      3.50   @     3.75 

1919                                            3.75   @ 

4.00                  4.00   @     4.75                      4.50  @     5.00 

1920                                           4.50 

8.25   @     9.50 

While   this   table    deals    with    Newsprint   it   may   be    taken    as    indicating    the    relative 
advance  in  all  grades  of  paper. 


Following  is  how  the  Pulp  and  Paper 
Magazine  summed  up  the  book  paper 
situation  in  its  last  issue: 

"The  situation  in  regard  to  book 
papers  '  is  unsatisfatcory  to  manufac- 
turers and  jobbers  alike,  due  largely  to 
the  shortage  of  raw  material  and  tran- 
sportation dirhculties.     One  of  the  larg- 
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ett  mills  has  been  compelled  to  cut  out 
the  manufacturers  of  all  but  No.  1  grade 
of  book  and  orders  for  this  grade  are 
booked  for  months  ahead.  A  Toronto 
jobber  quoted  16  cents  a  pound  for  M.  F. 
book  for  immediate  shipment  only  and 
advised  his  customer  that  by  Monday  it 
was  possible  the  price  would  be  25  cents. 


BOOKSELLER  AND   STATIONER 


The  same  jobber  wrote  one  of  the  big- 
gest mills,  complaining  that  an  order  for 
book  paper  placed  months  ago  for  ship- 
ment any  time  this  year  and  at  any 
price,  had  not  been  attended  to  and  re- 
ceived the  reply  that  the  supply  of  the 
grade  of  paper  wanted  was  causing  the 
mills  the  gravest  concern,  due  to  condi- 
tions beyond  their  control.  It  was  stated 
that  the  mills  are  sold  until  autumn. 
They  are  unable  to  obtain  ground  wood, 
bleached  and  unbleached,  and  the  ton- 
nage of  pulp  which  they  are  receiving 
has  been  reduced,  due  to  the  insurmount- 
able obstacles,  v/hich  the  pulp  manufac- 
turers are  experiencing,  in  connection 
with  the  bleach  situation.  This  is  fur- 
ther accentuated  by  the  reduction  in 
power  caused  by  the  fuel  situation.  Sev- 
eral of  the  jobbers  in  Toronto  are  refus- 
ing ±o  book  orders  for  book  papers  and 
other  short  lines,  the  rule  being  to  take 
care  of  old  customers  as  far  as  possible 
and  do  business  with  new  ones  only  in 
vhe  warehouse.  One  jobber  told  the 
Pulp  and  Paper  Magazine  that  he  could 
turn  the  key  in  his  door  and  do  business 
from  now  until  the  end  of  the  year  look- 
ing after  the  orders  already  in." 

SNAPPY  POINTS   IN   SHOW  CARD 
WRITING 

More  surely  in  show  card  writing  than 
in  any  other  job  you  may  undertake, 
practice  alone  makes  perfect. 

While  the  single-stroke  show  card 
Roman  letters  can  be  executed  in  less 
than  one-half  the  time  it  requires  to 
.  outline  and  fill  in  the  same  type  letters, 
the  ability  to  make  the  "Perfect"  single- 
stroke  letters  comes  only  with  practice. 

But  the  old  idea  that  one  must  b" 
"artistic"  or  "gifted"  to  do  lettering  is 
nonsensical,  to  say  the  least,  and  has 
frightened  many  who  had  a  false  idea 
that  they  "couldn't  draw  even  a  straight 
line." 

To  play  the  violin  and  produce  har- 
mony, you  must  have  a  musical  ear,  and 
months -and  months  of  practice  would 
do  you  nd  good  without  that  "gift." 
But  show  card  writing  is  entirely  dif- 
ferent. It  does  not.  require  the  delicate 
touch  of  a  musician  or  any  special  gift 
other  than  perseverance  and  grit. 

What  is  necessary  is  a  knowledge  of 
the  formation  of  each  letter  (in  the  up- 
per and  the  lower  case)  and  of  the  dif- 
ference between  the  Full  Roman  and 
Egyptian  types. 

Then  procure  the  proper  brushes, 
brushes  that  were  designed  and  made 
for  lettering,  and  go  to  it.  Just  im- 
agine you  have  an  ordinary  lead  pen- 
cil in  your  hand.  Make  the  up  and 
down  strokes  boldly  and  the  circular 
strokes  with  a  free  wrist  movement,  and 
your  hand  will  soon  be  trained  to  place 
each  stroke  just  where  you  want  it  to 
on  a  piece  of  paper.  This  spreads"  the 
color  evenly  through  the  brush  and  trains 
it  to  make  the  strokes  clean  cut.  Try 
your  skill  on  these: 

GIVE  US  THE  RIGHT 
TO  SERVE  YOU 
AND  WE  WILL  ALWAYS 
SERVE  YOU  RIGHT. 


Many  Papers  Are 
Now  Being  "Run" 
at  a  Heavy  Loss 

In  view  of  the  suggested  further  ad- 
vance in  wages  and  the  very  serious  sit- 
uation which  must  arise  in  that  event^ 
the  British  Weekly!  Newspaper  and 
Periodical  Proprietors'  Association  has 
issued  a  memorandum  regarding  the  high 
cost  of  production  in  which  it  is  pointed 
out  that  since  1914  proprietors  have  had 
to  meet  a  continued  succession  of  in- 
creases in  cost  of  production  and  distri- 
bution, increases  which,  since  the  armis- 
tice, have  been  intensified.  The  condi- 
tions under  which  they  are  at  present 
laboring  include: 

1. — High  price  of  paper,  blocks,  contribu- 
tions and  illustrations. 

2. — Higher  salaries  and  wages. 

3. — Altered  conditions  as  to  working 
hours,  overtime,  holidays,  and  so  forth. 

4.- — Higher  railway  and  other  transport 
rates. 

Before  the  war  newsprint  (paper  for 
newspapers)  cost  2c  per  lb.,  whereas  it  is 
now  12%c  per  lb.  and  over:  and  there  have 
already  been  eleven  separate  advances  in 
printing  charges,  which  have  thereby  been 
increased  by  120  per  cent,  to  200  per  cent. 

For  a  32-page  weekly  paper,  with  a  cir- 
culation of  150,000,  this  means  an  increase 
in  the  cost  of  printing  alone  of  between 
$25,000  and  $30,000  per  annum. 

A  publication  using  20  tons  of  paper  per 
week  was  spending  in  the  purchase  of  paper 
before  the  war  $830  per  week — just  under 
$50,000  per  annum.  The  present  cost  of  the 
supply  for  one  week's  issue  for  a  paper  of 
the  same  size  at  12%c  per  lb.  is  $5,780,  an 
advance  of  $4,850  per  week,  or  $252,200  per 
annum. 

Attempts  have  been  made  to  cope  with 
these  increases  by  reducing  the  size  of 
publications,  raising  the  sale  price,  and 
by  considerably  increasing  advertise- 
ment rates.  These  efforts  have,  however, 
been  quite  inadequate  tc  meet  the  in- 
creased charges,  and  many  of  the  publi- 
cations are,  in  fact,  now  running  at  a 
substantia!  loss. 

The  conditions  necessarily  affect  a  very 
large  number  of  smaller  firms  to  a  much 
greater  extent  than  they  do  the  big  cor- 
porations, and  it  must  be  realized  that 
in  the  aggregate  these  smaller  firms  em- 
ploy far  more  labor  than  the  larger  con- 
cerns, so  that  when,  as  is  inevitable  if 
conditions  do  not  improve,  many  of  #he 
smaller  papers  drop  out  as  their  reserves 
.ire  exhausted^  unemployment  must  en- 
sue. 

BOOKS  RECEIVED 

The  Voice  of  the  Pack,  by  Edison 
Marshall  (Ryerson  Press),  is  a  thrilling 
narrative  of  life  in  the  open  woods.  Dan 
Failing,  the  hero  of  the  story,  is  given 
six  months  to  live  by  his  doctor,  how  the 
open  air  life  gives  him  back  his  health 
and  an  intensely  interesting  love  story 
from  the  subject  of  a  book  which  can 
be  safely  recommended  by  booksellers  to 
all  readers  seeking  a  good  story. 

WHY    NOT    GIVE    US 

A   TRIAL?      WE   WANT 

A  CHANCE  TO  SHOW  YOU 

WHAT  WE  CAN  DO. 
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Resolutions   Passed 

by  Sask.  R.  M.  A. 

Moose  Jaw.  —  A  number  of 
amendments  to  the  provincial 
legislation  affecting  hawkers,  ped- 
dlers and  other  agents  were  asked 
in  resolutions  passed  by  the  Sas- 
katchewan R.M.A.  convention  here. 
One  resolution  asked  that  the 
Hawkers  and  Peddlers  Act  be  made 
applicable  to  agents  who  are  resi- 
dents of  towns  in  which  they  op- 
erate. At  present  residents  do  not 
require  to  take  out  licenses. 

Another  resolution  asked  that  the 
license  fees  should  be  made  to  cover 
one  line  of  goods  only,  with  addi- 
tional lines  carried  by  a  single  ped- 
dler to  be  charged  for  on  a  sliding 
scale. 

Other  resolutions  passed  were: 

To  make  it  compulsory  for  vil- 
lage councils  to  enact  an  early  clos- 
ing by-law  when  a  properly  signed 
petition  is  presented. 

To  have  the  Bulk  Sales  Act 
amended  to  include  farmers. 

Asking  the  Western  Board  to 
organize  farm  implement  retailers 
so  as  to  enable  them  to  present  a 
solid  front  in  demanding  wider 
margins  and  better  contracts  from 
the  wholesalers  and  manufacturers. 

Asking  for  the  amendment  of 
the  Saskatchewan  Auto  Repairs 
Act,  which  was  contended  to  be  un- 
workable. 

To  increase  the  provincial  mem- 
bership fee  of  the  R.M.A.  to  $20 
from  $15  as  at  present. 


Few  Changes  in 
the  Executive  of 
Sask.  R.  M.  A. 

MOOSE  JAW.  —  Only  two  changes 
were  made  in  the  personnel  of 
the  executive  of  the  Saskatchewan 
L-i.  M.  A.  in  their  elections.  The  officers 
for  the  ensuing  yoar  are  as  follows: 

President — S.  D.  McMicken,  Moose 
Jaw;  first  vice-president — W.  P.  Bal' 
Assiniboia;  second  vice-president — 
George  Matheson,  Craik;  honorary  sec- 
retary— Garfield  Wray,  Regina;  treas- 
urer— S.  E.  Fawcett,  Saskatoon. 

THE  RED  WIDOW 

This  mystery  story,  by  William  Le 
Queax  has  already  appeared  serially  in 
five  languages.  The  plot  is  based  upon 
a  scheme  whereby  the  lives  of  persons 
are  insured  for  big  sums  without  their 
knowledge,  and  then  by  the  dastardly 
conspiracies  of  "The  Red  Widow"  and 
her  associates,  these  persons  are  got 
rid  of.  With  the  mystery  is  combined 
an  exciting  love  drama. 

GIRL  GUIDES'  GAMES 

"The  Girl  Guides'  Book  of  "Games," 
by  Miss  Alice  Behrens,  comes  from 
Constable's,  of  London.  There  are  re- 
lay races,  ball  games,  fox  games,  tags, 
quiet  games,  musical  games,  out-of-door 
games  and  miscellaneous  games. 


FICTION— SEDATIVE  OR  STIMULAT- 
ING 

The  "Piper,"  the  individual  giving  the 
periodical  of  that  name  its  personality, 
in  the  last  issue,  told  of  friends  who 
came  to  sit  beside  the  fire  in  his  cluttered 
study  to  discuss  cabbages,  kings,  and 
books.  Here  is  how  he  described  their 
differing  views  as  to  what  they  like  to 
get  in  books  of  fiction: 

Says  A,  stretching  his  long  legs  lux- 
udiously  before  the  fire: 

"When  I  get  through  a  day's  work 
I  want  a  book  that  makes  me  forget  not 
only  work — but  life  as  well.  One  of  the 
pleasures  of  reading  fiction  is  that  „  it 
gets  you  away  from  reality — now  life 
hasn't  any  plot,  but  the  stories  I  like 
have  plot,  thrill,  plenty  of  action,  and  a 
happy  ending." 

"Oh,  yes,"  replies  B,  "if  you  like  that 
sort  of  thing — happy  endings  and  all 
such  improbabilities." 

"I  do,"  says  A,  undismayed  by  the 
tone  of  scorn,  "and  I  like  characters  in 
fiction  to  be  a  bit  better,  or  at  least  more 
exciting  than  those  you  actually  know. 
Now,  take  Arnold  Bennett,  for  instance; 
reading  his  books  is  no  more  pleasant 
than  life — it's  too  much  like  it.  But  a 
good  story — like  'The  Red  Lady'!" 

"Of  course,"  said  B,  still  scornfully, 
"a  sedative  for  a  tired  brain!  But  that 
isn't  the  way  to  read  fiction!  A  novel 
should  not  be  merely  an  easy  escape 
from  reality, — it  should  be  reality  itself. 
And  this  can  be  done  in  two  ways.  Ben- 
nett, Wells,  Willa  Sibert  Cather,  or  Mary 
Austin  achieve  realism  by  what  the  crit- 
ics call  documentation — a  careful  accum- 
ulation of  faithfully  observed  details.  A 
smaller  company  of  novelists  get  their 
effect,  as  do  the  great  poets,  by  the  re- 
duction of  life  to  its  essence;  then  you 
get  a  work  of  art  that  is  more  intense, 
more  beautiful, — perhaps  more  tragic, — 

han  life  itself,  but  it  is  also  more  true. 
Such,  for  instance,   is   'The   Third  Win- 

ow,'  in  which  the  heights  and  depths 
of  the  human  soul  are  illuminated  by  a 
single  brief  episode." 

And  the  "Piper,"  not  because  he  is  host, 
but  because  he  has  seen  many  books  and 
many  men,  murmurs,  "Both  are  right! 
&nd    it    is    to    this    dual    nature    of    the 

ovel,  which  may  be  either  a  sedative 
or  a   stimulus,   an   escape   from,    or   an 

ntensification  of  life,  that  fiction  owes 
its  popular  supremacy." 


THE      BEST      TIME 
FOR     BOOKS 

Because    it    is    the    best 
time  for  all-round  living. 

Pick  out  a  few  of  these  good 
titles  to  help  you  enjoy  your 
vacation. 


HEARTS  OF  THE  WORLD 

A  novelization  of  D.  W.  Griffith's 
screen  success,  "Hearts  of  the  World," 
characterized  as  "the  sweetest  love 
story  ever  told,"  comes  from  Holden  & 
Hardingham,    of    London.      The    author 


BEST    SELLING    BOOKS    IN    CANADA 

Fiction 

Pts. 

114 

The    Portygee Lincoln 

102 

Kindred    of    the    Dust Kyne 

60 

64 

The  Man  of  the  Forest Zane  Grey 

60 

36 

36 

lVon-Fiction 

How   It   Can   be  Told Philip    Gibbs 

36 

Economic     Consequences    of    Peace. . . . 

Keyne 

20 

My    Life   With   the   Eskimo.  .Stefansson 

18 

Rudyard  Kipling  Verse,  1885-1918 

16 

"Memories"    Lord    Fisher 

12 

Keeping    the    Seas     Evans 

8 

of  this  book  is  David  Whitelaw,  who 
wrote  "Pirate's  Gold,"  "The  Man  on  the 
Dover  Road,"  etc. 


Widening  the  Book  Market 

In  Many  Homes  There  Are  No  Books  at  All — 
Immense   Field   Awaits   Development — Book- 
stores and  Libraries  Should  Co-operate 


THIS  year's  convention  of  the 
American  Booksellers'  Associa- 
tion held  at  Philadelphia,  referred 
to  in  this  paper  last  month  in  connec- 
tion with  the  proposal  to  raise  a  fund 
of  $100,000  for  a  national  book  adver- 
tising campaign,  was  attended  by  over 
five  hundred  members  of  the  trade,  Can- 
ada being  represented  among  the  dele- 
gates. This  convention  dealt  not  only 
with  the  question  of  greater  efficiency 
in  bookselling  but  tackled  the  problem 
of  widening  the  scope  of  their  service  to 
the  community,  to  make  more  readers 
and  generally  to  serve  the  cause  of  good 
literature. 

That  a  large  opportunity  of  further  use- 
fulness is  open  to  them,  United  States 
Commissioner  of  Education  Claxton  in- 
dicated when  he  estimated  that  in  nine- 
tenths  of  the  American  country  homes 
there  are  no  books  at  all,  and  that  fifty 
millions  of  Americans  never  have  seen 
a  library  or  a  book  advertisement.  To 
reach  this  non-reading  public  is  well 
within  the  /  booksellers'  power.  The 
president  of  the  association  acknowl- 
edged as  much  when  he  advocated  a  drive 
for  5,000,000  additional  book  buyers  in 
1921. 

Such  an  enterprise  carries  with  it  the 
nation's  whole-hearted  endorsement. 
Every  time  a  new  bookbuyer  is  made 
there  is  made  also  a  better  citizen.  On 
the  principle  that  any  book  is  better 
than  no  book  at  all,  five  million  addition- 
al book  readers  will  mean  that  the  na- 
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tional  intelligence  and  the  national  taste 
has  been  by  so  much  improved. 

No  class  in  the  community  should  be 
more  inerested  in  the  work  of  the  book- 
seller than  the  teacher.  In  so  far  as  his 
means  permits  he  should  be  a  constarf 
book-buyer,  and,  in  addition,  he  should 
encourage  the  boys  and  girls  to  buy 
bocks  in  order  to  build  up  their  own  pri- 
vate libraries.  He  should  preach  the  gos- 
pel of  good  books  in  season  and  out  0? 
season.  The  rural  teacher,  through  the 
library  in  his  or  own  school,  has  an  es- 
pecial opportunity  and  obligation  in  this 
matter.  Now  that  the  new  Public  Li- 
brary, the  teacher  has  a  great  oppor- 
tunity to  render  the  community  a  far- 
reaching  service  by  gettting  behind  a 
movement  to  take  advantage  of  the  act 
and  to  start  a  new  library.  Booksellers 
should  encourage  every  movement  for 
widening  the  field  of  public  libraries, 
whether  it  be  opening  new  libraries  or 
enlarging  existing  ones.  The  wider  the 
use  of  the  public  library  in  any  com- 
munity the  better  will  the  trade  of  the 
lecal  bookseller  become,  providing,  of 
course,  that  he  is  living  up  to  his  oppor- 
tunities and  is  giving  the  people  a  real 
service  in  his  bookstore  and  not  in- 
fluencing people  by  his  laxity  to  turn 
their  book  orders  to  the  mail-order 
houses.  Tt  is  estimated  that  in  the 
United  States  alone  fully  sixtv  million 
persons  are  without  access  to  free  pub- 
lic libraries.  Friends  of  libraries 
throughout  the  United  States  are  now 
engaged  in  raisins'  a  "Books  for  Every- 
body" fund   of  $2,000,000. 


Prosperous  Days  Before  Book  Trade 

No  Excise  Tax  on  Books  Will  Mean  Immensely  Increased  Pur- 
chases of  Books  as  Holiday  Gifts — Something  About  Big  Cam- 
paigns to  Popularize  Books  and  Reading 


HERE  is  no  excise  tax  on  books. 
That  fact  is  going  to  be  a  big 
factor  in  making  for  increased 
sales  of  books  in  the  remaining  months 
of  this  year  and  especially  for  the  1920 
holiday  gift  trade.  People  will  turn 
naturally  from  the  numerous  luxuries 
that  are  taxed  and  books  at  all  prices, 
including  the  higher  priced  de  luxe  vol- 
umes will  be  sold  more  extensively  than 
ever  before.  In  expectation  of  this 
bookseller  should  prepare  for  this  even- 
tuality and  no  opportunities  should  be 
lost  for  helping  along  the  idea  of  pro- 
moting books  as  the  most  suitable 
Christmas  gifts.  It  is  probable  that 
there  will  be  national  advertising  of 
books  in  the  newspapers  and  magazines 
of  national  circulation  in  the  autumn 
months. 

Cue  for   Retailers 

The  retailers,  too,  should  do  a  reason- 
able amount  of  newspaper  advertising 
linking  up  whenever  feasible  with  the 
national    book    publicity    campaign. 

The  retailers  will  naturally  expect  to 
find  in  Bookseller  £  Stationer  trade  ad- 
vertisements by  the  Canadian  publishers 
and  these  should  be  most  carefully  plan- 
ned so  as  to  be  practically  suggestive 
and  informative  to  the  highest  degree 
so  as  to  afford  a  real  service  for  the 
retail  booksellers  throughout  the  coun- 
try. 

To  Popularize  Books 

Anything  done  to  spread  the  practice 
of  reading  is  good  for  the  retail  book- 
stores. Mention  has  been  made  before 
in  these  columns  of  the  great. work  be- 
ing carried  forward  by  the  American 
Library  Association  and  last  month  in- 
. formation  was  given  about  the  big  pub- 
licity campaign  for  books  which  the 
American  Booksellers'  Association  will 
uncle)  take  this  autumn,  to  be  emulated, 


it  is  hoped,  in  Canada.  "Leslie's"  gives 
some  enlightening  facts  about  what  ^he 
American  Library  Association  is  accom- 
plishing. 

Vocational    Books 

In  its  service  to  seafaring  men,  it  was 
found  that  out  of  a  hundred  books  chosen 
by  the  officers  of  a  ship  before  putting 
to  sea,  hardly  any  would  be  fiction.  The 
prime  favorites  in  every  case  were  voca- 
tional books,  followed  by  travel,  history, 
economics,  philosophy,  politics,  biog- 
raphy and  poetry.  It  may  surprise  good 
land  dwellers  to  learn  that  the  seamen 
in  choosing  their  library  followed  closely 
the  example  set  by  their  officers. 

In  the  great  bookstores  of  the  city 
there  is  an  ever-increasing  demand  for 
books  dealing  with  the  realities  of  life 
as  compared  with  the  old-time  passion 
for  "thrillers." 

Turning  to  the  general  work  of  the 
American  Library  Association,  one  need 
only  read  its  published  program  to  see 
that  it  constitutes  a  most  important  fac- 
tor in  the  education  of  the  nation. 
Seventy  million  people  are  still  with- 
out public  library  facilities.  The  Amer- 
ican Library  Association  is  a  strong 
leader  in  promoting  library  legislation 
and  in  rendering  assistance  and  advice 
in  the  establishing  of  libraries.  In  busi- 
ness and  industry,  employers  and  em- 
ployees alike  are  finding  common  ground 
in  their  common  studies.  Vocational 
books  and  books  upon  social  problems 
bring  both  classes  in  industry  into  an 
intellectual  contact  and  understanding 
much  to  be  desired. 

The  association  makes  surveys  of 
communities;  determines  the  kind  of 
library  service  needed;  and  it  carries  on 
a  continuous  nation-wide  campaign  of 
publicity  for  the  purpose  of  inci'easing 
the  use  of  books  and  libraries. 

In    public    health    service,    among   the 


blind,  among  soldiers  and  sailors,  and 
citizens  of  alien  birth,  the  men  of  the 
coast  guards  and  lighthouses,  and  in 
many  other  ways  and  places  the  asso- 
ciation carries  on  its  uplifting  minis- 
try. 

The  libraries  of  the  U.  S.  receive  an 
annual  income  of  only  sixteen  and  a 
half  million  dollars.  Rather  a  small 
investment  in  nation-building  as  com- 
pared, let  us  say,  with  what  is  spent  for 
fur  coats,  or  chewing-gum. 

The  American  Library  Association  is 
one  of  our  most  valuable  public  services. 
It  is  asking  for  a  fund  of  two  million 
dollars  for  the  enlargement  of  its  work 
during  the  next  three  years.  This  ap- 
peal will  meet  with  immediate  and  gen- 
erous response.  Men  are  what  they  are 
in  their  minds  and  souls,  and  in  these 
day?  every  agency  which  has  as  its  ob- 
ject the  strengthening  of  the  moral 
sense,  and  the  informing  of  the  mind, 
must  receive  generous  and  enthusiastic 
support  from  all  who  love  their  country 
and  desire  the  progress  and  prosperity 
of  their  fellow  men. 

HELPS  IN  PUBLIC  SPEAKING 

Greenville    Kleise"r,   already  the   author 
of  a  number  of  books  on  public  speaker 
has  added  to  his  list  of  productions     a 
new  series  of  ten  titles: 

How  to  Speak  Without  Notes. 

Something  to   Say:   How  to   Say  It. 

Successful  Methods  of  Public  Speak- 
ing. 

Model    Speeches   for  Practice. 

How  to  Sell  Through  Speech. 

Impromptu  Speeches:  How  to  Make 
Then. 

Word  Power:  How  to  Develop  it. 

Christ:  The  Master  Speaker. 

Vital  English  for  Speakers  and  Writ 
ers. 

Talks   on  Talking. 


Delegates  to  the  seventh  annual  convention  of  the  Saskatchewan  Retail  Merchants'  Association  in  Moose  Jaw. 
Seated  in  front  is  the  executive  for  the  coming  year,  consisting  of  George  Matheson  of  Craik,  2nd  vice-president;  Garfield 
Wray  of  Regina,  hon.  secretary;  J.  A.  Banfield,  of  Winnipeg,  Dominion  president  of  the  R.  M.  A.;  S.  D.  McMicken,  Moose 
Jaw,  president;   W.  P.  Ball,  Assiniboia,  first  vice-president;  S.  E.  Fawcett,   Saskatoon,  treasurer. 
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Selling  Points  About  Timely  Books 


SHEILA  INTERVENES 

Sheila,  the  heroine  of  Stephen  Mc- 
Kenna's  latest  published  novel,  is  a  . 
genius  in  her  own  line  and  plays  the 
role  of  special  Providence  to  her  friends. 
Her  intentions,  though  generous  and 
friendly,  nearly  bring  about  the  ruin 
of  four  lives.  The  setting  is  London  and 
other  places  in  the  British  Isles.  Wit 
and  gaiety  are  intermingled  with  love 
and  politics  This  is  one  of  McClelland 
&  Stewart's  latest  issues. 

A  TIMELY  BOOK 

"The  Young  Canadian  Citizen"  is  the 
title  of  a  little  work  by  Dr.  J.  0.  Miller, 
which  has  just  been  published.  It  deals 
with  civics,  economics  and  ethics*'  as 
subjects  of  school  study.  The  appear- 
ance of  the  book  is  timely.  The  leading 
questions  and  movements  of  the  day  are 
of  a  character  to  impress  on  the  minds 
of  most  people  the  need  for  the  system- 
atic instruction  of  our  boys  and  girls  in 
the  fundamentals  of  citizenship.  Next 
to  religious  teaching,  instruction  of  that 
kind  is  necessary  for  inculcating  the 
public  virtues  in  the  rising  generation  of 
Canadians.  The  book  covers  the  ground 
well.  There  are  lessons  of  citizenship 
that  cannot  be  taught  from  a  text  book, 
but  the  teacher  whose  heart  is  in  his 
calling  will  know  at  what  points  to  sup- 
plement the  matter  and  plan  of  this  ex- 
cellent little  work. 

SPIRITUALISM 

Taking  advantage  of  the  present 
"boom"  in  the  occult,  Watts  &  Co.,  of 
London,  have  published  a  trenchant 
criticism  from  the  pen  of  Joseph  McCabe 
entitled  "Is  Spiritualism  Based  on 
Fraud?"  From  the  same  people  have 
come  "Life-Stories  of  Famous  Men," 
series  a  compact  biographical  study  of 
the  late  Professor  Huxley,  by  his  son 
Leonard  Huxley,  LL.D..  and  a  volume  on 
Auguste  Comte  by  F.  J.  Gould.  Surgeon 
Captain  C.  Marsh  Beadnell,  R.  N.,  has 
just  published  through  Watts  &  Co.,  "The 
Reality  or  Unreality  of  Spiritualistic 
Phenomena,"  being  a  critical  examina- 
tion of  the  famous  Belfast  experiments 
of  Dr.  W.  J.  Crawford. 

RAINDROPS 

John  Trevena,  has  written  a  fine  new 
novel  in  "Raindrops,"  published  by  Hol- 
den  and  Hardingham,  of  London.  Pre- 
vious novels  by  this  author  include: 
"Furze,  the  Cruel,"  "Heather,"  and 
"Granite." 


CHILDREN'S    BOOK    LORE 

In  Boston  there  is  a  bookshop  for  boys 
and  girls.  A  good  example  of  its  value 
of  "atmosphere"  in  advertising  is  the  ac- 
companying illustration  of  the  title  page 
of  a  folder  prepared  for  this  book- 
shop for  boys  and  girls.  It  reproduces 
in  type  and  effect  much  of  the  effect  de- 
scribed in  the  reading  matter  of  the  little 
book.  The  original  was  done  in  brown 
and  black,  and  produced  a  quaint  effect 
that  was  entirely  in  keeping  with  the 
story  the  printed  page  had  to  tell.  There 
is  that  little  "touch"  to  the  whole  thing 
that  is  more  effective  than  any  amount 
of  splash  and  design.  The  brown  was 
used  in  the  border  and  cut,  while  the  rest 
was  in  black.  The  whole  thing  is  highly 
suggestive  of  old  books  and  quaint  ways. 

Canadian  booksellers  will  be  interest- 
ed in  this  novel  idea  of  advertising  a 
bookshop. 

CURE  FOR  BOLSHEVISM 

There  is  to  come  from  England  short- 
ly: "Bolshevism — It's  Cause  and  Cure," 
by  C.  Sheridan  Jones.  The  author  points 
out  that  it  is  from  the  Bolshevists  in 
our  midst,  organzing  labor  discontent 
here  at  home  that  the  real  peril  arises 
and  their  aims  and  methods  are  dissected 
and  laid  bare.  This  book  in  fact  unveils 
Bolshevism,  and  shows  exactly  how  Soc- 
iety can  protect  itself  against  the  revolu- 
tion which  threatens  to  submerge  the 
whole    fabric    of    our    civilization. 

NAT  GOULD'S   NOVELS 

When  the  Canadian  army  arrived  in 
Britain  it  quickly  discovered  the  late  Nat 
Gould;  the  same  can  be  said  of  the 
U.  S.  A.  army.  There  has  recently  been 
published  a  further  popular  edition  of 
"Left  in  the  Lurch, '  at  2  shillings,  and 
a  new  novel  "Won  on  the  Post,"  at  1 
shilling. 

Sir  Gilbert  Parker  is  coming  to  Canada 
to  attend  the  Imperial  Press  confer- 
ence. 

JEWISH  VIEW  OF  JESUS 

A  book  dealing  with  the  life  of  Jesus 
Christ  written  from  the  viewpoint  of 
the  Jewish  religion  is  perhaps  somewhat 
unusual  and  Dr.  H.  G.  Enelow's  volume, 
A  Jewish  View  of  Jesus,  should  prove 
of  great  interest  as  a  notable  contribu- 
tion in  this  unique  field.  The  author 
emphasizes  the  greater  toleration  and 
kindliness  which  prevades  all  religious 
thought  to-day  as  contrasted  with  the 
stern   sectarianism  of  past  ages. 
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HOPKINS  MOORHOUSE 

Hopkins  Moorhouse,  author  of  "Every 
Man  for  Himself,"  is  a  native  of  Bervie, 
Ontario,  where  he  was  born  in  1882.  He 
was  educated  at  London,  Ont.,  where  he 
graduated  from  the  Western  University 
with  honors  in  English  literature.  After 
graduation  he  became  a  newspaper  man 
and  was  night  editor  of  the  "The  London 
Free  Press"  when  he  received  an  appoint- 
ment as  private  secretary  to  the  Pre- 
mier of  Manitoba,  in  1906,  and  went 
West. 

After  three  and  a  half  years  he  accept- 
ed a  magazine  editorship  and  removed  to 
Toronto  for  a  year,  returning  to  the 
West  to  become'  assistant  Deputy  Mini- 
ster of  Agriculture  for  Manitoba.  He 
is  generally  regarded  as  an  authority 
on  Western  agricultural  life  and  general 
conditions,  and  is  strongly  Canadian  in 
sentiment,  as  witness  the  wide  interest 
created  by  his  book  "Deep  Furrows." 

While  "Every  Man  for  Himself"  is  Mr. 
Moorhouse's  first  novel,  he  has  already 
contributed  many  short  stories  to  the 
Red  Book,  Munsey's.  Lippincott's,  Mac- 
lean's and  other  American  and  Cana- 
dian periodicals.  Most  newspaper  men 
will  enjoy  it  for  the  plot  centres  around 
a  Toronto  newspaper  office,  and  news- 
paper work. 

NEW  EDITIONS 

From  John  Long,  London,  come  copies 
of  new  issues  of  "Forest  Fugitives,"  by 
T.  G.  Roberts;  "A  Flirtation  .With 
Truth,"  by  Curtis  Yorke;  "The  Deacon's 
Daughter,"  by  Richard  Marsh,  and  "The 
Garment  of  Immortality,"  by  A.  &  C. 
Askew.  These  are  all  in  2  shilling 
editions. 

CONSERVATION  READER 

New  readers,  known  as  the  Conserva- 
tion Series,  are  being  put  out  by  the 
World  Book  Company,  of  Yonkers,  N.Y. 
The  theme  of  this  new  text  book,  the 
work  of  Harold  W.  Fairbanks,  is  the 
conservation  of  natural  resources.  While' 
ostensibly  intended  for  school  use,  it  is 
pointed  out  that  it  will  be  found  useful 
by  such  organizations  as  the  Camp  Fire 
Girls,  Woodcraft  League  and  Boy 
Scouts. 


Customer:    "Have    you    a    book    called 
'How  to  Acquire  a  Good  Carriage'?" 

Assistant:  "No,  Sir  but  here  is  'Seven 
Way  to   Obtain   an   Automobile"'" 


BOOKSELLER     AND     STATIONER 


RESPONSIBILITY   OF   U.  S. 

S.  C.  Vestal's  important  work,  "The 
Maintenance  of  Peace"  (Putnam's),  is  a 
biR  volume  of  nearly  600'  pages  and  is 
a  study  of  the  factors  that  disturb  do- 
mestic and  international  peace.  .  These 
factors,  the  author  maintains,  are  politi- 
cal and  can  be  settled  only  by  political 
agencies — never  by  courts  or  arbitration, 
nor  by  indifference  and  neglect,  nor  by 
conferring  war  powers  upon  advisory 
bodies  not  possessing  authority  to  sup- 
port armaments  by  taxation.  Interna- 
tional peace  may  be  preserved  by  the 
power  of  the  majority  of  mankind  as 
domestic  peace  is  preserved  by  the 
power  of  the  majority  in  a  nation.  The 
author  shows  how  this  desirable  end 
has  been  and  may  be  achieved.  Book- 
sellers should  bring  volumes  such  as  this 
to  the  attention  of  the  thinking  people 
of  the  community. 

The  author  tells  of  the  joint  action  of 
Russia  and  Britain  in  1875,  when  Bis- 
marck had  made  up  his  mind  to  crush 
France  because  that  country  was  i)> 
covering  so  rapidly  from  the  disaster  of 
1870.  Russia  and  Britain  said,  "No."  and 
Germany  did  not  declare  war.  Similar 
joint  action  would  have  prevented  the 
Franco-Prussian  war  five  years  earlier, 
and  "similar  action  on  the  part  of  Eng- 
land and  the  United  States  would  have 
prevented  the  war  of  1914. 

BEYOND  THE  GRAVE 

In  "From  the  Known  to  the  Unknown" 
by  J.  W.  Newcombe,  London,  J.  W. 
Clarke  &  Co.,  Ltd.,  one  point  of  great  in- 
terest is  that  it  is  written  by  a  layman, 
who  has  worked  out  his  ideas  in  the 
midst  of  a  strenuous  business  career.  He 
has  read  widely  and  thoughtfully,  and 
the  general  principle  underlying  his 
views  and  conclusions  is  that  from  our 
established  knowledge,  from  the  accept- 
ed facts  of  science  and  the  laws  based 
upon  them,  we  may  reasonably  infer 
much  concerning  the  unseen  world,  and 
the  life  beyond  the  grave.  The  great 
desire  of  the  writer  is  to  create  a  wider 
interest  in  the  possibilities  of  existence 
beyond  the  present  life,  and  those  who 
may  not  accept  all  his  conclusions  will 
be  interested  by  the  wide  sweep  and  in- 
genuity  of  his  reasoning. 

JOHN  CRERAR  LIBRARY 

Bookseller  and  Stationery  is  in  re- 
ceipt of  a  copy  of  the  annual  report  of 
the  John  Crerar  Library,  of  Chicago, 
and  it  is  interesting  to  report  that  this 
institution  is  to  have  a  new  home  which 
will   cost   approximately  $1,300,000. 

The  number  of  books  in  this  library 
has  been  increased  by  13,596  volumes, 
and  there  are  now  approximately  427,- 
000  volumes,  13,000  maps  and  plates, 
and  155,000  pamphlets.  The  Library  has 
on  its  records  4,249  titles  of  current 
periodicals   and    14,443   other  serials. 

There  have  been  added  to  the  Collec- 
tion of  Trade  Catalogues  270  in  contin- 
uation of  previous  gifts  and  in  response 
to  48  requests.  The  total  number  in  the 
collection  is  now  5,310  pieces  from 
2,307  firms. 


EAST  MEETS  WEST 

Arthur  Bullard,  whose  earlier  novels, 
"A  Man's  World"  and  "Comrade  Yetta," 

were  published  under  his  pen  name,  "Al- 
bert Edwards,"  has  written  a  new  book: 
"The  Stranger."  In  developing  his  theme 
the  author  has  drawn  largely  from  his 
travels  in  North  Africa  and  the  Near 
East  and  has  distilled  them  into  the  most 
delightful  kind  of  fiction.  East  meets 
West  through  the  adventures  of  a 
Moslem  in  New  York.  It  is  a  tale  of  hu- 
man contrasts,  a  new  sort  of  love  story, 
sounding  insistently  and  convincingly  a 
stirring  note  of  hope.  Mr.  Bullard  deals 
with  his  theme  in  the  same  frank,  vig- 
orous fashion  which  readers  have  come  to 
expect  from  him. 

PAMPHLETS 

The  long-predicted  advent  of  pamph- 
lets into  the  American  book  trade  has 
at  last  occurred.  One  published  has 
been  using  full-page)  space  to  adver- 
tise sixteen  pamphlets.  "Why  not  pamph- 
lets?" the  ad.  is  captioned.  "In  Europe." 
it  continues,  "substantial  books  have 
long  been  issued  in  paper  covers.  We 
did  not  observe  the  custom  because  cloth 
binding  was  so  cheap.  But  no  longer! 
The  only  way  to  meet  the  high  cost  of 
reading  is  to  bring  out  paper-covered 
books  in  large  editions."  Publishers 
who  have  received  word  of  yet  another 
binding  increase  will  be  inclined  to  con- 
cur in  this  view. 

THE  UNFORTUNATE  LOVER 

Some  men  climb  mountains,  others 
collect  postage  stamps,  others,  again,  de- 
vote the  only  serious  hours  of  their  lives 
to  golf,  and  there  are  yet  others  who 
find  existence  most  exquisite  when  they 
are  doing  twiddly  things  on  roller 
skates.  Fundamentally,  they  are  all 
controlled  by  the  same  instinct — the  ur- 
gency of  finding  a  means  of  self-expres- 
sion, of  demonstrating  the  possession  of 
personality. 

The  hero  of  "The  Unfortunate  Lover," 
by  Morton  Howard,  got  in  a  lot  of  good 
work  for  civilization  without  knowing  it. 
Love  piovided  his  mode  of  self-expres- 
sion. The  world  was  a  peach  orchard  to 
him.  Love  was  his  long  suit — though 
there  was  emphatically  more  than  one 
queen  in  it.  He  wasn't  lucky.  Several 
episodes  in  his  amorous  career  are  s£t 
forth  for  you  to  read  and,  if  necessary, 
take  warning  by. 

A  NEW  POLLY 

Grace  Miller  White,  whose  previous 
novel,  "Tess  of  the  Storm  Country,'' 
proved  so  popular,  has  written  another 
story  about  the  same  section  of  the 
country,  called  "Storm  Country  Pollv." 
The  storm  country  is  that  portion  of  New 
York  State  near  Ithaca  and  Lake  Cay- 
uga, and  this  special  tale  concerns  the 
attempted  ousting  of  a  settlement  of 
squatters  from  the  lake  shore.  All  the 
old  familiar  ingredients  of  the  time- 
honored  popular  noved  scheme  are  in- 
jected into  the  story,  including  a  secret 
marriage  and  a  rich  but  honest  gallant 
falling  desperately  in  love  with  the 
ragged  but  beautiful  Pollv. 
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NEW   AND   FORTHCOMING 

A  new  Masefield  volume,  entitled  "En- 
slaved," will  be  published,  which,  be- 
sides the  title  poem,  contains  two  other 
long  poems  —  "The  Hounds  of  Hell," 
"Cap  on  Head" — and  some  shorter 
pieces  and  sonnets. 

Announced  for  early  publication  is  the 
first  number  of  the  "British  Year  Book 
of  International  Law."  Hitherto  there 
has  not  been  in  existence  any  organ  hav- 
ing for  its  aim  the  definite  object  of  ex- 
pressing British  views  about  the  inter- 
pretation of  the  law  of  nations.  The  new 
"Year  Book"  will  supply  this  want. 

Among  the  arrangements  made  by 
Mr.  Walker,  of  Ryerson  Press,  were 
those  for  the  Canadian  publication  of 
Jeffery  Farnol's  new  novel,  "Black 
Bartelmy's  Treasure";  Hall  Caine's, 
"Masters  of  Men";  "The  Heart  of  Un- 
aga,"  by  Ridgewell  Cullum;  "The  Ad- 
venturous Lady,"  by  J.  C.  Snaith; 
"Daisy  Ashford,  Her  Book";  "Returned 
Empty,"  by  Florence  L.  Barclay;  "An- 
thony Dare,"  by  Archibald  Marshall; 
"The  Hand  in  the  Dark,"  by  Arthur  J. 
Rees,  and  "When  Labour  Rules,"  by  Rt. 
Hon.  J.  H.  Thomas,  M.P. 

In  Geneva,  Switzerland,  he  made  ar- 
rangements with  the  leading  book  pub- 
lishing house  of  Jeheber,  for  French 
editions  of  standard  works,  including 
Dr.  Stall's,  "Self  and  Sex"  series. 

SUPPORT  CANADA'S  MAGAZINES 

St.  John,  N.  B.,  June  21.— Boycott  of 
Hearst  publications  and  others  unfriend- 
ly to  the  British  Empire  was  among  the 
questions  under  discussion  at  the  con- 
vention of  the  National  Council  of  Wom- 
en here. 

It  was  urged  that  Canadians  spent 
$19,000,000  yearly  on  United  States  pub- 
lications, and  that  the  people  of  the 
Dominion  should  be  more  loyal  to  their 
own  papers  and  magazines. 

SPIRITUALISM  IN  FICTION 

Popular  interest  has  placed  psychic 
phenomena,  comments  a  writer  in  a  re- 
cent magazine,  far  above  prohibition  as 
a  topic  of  all  discussion.  The  real  need 
at  present  is  "an  attack  on  the  under- 
brush of  charlatanism,  spiritualism, 
which  is  springing  up  unchecked."  There 
has  been  published  in  the  last  few  years 
a  really  amazing  amount  of  material  on 
spiritualism,  but,  as  "The  Bookman" 
points  oat,  little  that  attacks  the  "under- 
brush," which  is  possibly  obscuring  a 
eenuire  truth.  In  "The  Third  Window," 
Anne  Douglas  Sedgwick  shows  how 
tragically  disastrous  can  be  the  result 
of  unscientific  and  emotional  beli?f,  the 
"underbrush  of  spiritualism. 

NEW  ISSUES  BY  JOHN  LONG 

New  volumes  from  John  Long,  Lon- 
don, include  "The  Garment  of  Immor- 
tality," by  Alice  and  Claude  Asken,  in 
a  2s.  edition;  a  Is.  paper  edition  of  Nat 
Gould's  "Won  on  the  Post;"  "The  Dea- 
con's Daughter,"  by  Richard  Marsh,  2s; 
"Left  in  The  Lurch,"  by  Nat  Gould.  2s; 
"Forest  Fugitives,"  by  Theodore  Rob- 
erts, 2s,  and  "A  Flirtation  With  Truth," 
by  Curtis  York,  2s. 
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PACKARD'S   LATEST. 

"The  White  Moll,"  Frank  L.  Packard's 
latest  novel,  published  by  Copp  Clark 
Co.,  deals  with  the  adventures  in  the 
underworld  of  a  young  woman  of  whol- 
ly fine  nature  and  upright  life  who  has 
gained  the  confidence  and  respect  of  its 
inhabitants  because  she  never  reveals 
any  of  the  secrets  she  learns  or  suspects 
in  the  course  of  her  errands  of  mercy 
among  them.  On  one  of  these  visits,  in 
which  she  wishes  only  to  succor  a  wo- 
man supposed  to  be  a  drunkard,  she  is 
pitchforked  into  the  situation  of  being 
apparently  guilty  of  robbery.  She  man- 
ages to  escape  from  the  detective  and 
to  flee  to  the  home  of  the  woman  she 
has  aided.  And  after  that,  in  the  guise 
of  this  woman,  who  is  really  not  a 
drunkard  but  one  of  a  gang  of  crooks, 
adventures  and  dangers  come  thick  and 
fast.  There  is  a  complicated  plot  in 
which  events  past  and  present  and  a 
great  variety  of  people  are  closely  and 
skillfully  interwound.  As  a  tale  of  the 
undoing  of  criminals  and  the  gradual 
solving  of  mysteries  that  thicken  and 
increase  even  before  the  eyes  of  the 
reader  as  he  begins  to  think  he  sees 
through  them,  it  is  a  clever,  absorbing 
story,  with  a  certain  freshness  in  its 
theme. 

MAMMY'S  WHITE  FOLKS 

A  warm  welcome  awaits  "Mammy's 
White  Folks,"  in  the  hearts  of  the 
many  who  enjoyed  Emma  Steed  Samp- 
son's "Billy  and  the  Major."  This  new 
romance  of  the  south  presents  the  old- 
time  darky  mammy,  who  "owned"  her 
"white  folks"  and  ruled  them  much 
more  than  they  controlled  her. 

In  "Mammy,"  the  mellow  old  darky 
autocrat  of  young  Doctor  Wallace's 
bachelor  household,  Mrs.  Sampson  has 
created  a  character  as  true  to  life  as 
"Billy." 

With  swiftly  mounting  interest  the 
narrative  carries  the  reader  through  the 
colorful  life  of  a  "good  luck  baby"— left 
a  foundling  on  "Doc  Andy's"  doorstep 
—who  grows  to  radiant  womanhood 
under  Mammy's  devoted  care.  This  is 
one    of  the  new  Copp  Clark  Co.,  issues. 

THIS  SIDE  OF  PARADISE 

Scott  Fitzgerald's  "This  Side  of  Para- 
dise," published  by  Copp  Clark  Co.,  is 
a  novel  that  seems  more  like  an  amaz- 
ingly frank  autobiography  of  a  man's 
actual  experiences — written  with  the  un- 
expected freshness  of  youth  itself  and 
a  touch  of  its  insolence — than  a  work  of 
fiction. 

Amory  Blaine,  "son  of  Beatrice,"  is 
carried  in  its  pages  through  an  expen- 
sive boyhood,  through  Princeton  and  a 
series  of  love  affairs,  into  the  war  for  a 
while,  and  then  to  New  York.  In  New 
York  he  falls  in  love  again  and  loses. 
After  one  more  Indian-summer  love  the 
book  comes  to  a  climax  in  a  dramatic 
clash  between  the  hero's  desire  to  ex- 
press himself  as  an  artist  and  the  pull 
of  the  deeply  rooted  orthodoxy  within 
him. 

BOOTH  TARKINGTON 

Booth  Tarkington  is  writing  a  new 
novel  to  be  called  "Alice  Adams." 


AMBUSH. 

The  adventure  and  romance  of  the 
days  of  the  bitter  war  between  rival  fur 
companies  from  the  background  of 
Samuel  Alexander  White's  new  novel 
"Ambush,"  which  Gundy's  have  recently 
issued.  A  strong  man  was  Paul  Car- 
lisle, whom  the  Hudson's  Bay  Company 
thought  good  enough  to  take  charge  of 
their  most  important  post.  But  to  Paul's 
fight  was  added  a  new  difficulty,  the 
love  of  a  rival  company  chief's  daughter. 
What  follows  is  the  big  story  of  a  man's 
fight  for  his  own  honour  and  a  woman's 
love. 

The  Canadian  historical  interest  should 
not  be  lost  sight  of  by  booksellers  in 
dealing  with  books  in  which  the  scenes 
are  laid  within  the  vast  territory  for- 
merly dominated  by  the  Hudson's  Bay 
Company. 

GREAT  AUTHORS'  WEEK 

Canadian  bookstores  may  well  take  a 
leaf  from  such  an  enterprising  store  as 
Wanamakerls  of  Philadelphia.  The 
"Ledger"  of  that  city,  tells  of  a  recent 
"great  author's  week,"  as  held  in  the 
book  department  of  that  store.  The 
attractions  included  lectures  by  well- 
known  authors  and  an  exhibition  of  rare 
manuscripts  and  souvenirs  of  great 
writers  of  past  and  present.  There  were 
exhibited,  books,  autographs,  busts  and 
portraits  of  literary  notables,  from  Dis- 
raeli to  Tarkington.  The  collection  ran 
from  time-yellowed  personal  letters 
written  by  famous  hands  to  the  notebook 
of  an  author's  new  story  not  yet  pub- 
lished. Included  in  the  range  of  liter- 
ature were  works  of  Mark  Twain,  Dick- 
ens, Van  Dyke,  Joseph  Conrad,  Cham- 
bers, Conan  Doyle,  John  Hay,  Wilkie 
Collins  and  many  others. 

Practically  every  name  in  English-lit- 
erature was  represented  in  the  form  of 
some  souvenir — from  the  creator  of 
"Little  Women"  to  the  originator  of 
"Penrod;"  original  manuscripts  by 
Henry  James,  whose  "Daisy  Miller" 
was  shown  in  hand-written  title  pages; 
Richard  J.  Dana's  "Two  Years  Before 
the  Mast;"  poems  by  Eugene  Field, 
Bret  Harte,  Edmund  Clarence  Stedman, 
Henry  Van  Dyke.  John  G.  Saxe,  Wil- 
liam Cullen  Bryant  and  Julia  Warde 
Howe,  with  a  stanza  of  the  latter's 
"Battle  Hymn  of  the  Republic."  There 
were  also  manuscripts  of  Anthony  Trol- 
lope's  novels,  of  Thomas  Hard's  "Far 
From  the  Madding  Crowd,"  some  of 
Charles  Lamb's  notes  and  of  his  price- 
less Johnsoniana. 

Letters,  autographs  or  portraits  of 
such  vivid  personalities  as  Longfellow, 
Browning,  Tennyson,  Dickens,  Huxley, 
Frank  R.  Stockton,  Haarriet  Beecner 
Stowe,  Whitman  and  others  were  also 
on  view. 

Booksellers  in  small  towns  may  say 
that  all  these  are  beyond  their  scope,  but 
that  does  not  prevent  them  from  acting 
upon  this  suggestion  and  carrying  out 
some  sort  a  programme  that  is  prac- 
ticable. By  striking  a  new  note  in  ad- 
vertising they  will  certainly  create  in- 
terest that  will  attract  additional  trade. 
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BOB  EDWARD'S  ANNUAL 

An  advance  sale  of  30,000  copies, 
mostly  in  the  West,  for  Bob  Edward's 
Summer  Annual  indicates  the  popularity 
of  the  effusions  of  the  editor  of  the 
"Calgary  Eye-Opener"  and  there  is 
every  reason  to  believe,  after  looking 
into  this  book,  that  the  Western  demand 
will  find  a  counterpart  in  the  East,  sup- 
plemented by  wide  demands  from  over 
the  border  and  from  the  dominions  be- 
yond the  seas.  This  is  not  to  be  under- 
stood as  being  intended  as  setting  any- 
thing in  the  nature  of  a  seal  of  approval 
on  the  contents  of  the  book.  It  is 
simply  a  chronicle  of  facts  about  the 
launching  of  this  volume  on  the  book 
trade  seas".  As  to  the  reason  for  pub- 
lishing it  perhaps  it  will  be  as  well  to 
quote  the  redoubtable  perpetrator  him- 
self: 

"Friendly  goofs  took  the  position  that 
the  world  having  become  Bolshevik, 
craved  a  form  of  mental  pabulum  which 
was  simple,  crude  and  easy  of  compre- 
hension. Difficult  stuff,  like  Carlyle's 
French  Revolution,  Haeckel's  Riddle  of 
the  Universe  and  Wesley  Rowell's  Life 
of  John  L.  Sullivan,  so  the  goofs  claim- 
ed, had  had  their  day  as  selling  proposi- 
tions, and  there  now  was  a  great  open- 
ing for  something  really  punk.  This 
line  of  argument,  while  disconcerting 
to  a  proud  man,  contained  enough  ele- 
ments of  truth  to  make  me  fall  for  it! 

Most  of  the  contents  of  this  parvun 
opus  have  already  appeared  in  the  Cal- 
gary Eye-Opener  during  bygone  years, 
but  this  should  not  make  much  differ- 
ence, because  there  are  a  devil  of  a  lot 
of  people  who  never  saw  or  heard  of  this 
remarkable  western  family  journal.  Uni- 
versal enlightenment,  one  must  regret- 
fully admit,  is  a  good  deal  of  a  myth." 

NEWS  ITEM 

A  new  periodical  from  England  is, 
"The  Motor  Ship,"  published  by  the 
Temple  Press,  Limited,  of  London.  It 
is  a  monthly  publication  dealing  with 
motor  ships  from  the  commercial  stand- 
point. The  first  issues  have  been  -re- 
ceived with  decided  approval  in  Eng- 
land. 

YELLOW   SOAP 

From  the  atmosphere  in  which  laun- 
dry soap  and  toilet  soap  are  identical 
the  hero  of  Katherine  Haviland  Taylor's 
novel  just  issued  by  Gundy,  rises  in  his 
manhood  to  power  and  social  prestige. 
The  title  of  the  book  is  "Yellow  Soap." 

As  a  boy  the  hero  has  interesting  ad- 
ventures with  "knights  of  the  road"  and 
other  strange  and  whimsical  characters, 
by  which  he  acquires  strength  and  ex- 
perience 

The  parallel  story  of  the  little  girl 
with  the  pink  hair-ribbons,  is  quite  as 
interesting. 

Familiarity  with  these  points  of  in- 
terest on  the  part  of  booksellers  and 
their  assistants  will  materially  promote 
sales  of  this  book  to  the  many  people 
who  thoroughly  enjoy  just  such  a  tale. 


Monthly  Record  of  New  Books 

Published  by  Firms  Established  in  Canada 


THE  COPP  CLARKE  CO.,  LIMITED 
Fiction 

The  Kindred  of  the  Dust,  Peter  B. 
Kyne,  cloth,  $2;  The  White  Moll,  Frank 
L.  Packard,  cloth,  $2;  Hannah  Bye,  Har- 
rison S.  Morris,  cloth,  $2;  The  Night 
Operator  (re-issue),  Frank  L.  Packard, 
cloth,  $1.25. 

Non-Fiction 

"You,"  Irwin  R.  Allen,  cloth,  $3.50; 
Buffalo  Bill's  Life  Story,  illustrated  by 
N.  C.  Wyeth,  cloth,  $3.50. 

S.  B.  GUNDY 
Fiction 

Yellow  Soap,  Katherine  Hamiland  Tay- 
lor, $1.75;  The  Killer,  Stewart  E.  White, 
$1.75;  The  Riddle  of  the  Frozen  Flame, 
Mary  E.  and  Thomas  W.  Hanshaw,  $1.90; 
Ambush,  Samuel  Alexander  White, 
$1.50;  Hidden  Trails,  William  Patterson 
White,  $1.90;  The  Long  Traverse,  Ka- 
therine and  Robt.  E.  Pinkerton,  $1.50; 
Dead  Man's  Gold,  J.  Allan  Dunn,  $1.50; 
The  River  Prophet,  Raymond  S.  Spears, 
$1.50;  Penitentiary  Post,  Katherine  and 
Robt.  Pinkerton,  $1.50;  Valley  of  the 
Giants  (new  edition),  Peter  B.  Kyne, 
$1.90 

Non-Fiction 

The  Life  of  Sir  Alexander  T.  Gait, 
by  Professor  Skelton,  $4. 

Juvenile 

Full  Speed  Ahead,  Henry  B.  Beston, 
$1.50. 

MACMILLAN  CO.  OF  CANADA,  LTD. 
Fiction 

Great  Accident,  B.  A.  Williams,  $2.25; 
In  Lincoln's  Chair,  I.  N.  Tarbell,  $1.10. 

Non-Fiction 

Press  in  War  Time,  Sir  E.  Cook,  $2.50; 
Limits  of  Socialism,  V.  F.  Boucke,  $1.65; 
Straight  Deal,  Owen  Wister,  $2.25; 
Christian  Faith  in  the  New  Day,  C.  B. 
McAfee.  $1;  Teaching  by  Projects,  C.  A. 
McMurray,  $1.50;  Education  and  the 
Geneial  Welfare,  F.  Secrist,  $1.80; 
Every  Day  English  Writing,  W.  L.  Stod- 
dard, $1.10;  National  Guilds  and  the 
State,  S.  G.  Hopson,  $4.50;  School  Book 
of  Farming,  L.  H.  Bailey,  $1.35;  Impli- 
cation and  Linear  Inference,  B.  Bosan- 
quet,  $2.50;  Sir  Roger  De  Coverley,  J. 
F.  Frazier,  $4.25;  Idea  of  Progress,  J. 
B.  Bury,  $4.75;  Through  Deserts  and 
Oases,  P.  Sykes,  $7;  Our  Italian  Front, 
W.  Allen,  $8.50;  Our  Salonika  Front,  M. 
A.  Mann,  $8.50;  Artists'  Sketch  Book, 
Bath  and  Wells,  D.  S.  Andrews,  75c; 
Artists'  Sketch  Book,  Durham,  R.  J.  D. 
Bertram,  75c;  Intro,  to  Old  Testament 
Study,  E.  B.  Redlick,  ,  $2;  Christ's 
Thought  of  God,  James  M.  Wilson,  $1.65; 
India  at  the  Death  of  Akbar,  W.  H. 
Moreland,  $4;  Cytology,  W.  E.  Agar,  $4; 
Thoughts  on  Union  Between  England 
and  Scotland,     A.     V.     Dicey  snd  Rait, 


$5.25;  Handbook  to  Cyprus,  Luke  and  Jar- 
dine,  $4;  Christian  Freedom,  F.  E.  Hut- 
chinson, $1.65;  Hope  of  Man,  W.  H.  Hut- 
ton,  $1.65;  Modern  Geometry,  C.  V.  Dur- 
rell,  $2;  Reign  of  Religion  in  Contem- 
porary Philosophy,  S.  Radhakrishman, 
$4. 

Juvenile 

History  Pictures,  Modern  Times,  G. 
H.  Reid,  60c. 

GEORGE  J.  McLEOD,  LIMITED 
Fiction 
The  Hills  of  Han,  Samuel  Merwin, 
cloth,  $2;  The  Ramblin'  Kid,  Earl  Way- 
land  Bowman,  cloth,  $1.75;  Come-on 
Charley,  Thomas  Addison,  cloth,  $1.75; 
Outside  Inn,  Ethel  M.  Kelley,  cloth, 
$1.75;  Suspected,  George  Dilnot,  cloth. 
$1.90;  Ladyfmgers.  Jackson  Gregory, 
cloth,  $1.90;  Blacksheep!  Blacksheep!! 
Meredith  Nicholson,  cloth,  $1.90;  The 
Shadow,  Mary  White  Ovington,  cloth, 
$1.75. 

THE  MUSSON  BOOK  CO.,  LIMITED 
Fiction 

Bob  Edwards'  Summer  Annual,  R.  C. 
Edwards,  paper,  60c;  Alsace  in  Rust 
and  Gold,  Edith  O'Shaughnessy,  cloth, 
$2.50;  Ballads  of  Old  New  York,  Arthur 
Guiterman,  cloth,  $1.75;  What's  The 
World  Coming  To,  Rupert  Hughes, 
cloth,  $2;  Lightnin',  Frank  Bacon,  cloth", 
1.90;  The  Strangers'  Banquet,  Donn 
Byrne,  cloth,  $2;  Blue  Water,  Frederick 
Win,  Wallace,  cloth,  $1.95;  The  Blood- 
Red  Dawn,  Chas.  Caldwell  Dobie,  cloth, 
$2;  Skinner  Makes  It  Fashionable,  Hen- 
ry Irving  Dodge,  cloth,  $1.50;  Efficiency 
Edgar,  Clarence  Buddington  Kelland, 
cloth,  $1.50  Outland,  Mary  Austin,  cloth, 
$1.90  The  Swing  of  the  Pendulum,  Ad- 
riana  Spadoni,  cloth,  $2. 

Non-Fiction 

The  Psychology  of  Bolshevism,  John 
Spargo,  cloth,  $1.90;  Now  It  Can  Be 
Told,  Phillip  Gibbs,  cloth,  $3.50;  The  In- 
side Story  of  the  Peace  Conference,  Dr. 
E.  J.  Dillon,  cloth,  $2.75;  Raymond 
Robins'  Own  Story,  Raymond  Robins, 
cloth,  $2.50;  In  the  World  War,  Count 
Ottokar  Czernin,  cloth,  $4.50;  The  Un- 
known, Camille  Frammarion,  cloth, 
$2.25;  Our  Unseen  Guest,  Anonymous, 
cloth  $2.25;  The  Best  of  Mark  Twain, 
Albert  Bigelow  Paine,  cloth,  $1.65;  What 
We  Eat  and  What  Happens  to  It,  Philip 
B.  Hawk,  cloth,  $1.65;  Hither  and  Thither 
in  Germany,  W.  D.  Howells,  cloth,  $2. 

KYERSON  PRESS 
Fiction 

As  You  Were,  Bill,  E.  Streeter,  $7; 
Triple  Mystery,  A.  Luchrmann,  $1.90; 
Miss  Lulu  Beth,  Zona  Gale,  $1.90;  Voice 
of  the  Pack,  Edison  Marshall,  $1.90. 

Non-Fiction 

An  Aviator's  Wife,  A.  Ovington,  $1.75. 
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PASTOR  ROBINSON 

An  interesting  book  from  Williams  & 
Norgate,  of  London,  is  "John  Robinson: 
pastor  of  the  Pilgrim  Fathers,"  by  Wal- 
ter H.  Burgess.  It  is  a  pretentious  vol- 
ume of  over  400  pages  with  appendices 
and  presents  a  comprehensive  study  of 
the  work  of  the  pastor  of  the  Pilgrim 
Fathers  and  those  associated  with  him 
when  they  left  England  to  secure  free- 
dom of  worship  according  to  the  dic- 
tates of  conscience.  In  Holland  affili- 
ation was  effected  with  the  Mennonites 
of  that  country.  These  Mennonites  and 
those  of  Switzerland  were,  no  doubt, 
largely  the  progenitors  of  the  numer- 
ous people  who  afterwards  sprung  up 
in  America  as  the  Pennyslvania  Dutch, 
who  emigrated  early  in  the  last  century 
in  large  numbers  to  what  is  now  Wat- 
erloo County,  and  also  Welland  County, 
in  Ontario.  The  Pilgrim  Fathers,  who 
went  to  New  England,  established  what 
later  became  the  Congregational 
Churches.  Pastor  Robinson,  although  re- 
taining his  leadership  of  the  Pilgrim 
Fathers,  was  never  permitted  to  proceed 
to  New  England,  through  opposition  of 
the  company  of  adventurers  upon  whom 
the  colonists  in  America  were  dependent 
for  transportation'  and  communication 
with  the  Old  Country. 

Dubuc,  Sask. — Lewis  R.  James,  of  this 
town,  carries  a  representative  stock  of 
books  and  stationery  in  connection  with 
the  drug  business  and  is  one  of  Book- 
sell  &  Stationer's  subscribers.  In  this 
store  are  stocked  also,  toys  and  dolls, 
sporting  goods,  leather  goods,  talking 
machines   and   records. 


STEWART  EDWARD  WHITE 
His  latest  book.  "The  Killer"— a  story  of  the 
vigorous  Arizona  days  of  the  late  '90s — has  just 
been  published.  In  addition  to  the  title  story,  the 
volume  contains  a  half-dozen  shorter  ones.  This 
half-tone  is  presented  through  the  courtesy  of 
Doubleday,    Page   &   Co. 
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Weld  on  Roberts 

Rubber    Erasers 


Appeal  alike  to  the  ultimate  user — desiring  service,  and  to  the 
buyer  of  supplies — thinking  of  economy. 

Keep  up  your  stock  of  "399"  TRI-PLY  ERASERS. 


Weldon  Roberts  Rubber  Co.   Newark,  N.J.  U.S.A. 


CANADIAN  MADE  PLAYING  CARDS 

When  ordering  from  your  jobber  specify  our  well-known  brands  : 

Good  Luck  St.  Lawrence  Golfer 

Oak  Leaf  Sports  Royal  Whist 

We  also-  manufacture  playing  cards  for  advertising  purposes. 

CONSOLIDATED   LITHOGRAPHING  AND   MANUFACTURING   CO.,    LTD. 

Phone  LaSalle  393-4  284  Parthenais  St.,  Montreal,  Canada 


GETTHEBEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


The  McKinley  Edition  of  Ten  Cent  Music 


will    always    hold    first   place    as    an    Edition    of 

Standard,    Classic    and    Teaching:    Music 
as    an    established    demand    for    this    line    of    Music    exists    throughout 
the    United    States    and    Canada. 

It    meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has  proved   itself   to  thousands   of   dealers   to  be   the   best   foundation 
for    a    sheet    music    department. 


Every  copy  of  The  McKinley  Edition  sold  means  a  profit  of  over  150 
per  cent,  to  the  dealer. 

The  McKinley  Edition  (Revised  for  Canadian  Trade)  conforms  in  every 
detail    with    Canadian   copyright   laws. 

A  great  advantage  to  the  merchant  as  a  "Trade  Bringer"  is  the  cata- 
logues bearing  the  dealer's  imprint  which  are  supplied  with  this 
Edition.  These  catalogues  will  attract  more  customers  to  your  store 
than   any   other  medium   you  could   employ. 


Write    us    for   samples    and    particulars   to-day. 


McKINLEY    MUSIC    CO.      New  York  City:  145  W.  45th  Street 


The  Largest  "Exclusively  Sheet  Music  House" 
in  the  World 


Chicago  :  1501-15  East  Fifty-Fifth  St. 
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The  Self-Filling 


'ILLARD 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  1007c  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and  Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


The 
"Premier' 

(Reg.  No.  14345> 

Paper 
Binder 


634  fill 

Made  in  lengths  of  1/4"  to  6". 

Sole   Makers 

TWIGG   &  BEESON 

Ludgate  Works,  Birmingham 

England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London    Office  :    27  Paternoster  Square,  E.C.  2. 


Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 

Board  Clips 

Inkstands 

Automatic 
Wood 
Glass 

Defiance   Mfg.    Co. 

384  B'way,  N.Y. 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


FIREPROOF  BOXES 

A  new  Canadian  made  line  is  being 
manufactured  by  Hunt  and  Richards,  507 
Sherbourne  Street,  Toronto,  comprising 
fiieproof  deed  boxes  made  in  various 
sizes,  the  smallest  being  9V2  in.  x  47g  in. 
Some  of  them  are  made  in  lid  style, 
others  with  drawers,  and  some  in  safe 
door  style  The  chief  merit  claimed  fox 
these  "Victory"  boxes  is  that  the  com- 
bination is  worked  in  such  a  manner  that 
there  is  no  direct  contact  of  metal  be- 
tween the  inner  and  outer  hexes,  the  re- 
sult being  that  these  boxes  may  become 
red  hot  on  the  outside  without  damage  to 
the  papers  inside. 

NEW  LINES 

Strathmore-  typewriter  papers  and 
manuscript  covers  and  "Bantam"  mani- 
fold paper  are  new  items  in  the  White 
and  Wycoff  Mfg.  Co.'s  line. 

Strathmore  typewriter  papers  are  sup- 
plied, both  plain  and  ruled,  in  wove,  laid, 
bond  and  linen  parchment  finishes,  in 
the  usual  and  called-for  sizes  as  follows: 
S  in.  x  10y2  in.;  814  in.  x  11  in.;  8  in.  x 
13  in.;  8%  in.  x  13  in.;  8%  in.  x  14  in. 
Strathmore  manuscript  covers  are  sup- 
plied in  white  and  seven  tints — green, 
pink,  goldenrod,  blue,  primrose,  russet, 
grey — in  antique  and  linen  finishes  in 
the  following  favored  and  accepted  size: 
9  in.  x  15J/2  in.,  100  sheets  to  the  box. 
Bantam  manifold  is  made  on  a  Four- 
drinier  machine  especially  developed  to 
make  lightweight  writing  papers.  It  is 
claimed  for  this  paper  that  it  is  not 
woody  or  brittle,  neither  is  it  inclined  to 
crack  or  tear,  nor  will-  it  he  found  limp 
and  lifeless  and  subject  to  collapse  in 
the  files.  Tub  sized,  it  stands  on  its  own 
feet  with  a  tough  "raggy"  feel:  it  is 
easy  to  manipulate  in  the  typewriter  or 
duplicator  device.  It  is  supplied  in  white 
and  five  tints — blue,  goldenrod,  green, 
cherry,  canary — in  the  following  popular 
sizes  and  weights:  White  only — basis 
m>  lb.  and  10  lb.  folio.'  Sizes.  8  in.  x 
I0y  in.;  8H  in.  x  11  in.";  8y2  in.  x  13  in.; 
81/:;  in.  x  14  in.  In  the  five  tints,  basis 
?y2  lb.  folio.  Sizes.  8  in.  x  10H  in.  and 
8 Vs  in.  x  11  in.  This  paper  comes  wrap- 
ped 50C  sheets  to  a  package,  or  boxed, 
1,000  sheets  to  a  box. 


The  Moistener 
De  Luxe 

Bankers' 
Sanitary  Moistener 

Unbreakable  with  ordinary  use, 
made  entirely  of  metal,  mostly 
brass.  Guaranteed       rustproof. 

Extra  wide  moistening  roll  —  three 
inches  wide,  of  special  composition 
that  carries  water  in  a  thin  film, 
adequate  for  all  purposes;  yet  will 
not  flood  small  gummed  labels  and 
stamps,  destroying  their  adhesive 
qualities  before  affixing. 

Our  De  Luxe  finish  is  distinctive 
and  makes  an  attractive  addition 
to  any  office.  Packed  in  individual 
cartons. 


Our    distributors'    discounts 
are  worth  while 


RYCO 

ADDS  TO  PROFITS 


TAPE 
MOISTENER 


Retail    price, 

$5  each. 

Wholesale  price, 

$2.50  each. 

F.O.B.    Bellows 

Falls,    Vt. 


Made  of  pressed  steel, 
takes  any  standard 
width  roll,  and  is  so 
simple  sales  talks,  de- 
monstrations or  "'ap- 
proval" sales  are  un- 
necessary. Users  like 
them  because  i  n 
speeding  wrapping 
and  packinir  they 
moisten  tape  perfect- 
ly. Put  in  a  stock 
now  and  lose  no  sales 
when  customers  call. 
Orders  shipped  day 
received. 


WRITE    FOR    PRICES 
AND   SAMPLES  OF 
SEALING  TAPES. 

J.F.RYAN  &  CO. 

Lexington    &   41st    St.    New   York 
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WEBER    ARTISTS' 
MATERIALS 

TEMPERA  COLORS 

Tempera  Canvases  and  Academy 

Boards 

Students'  Tempera  Colors 

Finely    Prepared    Artists'    Oil    and 

Water  Colors 

Pastels  and  Pastel  Painting 

Materials 

Fine  Quality  Brushes 

Poster  Show  Card 

Colors 

Air  Brushes  and 

Materials 

Catalogue  on  Request 

F.  WEBER  &  CO. 

Manufacturing-     Artists 
Colormen    since    1854. 

Factories  and  Main  House: 

Philadelphia,    Pa. 

Branches : 

St.    Louis,    Mo.  ;    Baltimore, 

Md. 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,  1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$2.50  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


DESK  PADS 

Good    Merchandise — Fair    Prices 

Satisfaction    Guaranteed 

on    all    specialties 

Leather    and     Brass    Corner 

Desk    Pads 

(Flexible   and    stiff — 60    styles) 

Glass    Desk    Pads 

(3  styles — 3  sizes) 

Cloth    Covered   Card    Index 

Cabinet 

(Standard  Sizes) 

L.  SAINBERG 

657  W.  Houston  St.  New  York 

Canadian  Representative 

Standard  Distributing  Co.,    Guy  Block 

Montreal,  Que. 


SPEED-MO  MOISTENER 

A  new  specialty  called  the  "Speed- 
Mo"  moistener  for  envelopes,  stamps, 
etc  ,  has  been  introduced  by  the  Rivet-0 
Manufacturing  Co.,  of  Orange,  Mass. 
Advantages  brought  forward  for  it  are 
that  it  cannot  be  tipped  over,  has  just 
the  right  amount  of  liquid  at  sponge,  en- 
ables moistening-  and  sealing  envelope 
without  turning  over  the  envelope,  has 
handy  trays  for  clips,  pins,  rubber  bands, 
thus  doing  away  with  separate  desk 
pieces  to  accommodate  those  items.  It 
is  useful  in  counting  paper  money.  Its 
appearance  is  attractive  and  it  will  con- 
sequently appeal  to  the  stationer  as  a 
good  stock  item. 


LISTS  RECEIVED 

A  most  interesting  list  of  1920  an- 
nouncements is  that  of  Holden  and 
Hardingham,  of  London,  with  sixteen 
pages  devoted  to  new  and  reprint  novels, 
humorous  books,  handbooks,  nature 
books,  etc  Among  the  new  novels  in 
train  for  publication  are:  "The  Bailiff's 
Daughter,"  by  Bailie  Reynolds;  "Comedy 
and  Tragedy,"  by  Beard  Francis;  "In  the 
Licn'si  Mouth,"  by  Railic  Reynolds; 
"Jimmy  Johnny,"  by  J.  J.  Bell;  "Rain- 
drops," by  John  Trevena;  "The  Spend- 
thrift Duke,"  by  May  Wynne,  and 
"Tonys'  Wife,"  by  Madame  Albanese. 

From  the  Religious  Tract  Society  of 
London  comes  a  special  catalogue  of 
tracts  and  booklets  covering  over  fifty 
different  subjects,  with  many  titles  in 
each  group.  They  cover  a  field  as  wide 
as  life  itself,  and  to  those  booksellers 
who  have  not  given  due  consideration  to 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 

We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,    Cushions    and    Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'*  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising    Signs    and    Banners. 
Purses,  Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir   Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

tf  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty:  , 

STAMPING  INKS  OF  ALL  KINDS 


INKSTANDS 

OF    ALL    STYLES 


Manufactured   by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  lines. 
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"The  Guarantee  of  Quality" 


ULTON 

Self-Inking 

5  Stamp  Pads 
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J     Elisabeth, 


Line  Daters 
Numberers 
Sign  Markers 
RubberType 
Printing 
Outfits 


Manufactured  by 

FULTON  SPECIALTY  CO. 


New  Jersey 
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GRAMOPHONE 
NEEDLES 

Buyers   should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    S    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERIES  of  any  quantities  can 
be  despatched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood  Bank 
REDDITCH,  ENGLAND 


Rolon  Clip 


Merely  Start  from  the  Back  and 
ROLL  IT  ON 

The  RoLON  is  a  new  idea  in 
Steel  Binder  Clips,  and  has  been 
an  instant  success. 
Cannot  pick  up  other  papers. 

Packed  12  to  a  box,    I  gross  to  a  carton 
Cushman  &  Dennison  Mfg.  Co.,  New  York 


this  branch  cf  the  trade  it  opens  wide 
possibilities  for  increasing  the  book- 
store's activities. 

LISTS  RECEIVED 

Some  interesting  points  about  paper 
baling  are  brought  out  in  a  catalogue 
just  received  from  the  Famous  Manu- 
facturing Co.,  East  Chicago,  111.  It  may 
be  pointed  out  that  besides  paper  balers 
there  are  baling  presses  for  virtually 
every  line  of  business  in  which  scrap 
of  one  kind  and  another,  such  as  rags, 
shavings  and  sawdust,  leather  findings, 
sheet  metal,  wire,  etc.,  are  found. 

TOY  CHEMISTRY 

"Kemical-Magik"  sets  are  newcomers 
this  year,  a  line  of  toy  chemistry  outfits 
that  afford  opportunity  not  only  for  edu- 
cational experiments  but  with  which 
boys  and  girls  can  do  tricks  that  are 
both  amusing  and  amazing. 

LISTS   RECEIVED 

Notable  announcements  in  the  1920 
Hodder  &  Houghton  catalogues  are  new 
books  by  Joseph  Hocking,  "The  Sw^at 
of  His  Brow;"  Baroness  Orczy,  "The 
First  Sir  Percy,"  and  Sapper  "Bulldog 
Drummond."  Many  readers  who  have 
so  enoyed  Sapper's  books,  will  be 
glad  to  learn  his  real  name.  It  is  Cyril 
McNeale.  His  new  story  concerns  a 
demoblised  officer  who  found  Peace  dull 
and  advertised  for  excitement  in  the 
paper.  Following  up  an  answer  from 
a  charming  girl  he  becomes  involved 
with  a  gang  of  international  criminals. 

NEW  GOODS 

The  National  Blank  Book  Company, 
have  just  put  out  a  new  form  of  rent 
receipt  books. 

The    old    form    read    "For   the    Month 

ending ,"   which    restricted    its 

general  use.  The  new  form  is  equally 
serviceable  for  monthly  or  weekly  col- 
lections. 

LISTS  RECEIVED 

From  John  Thridgould  &  Co.,  14 
Sidney  St.,  Commercial  Road,  London, 
E.,  comes  a  series  of  lists  and  speci- 
mens of  greeting  cards  and  postcards. 
A  novelty  line  is  a  series  of  puzzle  post- 
cards, extra  thick  cards  being  cut  up 
into  fancy  shapes  pieces  complete  in 
linen  bag  and  luggage  tag. 

For  store  use  an  interesting  offer  is  a 
counter  album  with  stitched  holders 
with  board  covers,  made  to  hold  144  dif- 
ferent cards,  each  card  easily  removed 
and   replaced  as  sold. 


Catch-AIl  Basket 
Half  Steel,  Half  Coppered  Wire 

Mfg.  by 

Macdonald  Wire  Goods  Co. 

Drummondville,  P.  Q. 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples   and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 


HAVILAND'S 

SEMI-LIQUID  PASTE 

Pure  White 

A  splendid  adhesive  for 
use  in  office  and  home. 
A  strictly  Canadian  pro- 
duct. All  ingredients, 
bottles,  labels,  etc.,  made 
in  Canada. 

BUY  MADE-IN-CANADA  GOODS 

Good  Profit  for  dealers.  Made  in  the 
following  sizes:  5  oz.  and  8  oz.  bottles  with 
adjustable  brush  and  32  oz.  (quart,)  128 
oz.    (gallon)   Jars.     Send  for  Price    List. 

A.  R.  HAV1LAND  &  CO.,  Mfgrs. 

769  DUN  DAS  ST.  W.  TORONTO 
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BOOK  BUYERS'  GUIDE 


•mual'ONLY*1-50 

wEA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Dr.  WIN  FIELD  SCOTT  HALL,  PhD. 
Noted  A  uthority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE  — 
What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacbcr  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
In  plain  wrapper  for  only  $  1.50 
1  Hied  to  Bead    postage  10  oenta  extra,  v 


McClelland  &  stewart 

Limited 

215  Victoria  St.,  Toronto 


MAGAZINES 
COMIC  BOOKS 
NEWNOVELS 
REPRINTS 


You  will  be  served 
best  by  making  this 
house  your  regular 
source    of    supply. 

American  News  Company 

Limited 

Winnipeg,  Canada 


YOUR  ADV. 

HERE 

WILL  BE 

RECEIVED  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 


Classified  Advertising 

pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  th»  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 

LANGUAGES 

VyORLD-ROMIC  SYSTEM,  MASTERKEY 
VV  to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c  ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  West 
47th,  New  York. 

T>OOK,  STATIONERY  AND  WALLPAPER 
business,  only  straight  book  store  in  pro- 
gressive town  of  over  8,000  population.  Stock 
and  fixtures  about  $9,000  all  staples.  Exiep- 
tional  opportunity  to  secure  well  established 
business  doing  large  and  profitable  turnover. 
Owners  going  into  wholesale  only.  If  inter- 
ested and  can  finance  write  Stationer,  Box 
680,    Oril'lia. 

TJRUG  AND  STATIONERY  BUSINESS  IN 
Saskatchewan  village,  with  five  elevators. 
One  of  the  best  wheat  centres  in  the  West. 
No  opposition.  Stock  and  fixtures  $5,400.00. 
Store  property  $4,000.00.  Sales  $20,000.00  per 
year,  at  good  profit.  Post  office  in  connection. 
Will  sell  or  rent  property.  Apply  James 
Brough,    Box    159,   Broderick,    Sask. 


JTEAL  OPPORTUNITY  AWAITS  PROGRES- 
sive  stationery  man  wishing  to  go  into 
business  for  himself.  Can  acquire  partner- 
ship in  growing  concern  in  one  of  chief  cities, 
taking  place  of  one  principal  obliged  to  live 
in  California  permanently,  owing  to  condition 
of  his  health.  Act  Quickly.  Write  Box  3, 
Bookseller    and    Stationer. 


20c  A  LINE 

PAYS  FOR 

NAME  and 
ADDRESS 

UNDER 

Directory  Headings 
Good  Advertising 

AT 

Minimum  Cost 

59 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  Weit  Toronto 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 

Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband  Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women: — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of   45    Ought    to 

Know. 

$1.20  Each. 

THE  RYERSON  PRESS 


Publishers 


Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE  IN  THE  V.SJL. 
Grammar  Separate,  $1.00 

Grammar  with  Key    $1.2§ 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 
Liberal  Discounts  to  the  Trade 
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Crucible  Pens 

BRITISH 

25  VARIETIES. 

Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures.  Frames,  Mirrors,  Statuary  —  "every- 
thing in  Picture  Framing  outfits.  $150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them    at    low     prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


William  Sinclair 
&  Sons,  (Stationers) 

LIMITED 
Otley  Yorks  England 

Manufacturers  of  Cheap  Stationery 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Cata^ogu*. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


20c   A  LINE   20c 

Your    firm    name,    address    and 

class  of  goods  sold  will  be  listed 

under  the  directory  heading,  in 

middle  column  of  this  page,  for 

20c  a  line. 

Good    advertising    at    minimum 

cost. 

A    useful    reference    continually 

used    by   all    members    of    the 

trade. 

20c   A  LINE    20c 


INDELIBLE  INK 

Carter's  Ink  Co.,  Montreal. 

Payson's  Indelible  Ink. 

S.  S.  Stafford  Co.,  Toronto. 

INKSTANDS 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

LEATHER  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

LEAD  AND  COPYING  PENCILS 

American   Pencil  Co.,  New  York. 

Wm.  Cane  &  Sons,  Newmarket.  Ont. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

LOOSE  LEAF  BOOKS,  BINDERS  AND 
HOLDERS 

Boorum   &    Pease   Co.,   Brooklyn. 

Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf.  Ltd.,  539  King  St.  W.,  Toronto 

National  Blank  Book  Co.,  Holyoke,  Mass. 

Rockhill  &  Vietor.  22  Cliff  St.,  New  York  City. 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND   GLOBES 

Rand.  McNally  &  Co.,  Chicago. 
The  Copp,  Clark  Co.,  Toronto. 

PAPER  BALERS 

Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 

Noesting  Pin   Ticket  Co.,   Mt.  Vernon,  N.Y. 
O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES   AND  WRITING   PAPERS 

The  Copp.  Clark  Co..  Toronto. 

Buntin.  Gillies  &  Co..  Toronto. 

Clark  Bros.  &  Co.,  Winnipeg,  Man. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd..  Toronto. 

A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 

PENNANTS 
Can.   Manufacturing   of   Novelty,    1    3Boucher   St., 
Montreal,  Que. 

PHONOGRAPH     SUPPLIES 
H.   A.   Bemister,   10  Victoria   St.,   Montreal,   Que. 
Arthur  H.   Kempton,   511    St.   Catherine  St.,  Mont- 
real, Que. 

PILLOW  COVERS 
Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PLATE     PRINTING 
Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 

PLAYING  CARDS 
Consolidated    Litho.    Co.,    Montreal. 
A.  <0.  Hurst    (GoodaJl's),  32  Front   St.,   Toronto. 
Standard  Playing  Card  Co..  Chicago,  111. 
TJ.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

RUBBER  STAMPS,  STENCILS,  ETC. 
Fulton  Specialty  Co.,  Elizabeth.  N.J. 

SCHOOL  BAGS 
Copp,     Clark     Co.,    Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

SCHOOL   AND    OFFICE    RULERS 
Westcott   Rule   Company,   Inc.,   Seneca   Falls.   N.Y. 

SHEET  MUSIC 
McKinley  Music  Co..  1501-15  E.  55th  St.,  Chicago. 

STATIONERS'  SUNDRIES 
Buntin.  Gillies  &  Co..  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark  Bros.  &  Co.,  Ltd.,  Winnipeg,  Man. 
W.  V.  Dawson,  Ltd.,  Montreal.  Toronto.  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING  PENS 
John  Heath,  8  St.  Bride  St.  E.C.,  London. 
Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,   Toronto, 

Canadian  Representatives. 
A.   R.   MacDougall   &    Co..   Toronto. 
(John    Mitchell's     Pens) 

THUMB    TACKS 
Noesting    Pin    Ticket    Co.,    Mt.    Vernon,   N.Y. 

TOILET  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

TOYS,   DOLLS.   PUZZLES,   ETC. 
V   C.   Gilber'. 

Menzies  &  Co.,  Ltd.,  Toronto. 
E.  Davis  &  Co,,  Drummond  B'dg.,  Montreal. 


Excellent  for   holding  Essays,   Class   Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made    in    all   sizes.      Capacity   of   back,    %" 

to  2". 

New  lines — ■ 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

School  Rings. 

Elbe  No.  1   Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


McFarlane  Sod  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


PENNANTS   PILLOW-TOPS 

and 

CHAIR-PADS 

MADE  BY 

Canadian  Manufacturing 

of  Novelty 

13  Boucher  St.  MONTREAL 


DEVELOPING 

=   a n d  ^= 

PRINTING 

Special  Contract  Rates  to  Dr ag- 
ists. Quick  Service,  Dependable 
Work 


224  Yonge  Street,  Toronto,  Ont. 
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RELIANCE  INK 

"The  Ink  You  Can  Rely  On" 


New 

Graceful 

Bottle 


New 

Attractive 

Label 


Reliance  Ink  Co.,  Limited 

Winnipeg,  Man. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 

Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BELTS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BILL  FOLDS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK  BOOKS 

Boorum  &   Pease   Co.,   Brooklyn,   N.Y. 

Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 

Dominion  Blank  Book  Co..  Berthierville,  Que. 

National   Blank   Book   Co.,   Holyoke,   Mass. 

The  Copp,  Clark  Co..  Toronto. 

BLANK   CARDS    (Programmes,    Menus,   etc.) 

Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 

BLOTTING  PAPERS 

Eaton-Dikeman  Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CASH  REGISTSER  ROLLS 

Paper  Manufacturers   Co.,  Inc.,  526   Cherry  Street, 
Philadelphia. 

CELLULOID  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38   Clifford  St.,  Toronto. 

CHAIR  PADS 

Can.    Manufacturing   of   Novelty,    13   Boucher   St., 
Montreal,  Que. 

CODE  BOOKS 

The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable    Directory,    17    State    St.,    New 
York,  N.Y. 

CRAYONS 

Binney  &  Smith,  New  York. 

A.    R.    MacDougall    &    Co.,    468     King    St.    West, 

Toronto. 

DIE  WIPING  PAPER 
Paper  Manufacturers  Co.,  Inc.,  526   Cherry  Street, 

Philadelphia. 

ENGRAVING    (Steel  and  Copper  Plate) 

Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 

ENVELOPES 

Buntin,  Gillies  &  Co.,  Hamilton. 

Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

ERASERS 

Menzies  &  Co.,  Ltd.,  Toronto. 

Weldon  Roberts   Rubber  Co.,   Newark,  N.J. 

EYELETTING    MACHINES    AND    EYELETS 

Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd.,  Toronto. 

FANCY  PAPERS,  TISSUES  AND  BOXES 

Dennison  Manufacturing  Co.,   Boston. 
Menzies  &  Co.,  Ltd.,  Toronto. 

FILES 

Elbe  File  and  Binder  Co.,  97  Reade  St.  New  York. 

FOUNTAIN  PENS 

Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

L.  E.  Waterman,  Montreal.  Que. 

GREETING  CARDS,  POST  CARDS,  ETC. 

Artistic  Stationery  Co.,   164  Berkeley  St.,  Toronto. 

W.  E.  Coutts,   145  Adelaide  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

A.    R.    MacDougall    &    Co.,   Toronto. 

Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 

Valentine  &  Sons  Publishing  Co.,  Toronto. 

INKS,  MUCILAGE  AND  GUMS 

Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 
The  Carter's  Ink  Co.,  Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg,  Man. 
S.  S.  Stafford  Co.,  Toronto. 

"Glucine."     Menzies  &  Co.,  Ltd.,   439  King  St.  W., 
Toronto. 


WATERSTON'S 


"BEE 


BRAND 


SEALING  WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyer  Mfg.  C-o. 

HAMILTON.  OHIO.  U.S.*. 


KEEP  POSTED 

Wholesalers  anxious  for  new  business 
can  secure  live  information  through  a 
regular  service  of 

PRESS 
CLIPPINGS 

These  include  the  whole  of  Canada  and 
cover  new  book  stores,  novelty  stores, 
drug  stores,  children's  goods  stores,  or 
any  branches  or  extensions  of  the  same. 
Write  for  full  information  to 

CANADIAN 
PRESS  CLIPPING  SERVICE 

143-153  University  Ave.,  Toronto 


SELL 

The  Financial  Post 

Business  men — the  men  of  stand- 
ing in  their  community  who  come 
to  your  store  for  their  magazines 
will  be  glad  to  buy  The  Financial 
Post. 

It  is  a  paper  published  just  for 
such  men  and  contains  a  mass  of 
information  every  week  along  busi- 
ness and  financial  lines.  There  is 
nothing  dull  about  The  Post. 

Sells  for  lOc. 

The  Financial  Post,143-153  University  Ave 
Toronto,    Ont. 
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THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


S. 

4. 


7. 


9. 


ADVANTAGES  OF  THE  CARMIC: 

Any  size  Envelope    or    Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified    range    of    each     Machine 
which  is  practically  unlimited. 
The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No   additional   boxes  needed.     Same 
box  used  for  all  sizes. 
All  classes  of  paper  can  be  folded. 
Output  of  Machines    from    28,000  to 
32,000  per  day. 

Does    not    require    special    skill    to 
operate. 

Very  little  motive  power  is  needed  to 
drive  Machine. 

Best      material      and      workmanship 
throughout. 

Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 
Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303,  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON,  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb,  London.' 


G2 
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Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &SON   C° 

EST'D.   18  42.    MONTREAL. 


We    are    open    to    appoint    agencies     in    cities    and    towns 
where    not  at   present    represented. 

This    offers    a    first-class    proposition    for    Office    Specialty 
Distributors. 

For   full   particulars    apply 

The  Empire  Typewriter  Co. 

of  Canada,   Limited 
126  ST.  PETER  ST.  MONTREAL,  P.Q. 


British  Goods  Are  Standards  of  Value 


THE 

"Lightning"  Paper  Clips 

The  Best  British  Manufacture 

FLAT  OR  UPTURNED  LIP 
Made  in  2  sizes. 

Staples  on  Wood  Blocks 
for    stapling     machines. 

Specialities  in  Wire 
PRICES  ON  APPLICATION 

ROBT.  THORNTON 

PARAGON  WIRE  WORKS 
CLECKHEATON,      ENGLAND 


*WW//MW//MMSS//////M//S/////////M/////7n 


The   spaces   on  this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

£1  Os.  7d.  Per  Month 

on  Yearly  Contract 

Single  Insertion  £1  8s.  lid. 

A    Good    Live    Page — High 

value  in  publicity  at 

minimum  cost. 
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Hold  the  Line 

Here's  the  line  to  hold 
— John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  ■  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole- 
sale Houses  In  Toronto  &  Montreal 

(Registered) 
London  (Eng.)  Eiport  Agency 

8  St.  Bride  Street 
LONDON,  E.C. 
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The  stationer  who  does  not  carry  Arrow  Brand  Boxwood  Rulers,  is  omitting  one  of  the  most  profit- 
able items  of  a  well-stocked  establishment. 

These  are  steady,  consistent  sellers  and  can  be  procured  from  your  jobber  or  us  in  any  quantities, 

A  small  supply  will  convince  you  of  their  value  as  high-class   merchandise. 

Westcott  Rule  Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


Aigner,   J.    G 10 
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American    Lead    Pencil    Company    5 
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TYPEWRITER 

CARBON 


I 


100%  Satisfaction 


O  •  • 


Long  Life  and  Quality 

are  processed  into  every  "M  &  V"  product 
— that's  why  they'  have  earned  such  an  en- 
viable reputation  for  permanency,  reliability 
and  economy  wherever  they  have  been  in- 
troduced. 

Send  for  a  trial  order.  You'll  find  them 
highly  satisfying  profitable  sellers. 

Mittag  &  Volger,  Inc. 

Principal   Office  and   Factory 

Park  Ridge,  N.J.,  U.S.A. 

Branches  in  the  prominent  cities  of  the  U.S. 

Agencies  in  every  part  of  the  world 
in  every  city  of  prominence 


•  •  o 


Let  this  attention  compelling  salesman  work  for 
you,  Mr.  Merchant.  Place  it  in  a  conspicuous 
place,  fill  it  with  Cane's  Canadian-made  perfect 
writing  leads  and  watch  how  quickly  your  sales 
will  jump.  There  are  two  big  reasons  why  you 
should  sell  Cane's  Canadian-made  Pencils — 
first  there's  a  greater  profit  and  no  duty  or  ex- 
change to  pay,  second  there  is  no  finer  pencil 
made  and  every  sale  you  make  is  helping  Can- 
adian industry. 


!  !|    •■•»*  »I||    •  M  Mr"!!  tit 

iill  !  I 


H  iHllffli  If  MiMffi       j 

linn    iill  tl  i-  E3iKCs.fi  Hit  ll'.X  I ;  i  >. 


fee 


CAN  El'S 


u./vo\. 
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.'/i.^«.V. 


The  Wm.  Cane  &  Sons  Company 


NEWMARKET,  ONT. 
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Order 
Scribblers  and 

Exercise  Books 


N 


ow 


and    avoid    possible     disappoint- 
ment later  on. 

Ask  us  for  samples  of    our  new 
covers.    You  will  like  them. 


School  Supplies 

Is  your  stock  complete  in 

Crayons 

Watercolors 

Pencils 

Penholders 

Erasers 

Note  Books 

Rulers 

Slates 

School  Bags 

Pencil  Boxes,  etc. 


AND  OFFICE  EQUIPMENT  JOURNAL- 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years  the  recognized  authority  for  those  interests. 


VOL.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     AUGUST,     1920 


No.  8 


jforetoorb 


We  have  pleasure  in  announcing  the  formation  of  a  new 
company  under  the  name  of 

g>tnclatr=&Uen  &  Co.,  Uto. 

Our  efforts  will  be  devoted  entirely  to  the  making  in  Can- 
ada of  the  better  grades  of  Papeteries,  Note  Papers, 
Envelopes,  Writing  Tablets  and  exclusive  lines  in 

Jf me  ^tattoncrp 

We  will  have  our  plant  in  operation  by  August  fifteenth,  in  the  new 
Daylight  building  on  Adelaide  Street,  at  Spadina  Avenue,  where  we 
shall  be  glad  to  have  you  visit  us  at  your  convenience. 

Our  representatives  will  shortly  submit  for  your  approval  a  range  of 
samples  which  we  are  confident  will  warrant  your  favorable  consider- 
ation. 


Yours  very  truly, 


g>tnclatr-&Uen  &  Co.,  Itb. 

366  to  378  Adelaide  St.  West 
TORONTO 
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An  up-to-date  National  Cash  Register 
would  tell  if  this  clerk  is  worth  the  raise 
that  he  is  asking  for. 


NATIONAL  CASH  REGISTER  records  would  tell 
instantly   whether    this    clerk  had    increased    his 
sales  enough  to  make  him  worth  more  money. 

Up-to-date  National  Cash  Registers  give  complete  daily 
records  of  how  much  each  clerk  is  selling  and  the  num- 
ber of  customers  each  clerk  is  waiting  on. 

They  show  which  clerks  are  the  most  valuable.  They 
enable  merchants  to  fix  wages  on  actual  selling  records. 

They  giye  the  records  needed  for  a  profit-sharing  or 
bonus  system.  This  makes  the  clerks  directly  interested 
in  the  success  of  the  business.  It  puts  them  on  their 
mettle  and  results  in  increased  business. 

The  National  Cash  Register  Company  of  Canada,  Limited 
BRANCH  OFFICES: 


Calgary 7 1 4  Second  Street   W 

Edmonton 5    McLeod     Bldg 

Halifax 100-102  Granville  Street 

Hamilton M  Main  Street    E 

Montreal  122   St.    Catherine   Street  W. 

Toronto 40   Adelaide   Street 

Winnipeg     213    McDermot    Ave 


London 3  50    Dunda  a  Street 

Ottawa 306    Bank  Street 

Queb;= 133   St.    Paul  Street 

Regina    .     1820   Cornwall   Street 

Vancouver 524    Pender    Street    W. 

St.    John 86    Prince  William  Street 

Saakatoon 265    Third    Avenue  S» 


FACTORY:  TORONTO.  ONTARIO 


BOOKSELLER  AND  STATIONER.  August,  1 » 2 0 .  Volume  XXXVI.  Published  every  month.  Yearly  subscription  price.  $2.00.  Entered  as  second- 
class  matter,  July  1st,  1912.  at  the  Post  Office  at  Buffalo,  under  the  Act  of  March  3rd,  1879.  Entered  as  second-class  matter  at  the  Post  Office  Depart- 
ment,   Ottawa. 
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Coming  august  26 

A  magnificent  romance  of  the  West 

even  more  vibrant   with  power 

than  her  previous  novel, 

"The  Branding  Iron" 


HIDDEN  CREEK 

By  Katharine  Newlin  Burt 


"Hidden  Creek"  is  one  of  those  rare  novels  that  even  if 
published  anonymously  and  without  publicity  would  inevit- 
ably find  its  way  to  the  top  of  the  "best  sellers."  To  people 
real  as  real  life,  to  adventures  rapid  and  thrilling  as  can  be 
found  in  the  most  popular  Western  romances,  to  a  style  of 
amazing  vigor  and  brilliancy,  is  added  a  literary  art  that 
moulds  from  these  qualities  a  novel  at  once  readable,  dis- 
tinguished and  profoundly  absorbing; — a  novel  that  will  be 
finished  in  a  single  memorable  evening  and  closed  with  a 
sense  of  actual  participation  in  a  great  human  drama  of  love 
and  redemption. 

Jacket  in  full  color.     Illustrated. 
Watch  for  the  announcement  of  our  publicity  campaign. 

Thomas    Allen,    Publisher 

Cbooks  of  merit?  (books  Of  MERP 

215-219  Victoria  Street  Toronto 
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Win    The    Customer    With 
Carter  Quality 

It  is  true  that  the  manufacturer  of  a  branded  and  known  article  assumes  the 
responsibility  for  the  quality  and  performance  of  that  article. 

But,  at  the  same  time,  you  can  never,  nor  is  it  desirable  to,  eliminate  or  weaken 
the  close  relationship  which  exists  between  the  stationer  and  his  customers. 

Therefore,  when  you  sell  a  bottle  of  ink,  or  a  jar  of  paste,  or  any  other  piece  of 
merchandise,  you  stand  shoulder  to  shoulder  with  the  manufacturer  to  take  credit 
if  credit  is  due,  or  to  share  the  burden  if  no  credit  can  be  given. 

Knowing  this,  it  is  a  great  source  of  satisfaction  here  to  feel  that  the  increased 
popularity  of  the  Carter  Ink  Products  has  brought  as  much  to  the  stationers  of  this 
country  as  to  us. 

THE  CARTER  INK  COMPANY 

Mount  Royal  Avenue  and  Drolet  Street 
MONTREAL,  QUEBEC 


Wholesale    Blank    Book    Manufacturers 

and  Paper  Dealers 

Cover  Papers  and  Cardboards 

Envelope  Manufacturers 


L/1M 


MONTREAL 


TORONTO 
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Indispensable  Products 


THESE 

SPECIALTIES 

ARE 

READY-SELLERS 

AND 

GOOD 

PROFIT 

PRODUCERS 


POPULAR 
PAPER  CLIPS 


GEMS  Nos.  1,  2  and  3.     Ideal  clips  and  clamps. 
SIMPLEX  and  RING  Nos.  0,  1,  2,  3,  4. 

"MILLIONS  DAILY" 


THUMB 
TACKS 


IDEAL  CLAMP  No.  2 
Packed  50  to  a  box 
10  boxes  to  a  contain- 
er. 

No.l  IDEAL  CLAMP 
is2K"xW 


5-8" 


9-16 


STEEL,  NICKEL  PLATE  OR  BRASS  PLATE  SOLID 
BRASS  ENAMEL  ED;  RED,  WHITE,  BLUE,  GREEN, 
NUMERAL. 


7-16"         3-8"         5-i6\] 

READY  FOR  IMMED- 
IATE SHIPMENT 


Noesting  Pin  Ticket  Company,  Inc. 

World's  Largest  Manufacturers  of  Paper  Clips,  Pin  Tickets  and  Thumb  Tacks 
Mount  Vernon,  New  York,  U.S.A. 
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«ATIONALy 

-  9  - 


The  National  Columnar  Book 


NATIONAL  COLUMNAR  BLANK  BOOKS 

The  National  Columnar  Books  are  offered  in  a  wide  range  of  sizes 
and  rulings.  They  are  bound  in  Russia  Texhide  Back  and  Corn- 
ers with  Black  Cloth  sides.  Ruled  with  Folios,  Columns,  Box 
Headings  and  Footlines  and  contain  rrom  2  to  36  columns.  Stock 
these  columnar  books.  They  are  thoroughly  "National"  in  con- 
struction, f 

NATIONAL  BLANK  BOOK  COMPANY 

HOLYOKE,  MASSACHUSETTS 


DOMINION 

LOOSE  LEAF 

POST  BINDERS 


There  is  a  growing  practice  in  large  offices  of  using-  Post  Binders  throughout  the  entire  recording 
and  accounting  system.  This  makes  for  accurate,  uniform  and  rapid  work.  Dominion  Loose  Leaf 
Binders  are  constructed  to  withstand  constant  handling,  and  the  hard  use  a  commercial  binder 
undergoes  daily.  From  the  handsomely  bound  b.nder  in  Corduroy,  down  to  the  inexpensive  canvas 
covered  binder  there  is  a  comprehensive  range  of  the  most  popular  Post  Binder  devices, 
many  will  you  need  for  the  trade? 


How 


Beaver 
Trade- 
mark 


Dominion  Blank  Book  Company 

Limited 

BERTHIERVILLE,  P.Q. 
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If    You    Buy  Ream  Goods 

you  will  be  interested  in 

CRANE'S  STANDARD 

Four  or  Five  Quire  Boxes 


T 


HEY  contain  120  sheets  and 
100  envelopes  (in  note  size  and 
correspondence  cards^lOD  of  each); 
cost  less  than  under  the  old  method 
of  selling;  leave  no  broken  or  mis- 
matched stocks;  and  are  attractively 
boxed  ready  for  delivery.  Requests 
for  single  quire  hits  may  be  Piled 
by  selling  30  sheets  —  5  sections  of 
letter  size — to  each  package  of  en- 
velopes and  charging  XA  of  the  price 
of  the  box.  The  one  qnire  papeterie 
is  always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present  in  Crane's  Linen 
Lawn  and  ''nine's  Kid  Finish 

These  papers  can  also  be  had  in  the 
former  put  up  of  Vith  reams  and 
1  n  1 1 1  M  in  a  huge  variety  of  sizes, 
in  quantities  of  not  less  than  5  reams 
and  2V-2   M. 

Canadian    funds    accepted    at    par. 


°*4NE 


EATON,  CRANE  &  PIKE  COMPANY 

New  York  PktsfeU,  Mass. 


It's  the  Little  Things  That  Count 

The  goods  you're  selling  all   the  time. 
For  a.  quarter,  nickel  or  a  dime. 
Are  the  things  that  make  your  business 
go, 

And  help  to  make  your  profits  grow 
To  a  total  you're  ambitious  for — ■ 
They're  little  things  you  can't   ignore. 


The  Greeting  Cards  you  sell  each  day 

Roll  up  a  volume  in  a  way 

That  makes  them  goods  worth  stocking 

right, 
And  plugging  for  with  all  your  might; 
Not   just    for    festive    holidays, 
But  for  each  day  and  for  always. 


If  yon  will  give  Coutts  Cards  a  chance. 
You'll  find  they'll  do  a  profit  dance 
That'll  make  your  register  ring  up  cash, 
And  help  yon  cut  an  income  dash 
When  yon  report  your  tax  income 
That'll    make    'em   say    that   yon   went 
some. 


^ilFW    William  E  Coutts 

145  Adelaide  Street  West 
TORONTO 


Member  of  the  Greeting 
Card  Association 
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REPEAT  ORDERS 

You  just  can't  keep  WORK-ORGANIZERS  if  they 
are  where  your  customers  can  see  them;  they're  gone 
before  you  know  it.  Make  good  in  use;  repeat  great. 
The  whole  office  wants  WORK-ORGANIZERS  and 
the  Big  Boss  is  glad  to  buy 
them. 

WORK-ORGANIZERS 

make  any  desk  more  effi- 
cient;   they    chase 
away    the    littered 
desk    problem;    or- 
ganize    the     day's 
work;  keep  papers 
out    of    the 
way  —  neat, 
flat    and    in 
order — until 
wanted. 
All  Desk- 
Workers 
Need   Them 


Every       customer 
on    your  books  is    a 

prospect     for     WORKJORGAINIZERS  ; 
your  stock  isn't  complete  without  them. 


Just  a  Few  of  the 
Thousands  of  Big  Users 

Oklahoma    Railway 
Chase  Motor  Truck 
Lee  Tire  &   Rubber 
Van   Camp  Packing  Co. 
Austin   Nichols   &   Co. 
Trussed    Concrete    Steel. 


No.    332,    10 

pkts.,    $5.25  : 

No.     330,     6 

pkts.,     $3  75 

Letter     size, 

black     seal 

grain,   Fabrikoid  cover.     All   flat, 

open   in   front,   your  own   subject 

labels. 

In  Drawer  No.  734,  handsome 
paper,  15  pkts.,  $2.25 ;  No.  732, 
10  pkts..  $1.90;  No.  730,  6 
pkts.,  $1.50.  Letter  size.  Ten 
other  styles. 


"The  Basket  Without  a  Regret' 


Work-Organizer  Specialties  Co. 

87  JEFFERSON  AVE.,  DETROIT,  MICH. 


STABILiry 


Indestructible 
Basket 

No.  55 


Manufactured  by 

Macdonald  Wire  Goods  Co. 

Drummondville,  P.Q. 


Loose  Leaf  Devices  ™*  Supplies 


For  more  than  twenty  years  the  entire  energies  of  this  organization  have 
been  devoted  solely  to  the  design,  manufacture  and  sale  of  loose  leaf  devices 
and  supplies. 

Founded  on  the  idea  of  correct  design,  and  high  quality — backed  by  fair 
prices  and  progressive  policies — De  Luxe  Line  Loose  Leaf  Products  have 
developed  the  largest  sale  in  the  world. 

The  De  Luxe  Line  is  complete  and  includes  every  standard  type  of  loose 
leaf  device  from  the  small  pocket  memorandum  book  to  the  complete  outfit 
for  machine,  bookkeeping. 

In  addition  to  bound  goods  we  sell  metal  parts  for  current  ledgers,  sectional 
post  binders,  storage  binders,  files  and  many  other  loose  leaf  devices.  Our 
new  plant  more  than  doubles  previous  production  facilities,  assuring  prompt 
service  to  all  our  dealers,  old  and  new. 

Canadian  funds  are  accepted  at  par. 


WILSON-JONES  LOOSE  LEAF  COMPANY 


CHICAGO 


Largest  Manufacturers  of  Loose  Leaf  Products  in  the  World 
Our  Trade  Mark  Your  Guarantee 


NEW  YORK 


BOOKSELLER     AND     STATIONER 


Loose  Leaf 
Devices 

and  Blank  Books 

THE  LINE  OF  I0OOI  NUMBERS 

The  same  care  and 
quality  that  has  dis- 
tinguished B6P  pro- 
ducts for  80  years,enter5 
into  the  manufacture  of 
our  Loose  Leaf  Devices 


w--^fr^ji. 


Sold  only  through  dealers 


BOORUM  6  PEASE  CO. 

NEW  YORK 


One  for  Every  Business 

Phone 


On&  for  Every 
Switchboard 


Desk    style 
Capacity    440    Names. 


Style    F    Desk    Type 
Capacity    1035    Names 


For    Switch    Board 

Operators 

Style  R    Desk   Type 

Capacity     1400     Names 


^r        Detachable  style 


Hunting    in    the    directory 
for  frequently-used  telephone 
numbers    is    now   a   needless 
waste  of  time.     Dealers!  You 
can  cash  in  on  the  ingenious 
device  which  has  brought  this 
about.      You   can   gain   your 
busy  customer's  good  will  by 
selling  him  the  Meilicke  Ac- 
tive   Telephone    List. 
Through  its  ready,  rapid, 
fingertip  action  the  Meil- 
icke   Phone     List    almost 
sells  itself.     On  a  custom- 
er's   desk    or   switchboard 
it  builds  more  sales.     Ev- 
ery   wideawake     business 
man  who  sees  one  wants 
one  like  it. 

These  compact,  attrac- 
tive necessities  are  built  in 
two  types,  desk  and  de- 
tachable. Both  types  have 
flexible,  self-closing  in- 
dexes mounted  on  stout 
metal  standards,  tilted  just 
right  for  ready  refer- 
ence. They  are  finished 
in  telephone  black. 


Desk  types  are 
mounted  on  solid  bases 
with  rubber  feet  to  pre- 
vent scratching  or  mar- 
ring of  desks.  The  de- 
tachable style  clips  in- 
stantaneously to  trans- 
mitter post  of  instru- 
ment  without   bolts   or 


Every  progressive  stationer  will  be  interested  in   the 
Meilicke  proposition  to  dealers.     Write  for  it. 

>^eAUakc  Calculator  Company 

362  North  Clark  Street 
Chicago,  111. 
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Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the  finest  and   best   Inks  and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


William  Sinclair  &  Sons 


(Stationers) 


Limited 


Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office  and   Factory  : 

ALBERT    WORKS 

Otley,  Yorks,  England 

LONDON:     22,  Ivy  Lane,  Paternoster  Row,  EC.  4 


I?  OR  whatever  purpose  your 
customers  want  a  pencil, 
there  is  a  VENUS  degree  to 
exactly  satisfy — no  matter  how 
difficult  their  work  may  be. 

VENUS,  the  perfect  pencil,  is 
the  standard  by  which  all  pencil- 
are  judged.  Made  in  17  degrees 
— from  6B  softest  to  9H  hardest. 
Also  with  tip  and  rubber  in  all 
but  three  softest  degrees. . 


No.  3800— VENUS  Drawing.  Hex- 
agonal. Gold  Stamp.  17  degrees, 
6B  to  9H.    7  inches. 

No.  3820— VENUS  Drawing,  with 
tip  and  rubber.  14  degrees,  3B 
to    9H.     7    inches. 

No.  813  —  VENUS,  with  protector 
and  rubber.  Pocket  size.  Grade 
HB.  5    inches,     including    pro- 

tector. 

Also    3    Copying    for    indelible    uses 


VENUS  Pencils  are  guaranteed 
never  to  vary.  They  outsell  all 
others  in  their  class — they  have 
no  equal. 


\ 


The  demand  for  VENUS 
steadily  increases.  It  is  best 
to  have  adequate  stocks. 
We  suggest  that  you  be  pre- 
pared. 


American  Lead  Pencil  Co. 


220  Fifth  Ave.,  New  York 
Also  London,  Eng. 
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THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303,  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON,  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb,  London. 


CRAXJQUb 


Gold  Medal 
CRAYONS 

Best  results  can  be  secured 
only  with  the  best  materials 


Ability  counts  for  much,  but  whether 
it  be  the  child  in  the  kindergarten, 
student  in  school,  amateur  or  pro- 
fessional artist,  smoothly  working 
crayons  breed  a  desire  to  do  best 
work  always. 

"CRAYOLA"  stands  supreme  in  the 
field  of  Artists'  and  School  Draw- 
ing Crayons. 

In  point  of  convenience,  cleanliness  and 
economy,  "CRAYOLA"  is  far  su- 
perior to  water  colors  for  color 
work  in  schools.  For  '  stenciling 
"CRAYOLA"  is  unsurpassed. 

"CRAYOLA"  comes  in  twenty-four  dif- 
ferent colors,  absolutely  permanent 
and  brilliant.  No  mixing  required. 
Each  stick  of  color  is  paper  wrap- 
ped, clean  and  compact  —  always 
ready  for  use. 

"CRAYOLA"  can  be  had  at  most  sta- 
tionery stores,  in  sets  of  various 
assorted  colors. 


BINNEY  &  SMITH  CO. 

81-83  Fulton  St.,  New  York  City 


Send  for  latest  catalogue.  We 
are  continually  adding  to  our 
line  and  while  we  try  to  keep 
the  trade  informed  of  new 
numbers,  you  may  have  been 
missed  on  just  the  thing  you 
want.  Samples  gladly  fur- 
nished on  request. 


BOOKSELLER     AND     STATIONER 


Why? 


should  I  send  my  Real  Photo  Post  Card  Printing,  Enlarging,  etc., 
to  Matthews,  Bradford 


Because! 


1.  I  cannot  get  better  work  elsewhere. 

2.  I  can  rely  on  getting  prompt  delivery  always. 

3.  I  cannot  get  equal  service  at  such  reasonable  prices. 

4.  I  can  rely  on  courteous  attention  to  my  requests. 

5.  The  factory  is  the  best  equipped  and  organized  in  Great 

Britain. 

6.  Best  grade  materials  only  are  used. 

7.  The  present  rate  of  exchange  is  considerably  in  my  favour. 


B.  Matthews 

Telegrams: 
Postcards,  Bradford 


Trade  Photographic   Works 

Idle  Road,  Bradford 

England 
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Leader    Envelope 

Folding  and  Gumming 
Machines 

TRADE  "LEADER"  MARK 


The  scarcity  of  envelopes  that  has  been  so  pronounced  during  the  war  is  bound  to  give  rise 
now  to  an  enormous  demand  quite  beyond  the  capacity  of  the  firms  at  present  engaged  in 
their  manufacture. 

"Leader"  Envelope  Machines,  of  which  we  are  the  exclusive  makers,  are  so  simple  in 
operation  that  they  can  be  handled  with  ease,  and  their  capacity  is  only  limited  by  the 
operator's  dexterity. 

Before  the  war  the  demand  for  these  machines  was  increasing,  but,  at  the  behest  of  the 
Government,  we  ceased  their  manufacture  and  turned  our  energies  towards  the  production 
of  war  materials.     Now  we  are  able  once  again  to  accept  orders  for  delivery  in  rotation. 

Now,  don't  wait  until  some  neighboring  firm  has  made  a  good  start  in  the  envelope  trade 
before  writing  us  for  details  of  what  the  "Leader"  Machines  can  do  for  you  in  the  way 
of  profit-producing.  Write  us  to-day — now,  if  possible — full  information  will  reach  you  per 
return. 

DAVID  CARLAW  &  SONS,  Ltd.  n  Fi„„ieston  St., 


Telephones:  1262/3  Central 


ms  :   "  AUTOMATON, 
GLASGOW." 

Union  Agents  .— JOHN  W.  BAINBRIDGE,  Ltd..  28  Finsbury  Pavement.  LONDON.  E.C.    2 


GLASGOW       T*wr 


QTfje  Metftern  Hcatfjcr  &oobg  Company  Xtmtteb 

Manufacturers  of 

Jf  ine  leather  <6oob£ 


.    -MOVING- 

from  1191  Bathurst  St.,  Toronto 

Will  all  our  friends  please  note  that  our  address  now  is 

255-257  Richmond  St.  West,  Toronto 

A  very  convenient  location  in  the  heart  of  the  business  district — 

where  all  communications  should  be  sent. 

Telephone  Adelaide  1299 

Our  Fall  line  is    ready  and  is  being  shown  by  our  Travellers, 
who    are    now   on    their    usual    trips. 
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Millions   of   readers 
will  see  this  adver- 
tisement   in    their 
favorite  magazine. 
All   of  these  mil- 
lions use  pens.    > 
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Esterbrook 
Pens 

are  the  stand- 
ard for  excel- 
lence of  pen 
performance. 
Uniformity 
of  easy  writ- 
ing qualities. 

Study  the  Esterbrook  Pen  Catalog.  Special  pens 
for  special  purposes.  Know  what  the  pens  do 
best  and  show  them  to  your  customers. 

The  Esterbrook  Counter  Display  Case  contains  a 
complete  assortment  in  handy,  attractive  container. 

Write  for  catalog  and  full  information. 


'sift 
D&ar 


THE  ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER  STREET 

CAMDEN,  N.  J. 

CANADIAN  AGENTS:  BROWN  BROS.,  LTD.,  TORONTO,  CANADA 


"  Easiest  to  sttaw  I "      *"  Easiest  to  sell ! 


0k i  ■  ...Mi.       ,m*^,  [>.     .<«■>»■■  V.       '■*_       T>        jfc.«i-V.       jF   ■     Pi.       T 
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BUY 

CANADIAN 

NOVELS 


BIG  3 


BY 

CANADIAN 

AUTHORS 


THE  LUCK  *  *  MOUNTED 

A  GREAT  TALE  OF  WESTERN  CANADA 
By  Sgt.  RALPH  KENDALL 

Author  of  That  Big  Success  —  "Benton  of  the  Royal  Mounted" 

This  is  no  imaginary  story  of  imaginary  men  and  deeds  written 
by  a  tourist  in  a  Pullman,  but  a  red  -  blooded  adventure  tale  of 
early  days  in  Western  Canada  written  for  real  men  by  a  real 
North-west  Mounted  Policeman.  When  our  representative  is 
soliciting  your  order,  do  not  forget  how  often  you  had  to  repeat 
on  "Benton  of  the  Royal  Mounted." 

Price  $2.00  Net 


WINSOME 
WINNIE 


By  STEPHEN  LEACOCK 

Author  of  "Sunshine  Sketches",  etc. 

''WINSOME  WINNIE"  and  other 
sketches  finds  Leacock  at  his  best. 
The  book  is  a  continuation  of 
"NONSENSE  NOVELS"  which 
book  is  selling  more  freely  to-day 
all  over  the  world  than  when  first 
published. 

Price  $1.25  Net 


The  CONQUERING 
HERO 


By  MURRAY  GIBBON 

Author  of  "Hearts  and  Faces",  etc. 

The  author  of  "DRUMS  AFAR" 
has  written  a  really  great  Canadian 
novel.  Beginning  in  the  woods  in 
New  Brunswick,  the  hero,  after 
many  vicissitudes,  finds  health  and 
happiness  in  an  English  wife  in  the 
midst  of  the  Rockies.  A  vamp  ap- 
pears and  then  disappears. 

Price  $2.00  Net 


MAKE  INCREASED  BOOK  SALES  PAY  THIS  YEAR'S  STORE  RENT 


Doubleday  Page  &  Co. 
Country  Life  Press 
Garden  City  -  N.  Y. 


S.  B.  GUNDY 


25  Richmond  St.  W. 
Toronto         Canada 


OXFORD      UNIVERSITY     PRESS 
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Hall  Caine— Jef  f  ery  Farno 


Daisy 

Ashford 


Florence  L. 
Barclay 

S.  R. 
Crockett 


Maximilian 
Foster 


Here's  a  list  of  nam 
Fall  selling,  surely  - 


See  the  Titles,  Further  Deta 

Hall  Caine 

THE  MASTER  OF  MAN 

Sir  Hall  Caine's  latest,  and  another  Marx  story,  where  his 
greatest  successes  have  always  been   located.   $2.00. 

Jeffery  Farnol 

BLACK  BARTLEMY'S  TREASURE 

A    story    of    warfare    with    pirates,    smugglers,    love,    hate, 
and   revenge   depicted   as  only   Farnol  can   do   it.      $2.00. 

Author  of  "The  Younj>  Visiters" 


Daisy  Ashford :  HER  BOOK 

Something  all  your  customers  will  want.  A  collection  of 
the  remaining  novels  written  in  her  early  years  by  Daisy 
As'hford.     There  is  a  certain  market  for  this.     $2.00. 

Florence  L.  Barclay 
RETURNED  EMPTY 

Dealing  as  only  this  competent  author  could  with  the 
problems  of  reincarnation  and  spiritualism.  Thrilling  and 
unusual.      $2.00. 

S.  R.  Crockett 
THE  WHITE  POPE 

In  every  town  there  is  a  big  Crockett  constituency.  Take 
advantage  of  this  to  sell  thus  hiehlv-oraised  new  book.     $1.75. 

Maximilian  Foster 
THE  TRAP 

Another  of  those  most  clever  detective  stories  set  in  Nj* 
York  and  its  environs.  Has  a  particularly  thrilling  and  be- 
witching heroine.     $2.00. 

J.  D.  Beresford 

AN  IMPERFECT  MOTHER 

Even  the  great  "Punch"  says  :  "Here  is  an  exceedingly  in- 
teresting  and   unusual    story."      $2.00. 

J.  C.  Snaith 

THE  ADVENTUROUS  LADY 

This  is  a  true  social  comedy  splendidly  portrayed  and  full 
of  a   lot  of  good   laughs.      $2.00. 

Arthur  J.  Rees 

THE  HAND  IN  THE  DARK 

Another  of  those  thrilling  detective  stories  which  will  make 
your    customer-readers   enthusiastic.      $2.00. 

Our  travellers  are  on  their  way 
years.    Ask  for  a  copy 


THE  RYERSON  PRESS 

PUBLISHERS    -    TORONTO 
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GeorgeBarrMcCutcheon 


to    conjure    with   for 
All  good  sellers 

ind  some  other  good  ones  below 

George  Barr  McCutcheon 
WEST-WIND  DRIFT 

Here  is  a  typical  McCutcheon  story  of  seven  hundred 
Bummer  passengers  wrecked  on  a  desert  island  and  living 
undiscovered   from    1917   until   now.     $2.00. 

Ridgwell  Gullum 

THE  HEART  OF  UNAGA 

A  stirring  story  of  the  far  North-West  with  a  real  girl, 
and  a  mix-up  of  Indians  and   Mounted  policemen.     $2.00. 

Bertrand  W.  Sinclair 
POOR  MANS  ROCK 

Stronger  than  "Burned  Bridges."  Set  in  Vancouver  Is- 
land.     It   typifies    real    life    in    the   district.      $2.00. 

Frances  R.  Sterrett 
NANCY  GOES  TO  TOWN 

Another  of  those  full-of-humor,  yWthful-spirited  stories 
showing  sprightly  youth  devolving  on  old  age  with  conse- 
quent good   effect.      $2.00. 

James  B.  Hendryx 
PRAIRIE  FLOWERS 

The  author  of  "The  Gun  Brand,"  "The  Texan,"  "The  Gold 
Girl,"  and  others  excels  in  a  vivid  tale  of  the  Western  plains. 
$2.00.  

SOME  GENERAL  LITERATURE 

James  L.  Hughes 

THE  POEMS  OF  ROBERT  BURNS 

A  most  unique  collection,  advantageously  arranged  and 
illustrated,  with  hosts  of  pictures  taken  by  the  author  in 
the  Burns'  country  last  sumimer.     $3.00. 

A.  Einstein 
RELATIVITY 

This  is  an  explanation  of  the  new  scientific  method  which 
scientists  all  over  the  world  are  very  much  interested  in 
just  now.     $1.75. 

W.  G.  Smith 

A  STUDY  IN  CANADIAN 

IMMIGRATION 

How  we  have  met  the  situation  in  the  past ;  what  our 
immigration  laws  have  done  and  led  to ;  suggestions  for 
future    improvement.      J3.00. 

Rt.  Hon.  J.  H.  Thomas,  M.P. 
WHEN  LABOUR  RULES 

This  is  a  most  acknowledged  and  clear  pronouncement  by 
a   man    of   world-wide   authority.      $2.25. 

you  with  one  of  the  finest  lists  in 
our  new  general  catalogue 


Ridgwell 
Gullum 


Bertrand  W. 
Sinclair 


Frances  R. 
Sterrett 


James  B. 
Hendryx 


THE  RYERSON  PRESS 


PUBLISHERS 


TORONTO 
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THIS  is  the  new  White  &  Wyckoff  "master 
mark."  On  every  box,  it  will  serve  to  distinguish 
our  distinctive  social  stationery.  The  public  will 
shortly  learn  to  look  for  this  mark.  We  are  going  to 
advertise  it  in  a  way  that  will  leave  no  doubt  in  any 
woman's  mind  as  to  which  is  //fo  quality  stationery. 
Dealers  who  standardize  on  a  complete  White  & 
Wyckoff  line  will  profit  from  the  wide  public  recog- 
nition of  this  mark. 

Write  for  full  informatio7i  regarding 
our  new  lines 

WHITE   &   WYCKOFF    MFG.  CO.,  Holyoke,  Mass. 

Master  'Makers    of  Distinctive    Social    Stationery, 
Writing  Tablets,     Composition    Books 


White 


Distinctive  tmM  Stationery 


A.  R.  MacDougall  &  Co.,  Limited 

468  King  St.  W.,  Toronto,  Ont. 


The  Schofield  Paper  Company 
25  Prince  William  St.,  St.  John,  New  Brunswick 


/^cpfl(S~M)^D0(5^(>^cI)o(^C 
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SETTEN  &  DURWARD,  BIRMINGHAM 


ENGLAND 

London,  35  and  37  FANN  ST.  E.C. 


A    STORY 

WITHOUT 

WORDS 


STATIONERS 
SUNDRIES 

AND 

STATIONERS 
HARDWARE 


877 


TT*    Jfn     iTn.  -  ifla.     "M     fW. 


ii^5  j*^    n^V  -35V  }W_   -■''?  ,"w^'    "H^J 

_S   fTTI       -       an  D      D  "U  RWA  I 
3fe      >f*i 


M---M'  ffiLw  £:  &  &  :^ 


Built  1 896,  now  used  as  offices  and  warehouses  only 


1920 

Manufacturing  only 
Representatives  for  Canada  and  Newfoundland 


A.  R.  MACDOUGALL  tt&Ji^SE  TORONTO,  CANADA 
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CENGBUSCH 

>*    Self -Clot  ing     mZ. 

Inkstand 


The  Sengbusch  Self-Closing 
Inkstand  is  made  of  the  best 
Obtainable  materials,  and  be- 
cause of  its  reliable  and  ef- 
ficient operation  has  been 
adopted  by  big  business 
houses,  banks,  and  other  in- 
stitutions everywhere.  Made 
in  112  different  styles  and 
sizes. 


The  Chicago   Giant  Sharpener   is  a   count- 
erpart   of    the    "Chicago,"    except   that    it 
sharpens  all  sizes  of  pencils  and  crayons. 
Sturdy,    staunch,    attractive. 


Satisfied  Customers 

Your  biggest  business  asset  is  a  satisfied  customer,  and 
your  biggest  liability  is  one  who  is  dissatisfied. 

Satisfied  customers  are  good  customers,  good  customers 
because  they  come  back  often  and  bring  others  with  them. 
This  means  more  and  better  sales  and  bigger  profits  for  you. 
"Sengbusch"  office  necessities  are  a  sure  means  of  making 
satisfied  customers. 


<CheIDE/IL 

»#     SANITARY       fV 

MoisteneR 


The  Ideal  Sanitary 
Moistener  applies 
the  right  amount  of 
water  quickly,  sure- 
ly and  easily. 
Nothing  better  for 
fingers,  stamps,  en- 
velopes, labels,  etc., 
etc.  Sanitary,  effici- 
ent   and    durable. 


Tlie  Sengbusch  Self-Closing  Mucilage  Ap- 
plier  is  molded  in  one  piece  of  genuine 
hard  rubber,  polished  Easy  to  fill  and 
convenient  to  use.  Keeps  mucilage  fresh, 
clean  and  safe.  Can't  spill  or  drip.  Spreads 
the  mucilage  easily  and  evenly — no  mat- 
ter how  small  an  amount  is  needed — and 
prevents  sticky  fingers. 

You  should  hare  our  catalogue,  circulars, 
etc.  WriU  for  them;  they  will  be  supplied 
gladly   with   //our  imprint — FREE. 


This  is  a  high-grade,  hand-feed  sharpener. 
Heavily  nickeled  throughout.  Made  with 
automatic  point-adjuster,  producing  fine, 
medium  or  blunt  point. 

"As    you    like   it." 


The  Ideal  Pencil  Sharpener  is  the  "Dex- 
ter," with  the  automatic  feed  added.  This 
makes  waste  of  pencils  impossible.  The 
very  best  to  be  had  from  the  quality 
standpoint. 

No    waste. 


Here's  An   Idea  For  You 

Collect  all  the  stubs  of  pencils  you  can  get  hold  of  and  put  together  in  an  indis- 
criminate pile  in  your  window  with  a  show  card  worded  something  like  this : 

"These  pencils  would  be  twice  as  long  as  they  are  had  they  been  regularly  sharp- 
ened in  one  of  the  Automatic  Pencil  Sharpeners  shown  in  this  window." 

A  neat  row  of  pencils  showing  different  thicknesses  of  both  wood  and  lead, 
sharpened  to  fine,  medium  and  blunt  points  should  be  shown  along  with  a  card  draw- 
ing attention  to  their  good  appearance. 

A.  R.  MacDOUGALL  &  CO.,  Limited 

468  West  King  Street,  Toronto,  Canada 

Representatives  for  Canada  and  Newfoundland 
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PIXOITS 


ELdoeadO 


Made  in  17  Leads— one  for 
every   need   or  preference 


Dixon's  Eldorado  is  the 

complete  and  final  answer  to 
the  call  for  the  best  pencil  for 
any  purpose  a  lead  pencil  can 
serve. 

Recommend  "  ELDORADO  " 
to  your  customers  to  ease  and 
quicken  their  pencil  work. 

DIXON'S  ELDORADO  is 
made  in  17  Leads  -  one  for 
every  need  or  preference. 


JOSEPH  DIXON  CRUCIBLECO.,  Pencil  Deft.  74-J,  Jersey  City,  N.  J. 

Canadian  Distributors: — A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 


Omega  Dustless  Chalk — A  dustless  chalk  that  is  dustless. 
Omega  is  entirely  free  from  grit,  erases  easily  and  will  not 
I     scratch  the  board. 


Crayel — Highest  quality  wax 
crayon  for  general  school  use. 

A  complete  variety  of  school 
crayons  carried  in  stock  'n  To- 
ronto. NONE  BETTER 
MADE.  Ask  your  jobber  for 
prices. 


*+%  u 


Tin: 
Artco  Pastel   I 


t  ABftORTSD  ('HOBS. 
TOR  SCPEKIO*  PASTEl  WORK. 


I       IM(    MiMi  \fftJ  UH"\  M 
MMVCRS.  SUU 


S 


,^*^  CRAYON 


Artco  Pastel  —  Especially 
adapted  for  advanced  color 
work  in  paper  drawing.  They 
can  also  be  used  with  water 
and  produce  a  delicate  water 
color  effect. 

Standard  White  and  Yellow  En- 
amelled School  Chalk- NONE 
BETTER  MADE. 


AD         Ril  T\  11      O       f*  I    ,     1        Representatives  for  Canada  and  Newfoundland 

.    K.    IVlaClJOUgaU  &  tO.,   Ltd.   468  King  Street  West  Toronto 


°M 


STANDARD  CRAYONS 

for  School  Trade 
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HOW  TO  SELL 
VUL-COTS 

Tell  your  customers  about  these  six 
outstanding  features  that  make 
VUL-COTS  the  best  waste  baskets 
to  be  had: 


1 

2 

3 

Strong 

Light 

Sanitary 

4 

5 

6 

Smooth 

Attractive 

Guaranteed 

Let  us  send  you  a  supply  of  im- 
printed circulars  for  enclosure  to 
your  customers. 


GUARANTEED 


INVESTIGATE 
THE  VUL-COT 
SELLING  POINTS 
AND  TELL  YOUR 
CUSTOMERS 
ABOUT    THEM 


Stylographic  Pens 

THE  FINEST  STYLOS 

Gold  and  Palladium 

Point,  Gold  Spring 

Needle 


Up 

Retail 


JEWEL  PEN  Company,  Ltd. 

(Established  1884) 

Makers  of  the  following  well-known  Fountain  and  Stylo  Pens  : — 

"JEWEL,"    "CALTON,"    "RECORDER,"    "RED    GIANT." 

76,  Newgate  Street,  London,  E.C.  1,  Eng. 

Send  for  Price  Lists.     They  will  interest  you.     We  are  the  makers. 
•     Pens  specially  made  and  boxed  to  customers'  requirements. 


A.  R.  MacDOUGALL  &  CO.,  Limited 

468  West  King  Street,  Toronto,  Canada 

Representatives  for  Canada  and  Newfoundland 
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LUCKETT'S 


LINE 


!N[i 


ANNO  UN  CEMENT 


NEW  QUARTERS 

We  are  moving  our  office,  warehouse  and  factory  to 

545-549  KING  ST.  WEST 

and  fully  expect  to  be  thoroughly  established  by  September 
ist,  readv  for  Fall  business. 

THREE  TIMES 

in  the  last  three  years  have  we  enlarged,  and  still  we  find 
our  present  quarters  too  cramped. 

Our  new  factory  will 

MORE  THAN  DOUBLE 

our  present  capacity,  so  we  will  be  able  to  manufacture  to 
better  advantage  and  to  carry  a  larger  stock. 

Our  aim  is  to  give  our  dealers  better  service — quicker  de- 
liveries on  stock  and  specials. 

We  ask  your  patience  during  the  moving  period.  We  will 
try  to  serve  you  with  as  little  interruption  as  possible,  and 
can  assure  you  that  the  improved  conditions,  after  we  get 
settled,  will  more  than  make  up  for  any  inconvenience  in 
the  meantime. 

SEND  US  YOUR  ORDER  NOW 

for  September  or  October  shipment.  Don't  wait  for  our  travellers. 
We  predict  a  great  shortage  of  goods  when  the  fall  rush  sets  in. 
By  ordering  early  you  help  us  to  look  ahead  for  supplies  and  it 
assures  you  of  goods  when  you  need  them  most. 

OUR  AIM  IS— "SERVICE" 


Luckett  Loose  Leaf,  Limited 

Toronto 
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Erasers  of  Highest  Quality 


The  standard  of  quality  is 
the  highest  and  terms  are 
the  best  obtainable. 


Inquiries  Invited. 


**030T 


k    THE  CLYDE  RUBBER  WORKS  CO.,  LTD. 


RENFREW,  SCOTLAND 


TONE-CLEAR 

The  original  liquid  cleaner  for 
phonograph  records.  Makes  old 
records  play  like  new.  A  100% 
article  with  a  100%  guarantee.  It 
improves  and  lengthens  the  life  of 
any  record  and  reduces  the  chance 
of  damage  to  them  by  90%.  One 
bottle  sufficient  to  clean  over  250 
records. 

Sells  for  75  cents  per  bottle. 

Dealers '  price  45  cents  per  bottle. 

A  package  of  one  dozen  bottles  or 
over  only  sold  at  this  figure.  Write 
to-day  for  a  carton  of  one  dozen 
bottles,  also  ask  for  my  latest  cata- 
logue, which  contains  a  list  of  fast- 
selling  phonograph  accessories  and 
supplies. 

H.  A.  BEMISTER 

10  Victoria  St.,  MONTREAL,  Que. 


L 


Every  Dealer  Should  Sell 


The   Sanitary    "O.K."  Eraser 

Display  Furnished  Without  Charge 

This  display  case  holds  one  carton  Typewriter 
and  one  carton  Pencil  Erasers,  one  doz.  to  each 
carton;  two  boxes  Typewriter  and  two  boxes 
Pencil  Fillers,  one  doz.  to  each  box.  The  case 
being  adapted  to  receive  the  two  cartons  and  four 
boxes,  it  can  be  readily  and  easily  refilled  from 
stock  as  required. 

This  case  is  finished  in  five  colors  having  a 
strong  metal  frame  and  is  exceedingly  attractive. 
We  prefer  to  send  this  case  out  filled,  charging 
only  for  the  Erasers  and  Fillers  at  the  regular 
trade  price. 

This  silent  salesman  tells,  in  a  nice  way,  a 
story  that  is  convincing.  Sent  through  your  job- 
ber or  direct. 

The  0.  K.  Manufacturing  Co.,  Syracuse,  N.Y.,  U.S.A. 
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A  Man  of  Dreams,  and 
A  Man  of  Action 

lie  was  a  lad  of  fourteen  years,  and  his  family, 
who  were  in  poor  circumstances,  decided  that  he 
must  become  a  lawyer.  Therefore,  his  parents  and 
members  of  the  household  pooled  their  savings  in 
order  that  he  might  receive  the  necessary  education. 
This,  in  brief,  is  the  beginning  of  the  most  re- 
markable   career    of    Premier    Lloyd    George.      In 

"The  Prime  Minister" 

By  Harold  Spender 

the  author  gives  a  most  intimate  view  of  the  char- 
acter and  environment  of  the  greatest  living  states- 
man, and  one  of  the  most  outstanding  figures  in 
history.  Summing  up  the  character  of  David 
Lloyd  George,  Mr.  Spender  says:  "There  it  is 
again,  in  small  matters  as  in  big — this  note  of 
daring,  of  refusal  to  accept  defeat,  of  assertive  in- 
vincibility. It  is  the  keynote  of  his  character. 
There  never  was  a  time  in  human  history  when 
such  a  quality  was  more  needed.  May  he  help 
us  to  win  through." 

///.  Cloth,  $3.00 


The  Key  That  Unlocks 
Laughter 

\  famous  English  war  correspondent  is  credited 
with  saying  that  ■■William  HohenzollerD  has  dri veil 
the  laughter  from  the  world." 
To  refute  this  statement,  the  great  humorous  writer, 
W.  W.  Jacobs,  brings  out  his  funniest  book  of 
waterfront  stories. 

Deep  Waters 

Here  are  a  dozen  sketches  full  of  old  salts,  marital 
complications,  and  beer_  Again  we  meet  old  Sam 
Small,  Ginger  Dick,  and  Peter  Russett. 
We  quote  the  reflections  of  one  of  these  characters 
on  that  hardy  perennial  subject — woman.  "If  a 
man  can't  get  'is  own  way  he  eases  his  mind  with 
a  little  nasty  language,  and  then  forgets  all  about 
it;  if  a  woman  can't  get  'er  own  way,  she  flies 
into  a  temper  and  reminds  you  of  something  you 
oughtn't  to  ha'  done  ten  years  ago."  Wot  a  woman 
would  do  whose  'us'band  'ad  never  done  anything 
wrong,  I  can't  think." 

Cloth,  $1.65 


The  Song  That  Made 
Him  Forget 

It  was  the  song  that  Jacqueline  sang  to  Glyn  Peter- 
son that  made  him  forget  that  he  was  to  marry 
Judith.     The  song  ran  something  like  this: — 
"There's  sure  a  way  to  the  House  of  Dreams, 
To  the  House-of-Dreams-Come-True. 
We  shall  find  it  yet,    ere  the  sun  has  set, 
If  we  fare  straight  on,  come  fine,  come  wet; 

Wayfarers — I    and   you." 
They  found  their  House  of  Dreams,  and  it  is  all 
told  in — 

The  House  of  Dreams  Come 
True 

By  Margaret  Pedler 

In  this  book  the  author  has  delved  deeply  into  the 
well  of  romance,  from  which  she  draws  her  store, 
and  has  given  us  a  novel  which  is  not  only  a  first 
rate  story  but  a  clever,  keenly-handled  study  of  a 
man's  fight  against  the  passionate  nature  within 
him.  The  psychology  of  the  man's  self  struggle 
Is  such  as  to  fascinate. 

Cloth,  $1.65 


A  Beautiful  GirVs 
Strange  Experience 

Here  is  the  combination  of  a  bad  husband  and  a 
beautiful  .wife. 

To  further  complicate  matters  there  is  the  female 
physician  interested  in  the  husband  —  Monica 
Henstock,  the  hard-mouthed  lady  medico  in  ques- 
tion, has  a  whole  lot  of  calculating  deviltry  in 
her  make-up. 

Cathy  Rossiter 

By  Mrs.  Victor  Rickard 

This  is  a  most  absorbing  novel.  It  tells  how  the 
heroine  has  aroused  the  bitter  hatred  of  the  lady 
doctor,  when  she  married  Col.  Lorrimer.  How 
Cathy  is  innocently  compromised,  meets  with  an 
accident,  is  attended  by  Monica  Henstock,  who 
takes  advantage  of  her  opportunity  to  have  her 
committed  to  an  asylum,  her  experiences  there, 
and  her  final  rescue — all  this  makes  up  an  en- 
thralling and  well-written  story.  As  poor  Cathy 
herself  says,  "If  you  resist  confinement  it  is  attri- 
buted to  mania.  If  you  submit,  it  is  attributed  to 
morbidity." 

Cloth,  $1.65 


HODDER  &  STOUGHTON,  LIMITED 

Publishers  ....  TORONTO 
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Last  Call! 

BE  sure  you  have  your  share  of 
Bankers'  Sanitary  Moistener 
window  and  counter  display 
cards. 

We  have  still  enough  displays  for 
every  one,  but  the  demand  is 
strong. 

Write  to-day! 


Bankers'  Sanitary  Moistener 
Price  $1.25 

J.    F.    Ryan  &  Company 


375  Lexington  Ave. 


New  York  City 


tyke  Merits  of 

(HAZED  LINEN 

DIE-WIPING 

-PAPER; 

are  now  recogniz- 
ed by  the  leading 
Die  and  Plate  Press 
^Manufacturers- 
and  it  is  beina^z 
recommended  by 
them  and  shipped 
with  all  new  presses 

PAPERMANUFACTURERS  COJnc 

PHILADELPHIAPA' 
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»X  The  ModernGasoline 
1      AUTOMOBILt 


WAiVf  MWtCf/REPAIR]  - 


HENLEY'S 

NEW  BOOKS  AND  NEW  EDITIONS 


MOTOR  BOATS  AND  BOAT 
MOTORS 

By  Victor  W.  Page,  and  A.  Clark  Leitch.  (6  x  9>.  524 
pages.      372  illustrations.      Cloth.      Price  $4.00. 

All  who  are  interested  in  motor  boats,  either  as  owners,  builders 
or  repairmen  will  find  this  latest  work  a  most  comprehensive 
treatise  on  the  design,  construction,  operation  and  repair  of 
motor  boats  and  their  power  plants.  It  is  really  two  complete 
books  in  one  cover  as  it  consists  of  two  parts,  each  complete  in 
itself.  Part  one  deals  with  THE  HULL  AND  ITS  FITTINGS, 
part  two  considers  THE  POWER  PLANT  AND  ITS  AUXILI- 
ARIES. A  valuable  feature  of  this  book  is  the  comjplete  set  of 
dimensioned  working  drawings  detailing  the  construction  of 
five  different  types  of  boats  ranging  from  a  16-foot  shallow 
draft,  tunnel  stern  general  utility  craft  to  a  25-foot  cabin  cruiser. 
These  plans  are  by  A.  C  Leitch,  a  practical  boat  builder  and 
expert  naval  architect  and  are  complete  in  every  particular.  Full 
instructions  are  given  for  the  selection  of  a  power  plant  and  its 
installation  in  the  hull.  Valuable  advice  is  included  on  boat  and 
engine  operation  and  latest  designs  of  motors  are  described  and 
illustrated.  The  instructions  for  overhauling  boat  and  engine 
are  worth  many  times  the  small  cost  of  the  book.  It  is  a  com- 
prehensive work  of  reference  for  all  interested  in  motor  boating 
in  any   of   its  phases. 

SHOP   PRACTICE  FOR   HOME  MECHANICS 

By  Raymond  Francis  Yates.  (6  x  9).  324  pages,  309 
illustrations.      Cloth.       Price   $3.00. 

Deals    with    small    tools    and    machine^    such    as    those    employed 

about   the  home  shop. 

STARTING,   LIGHTING   AND   IGNITION   SYSTEMS 

By  Victor  W.  Page.  815  pages.  492  specially  made  en- 
gravings. 1920  Edition,  Revised  and  Enlarged.  Price 
$3.00. 

A  practical  treatise  on  latest  automobile  starting,  lighting  and 
ignition  system  practice.  Over  200  wiring  diagrams  are  shown 
in  both  technical  and  nontechnical  forms.  Complete  data  is  given 
for  locating  troubles  in  all  systems,  the  various  steps  being 
considered  in  a  logical  way  for  those  without  expert  electrical 
knowledge.  All  ignition  systems  receive  full  consideration,  start- 
ing with  the  simplest  battery  and  coil  forms  found  on  early 
cars  to  the  modern  short-contact  timer  and  magneto  methods 
used  with  the  latest  eight  and  twelve-cylinder  motors. 
STANDARD    ELECTRICAL    DICTIONARY 

By  Professor  T.  O'Connor  Sloan.  Price  $5.00. 
Just  issued  an  entirely  new  edition  brought  up  to  date  and 
greatly  enlarged — as  a  reference  book  this  work  is  beyond  com- 
parison as  it  contains  over  700  pages,  nearly  500  illustrations, 
and  definitions  of  about  6,000  distinct  words,  terms  and  phrases. 
The  definitions  are  terse  and  concise  and  includes  every  term 
used  in  electrical  science.  This  work  is  absolutely  indispensable 
to  all  in  any  way  interested  in  electrical  science,  from  the  higher 
electrical  expert  to  the  everyday  electrical  workman.  In  fact,  it 
should  be  in  the  possession  of  all  who  desire  to  keep  abreast 
with   the   progress   of   this   branch    of   science. 

MODERN    ELECTROPLATING 

By  Kenneth  M.  Coggeshall.  350  pages,  142  illustrations. 
Price  $3.00. 

This  is  one  of  the  most  complete  and  practical  books  on 
electroplating  and  allied  processes  that  has  been  published  as  a 
text  for  the  student  or  professional  plater.  It  is  written  in 
simple  language  and  explains  all  details  of  electroplating  in  a 
concise  yet  complete  manner.  It  starts  at  the  beginning  and 
gives  an  elementary  outline  of  electricity  and  chemistry  as  relates 
to  plating,  then  considers  shop  layout  and  equipment  and  gives 
all  the  necessary  information  as  to  reliable  and  profitable  electro- 
plating in  a  modern  commercial  manner.  Full  instructions  are 
given  for  the  preparation  and  finishing  of  the  work  and  formulae 
and  complete  directions  are  included  for  making  all  kinds  of 
plating  solutions,  many  of  these  having  been  trade  secrets  until 
published  in  this  instruction  manual.  Any  one  interested  in 
practical  plating  and  metal  finishing  will  find  this  book  a  valuable 
guide  and  complete  manual   of  the  art. 


HENLEY'S     TWENTIETH     C  E  N- 

TURY      BOOK      OF      RECIPES, 

FORMULAE    AND    PROCESSES 

Edited  by  Gardner  D.   Hiscox.      1920  edition.      Cloth  bind- 
ing.      Price   $4.00. 

The  most  valuable  technochemical  formulae  book  published,  in- 
cluding over  10,000  selected  scientific,  chemical,  technological 
and  practical  recipes  and  processes.  This  book  of  800  pages 
is  the  most  complete  book  of  recipes  ever  published,  giving 
thousands  of  recipes  for  the  manufacture  of  valuable  articles  for 
everyday  use.  Hints,  helps,  practical  ideas  and  secret  processes 
are  revealed  within  its  pages.  It  covers  every  branch  of  the  use- 
ful arts  and  tells  thousands  of  ways  of  making  money  and  is 
just  the  book  everyone  should  have  at  his  command. 
EXPERIMENTAL   WIRELESS   STATIONS 

By  P.  E.  Edelman,  E.E.  (5  x  7).  390  pages,  167  illus- 
trations. Cloth.  Price  $3.00. 
The  theory,  design,  construction  and  operation  is  fully  treated, 
including  Wireless  Telephony,  Vacuum  Tube,  and'  quenched 
spark  systems.  The  new  enlarged  1920  edition  is  just  issued  and 
is  strictly  up-to-date,  correct  and  complete.  This  book  tells  how 
to  make  apparatus  to  not  only  hear  all  telephoned  and  tele- 
graphed radio  messages,  but  also  how  to  make  simple  equipment 
that  works  for  transmission  over  reasonably  long  distances. 
Then  there  is  a  host  of  new  information  included.  The  first 
and  only  book  to  give  you  all  the  recent  important  radio  im- 
provements, some  of  which  have  never  before  been  published. 
This  volume  anticipates  every  need  of  the  reader  who  wants 
the  gist  of  the  art,  its  principles,  simplified  calculations,  appara- 
tus dimensions  and  understandiaible  directions  for  efficient 
operation. 

Vacuum  tube  circuits ;  amplifiers ;  long-distance  sets ;  loop,  coil 
and  underground  receivers ;  tables  of  wave-lengths,  capacity, 
inductance,  such  are  a  few  of  the  subjects  presented  in  detail 
that  satisfies.  It  is  independent  and  one  of  the  few  that  dscribe 
all  modern  systems. 

Endorsed    by    foremost    instructors    for    its    clear    accuracy,    pre- 
ferred  by   leading   amateurs   for   its   dependable   designs,    the   new 
Experimental    Wireless    Stations    is   sure   to   be   most  satisfactory 
for    your    purposes. 
THE   MODEL  T   FORD   CAR 

By  Victor  W.  Page.  410  pages,  153  illustrations,  2  large 
folding  plates.  Price  $2.00. 
This  is  the  most  complete  and  practical  instruction  book  ever 
published  on  the  Ford  car  and  Fordson  tractor.  To  the  1920 
Revised  Edition  matter  has  been  added  on  the  Ford  Truck  and 
Tractor  Conversion  Sets  and  Genuine  Fordson  Tractor.  All  parts 
are  described.  All  repair  processes  illustrated  and  fully  ex- 
plained. Written  so  all  can  understand — no  theory,  no  guess- 
work. New  Edition. 
MODEL  MAKING 

By  Raymond  Francis  Yates.  400  pages.  301  illustrations. 
Price  $3.00. 
A  new  book  for  the  mechanic  and  model  maker.  This  is  the  first 
book  of  its  kind  to  be  published  in  this  country  and  all  those 
interested  in  model  engineering  should:  have  a  copy.  The  first 
eight  chapters  are  devoted  to  such  subjects  as  Silver  Solderinpr. 
Heat  Treatment  of  Steel,  Lathe  Work,  Pattern  Making,  Grind- 
ing, etc.  The  remaining  twenty-four  chapters  describe  the  con- 
struction of  various  models  such  as  rapid  fire  naval  guns,  speed 
boats,  model  steam  engines,  turbines,  etc. 
ELECTRICIAN'S  HANDY  BOOK 

By  Prof.  T.  O'Connor  Sloan.  840  pages,  600  engravings, 
handsomely  bound  in  cloth.  1920  edition.  Price  $4.00. 
This  work  has  just  been  revised  and  much  enlarged.  It  is 
intended  for  the  practical  electrician  who  has  to  make  things  go. 
The  entire  field  of  electricity  is  covered  within  its  pages.  It  is  a 
work  of  the  most  modern  practice,  written  in  a  clear,  com- 
prehensive manner,  and  covers  the  subject  thoroughly,  beginning 
at  the  A  B  C  of  the  subject,  and  gradually  takes  you  to  the 
more  advanced  branches  of  the  science.  It  teaches  you  just 
what  you  should  know  about  electricity.  A  practical  work  for 
the  practical  man. 


These  are  the  Books  You  Should  Procure 

All  Up-to-date  and  Reliable. 

Any  of  these  books  sent  prepaid  on  receipt  of  price. 
FREE— 1920  Catalogue  of  Practical  Books— Send  for  a  Copy. 

THE  NORMAN  W.  HENLEY  PUBLISHING  CO. 

2  WEST  45th  STREET,  NEW  YORK 

Canadian   Represen  ta  fives: 

McClelland  &  stewart,  limited,  Toronto 
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A  COMPANION   VOLUME  TO 

THE  BURGESS  BIRD  BOOK  FOR  CHILDREN 

THE  BURGESS 
ANIMAL  BOOK 
FOR  CHILDREN 

By  THORNTON  W.  BURGESS 

THIS  new  book  is  a  companion  volume  to  "The   Burgess   Bird 
Book  for  Children"  which  has  had  such  a  wonderful  reception 

since  its  publication  last  fall,  and  wJiirk  :~ '-  ;+*  sixth  printing 

— 45th  thousand' 

THE  BURGESS  ANIMAL  BOOK  FOR  CHILDREN  is  written  in  the  same  vein,  a 

story  book  which  is  at  the  same  time  an    authoritative   hand-hook    on   the    land 

animals  of  America,  so  describing  them  and  their  habits  that  they  will  be  instantly 

recognized  when  seen. 

The  book  is  beautifully  illustrated  with  32  full-page  illustrations  in  color  and   16 

full-page  illustrations  in  black-and-white   by  Louis  Agassiz  Fuertes  that  are  sure  to 

delight  the  adult  as  well  as  the  child  reader. 

DOUBLE   UP   YOUR   BURGESS   BOOK  SALES 

Total  Sales  for   1919  Nearly  Half  a  Million. 
1,000,000    Copies    is    the    1920    Objective. 


BOOKS  FOR 
BOYS  and  GIRLS 

4  to  12  Years  Old 

The  elaborate  advertising 
plans  for  the  coming 
months  will  enormously 
strengthen  the  public 
demand  for  these  favorite 
books  for  children,  great- 
ly helping  booksellers  to 
reap   a   big   harvest. 


A    BIG   SERIES 

*  BED  TIME  STORY  BOOKS— 20  Titles. 

MOTHER  WEST  WIND  SERIES— 8  Titles. 

GREEN  MEADOW  SERIES— 4  Titles. 

THE  BURGESS  NATURE  BOOKS— 2  Titles. 

THE  BEST  SELLING  AND  MOST  POPULAR 
JUVENILE     BOOKS     ON     THE     MARKET 


GREEN  MEADOW  SERIES 

Two  1920  Titles 
No.  3— "Bowser,  the  Hound" 
No.  4     "Old  Granny  Fox" 


McCLELLAND   &  STEWART,   LIMITED 


215   Victoria    Street 


Toronto,    Canada 
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ARTHUR  STRINGER 

One  of  Our  Top  Notch  Novelists 

His  stories  command  the  highest  prices  from  the 
most  exclusive  literary  journals. 

His  serials  keep  readers  hungrily  awaiting  each 
new  instalment. 

His  scenarios  attract  huge,  eager  crowds  to  the 
picture  shows. 

Now  comes  ARTHUR  STRINGER'S 
biggest,  best,  and  most  distinctively 
CANADIAN    STORY  — 

THE  PRAIRIE  MOTHER 


An  intensely   human   domestic   drama  staged   on  a  Western  prairie  ranch. 


A  New  York  editor  calls  Arthur  Stringer's    "The  Prairie  Mother" 
the  MOST  HUMAN  NOVEL  THAT  EVER  CAME  OUT  OF  CANADA 

She  is  a  wonderful  woman,  this  prairie  mother,  with  fearless  self- 
revelation,  more  courage  than  most  of  us,  never  a  trace  of  self-pity, 
always  a  saving  sense  of  humor,  always  a  wise  and  sustaining  philo- 
sophy that  sees  her  over  the  rough  places. 

Day  by  day  she  tells  all  her  little  intimate  thoughts  —  the  real 
struggles  of  her  heart — the  romance  of  her  life. 


Start  a  STRINGER  BOOM  with  a  large  stock  and  a  big  window  display  of  THE  PRAIRIE 
MOTHER.  Get  your  book-buying  customers  acquainted  with  STRINGER'S  NOVELS.  He  is  a 
prolific  writer  and  will  produce  many  more  big  selling  Canadian  novels.  Besides,  there  will  be, 
at  no  very  distant  date,  a  re-issue  of  his  early  novels  which  sold  so  well  in  the  United  States  but 
were  never  brought  before  the  Canadian  reading  public — Lonely  O'Malley,  The  Wire  Tappers,  The 
Silver  Poppy,  The  Shadow,  Phantom  Wires,  The  Gun  Runners.  In  this  reprint  series  will  also  be 
included   The   Prairie   Wife,   of   which   The   Prairie  Mother  is  in  a  sense  the  sequel. 

Your  order  should  be  placed  immediately  for  a  sufficient  supply  of  THE  PRAIRIE  MOTHER. 
This  will  sell  big  and  build  the  foundation  of  bigger  business  in  the  STRINGER  NOVELS. 


McClelland  &  stewart,  Limited 

Publishers,  215-219  Victoria  Street,  TORONTO 
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WATERSTON'S 


TRADK 


BEE" 


BRAND 


MARK 


SEALING 
WAX 


Established 
1752 


Banker's 


is  the  banker's  fav- 
>rite  quality.  It  is  a 
lorou  g  h  1  y  reliable 
ax,  possessing  a  bril- 
ncy  of  colour,  corn- 
ed with  the  greatest 
esiveness,  and  has  the 
tional  advantage  of 
sold  at  a  moderate 


E 


Mu^'Htt-vnrerai 


^jA-RRlSTONROAO 


B  St. Bride  Street- Ludgate  Circus  ■         *m* 

JLsoo  LONDON  •  EX*  X*)C 


Every  Eversharp 

Helps  Make  a 
Steady  Customer 


Because  it  is  always 
sharp  yet  never 
sharpened,  Ever- 
sharp  provides  per- 
fect writing  efficiency. 

Because  it  is  built  for 
lifelong  service, 
Eversharp  assures 
unequaled  writing 
economy. 

And  because  it  is 
popularly  priced, 
Eversharp  makes 
certainawidedemand 
among  all  classes  of 
writers. 


In  addition,  note  that 
Eversharp  sales  are 
establishing  a  big  re- 
peat business  for 
Eversharp  Leads, 
leads  with  a  fine- 
ness, firmness  and 
smoothness  all  their 
own. 

Write  for  the  inter- 
esting Eversharp 
catalog  and  literature. 
Address  theCanadian 
representatives : 

Rowland  &  Campbell,  Ltd. 

Winnipeg,  Manitoba 

Consolidated    Optical   Co. 

Toronto,  Ontario,  and  Montreal,  Quebec 


The  symbol  of 
perfect  writing 
— the  mark  of 
Eversharp  Pen- 
cil and  Tempolnt 
Pen. 


The  name  is  on  the  pencil 

Made  and  Guaranteed  by 
THE  WAHL  COMPANY,   Chicago 
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Canadian 


Toy  Trade  News 

A  Regular  Monthly  Section  Featuring  Toys  and  Other  Lines  for 
Children's  Trade,  Sporting  Goods  and  Fancy  Goods 

Special  Section  of  rr\  »  i  r»*-*rv  Vol.  XXXV  II 

Bookseller  &  Stationer  1  OTOntO,     AUgUSt,     1^20  No.  8 


Toy  Trade  in  the  West 

Special  articles  dealing  with  the  toy  and  children's  book  trade  in  Wes- 
tern Canadian  stores  will  mark  this  department  of  Bookseller  and 
Stationer  in  next  month's  issue  appearing  Sept.  I.  There  will  be  illus- 
trations of  window  displays  and  descriptions  of  methods  employed  by 
live  Western  dealers  in  building  up  sales  of  toys,  dolls  and  children's 
books. 

To  Wholesalers 

You  should  take  advantage  of  this  opportunity  to  concentrate  on  the  de- 
velopment of  your  business  with  Western  stores. 

The  Toy  Trade  News  section  willbe  issued  in  separate  form,  and  hun- 
dreds of  stores  selling  toys  other  than  book  and  stationery  stores,  will 
get  copies  including  all  department  stores. 

1  Page  $45.00  M-Page  $25.00  M-Page  $15.00 


THE    MACLEAN    PUBLISHING    COMPANY,    LIMITED 

143-153  University  Avenue 

TORONTO 
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THOMAS    NELSON    &    SONS 


Nelson    Books 

11  Merit  has  made  them  famous." 


fi^5?m  'tf^ 

^F^N 

^SW 

iu:'«^>     rib  .J^V 

''^.     mm      ■ 
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<t™«r  mz  Chummy. 

Our  first  and  favorite  annual. 
300  pp.  14  colored  and  numer- 
ous    line     illustrations.       $1.75. 


For  younger  folk  than  the  Jolly  Book,  and  even 
more  attractive.  300  pp.  14  colored  and  numer- 
ous line  illustrations.     $1.75. 


Our  new  annual.  for  the 
youngest  readers;  just  as  good 
as  the  Jollv  and  Chummy. 
$1.75. 


rosie-posie 
®  Book® 


The  Patsy  Book  and  The  Betty  Book, 
91/2  x  12",  14  full  page  colour  plates,  and 
numerous  line  drawings,  by  Anne  An- 
derson.    $1.75. 

Briar  Rose,  same  size,  159  pp.,  14  full 
page  colour  plates  and  numerous  other 
illustrations,  by  Anne  Anderson.     $3.00. 

We  have  an  ample  stock  and  a  wide 
range  of  picture  books,  in  paper,  linen 
and  boards,  from  25  cents  up  to  $3.00. 

Artistic  excellence  and  material  value 
have  placed  these  titles  in  the  foremost 
rank  of  picture-books. 

JUST   OUT 

AT 
FIFTY  CENTS 

GREENMANTLE 

BY 

JOHN   BUCHAN 

A   "thriller"   that   thrills   and   yet   convinces. 


^wm. 


pep™ 

-Mi  i  --r-r^      i 


IKU0N 


WHEN  ORDERING,  ASK  FOR  OUR  LIST  OF  FIFTY-CENT  REPRINTS 

Thomas  Nelson  &  Sons,  Limited 

TORONTO 
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The  Best  Months 

of  the  Year 


September  coming! — with  the  opening  of  the  schools; 
October! — with  cool  evenings  inviting  indoor  tasks  and 
correspondence;  then  November  and  December — the  great 
Christmas  shopping  months!  Dealers  are  right  on  their 
toes  now  to  make  the  most  of  all  these  big  selling  oppor- 
tunities for 


Waterman: 


buntainPen 


We  tripled  the  factory  to  meet  the  demand!  We  are  ready 
for  the  busiest  four  months  in  the  history  of  the  firm.  We 
are  ready  for  the  whole  of  the  British  Empire  to  swoop  down 
upon  us  for  Waterman's  IDEAL  Fountain  Pens  and  Ink. 

Now  for  record  sales — for  you  and  for  us!  ■ 


id 


w\ 


L.  E.  Waterman  Company,  Limited 


i\.  James  Street,  MONTREAL 
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Nearly  Ready—Limited  Edition    ORDER  NOW 

THE  FINEST  ANNUAL 

EVER  ISSUED  FOR 

BOYS  and  GIRLS 


5/- 

Net 

ORDER 
TO-DAY 

OF 

YOUR 

AGENT 


~i 


J^ 


W  ik 


MERRY  MOMENTS 

I  ANMl/AL 


WHERE  DAT 
NIGGER   BOY  GO 
TOEBERY  TIME? 


\ 


H 

0 


^^L^A^Ias 


Reduced   Facsimile  of  Glazed   Coloured   Cover 


5/- 

Net 

ORDER 

TO-DAY 

OF 

YOUR 

AGENT 


3  FULL-PAGE  PLATES  IN  THREE  COLOURS 

32  PAGES  IN  TWO  COLOURS,  32  IN  HALF-TONE 

AND  128  OTHER  PROFUSELY  ILLUSTRATED  PAGES 

192  pages,  10  x  7y2,  quarter  cloth,  good  paper,  glazed  cover. 

Strictly   Limited  Edition,  nearly  exhausted.     Obtainable   from   all 
Wholesale  Agents  in  Canada  or  from  the  Publishers: — 

London:    GEORGE   NEWNES,  LIMITED,  8-11  Southampton  Street,  Strand,  W.C.  2 
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They  go  up  in  the  air 
But  not  in  price 


The  merchants  selling  Eagle  Brand  Toy  Bal- 
loons will  help  to  fulfill  the  joyful  demands 
of  the  kiddies  during  the  Summer  Holidays, 
during  which  time  they  are  full  of  play  and 
appreciate  a  good,  yet  inexpensive  toy. 

Stock  now  for  Fall  Fairs, 

Fall  and  Winter  Dances  and  Entertainments. 

For  the  season  we  have  special: 
Halloween  Balloons 
Christmas  Balloons 
New  Year's  Balloons 
Easter  and  Valentin^  Balloons. 

The  heavy  demand  makes  it  necessary  that 
we  have  your  order  in  advance. 

Each  balloon  costs  little  to  the  individual  pur- 
chaser, yet  a  good  stock  on  hand  gives  a 
profitable  turnover  to  the  merchant. 

JOBBERS:  Write  us  regarding  this  worth- 
while proposition. 


THE  EAGLE  RUBBER  CO. 

Ashland,  Ohio,  U.S.A. 

Largest  Factory  in  the  U.  S.  A.  Making  Toy  Balloons  Exclusively 


Canadian  Agents: 


Menzies  &  Co.,  Ltd., 

439  King  St.  W.  Toronto,  Can. 
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Editorial  Comment 


HilllllllllllllllllllM 
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THE  GOOD  OLD  NOVELS 

IN  the  July  issue  we  referred  to  the  pessimistic 
views  of  "The  Kingston  Whig"  as  to  the 
literary  quality  of  books  that  are  being  pub- 
lished. Since  then  there  has  come  to  our  notice 
an  editorial  in  the  London,  (Ont.)  "Advertiser" 
in  which  the  cry:  "Oh,  for  another  Dickens"  is 
sounded.  Modern  writers,  while  not  at  all  con- 
demned, are  nevertheless  accorded  a  much  in- 
ferior rating  to  that  acredited  Dickens. 

•    This  editorial  in  the  London  paper  ran  in 
part  as  follows: 

"Since  nobody  appears  eager  to  write  as  Dickens  wrote, 
about  the  only  thing  to  do  is  to  read  and  reread  again  the 
old  favorites  of  our  younger  days.  But,  somehow,  to  truly 
enjoy  Dickens  one  requires  either  a  vivid  imagination  or 
a  certain  amount  of  stage  setting.  Very  desirable  is  a 
wood  fire  on  a  winter's  night,  or  a  rainy  evening  in  the 
autumn,  with  the  November  wind  crooning  around  the 
eaves  or  the  rain  pattering  softly  on  the  roof.  A  kettle 
singing  on  a  crane  from  the  open  grate,  and  a  sleek,  con- 
tented feline  purring  sleepily  on  the  hearth  rug,  add  much 
to  the  enjoyment. 

Alas,  alas!  These  are  preposterous  things  we  are 
asking  for.  Still  one  cannot  refrain  from  pleading.  Give 
us  another  Dickens,  or  give  us  back  the  good  old  days  of 
honest  toil  and  quiet  leisure  with  food  and  tobacco  in 
plenty  that  we  may  enjoy  as  of  yore  the  quaint  and  tender 
romances  of  the  one  great  fiction  master  of  the  English 
language." 

This  is  reproduced  here  not  as  indicating 
concurrence  in  the  lack  of  appreciation  of 
modern  novelists  which  characterizes  the  Lon- 
don newspaper's  editorial  but  to  help  in  pointing 
out  to  retail  booksellers  that  similar  views  are 
held  by  many  people  and  that  Dickens  en- 
thusiasts are  not  only  themselves  good  prospects 
for  sales  of  new  editions  of  that  author's  books, 
as  well  as  those  of  other  19th  century  novelists, 
but  that  the  enthusiastic  interest  of  these  people 
can  be  enlisted  to  an  extent  of  inducing  them  to 
influence  their  friends  to  become  ardent  readers 
and  purchasers  of  books  of  the  good  old  authors 
of  the  Victorian  age. 

Acting  upon  this  inspiration,  booksellers  can 
plan  some  most  attractive  advertising,  window 
displays  and  other  promotional  methods  that 
will  give  a  decided  impetus  to  the  sale  of  such 
standard  novels  as  those  of  Dickens,  Scott, 
Thackeray,  George  Elliot,  Trollope  and  other 
old  masters  of  fiction. 

These  books  are  available  at  nominal  prices, 
even  if  these  prices  are  a  great  deal  higher  than 
in  pre-war  days.  They  are  easy  to  sell  and  be- 
ing good  books  that  give  their  readers  real  de- 
light, they  create  a  real  taste  for  books  in  each 
succeeding  generation   of  young  readers,  who 


consequently  become  good  prospective  custom- 
ers for  everything  that  is  good  in  fiction.  This 
will  naturally  include  the  good  books  of  present 
day  authors  and  there  are  many  such  continually 
appearing,  these  Kingston  and  London  editors 
to  the  contrary  notwithstanding. 


DISCOUNTS  ON  SCHOOL  TEXT  BOOKS 

AS  indicated  in  a  report  appearing  in  the 
.  April  issue  of  Bookseller  and  Stationer,  the 
booksellers  and  stationers  are  to  have  relief  in 
the  matter  of  the  discounts  to  the  trade  on  school 
text  books.  It  will  be  recalled  that  the  whole 
case  was  laid  before  the  Minister  of  Education 
and  the  Deputy  Minister  by  a  deputation  of 
representative  booksellers,  and  that  both  of- 
ficials gave  the  deputation  a  most  considerate 
hearing  that  stood  out  most  favorably  in  com- 
parison with  the  so-called  audiences  given  to 
deputations  of  booksellers  by  the  old  Govern- 
ment. 

Hon.  R.  H.  Grant,  Minister  of  Education  in 
the  Drury  Government,  has  taken  a  step  by 
which  he  "hopes  to  stop  the  complaint  of  book- 
sellers that  they  cannot  sell  authorized  school 
textbooks  without  a  loss.  The  Province  pays  a 
portion  of  the  cost  of  publishing  these  school 
books.  Mr.  Grant  has  notified  the  publishers 
of  certain  textbooks  to  allow  a  larger  trade  dis- 
count to  purchasers.  The  cost  of  such  discount 
is  to  be  added  to  the  portion  of  the  cost  borne 
by  the  Province. 

The  books  particularly  specified  are:  School 
readers,  public  school  arithmetic,  public  school 
composition  and  grammar,  and  the  public 
school  history  of  Britain  and  Canada.  The  dis- 
count is  to  be  according  to  a  graduated  scale 
laid  down  as  appearing  elsewhere  in  this  issue. 

In  view  of  this  favorable  action  on  the  part 
of  the  Department  of  Education,  the  booksellers 
of  Ontario  would  be  well  advised  to  adhere  to 
the  published  prices  of  school  books  in  the  case 
of  the  whole  list,  notwithstanding  that  the  mar- 
gin is  much  too  small  on  those  books  not  in- 
cluded among  those  upon  which  the  discounts 
have  been  increased,  and  particularly  so  in  the 
case  of  the  copy  books  and  drawing  books.  The 
trade  will  see  by  the  statement  of  the  Minister 
of  Education  that  he  has  gone  far  in  according 
relief  to  the  book  trade,  and  that  further  relief 
will  be  forthcoming  upon  the  expiration  of 
existing  contracts  on  the  other  books. 
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Better  School  Book  Prices  for  Retailers 

Book  Trade  is  at  Last  Getting  a  Square  Deal  from   Ontario 

Government. 


SOME  of  the  representative  book- 
sellers of  Ontario  met  at  Hamil- 
ton on  Wednesday,  July  28,  at 
the  call  of  Mr.  Nelles,  of  Guelph,  Con- 
venor of  the  Special  Committee,  the 
members  of  which  constituted  the  de- 
putation that  waited  upon  the  Ontario 
Minister  of  Education,  to  ask  for  relief 
in  the  matter  of  school  book  discounts 
to  the  trade  and  at  this  meeting  the 
following   report   was   presented: 

As  members  of  the  deputation  of 
Booksellers  who  had  an  interview  with 
Hon.  R.  H.  Grant  in  regard  to  better 
discounts  on  school  books,  we  are  very 
pleased  to  say  that  we  have  been  fairly 
successful  and  Mr.  Grant  has  made  a  big 
concession  in  the  trade  price  of  the  fol- 
lowing  books: 

Former  Present  Retail 

Cost                 Cost  Price 

Primer    3  l/5c  2  2/5c  4c 

1st  Book    4  4/5c  3  3/5c  6c 

2nd    Book    7  l/5c  5  2/5c  9c 

3rd   Book    11  l/5c  8  2/5c  *  14c 

4th    Book     12  4/5c  9  3/5c  16c 

P.S.  Arithmetic    ...    8c  5c  10c 
P.S.  Composition 

and     Grammar...    20c                  18c  25c 

P.S.   History    40c  37c  50c 

This  is  a  big  satisfactory  change  and 
we  hope  by  1921  that  a  better  discount 
on  all  books  can  be  obtained,  we  would 
therefore  ask  the  dealers  in  Ontario  to 
sell  all  books  when  schools  re-open,  at 
regular  prices. 

The  thanks  of  the  booksellers  are  ex- 
tended to  Mr.  Grant  and  the  Drury 
Government  for  the  above  reduction.  It 
was  a  pleasure  for  the  deputation  to 
meet  the  Hon.  Minister  as  his  remarks 
were  very  sympathetic  in  regard  to  the 
conditions  at  present  existing  in  the 
school  book  business  and  his  active  work 
has  already  given  us  a  change  whereas 
the  ministers  of  the  former  governments 
would  not,  at   times,  even  talk  to  us. 

Fred  Clarke,  Hamilton,  Ontario. 

B.  C.  Fairfield,  St.  Catharines,  Ont. 

F.  H.  Chappie,  Gait,  Ont. 
,  C.  L.  Nelles,  Guelph,  Ont. 

F.  I.  Weaver,  Editor  Bookseller     and 
Stationer. 
July  26,    1920. 

Following  is  the  complete  letter  ad- 
dressed to  Mr.  Nelles  in  which  the  Min- 
ister of  Education  announced  the  decis- 
ion that  had  been  arrived  at  as  regards 
the  new  prices  to  the  trade  that  are  now 
to  rule: 

Toronto,  July  21,  1920 
Dear  Mr.  Nelles: 

I  have  received  your  letter  of  the  12th 
inst.  and  can  assure  you  that  I  have  not 
lost  any  time  in  trying  to  devise  some 
remedy  for  the  conditions  which  are  ad- 
verse to  the  bookselling  trade  in  the  sal-3 
of  text-bools.  You  are  aware  that  where 
contracts  are  running  the  trade  discount 


is  provided  for  in  the  contract.  In 
these  cases  I  am  not  sure  what,  the 
remedy  is;  but  in  other  cases  in  which 
the  Government  has  power  to  act  a  plan 
has  been  devised  which  I  hope  will  prove 
satisfactory  to  those  who  sell  text- 
books. 

I  have  notified  the  publishers  of  the 
Readers  and  the  Public  School  Arithme- 
tic (The  T.  Eaton  Co.;  Ltd.),  the  pub- 
lishers of  the  Public  School  Composition 
and  Grammar  (The  Copp  Clark  Co. 
Ltd.)  and  the  publishers  of  the  Ontario 
Public  School  History  of  England  and 
Canada  (The  MacMillan  Co.,  Ltd.)  that 
there  will  be  an  increased  discount  to 
the  trade  and  that  the  text-books  may 
now  be  sold  to  the  trade  at  the  follow- 
ing prices,  namely: — 

Primer  2  2-5  cents. 

First  Book  3  3-5  cents. 

Second  Book  5  2-5  cents. 

Third  Book  8  2-5  cents. 

Fourth  Book  9  3-5  cents. 

Public   School   Arithmetic  5   cents. 

Public  School  Composition  and  Gram- 
mar 18  cents. 

Public  School  History  of  England  and 
Canada  37  cents. 

You  are  at  liberty  to  communicate 
this  information  to  your  associates.  Of 
course,  I  shall  be  sorry  to  have  a  number 
of  booksellers  agreeing  to  charge  prices 
for  school  text-books  which  are  higher 
than  the  prices  fixed  by  the  Province 
but  I  must  leave  this  to  their  own  sense 
of  fairness  and  propriety  under  the  cir- 
cumstances. The  Government  is  dis- 
posed to  do  all  that  is  possible  to  re- 
lieve the  situation  and  I  hope  that  the 
announcement  contained  in  this  letter 
will  be  an  evidence  of  the  sincerity  of 
its   disposal. 

Yours    sincerely, 

R.  H.  Grant, 
Minister  of  Education. 

Following  receipt  of  this  and  having 
in  mind  the  meeting  called  for  July  28 
at  Hamilton,  Mr.  Nelles  wrote  request- 
ing further  information  regarding  other 
books  not  mentioned  in  the  minister's 
statement  of  July  21st,  and  this  was  the 
reply: 

Toronto,    July    26,    1920. 
Dear  Mr.  Nelles: 

I  received  your  letter  of  the  23rd  in- 
stant this  morning  and  appreciate  the 
courtesy  and  the  business  sense  which 
characterize  it.  As  you  wish  to  discuss 
certain  points  which  arise  out  of  the 
present  situation  with  your  associates 
at  Wednesday's  meeting,  I  reply  at 
once. 

While  I  cannot  make  any  definite 
promises  regarding  additional  discounts 
on   the  remainder  of   the  text-book   list 
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applying  in  September  1921,  before  I 
consult  with  my  colkagues,  it  is  my 
hope  that  some  method  will  be  found  of 
dealing  with  the  whole  list.  In  respect 
to  the  copy  books,  which  I  think  are  a 
special  case,  I  shall  take  immediate 
steps  to  include  them,  if  possible,  in  the 
same  arrangement  as  that  now  proposed 
for  the  Readers,  the  Arithmetic  and. 
the  History.  As  to  the  Drawing  Books, 
our  contract  expires  in  four  months 
and  at  the  end  of  that  period  I  shall 
be  glad  to  take  up  with  you  and  your 
colleagues  the  situation  in  respect  to 
that  book. 

Now,  regarding  the  present  arrange- 
ments being  for  one  year,  that  follows 
from  the  fact  that  our  arrangements 
with  the  publishers  are  for  one  year. 
While  I  cannot  promise  without  secur- 
ing the  consent  of  the  Lieutenant-Gov- 
ernor-in-Council  that  the  arrangement 
shall  continue,  yet,  it  seems  to  me  that 
what  the  Department  has  done  may  rea- 
sonably be  taken  as  foreshadowing  ac- 
tion along  similar  lines  in  the  future. 

I  am  truly  anxious  not  to  subject  the 
pupils  in  our  schools  to  higher  charges 
at  the  present  trying  time  and  anything 
that  booksellers  of  high  standing,  like 
yourself,  can  do  to  ease  the  situation 
will,  I  think,  be  generally  appreciated. 
Yours    sincerely, 

R.  H.  Grant, 
Minister    of   Education. 

It  was  decided  to  request  the  Minister 
of  Education  to  make  the  prices  on  the 
readers,  2%c,  3V2c,  5y2c,  8y2c,  and  9y2c, 
instead  of  the  proposed  prices  of  2  2-5c, 
etc.  This,  it  is  pointed  out,  would  sim- 
plify invoices.  He  will  also  be  requested 
to  cancel  the  selling  of  school  books  by 
publishers  at  net  prices  to  any  individ- 
uals other  than  the  trade,  as  the  public 
have  never  used  this  advantage  and  be- 
cause it  is  in  reality  no  advantage,  be- 
cause the  extra  postage  added  to  the' 
prices  would  bring  the  costs  up  higher 
than  the  books  would  cost  the  purchasers 
in  the  regular  way  at  the  bookstores. 

OLD  FRIENDS  INVITED 

A  stationery  firm,  after  moving  into' 
a  new  store,  made  an  advertising  an- 
nouncement as  follows  in  the  newspa- 
pers: 

Come  in  and  help  us  to  get  acquaint- 
ed with  our  new  store.  Strange  walls- 
strange  surroundings  no  matter  how  at- 
tractive, somehow  don't  seem  quite  like 
'home'.  Our  feeling  of  strangeness  is 
not  unmixed  with  pride — the  new  store 
is  certainly  an  improvement^  but  we 
want  to  see  the  familiar  faces  of  our- 
friends  and  customers  to  help  us  get 
acquainted  and  to  share  in  our  pride." 

How's  that  for  advertising  literature?' 


Live  New  Bookstore  at  Kamloops 

Ernest  V.  Bergin  Makes  Good  Start — New  Front  Finest  in  Town 
— Installs  Circulating  Library. 


Ernest  W.  Bergin,  365  Victoria  Street, 
Kamloops,  B.  C,  took  over  Cliffe's  book- 
store, Kamloops,  B.C.,  in  May.  He  car- 
ries a  full  line  of  books,  stationery, 
sporting  goods  and  is  installing  a  com- 
plete circulating  library.  The  old-fash- 
ioned front  with  small  square  windows 
has  been  torn  out  and  replaced  with  the 
new  slant  front  as  illustrated  herewith, 
and  the  store  has  now  the  smartest  ap- 
pearance of  any  store  on  the  street. 

The  interior  of  the  store  has  been 
changed  and  tables  and  display  cases 
have  taken  the  place  of  the  old  counters. 
A  partition  has  been  put  up  across  the 
store  about  twenty  feet  from  the  back, 
this  place  is  for  the  library  and  jewelery 
dept.  Walter  Bergin,  a  brother  of  Mr. 
Bergin,  has  charge  of  the  jewelery  dept. 
and  will  produce  "Made-in-Kamloops" 
jewelery.  The  latter  spent  four  years 
with  the  troops  and  most  of  that  time  in 
France.  Previous  to  joining  up  he  was 
with  a  large  jewelery  house  in  New  York 
City. 

Mr.  Bergin  has  struck  on  a  good  idea 
for  taking  away  the  bareness  of  the  wall 
space  between  the  top  of  the  shelves  and 
the  ceiling.  He  is  having  this  space 
stamped  with  National  emblems  and  de- 
signs. He  had  a  three  weeks'  sale  of 
mostly  dead  stock  and  what  he  didn't  sell 
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he  threw  out.     He  says  he  has  no  room 
for  dead  stock  in  his  store. 

This  is  not  Ernest  V.  Bergin's  first 
experience  at  the  retail  business.  In  the 
early  part  of  the  yenr  he  sold  a  general 
store  business  at  Leduc,  Alta,  having 
been  in  business  in  that  town  for  twelve 
years. 


How  to  Figure  Out  Profit 


EXPERIENCE  has  proven  that  but  few  business  men  have  learned  to  properly 
figure  profit.  Remember  that  20  per  cent,  added  to  the  cost  does  not  yield  20  per 
cent,  profit.  Profit  is  properly  figured  on  sales,  and  to  make  a  20  per  cent,  profit 
you  must  add  25  per  cent,  to  cost.  Keep  the  following  schedule  before  you  and  you 
will  find  it  worth  many  dollars  in  the  course  of  a  year: 

5  per  cent,  added  to  cost  is  4%  per  cent,  profit  on  selling  price. 
8%  per  cent,  added  to  cost  is  7  per  cent,  profit  on  selling  price. 
10  per  cent,  added  to  cost  is  9  per  cent,  profit  on  selling  price. 
12%  per  cent,  added  to  cost  is.  11%  per  cent,  profit  on  selling  price. 

15  per  cent,  added  to  cost  is  13  per  cent,  profit  on  selling  price. 

16  per  cent,  added  to  cost  is  14%  per  cent,  profit  on  selling  price. 
17/%  per  cent,  added  to  cost  is  15  per  cent,  profit  on  selling  price. 
20  per  cent,  added  to  cost  is  16  2-3  per  cent,  profit  on  selling  price. 
25  per  cent,  added  to  cost  is  20  per  cent,  profit  on  selling  price. 
30  per  cent,  added  to  cost  is  23  per  cent,  profit  on  selling  price. 

33  1-3  per  cent,  added  to  cost  is  25  per  cent,  profit  on  selling  price. 
35  per  cent,  added  to  cost  is  26  per  cent,  profit  on  selling  price. 
37%  per  cent,  added  to  cost  is  27%  per  cent,  profit  on  selling  price. 
40  per  cent,  added  to  cost  is  28%  per  cent,  profit  on  selling  price. 
45  per  cent,  added  to  cost  is  31  per  cent,  profit  on  selling  price. 
50  per  cent,  added  to  cost  is  33  1-3  per  cent,  profit  on  selling  price.  . 
55  per  cent,  added  to  cost  is  35%  per  cent,  profit  on  selling  price. 
60  per  cent,  added  to  cost  is  37%  per  cent,  profit  on  selling  price. 

65  per  cent,  added  to  cost  is  39%  per  cent,  profit  on  selling  price. 

66  2-3  per  cent,  added  to  cost  is  40  per  cent,  profit  on  selling  price. 
70  per  cent,  added  to  cost  is  41  per  cent,  profit  on  selling  price. 

75  per  cent,  added  to  cost  is  42  2-3  per  cent,  profit  on  selling  price. 
80  per  cent,  added  to  cost  is  44%  per  cent,  profit  on  selling  price. 
85  per  cent,  added  to  cost  is  46  per  cent,  profit  on  selling  price. 
90  per  cent,  added  to  cost  is  47%  per  cent,  profit. on  selling  price. 
100  per  cent,  added  to  cost  is  50  per  cent,  profit  on  selling  price. 
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In  the  new  store  he  has  put  in  a  full 
line  of  musical  instruments.  In  six 
weeks  time  he  has  bought  over  five 
hundred  dollars  worth  of  new  stock. 

Speaking  of  the  'circulating  library, 
Mr.  Bergin  told  Bookseller  and  Stationer 
that  he  had  put  into  it  only  the  best  copy- 
right novels  by  reputable  authors. 

He  said  that  the  business  done  since 
taking  over  the  store  had  shown  re- 
sults beyond  expectations,  and  he  hoped 
to  keep  this  up  by  strict  attention  to  the 
business  and  courtesy  to  customers. 

AUCTION  HELPS 

From  Stewart  &  Kidd  Co.,  Cincinnati, 
comes  a  copy  of  Lucy  Blackburn's  "Helps 
on  Auction  Bridge."  It  is  a  very  useful 
book  of  nearly  80  pages  and  a  reliable 
and  simple  help  for  the  game  of  auction 
bridge.  It  is  in  reality  an  arrangement 
of  the  choicest  cullings  from  the  best 
writers  on  the  game  and  experience  gain- 
ed in  years  of  teaching. 

THE   GREATER   NEED 

Some  day  the  Gideons,  who  see  to  it 
that  there's  a  Bible  in  each  hotel  guest- 
room, are  going  to  fix  it  so  that  the  man 
who  makes  the  hotel  rates  has  one  too. — 
Detroit  Times. 


A.  Grigg,  who  last  January  sold  his 
book  and  stationery  business  in  Pem- 
broke, has  purchased  the  "Orangeville 
Fair,"  Orangeville,  Ont.  Mr.  Grigg  will 
run  the  store  under  the  name  of  The 
Grigg  Co.  A  complete  stock  of  books, 
stationery  and  phonographs  will  be  ad- 
ded to  the  china,  crockery,  glassware, 
candy,  fancy  goods,  toys  and  smallwares 
row  carried. 
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TRADE  WITH  NEW  ZEALAND 

An  interesting  visitor  from  the  Antip- 
odes to  Toronto  last  month  was  James 
B.  Symons,  buyer  for  the  well-known 
wholesale  book  and  stationery  firm  of 
Whitcomb  &  Tombs,  Ltd.,  of  New  Zea- 
land. Mr.  Symons  ;s  in  charge  of  the 
firm's  branch  at  Melbourne,  Australia, 
and  his  visit  to  Toronto  was  part  of  a 
buying  tour  in  which  he  visited  the  prin- 
cipal buying  centres  of  the  U.  S.  He  also 
attended  the  American  Booksellers'  As- 
sociation convention  in  Philadelphia. 

Whitcomb  &  Tombs,  Limited,  are  es- 
tablished in  the  four  principal  cities  of 
New  Zealand:  Christchurch,  Auckland, 
Wellington  and  Dunedin.  Mr.  Symons 
told  Bookseller  and  Stationer  that  U.  S. 
book  and  stationery  products  are  in  pop- 
ular demand  in  the  whole  Australasian 
market,  and  while  in  Toronto  he  placed 
goodly  orders,  which  bid  fair  to  grow 
into  a  healthy  export  business  from 
Canadian  houses  to  this  enterprising  New 
Zealand  concern. 

Mr.  Symons  is  now  receiving  Bookseller 
and  Stationer  regularly  in  order  to  keep 
in  close  touch  with  the  Canadian  trade. 


FROM    FAR-AWAY    LANDS 

Bangkok,  Siam. 
June  2nd,  1920- 
Bookseller    and    Stationer, 

Toronto,  Dominion  of  Canada. 
Dear  Sirs: 

I  am  desiring  to  be  a  subscriber 
of  your  newspaper  and  shall  be 
very  thankful  if  you  will  kindly 
favor  me  by  return  mail  with 
sample  copy.  The  cost  of  postage 
will  be  refunded  you  on  sending 
my  subscription. 

I  am,  Dear  Sirs, 

Yours  truly, 

Nai  Leek. 


A  notable  honour  has  been  conferred 
upon  Mr.  E.  J.  Golding,  secretary  to 
Messrs.  Cassell  Co.,  Ltd.,  who  has  been 
made  the  recipient  of  a  certificate  sign- 
ed by  Mr.  Lloyd  George,  the  Prime  Min- 
ister, and  Sir  R.  M.  Kindersley,  K.B.E., 
recording  very  high  appreciation  of  the 
services  rendered  by  Mr.  Golding  to  the 
nation,  and  to  the  War  Savings  move- 
ment during  1914-1918.  Mr.  Golding  is 
secretary  to  Cassell's  Savings  Associa- 
tion, which  was  the  first  to  be  formed  in 
the  city  of  London,  and  has,  in  four 
years,  with  500  members,  purchased  17,- 
667  savings  certificates  at  15s.  6d.  each 
and  paid  to  the  Government  over  £13,- 
691. 
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A  stirring  appeal  was  recently  made  to 
the  members  of  the  Chicago  Rotary  Club 
by  Robert  J.  C.  Stead,  Director  of  Pub- 
licity of  Immigration  and  Colonization  for 
the  Dominion  of  Canada.  The  speaker, 
who  is  a  gifted  poet  and  novelist  as  well 
as  an  able  executive,  pleaded  for  a  better 
international  understanding  between  the 
United  States  and  Canada,  whose  people 
are  of  the  same  stock,  the  same  habits  and 
ideals.  If  the  world  is  to  be  safe  for 
humanity,  a  broader  patriotism  must  de- 
velop, which  does  not  confine  itself  wholly 
to  love  of  community,  state  or  nation,  but 
is    interested   in    the   welfare   of   the   world. 

"Canada,"  Mr.  Stead  said,  "has  miles 
and  miles  of  undeveloped  land  which  lack 
only  man-power  to  unlock  its  untold  weaith 
of  minerals  and  foods.  With  a  population 
equal  to  three  people  for  each  square  mile 
of  territory  it  furnishes  the  United  States 
with  twenty  million  dollars  worth  of  hard 
wheat,  twenty-nine  million  dollars  worth 
of  lumber,  seventy  million  of  mineral  and 
much  of  its  paper  for  newspapers.  Nothing 
but  man-power  is  lacking  to  prevent  much 
greater  quantities  of  exports.  On  the  other 
hand,  the  United  States  furnishes  Canada 
with  more  products  than  all  the  countries 
south    of   the   equator   combined." 

The  speaker  emphasized  the  danger  that 
lies  in  the  trend  of  young  men  to  the 
cities.  "Due  to  man's  inventive  genius, 
population  is  becoming  dangerously  cen- 
tralized and  there  must  be  a  movement 
back  to  the  land  if  the  world  is  to  be  ade- 
quately fed."  The  Rotarians  were  greatly 
pleased  with  the  inspiring  address  and 
the  personality  of  the  speaker. 

Mr.  Stead  concluded  by  reading  the  fol- 
lowing poem,  which  he  wrote  in  recogni- 
tion of  the  neighborly  assistance  rendered 
by  the  United  States  at  the  time  of  the 
great   Halifax   disaster : 

"Neighbor,    your    hand !      In    this    dark    day 
When    strange    perversities    of    Fate, 
And  wrath  are  meant  for  liberty 
Have   laid   our   city   desolate. 

"You,  from  our  common  mother  sprung, 
Didst  hear  a  cry   along   the   sea, 
A  cry  which   in  our  common  tongue 
Didst    sound    a    common    call    to    thee. 

"Neighbor,  your  hand  !     We  have  no  speech. 
For    idle    words,    we    understand : 
Across    a    thousand    miles    we    reach, 
And   feel   the  pressure  of  your  hand  !" 


James  Vannevar,  who  on  July  23rd 
celebrated  his  ninety-fourth  birthday,  is 
probably  the  oldest  of  Canada's  pioneer 
booksellers.  He  was  born  in  Boston  in 
1826,  and  came  to  Toronto  in  I860.  Here 
he  established  a  bookstore  which  soon  be- 
came the  centre  for  Collegiate  and  Uni- 
versity text-books.  He  was  situated  two 
doors  south  of  Elm  Street  on  Yonge 
Street  for  a  long  time  and  afterwards  a 
couple  of  blocks  farther  north.  It  was 
only  seven  years  ago  that  Mr.  Vannevar 
relinquished  his  b^iness,  to  be  greatly 
regretted  far  and  wide  among  book- 
lovers.  Mr.  Vannevar  attributes  his  long 
life  and  health  to  his  habit  of  early 
morning  walks  and  the  drinking  of  plenty 
of  cold  water. 
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DEATH  OF  .JAMES  YOUNG 

The  death  occurred  suddenly  on  July 
6th  of  James  M.  Young,  a  director  of 
the  Copp  Clark  Co.,  Toronto.  He  was 
in  his  r>.Sth  year 

Mr.  Young  was  taken  ill  on  the  train 
while  returning  with  Mrs.  Young  from 
Stratford,  where  they  had  been  spend- 
ing the  week-end  with  his  son.  Despite 
medical  aid,  including  an  infusion  of 
blood  from  his  son  Hugh,  Mr.  Young 
grew  worse  and  passed  away  late  in  the 
evening. 

A  son  of  the  late  John  Young,  of  the 
Upper  Canada  Tract  Society,  Mr.  Young 
was  born  in  Toronto,  where  he  lived  all 
his  life.  He  was  one  of  the  oldest  em- 
ployees of  the  Copp-Clark  Company  and 
was  made  a  director  some  years  ago. 
He  is  survived  by  Mrs.  Young,  who  is 
a  daughter  of  James  Park,  of  the  Park- 
Blackwell  Company,  and  three  sons, 
Hugh  F.,  also  of  the  Copp-Clark  Com- 
pany; Wallace  P.,  of  the  Canadian  Edison 
Appliance  Company,  Stratford,  and  Jack 
at  home. 

THE  "QUIRE"  INVISIBLE 

Members  of  Parliament  succeeded  in 
preventing  the  curtailment  of  their 
franking  privileges,  one  of  the  dire  pos- 
sibilities of  the  situation,  as  expressed 
by  Mr.  H.  B.  Morphy.  being  the  fear  that 
their  free  stationery  would  be  the  next 
thing  to  go.  It  is  bad  enough  to  have 
the  Senate  demanding  a  peal  of  bells 
for  the  tower,  without  the  Lower  House 
worrying  about  the  quire  invisible. — 
Toronto  Star. 

CAPITALIZATION   INCREASED 

Announcement  has  been  made  by  the 
White  &  Wyckoff  Mfg.  Co.,  Holyoke, 
Mass.,  that  at  a  stockholders'  meeting, 
the  authorized  capital  stock  was  increas- 
ed from  $350,000.00  to  $2,500,000.  The 
company  is  31  year?  old,  having  organ- 
ized under  the  Massachusetts  state  laws, 
in  !6S9,  and  is  now  one  of  the  largest 
and  most  successful  manufacturers  of 
fine  stationery  in  the  U.  S.  The  control 
and  management  of  the  company  re- 
main with  the  present  officers,  J.  L. 
Wyckoff,  continuing  as  president,  and 
E.  N.  White  as  treasurer.  The  purpose 
of  the  issue  is  to  expand  the  business 
along  hitherto  successful  lines  and  to 
provide  for  the  construction,  purchase 
and  control  of  additional  buildings  and 
machinery  as  may  be  considered  advis- 
able. 


Sam  Clarke  has  opened  a  new  book  and 
stationery  store  at  657  Barton  Street 
East,  Hamilton,  Ont.,  in  addition  to  his 
store  at  No.  632  on  the  same  street. 


Novel   Schemes 
1        That  Have  Helped 

Business 


Unnecessary  Steps  Are 

Saved  by  Jar  for  Pence 

Retailers  who  handle  newspapers  and 
"keep  the  cash  register  in  the  back  part 
of  the  store  are  often  called  upon  to 
walk  the  full  length  of  the  store  with 
two  cents,  or  a  nickel  or  dime  to  make 
change. 

A  Saskatchewan  dealer  saves  him- 
self quite  a  few  of  these  steps  by  using 
a  glass  jar  with  a  removable  metal  top 
as  a  receptacle  for  the  pennies  and  any 
small  change  the  newspaper  customers 
may  bring   in. 

Impressing  That  Quality 

is  Always  the  Same 

Every  time  a  retailer  can  couple  up 
some  familiar  object  with  one  of  ftls 
arguments  why  people  should  trade  at 
Tiis  store,  he  is  using  one  of  the  most 
effective  forms  of  advertising.  There 
is  a  big  advantage  in  using  a  calendar 
in  displays  if  it  is  presented  in  a  new 
and  unusual  manner.  If  your  store  is 
one  that  makes  a  strong  claim  to  con- 
tinuously giving  quality  an  original 
window  display  can  be  made  by  utilizing 
one  of  the  very  large  calendars  which 
many  firms  give  away.  These  big  sheets 
— one  for  each  month — should  be  hung 
in  your  window  so  that  they  completely 
fill  the  surface,  leaving  only  room  for 
a  sign:      _ 

DAY   AFTER   DAY 

WE  SELL  THE  SAME 
QUALITY  OF 

MUST  CONSIDER   FUTURE 

"Why  do  you  advertise  when  you  are 
behind  in  deliveries?" 

"This  very  natural  question  by  a  re- 
tailer in  need  of  goods  involves  the  dis- 
cussion of  a  vital  policy  that  is  funda- 
mental," said  a  leading  pencil  manufac- 
turer. 

"If  we  were  building  a  business  for  to- 
day our  policy  would  vary  from  day  to 
day  with  the  temnorary  changes  with 
which  every  business  has  to  contend. 

"But  we  are  building  for  the  time 
to  come,  and  we  hope  that  this  business 
will  become  many  times  greater  than  it 
is  tc-day.,  Without  the  proper  founda- 
tion it  would  undergo  violent  chancres  de- 
pendent upon  temporarv  national,  local 
•nr  even  imaginary  conditions. 


"If  we  should  permit  ourselves  to  be- 
come inflated  with  self-confidence  when 
business  conditions  are  favorable,  re- 
stricting our  selling  and  advertising  ac- 
tivities, and  go  down  in  the  dumps  when 
conditions  are  not  so  favorable,  this 
business  would  not  amount  to  any  more 
than  the  existing  conditions  would  make 
of  it. 

"We  say  right  now,  without  reserva- 
tions, that  we  hope,  regardless  of  how 
aggressive  and  efficient  our  manufac- 
turing department  may  be,  that  it  will 
never  be  able  to  catch  up  with  our  sell- 
ing organization." 

BOOKSELLING    RESOURCEFULNESS 

From  the  July  "Atlantic  Monthly"  the 
following  letter  is  taken  from  the  contri- 
butors' Club  page: 

"Dear  Atlantic: — Let  me  tell  you  a 
story,  a  true  story,  recalled  to  mind  by 
reading  "The  Bookstore  and  Customer," 
in  the  Contributors'  Club  in  the  April 
"Atlantic."  The  title  of  the  story  is 
"A  Bookstore  and  a  Customer."  This 
happened  some  few  years  ago  in  Boston. 

"A  friend  of  mine  had  read  in  the 
"Transcript"  a  review  of  a  book  which 
told  of  the  author's  boyhood  days  in  an 
old  New  England  town.  When  in  the  city 
some  days  later,  he  happened  to  think  of 
the  book  as  he  was  passing  a  bookstore, 
and  stepped  in  to  look  at  a  copy. 

"Face  to  face  with  the  clerk,  he  sud- 
denly realized  that  the  title  of  the  book 
had  slipped  his  mind.  He  told  the  clerk 
what  he  could  remember  of  the  book,  but 
was  unable  to  recall  the  name  of  the  town 
or  the  scene  of  the  story.  The  clerk 
•  suggested  that  the  name  of  the  author 
would  be  assistance,  but  my  friend  had 
forgotten  this  also.  By  this  time  he  be- 
gan to  feel  a  little  uncomfortable;  he 
appeared  to  be  in  the  ridiculous  situation 
of  a  man  who,  although  hunting  for 
something,  does  not  know  what  he  is 
looking  for.  He  was  about  to  back  out 
of  the  store,  abashed,  when  the  clerk, 
still  attentive  and  respectful,  said  that 
the  key  to  the  problem  might  lie  in  the 
name  of  the  publisher. 

When  my  friend  realized  that  he  must 
again  admit  ignorance,  he  started  for 
the  door  again — he  would  put  an  end  to 
this  humiliating  adventure.  But  sud- 
denly a  thought  came  to  him — the  name 
of  the  publisher  was  also  the  name  of 
some  animal.  The  clerk  bounded  away 
and  consulted  a  big  volume.  A  moment 
later  the  desired  book  was  in  my  friend's 
hand. 

Yours  sincerely, 
WINSOR  M.  TAYLOR. 
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Ridgetown,  Ont. — Little's  Telegraph 
Bookstore  did  some  good  seasonable  ad- 
vertising last  month.  One  advertisement 
headed  "Summer  Necessities"  featured 
picnic  plates,  sanitary  drinking  cups, 
Purity  white  waxed  paper,  napkins, 
flags,  handy  picnic  packages  containing 
1  white  table  cloth,  42x56,  12  napkins 
to  match,  made  from  pure  sterilized 
paper.  Hammocks  were  also  promin- 
ently advertised. 

AGAINST  TIN  SOLDIERS 

Following  the  example  of  women  of 
Central  Europe  who  have  asked  their 
Government  to  prohibit  the  making  of 
military  toys  such  as-  tin  soldiers,  sub- 
marines, etc.,  a  movement  has  been  start- 
edo  in  Toronto  of  the  same  kind.  It  is 
a  branch  of  the  "Women's  International 
League  for  Peace  and  Protection,"  the 
object  of  which  is  to  protest  against  the 
spirit  of  hatred  which  war  has  left  in  its 
wake.  A  protest  is  made  against  mili- 
tary drill  in  Canadian  schools  and  a  cam- 
paign is  advocated  Igainst  the  manufac- 
ture and  purchase  of  military  toys. 

TELLTALE    FIGURES 

A  classification  of  business  failures  as 
compiled  by  Bradstreets  follows: 


\ILURES  DUE  TO 

PER  CENT 

Incompetence 

32.2 

Inexperience 

6.6 

Lack  of  capital 

30.3 

Unwise    credits 

1.9 

Failures  of  others 

.9 

Extravagance 

.6 

Neglect 

2.4 

Competition 

4.2 

Specific  conditions 

13.4 

Speculation 

.4 

Fraud 

6.7 

An  analysis  of  these  figures  is  en- 
lightening. They  show  that  at  least 
82.5  per  cent,  of  failures  are  due  to 
shortcomings  of  personnel  or  faults  of 
management  in  some  form  or  other. 
The  exceptions  are  failures  of  others, 
specific  conditions   and  competition. 

There  would  have  been  a  different 
story  if  the  management  of  these  busi- 
ness wrecks  had  possessed  those  essen- 
tial qualifications  for  successful  man- 
agement— knowledge  of  conditions,  fore- 
sight and  vision. 

The  successful  executive  must  know 
the  facts,  from  the  facts  he  must  plan 
with  foresight  and  further  he  must  have 
the  vision  to  discer.i  trends  and  possi- 
bilities that  will  lead  to  strength  and 
growth. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers 
and  Stationers  in  All  Parts  of  Canada 


Welland,  Ont. — "For  that  Picnic,"  is 
the  heading  of  a  striking  advertisement 
by  Perry's  Bookstore  in  "The  Welland 
Telegraph."     Here  is  a  quotation  from  it: 

"You  will  need  paper  plates,  paper 
cups,  paper  tablecloth,  paper  napkins. 
We  have  all  of  these,  as  well  as  the  wax 
paper  for  wrapping  the  lunch,  and  sani- 
tary paper  boxes  for  jellies,  etc.  In  fact, 
we  have  everything  you  need  except  the 
eats." 

Quebec,  Que. — J.  A.  Kirouac  &  Co.,  34 
Fabrique  St.,  advertise  their  store  as 
"Souvenir  Headquarters."  In  a  recent 
advertisement  a  home  moving  picture 
machine  was  featured.  An  illustration 
was  shown  together  with  the  headline, 
"Pun  at  Home,"  followed  by  this  para- 
graph : 

"Enjoy  all  the  fun  of  the  movies  at 
home — here  is  a  machine  which  will  give 
you  your  moving  pictures  right  at  home. 
Electric  moving  picture  machine,  strong- 
ly constructed  of  heavy  sheet  metal; 
sturdy  focusing  lens;  3  films  and  3  lan- 
tern slides  go  with  each  machine.  The 
films  are  parts  of  standard  films  show- 
ing some  of  the  Movie  stars  popular  with 
the  children.  Has  an  electric  lamp  regu- 
lator, so  that  different  size  electric  bulbs 
may  be  used. 

ONLY   $12.00 

Extra  films  of  9  inches,  3  for  75c. 

27   inches,   each  75c." 

Olds,  Alta.— The  store  of  the  Olds 
Drug  Co.,  Limited,  is  as  much  a  book 
and  stationery  store  as  it  is  a  drug  store 
and  besides  these  lines  such  items  as 
toys  and  dolls,  games,  sporting  goods, 
leather  goods,  (including  ladies'  hand- 
bags, as  well  as  flat  goods),  talking  ma- 
chines and  records,  music  smallwares, 
cameras   and   photo   supplies,  wallpaper, 


Photogravures 


Hand  Printed 
Hand  'Colored 

All  the  latest  subjects,  by  the  well- 
known  artist,  Bessie  Pease  Gut- 
mann,  very  beautifully  tinted.  Sub- 
jects  that   appeal   strongly  to   all. 

COME  IN  AND  SEE  THEM 

BOOK  AND 
ART  SHOP 

MAIN  STREET 


Suggestion     for    an     advertisement    of 
pictures. 


greeting  cards,  and  gift  shop  novelties, 
are  stocked. 

Mr.  Maybank,  the  manager  of  this 
store,  finds  Bookseller  and  Stationer  a 
most  valuable  aid  in  conducting  his 
business.       In  a  recent  letter  he  said: 

"We  take  pleasure  in  enclosing  sub- 
scription for  Bookseller  and  Stationer 
for  one  year  in  advance.  We  think  this 
is  one  magazine  that  the  trade  would 
find  very  hard  to  get  along  without. 
For  ourselves,  if  the  price  was  $5  per 
year,  we  would  still  be  a  subscriber. 

Sydney,  N.  S. — An  unusual  advertise- 
ment of  Murphy's  Bookstore  in  the 
"Sydney  Post"  is  headed  "Gaelic  Song 
Book,"  the  wording  of  the  ad.  being  as 
follows: 

The  Minstrelsy  of  the  Scottish  High- 
lands, by  Alfred  Moffat.  Contains  67 
Gaelic  songs — the  following  included: 

A    Dhomhnuill    bhig 

Crodh  Chailein 

Is  toigh  learn  a'  Ghaidhealtachd 

Leis  an  Lurgainn 

Mari   Bhoidheach 

Mo  Dhachaidh 

Soiriflh 

Theid  mi  g'ad  amhare 

PRICE  $1.60,  Post   Paid. 

Listowel,  Ont. — The  Bazaar  adver- 
tises "A  fortunate  purchase  of  dolls, 
toys  and  games,  also  picture  books  and 
books  of  fiction  at  50c  on  the  dollar." 
A  special  offer  was  a  dressed  doll  at 
25c. 

Goderich,  Ont. — Silver  polish  as  a 
specialty  for  stationers  is  suggested  by 
the  advertising  of  this  item  by  Porter's 
Bookstore.  The  line  advertised  is  re- 
presented as: 

"Positively  the  best  Silver  Polish 
made,  50c  per  can.  Enough  to  last  a 
family  for  one  year." 

KEEP  AN  EYE  TO  FUTURE 

A  man  who  has  a  good  grip  of  the 
significance  of  advertising  is/  B.  H. 
Rowley,  advertising  manager  of  the 
Dixon  Crucible  Company  of  Jersey  City. 
Mr.  Rowley's  creed  is  that  advertising 
is  a  sales  policy--the  same  as  maintain- 
ing a  sales  organization. 

'We  might  as  well  eliminate  the  one 
as  the  other,"  said  Mr.  Rowley,  and  he 
was  emphatic  in  his  assertion  that  nei- 
ther would  be  done. 

"If  our  efforts  s  hould  be  halted  in  the 
middle  of  the  road  in  times  of  liberal 
buying,  to  wait  on  the  manufacturing 
department,"  he  continued,  "there  might 
come  a  time  when  the  manufacturing 
department  would  have  to  suspend  oper- 
ations while  waiting  on  the  sales  organ- 
ization." 

Mr.  Rowley's  contention  was  that  such 
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a  policy  meant  running  around  in  a 
circle,  disorganizing  one  day  and  re- 
organizing the  next. 

His  practical  theory  is:  The  greater 
the  demand  for  a  product,  the  quicker 
the  turnover  for  merchants,  and  the 
more  frequent  the  turnovers  the  larger 
is  the  volume  of  profit. 

He  was  out  against  any  let-up  in  ag- 
gressive methods  which  might  suggest 
that  when  business  is  good  there  is  no 
occasion  for  work,  and  when  business  is 
poor  it  is  too  hard  to  get. 

FROM  TOY  ADS. 

Following  are  some  paragraphs  glean- 
ed from  July  advertisements  describing 
dolls  and  other  toy  items.  They  should 
be  of  suggestive  value  to  other  retail- 
ers: 

Baby  dolls,  13  inches  long,  with  either 
fair  or  dark  hair,  composition  head  and 
body,  and  movable  arms  and  legs.  A 
delightful  plaything  for  any  little  girl  at 
the  doll-loving  age. 

Pedestal  dolls,  12  inches  long,  with 
movable  arms.  They  are  prettily  draped 
in  chiffon  in  red  and  pink.  Some  have 
blue  skirts.  This  is  another  doll  which 
would  be  charming  for  a  little  girl. 

Combination  game  boards,  with  com- 
plete outfit  for  playing  twelve  different 
games  for  from  two  to  five  players. 
Book  of  instructions  packed  with  game 
in  box.  Game  board  measures  16  inch- 
es square. 

Toy  sailing  skiffs  or  rowboats,  13  inch- 
es long,  9-inch  mast,  four  seats,  two 
pairs  of  oars   and   oar  locks. 

Toy  Bowling  Alleys  are  splendid  toys 
for  children  of  from  5  to  9  years  of  age. 
Score  shows  when  pin  is  hit  and  funny- 
faced  clown  appears  to  add  to  the  fun. 

Advertising  Club 
Makes  New  Start ; 
Officers  Elected 

Toronto  Men  to  Keep  Sharp  Lookout  for 
"Fake"  Advertisements 

The  reorganized  Toronto  Advertising 
Club  got  under  way  with  plenty  of  en- 
thusiasm at  a  dinner  last  week  at  the 
King  Edward  Hotel,  and  50  new  mem- 
bers were  received  into  the  institution. 
The  club  intends  to  "boost  Toronto," 
to  keep  a  sharp  lookout  for  "fake"  ad- 
vertising, and  generally  to  elevate  the 
standard  of  the  profession  as  far  as  is 
in  its  power. 

The  following  officers  were  elected: 
Honorary  president,  W.  G.  Rook;  presi- 
dent, W.  G.  Steward;  vice-president,  W. 
T.  Gregory;  secretary-treasurer,  Fred.  A. 
Trestail. 


1!  O  O  K  S  E  L  I,  E  K    AND   STATIONER 


SHOWCARD  IDEAS 

They   Play-  an   Important   Part   in    Selling- 
Should  Be  Neat  in  Appearance 


APPEARANCES  count  for  every- 
thing in  and  about  a  store.  The 
windows  must  be  attractive  and 
the  interior  also  must  be  attractive.  Of 
course,  this  is  applicable,  too,  to  the 
show  cards.  Unsightly  cards  or  tags  in  a 
window  will  not  draw  business.  If  busi- 
ness comes  it  will  be  in  spite  of,  rather 
than  because  of,  such  cards. 

A  show^ard  which  1?  warped  or  bent 
presents  a  very  bad  appearance  in  the 
window,  and  warp  it  surely  will  unless 
it  is  of  heavy  stock,  twelve  ply  or  more. 
The  heavy  ply  board  is  not  always  ob- 
tainable in  the  smaller  towns,  while  the 
four  and  six-ply  cardboard  can  be  pur- 
chased even  in  the  smallest  towns. 

Here  is  a  scheme  to  overcome  warp- 
ing of  the  thinner  cardboard.  It  requires 
but  very  little  effort  and  will  give  a 
pleasing  effect  and  prove  most  satisfac- 
tory and  economical.  The  popular  size 
cards  for  window  display  are  14  x  22 
(one-half  sheet)  and  11  x  14  (one- 
quarter  sheet).  Smaller  sizes  than  these 
are  not  so  apt  to  curl  up,  and  there- 
fore need  not  be  worried  over. 

For  the  larger  cards,  make  a  light 
frame  the  same  size  as  the  card.  Any 
light  material  will  do,  as  it  is  to  be  en- 
tirely covered.  Have  one  support  placed 
in  the  centre  to  keep  the  frame  from 
becoming  lopsided.  A  stick  may  be  at- 
tached to  this  centre  support  with  a 
little  brass  hinge1,  to  hold  the  frame  up- 
right in  the  window. 

A fter-  your  thow  card  is  finished  tack 
it  on  the  face  of  the  frame,  using  small 
upholsterers'  tacks  (or  else  glue  it  on). 
Then  run  a  strip  of  passe-partout  bind- 
ing around  the  edges  of  the  frame,  lap- 
ping it  over  about  one-half  to  one  inch 
on  the  face  of  card.  If  the  passe-partout 
binding  is  hard  to  obtain,  cut  strips  of 
■wallpaper  two  inches  wide.  Use  this 
in  place  of  the  regular  binding.  These 
frames  can  be  used  many  times  and  are 
well  worth  the  bother  and  trouble  to 
make. 

Here  are  a  few  seasonable  tips  for 
window  cards: 

ARE  YOU  GETTING  READY 
FOR  YOUR  VACATION? 
DON'T  FORGET  TO  TAKE 
A  SUPPLY  OF  STATIONERY. 
YOU'LL  NEED  IT. 

*  ■*       * 

A  PERSON  IS  KNOWN 

BY  THE  COMPANY  HE  KEEPS— 

THE  KIND  OF  STATIONERY 

YOU  USE  ALSO  TELLS. 

WE  HAVE  THE  BEST  GOING. 

*  *       * 
IF  IT'S  A 

"BEST  SELLER" 
WE  HAVE  IT. 


OF  all  the  new  inventions  for  show 
card  lettering,  none  can  sur- 
pass the  speed  pen,  which  has 
come  as  a  boon  to  facilitate  lettering  by 
hand.  It  is  said  to  be  the  most  practi- 
cal, simple,  and  useful  lettering  tool  on 
the  market.  Some  of  the  new  inven- 
tions sound  very  well  in  print,  but  when 
put  to  the  test  are  an  absolute  failure. 

The  round  writing  pens  and  engross- 
ing pens  with  the  slanting  points  are 
intended  for  small  lettering,  as  on  price 
tags  and  on  large  show  cards  where 
much  reading  matter  is  required.  These 
pens  are  not  equipped  with  a  reservoir 
and  require  frequent  dipping  in  the  ink 
bottle.  No  one  ever  thinks  of  making 
large  letters  with  these  small  engrossing 
pens. 

The  speed  pen,  on  the  other  hand, 
makes  large  letters  both  neatly  and  easi- 
ly. It  is  made  of  best  quality  of  flexible 
steel,  requires  no  "breaking  in,"  and 
will  neither  spread  like  a  brush  nor 
make  irregular  or  ragged  lines.  Further- 
more, it  will  not  break  under  heavy 
pressure. 

In  general  appearance  the  speed  pen 
is  like  the  ordinary  steel  pen,  with  these 
differences: 

(1)  Instead  of  the  usual  points,  the 
nibs  consist  of  two  hemispherical,  flat 
surfaces,  with  a  fine  split  between  them. 
Together  they  form  a  perfect  circle,  so 
that  whenever  the  pen  is  placed  on 
paper  it  produces  a  solid  circle  of  ink 
or  color,  and  if  it  be  drawn  along  it 
makes  a  solid,  uniform  line  with  those 
porfectly  rounded  terminals  so  difficult 
to  obtain  with  other  lettering  pens  or 
drawing    instruments. 

(2)  A  reservoir  is  attached  to  each 
pen  which  holds  sufficient  ink  to  make 
several  letters  and  renders  frequent 
dipping   in  the   ink  bottle  unnecessary. 


A  lazy  store  window  is  worse  than  a 
lazy  clerk,  because  a  good,  hard-working 
store  window  will  sometimes  sell  more 
goods  in  a  day  than  the  most  energetic 
clerk. 


Suggestive  Sale  For 

the  Month  of  August 

A  merchant  holds  each  year,  during 
the  month  of  August,  what  he  calls  a 
suggestive  sale.  He  pays  a  commission 
of  from  4  to  8  per  cent.,  depending  upon 
the  kind  of  merchandise,  on  each  sale 
resulting  from  a  clerk's  suggestion  to  a 
customer.  He  leaves  it  to  the  honesty  of 
the  clerks  to  tell  him  which  sales  v.?re 
sugrfistel  by  them  and  which  were  not. 
He  says  he  can  tell  from  previous  busi- 
ness that  in  the  aggregat?  they  take  no 
advantage  of  him.  It  is  understood,  of 
course,  that  the  suggesting  of  additional 
goods  is  not  confined  to  the  month  of 
the  special  sale.  These  periods  are  long 
enough,  however,  this  proprietor  be- 
lieves, to  establish  a  habit  which  con- 
tinues in  force  throughout  the  year. 

*  *  * 

Can  you  tell  definitely  just  how  much 
hard,  cold  cash  those  show  windows  of 
yours  will  earn  you  every  day,  month, 
year?  Here's  a  test  that  will  accurately 
weigh  their  profit-making  possibilities 
for  you:  Select  goods  that  you  are  anxi- 
ous to  dispose  of — preferably  one  line. 
Make  a  price  on  them  so  that  they  are 
a  real  bargain.  Display  them  attractive- 
ly in  your  show  window  with  catchy 
cards  contrasting  the  past  and  present 
prices.  So  as  to  be  able  to  definitely 
check  returns,  do  not  advertise  these 
particular  goods  in  any  other  way.  And 
then  when  these  goods  are  sold,  figure^ 
out  the  profit  they  'made  you  at  the  bar- 
gain prices.  Divide  the  amount  by  the 
number  of  days  the  goods  were  in  the 
window,  and  the  result  will  represent 
the  earning  power  of  your  windows. 

WOOD  GOLD  LEAF  LETTERS 

James  A.  Campbell,  Goderich,  Out. — 
"Would  you  kindly  let  me  have  the  names 
of  some  firm  or  firms  who  make  wood 
gold  leaf  letters,  also  metallic  letters?" 

Answer — Both  wood  gold  leaf  and  me- 
tallic letters  can  be  procured  from  the 
Toronto  Sign  Company,  115  Bay  Street, 
Toronto,  and  from  G.  Booth  and  Son.  21 
Adelaide  Street  West,  Toronto.  If  you 
write  either  of  them  they  will  be  glad 
to  send  you  prices  and  estimates.  It 
will  be  necessary  to  tell  them  the  number 
of  letters  and  their  :>ize. 


COMPETITION— THE  MODERN  BUGABOO! 

Are  you  watching  your  competitor?  It  is  altogether  likely  that,  in  one 
way  or  another,  there  are  a  lot  of  things  he  is  learning  from  you,  and  it  is 
up  to  you  to  see  that  you  get  a  pointer  or  two  from  him. 

Maybe  if  you  step  down  the  line  and  look  at  his  windows  you  will  find 
he  has  a  new  wrinkle  in  merchandising  or  in  display  that  it  will  pay  you  to 
watch.  Perhaps  you  can  pick  up  a  suggestion  from  his  method  of  doing 
business  that  will  mean  better  business  for  your  store.  If  you  glance 
through  his  advertising  in  the  newspaper,  perhaps,  you  will  get  one  of  those 
"hunches"  that  develop  into  big  ideas,  something  that  you  can  turn  into 
money  in  your  pocket- 
That  is  the  attitude  the  progressive  merchant  is  taking  towards  his 
competitor — "bugaboo  nothing! — he's  giving  me  ideas  that  mean  bigger 
business  for  me." 
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Letter  from  an  Old  Traveler  to  a  Cub 


Dear  Andy: 

Your  mother  and  I  were  gdad  to  hear 
that  Mr.  Brown  had  decided  to  try  you 
out  on  the  road.  Though  you  weren't 
a  great  deal  of  use  at  home,  he  must 
lur  o  done  something  with  that  curly 
head  of  yours  or  he  wouldn't  be  trust- 
ing you  now  with  his  goods  and  reputa- 
tion, not  to  mention  his  bank-roll. 

Do  j on  remember  your  first  month  in 
the  city ''  How  you  come  home  down  and 
out  and  with  the  firm  conviction  that  city- 
folk  were  a  selfish  crovd  ?  There  was  only 
one  little  bit  of  happiness  in  all  that 
time,  if  you  remember,  and  you  do,  for 
you  have  many  times  told  me  of  it.  One 
of  the  travellers  had  strolled  in  (travel- 
lers do  stroll  for  some  reason  or  other) 
and  offered  you,  the  new,  clumsy  office- 


boy,  a  ticket  to  the  ball  game  for  the  fol- 
lowing Satur  lay  afternoon  Very  often 
since,  when  ycu  have  told  me  how  on  one 
or  two  occasions  you  were  able  to  do 
little  favors  for  that  fellow  and  even 
once,  I  believe,  put  him  in  line  for  a  good 
sale;  I  used  to  smile,  knowing  that  the 
psychological  moment  had  not  yet  come. 
It  is  here  at  last,  however,  and  your  old 
dad,  who,  in  his  time,  was  not  so  bad  on 
the  road,  wants  to  use  that  moment  to 
your  advantage. 

An  old  drummer  back  in  the  days 
when  getting  business  was  not  the  easy 
matter  it  is  now,  once  said  to  me:  "Watch 
the  young  ones;  they  have  got  to  grow 
up."  Write  that  down  on  the  cover  of 
your  notebook  before  you  start  on  your 
first  trip.  Probably  sixty  per  cent,  of 
the  youn^  lads  now  dusting  the  windows 


where  the  scribblers  you  sell  are  repos- 
ing, will  some  day  have  stores  of  their 
own.  Then  they  will  want  goods,  and  do 
you  think  they  will  forget  the  traveller 
who  blew  into  their  town  and  greeted 
them  as  though  they  really  were  human? 
Some  young  lad  may  be  ambitious  like 
yourself  an  1  glad  to  hear  of  a  better 
opening  in  his  line.  You  will  be  in  touch 
with  good  chances;  help  him  along. 
Probably  in  three  or  four  years  from  now 
you  will  be  staggered  by  the  size  of  the 
order  he  will  give  you. 

fhe  old  ones  have  to  die,  the  young 
ones  grow  up  surprisingly  fast  these 
days.  The  future  hope  of  Canada  is  her 
youth  and  it  is  yours  too. 

With  affectionate  and  great  expecta- 
tions, from 

Your  Old  Dad. 


On  Withdrawing  Salesmen 

Further    Discussion    of   the    Question    as    to 
Whether  Travelers  Should  Stop  When  Over- 
sold. 


ON  WITHDRAWING  SALESMEN 

Following  up  Bookseller  and  Station- 
er's article  in  the  July  issue  under  the 
heading  of  "Should  Travelers  Stop  if 
Oversold,"  it  is  interesting  to  quote  the 
following  article  on  the  same  subject 
from  "Printers'  Ink,"  being  a  reply 
to  a  request  of  Babson's  Statistical  Or- 
ganization for  information  which  might 
show  what  various  sales  organizations 
were  doing  to  keep  their  salesmen  most 
advantageously  employed  in  cases  where 
the  concern  is  oversold: 

"At  a  time  when  many  firms  are  over- 
sold and  salesmen  retained  merely  to 
promote  good  will  and  safeguard  the 
future,  their  activities  can  be  directed 
along  many  profitable  channels.  They 
can  help  to  furnish  facts  for  retail  clerks' 
manuals,  put  into  available  form  the 
most  ingenious  methods  of  displaying 
merchandise,  deliver  and  d.isplay  dealer 
helps  and  store  trims,  stage  store  de- 
monstrations, offer  suggestions  for  new 
uses  of  the  product,  give  the  financial 
man  the  human  history  of  credit  risks 
in  their  territories,  etc. 

'"Some  months  ago  Printers'  Ink  pub- 
lished an  interview  with  H.  A.  Beach, 
manager  of  the  Traveling  Den^rtment  of 
the  Victor  Talking  Machine  Co.,  entitled 
'A  Sales  Force  That  Doesn't  Solicit  Or- 
ders.' This  article  explained  that  the 
prime  requisite  of  a  Victor  salesman  is 
not  the  ability  to  sell  more  merchandise 
but  to  assist  the  retail  dealer  to  sell 
more. 

"While  trade  conditions  may  not  make 
such  a  plan  adaptable  for  every  business, 
still  present  conditions  give  the  sales- 
man leisure  which  permits  him  to  turn 
l<mts  to  a  vavietv  of  fra-le-stimu- 
latin?-  purposes.     It  not   only   helps   the 


organization  to  a  more  solid  footing  with 
its  trade,  but  gives  the  salesman  a  better 
veali-'aticn  of  the  fact  that  he  represents 
his  firm  in  every  branch  of  its  business 
activities  and  that  his  value  to  the  or- 
ganization is  not  measured  alone  by 
volume  of  sales." 

COMMUNICATION 

July   20,    1920. 
Editor   Bookseller   and    Stationer, 

Dear  Sir: — The  booksellers  have  been 
pestered  for  some  months  with  letters 
requesting  them  to  make  this  a  book 
year  and  certain  publishers  have  been 
loading  up  the  dealers  with  twenty-five 
copies  of  some  of  the  new  books  (with 
the  understanding  that  if  not  sold  they 
could  be  returned).  As  one  of  the  load- 
ed cnes  I  would  ask  the  publishers  and 
jobbers  what  they  have  done  towards 
helping  the  sale  of  their  books.  I  have 
not  yet  seen  a  criticism  or  review  in  any 
paper  on  any  of  them,  nor  have  I  found 
an  advertisement  anywhere  for  the  pub- 
lic to  know  what  is  on  the  market.  The 
public  take  little  stock  in  the  ordinary 
retail  ad.  for  books  and  at  present  they 
seem  to  prefer  buying  gasoline  to 
spending  $2.00  or  $2.25  on  books  they 
have  never  heard  of. 

I  for  one  am  going  to  place  new  books 
in  the  background  and  use  my  tables  for 
goods  that  sell  more  quickly,  unless  the 
publishers  get  some  action  on  and  spend 
a  dollar  or  two  on  reviews  and  criticisms 
to  help  the  retailers  out  in  the  selling 
question.  If  they  want  a  book  year  they 
can  have  it  by  using  printers'  ink  but 
a  very  small  return  by  depending  upon 
their  travellers  filling  up  retail  stores 
and  ietting  it  go  at  that.  Yours  truly, 
— A    Retailer. 
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P.  S. — I  would  also  like  to  point  out 
to  certain  publishers  who  neglect  adver- 
tising their  new  books  in  Bookseller  & 
Stationer,  that  every  progressive  retail- 
er orders  a  good  shipment  each  month 
from  those  who  do  advertise  in  the 
trade  paper. 

SALEM  EN'S    CONVENTION 

The  interests  of  the  travelling  sales- 
men as  viewed  by  th°ir  customers  v/ere 
passed  on  by  the  Wilson  Jones  Co.'s 
salesmen  in  annual  convention  on  July 
19,  and  the  following  days  at  the  firm's 
new  home  at  3300  Franklin  Boulevard, 
Chicago.  It  is  announced  that  as  a  result 
of  the  recommendations  of  the  travel- 
ers, influenced  by  their  customers,  the 
retailers,  many  improvements  in  office 
and  shipping-room  detail  will  be  put  into 
effect. 

This  is  a  method  of  effecting  intproved 
service  to  the  retail  trade  which  might 
well  be  brought  about  in  other  manu- 
facturing and  wholesale  houses  by  the 
traveling  salesmen  and  incidentally,  this 
should  be  accepted  as  a  tip  by  the  re- 
tailers to  bring  this  question  to  the  at- 
tention of  travellers,  every  traveller 
will  be  found  open  to  any  suggestion 
that  will  promote  the  interests  of  his 
house  by  helping  along  better  service  to 
the  trade. 

The  Wilson-Jones  salesmen  at  their 
convention  were  addressed  by  paper  mill 
and  other  manufacturing  representa- 
tives, details  of  raw  material  manufac- 
ture being  thoroughly  explained. 

An  outcome  of  the  deliberations  of 
this  convention  will  be  certain  new  items 
to  be  added  to  the  line  and  improvements 
in  some  of  the  existing  items. 


Duncan,  B.  C. — Besides  books  and  sta- 
tionery, H.  F.  Prevost  has  a  good  all- 
year-round  trade  in  toys  and  phono- 
graphs. Tourists  who  drop  in  for  post- 
cards invariably  buy  other  goods  and 
for  this  reason  Mr  T'revost  pays  special 
attention  to  his  postcard  stock. 


BOOKSELLER     AND     STATIONER 


A  Good  Specialty  Line 

Lithographed  Blanks  Are  Ready  Sellers  and 

Yield  Good  Profit  Worthy  Every  Stationer's 

Special  Efforts 


LITHOGEAPHED  blanks  which  are 
in  demand  in  various  forms,  afford 
stationers  the  opportunity  of  build- 
ing up  a  good  profitable  specialized 
trade.  To  gain  a  reputation  for  always 
carrying  in  stock  stationery  specialties 
of  this  type  is  to  help  very  materially  to 
stamp  such  a  stationery  store  as  a  pro- 
gressive and  modern  concern. 

There  are  stock  certificates  in  styles 
typical  or  symbolic  of  almost  every  con- 
ceivable industry.  There  are  manufac- 
turing, mining,  automobile,  oil,  irriga- 
tion, industrial,  farmers,  dairy,  and  a 
great  number  of  general  designs  that 
may  be  used  for  other  purposes,  and  also 
styles  with  a  maple  leaf  and  moose  upon 
them,  that  will  be  appreciated  very 
greatly  by   Canadian   organizations. 

In  many  instances  all  of  the  matter 
that  is  common  to  all  Stock  Certificates, 
is  lithographed  upon  these  styles,  -  thus, 
making  it  necessary  to  imprint  only  a 
very  small  amount  of  matter.  This 
saves  not  only  much  in  the  way  of  com- 
position, but  also  cuts  down  the  amount 
of  printed  matter  upon  the  certificates, 
and  makes  them  appear  very  similar  to 
completely  lithographed  designs.  Sta- 
tioners who  have  not  their  own  printing 
plant  can  make  arrangements  with  job 
printers  in  this  connection. 

One    leading    firm    issues    "Illustrated 


Ideas  for  Printers,"  a  very  keen  concep- 
tion of  the  use  to  which  the  Stock  certifi- 
cates and  Bordered  Blanks  can  be  put. 

In  the  U.  S.  stationers  carry  well  as- 
sorted stocks  of  forms  of  this  class  to  a 
very  decided  extent,  and  have  found  that 
it  works  admirably,  since  they  can  buy 
cheaper  when  they  order  a  large  quan- 
tity than  by  ordering  in  small  quanti- 
ties. Stationers  who  carry  a  full  stock 
of  these  forms  on  hand  are  termed  job- 
bers, and  get  the  advantages  of  jobber 
rates  from  leading  U.  S.  publishers  of 
stock  certificates.  These  jobber  custo- 
mers add  very  greatly  to  -  their  profit 
by  jobbing  or  selling  the  blanks  at  retail 
to  other  printers  and  stationers  in  their 
immediate  vficinity.  Thisi  jobber  idea 
can  be  worked  very  nicely  in  Canada 
Local  jobbers  can  give  better  service. 
For  instance,  if  the  net  trade  price  on  a 
certain  product  were  $10.00  per  thous- 
and, that  product  would  cost  the  Can- 
adian printer  over  $15.50  per  thousand 
laid  down.  The  jobber  obtains  25  per 
cent,  discount,  this  brings  the  jobbers' 
rates  down  to  $7.50,  and  makes  the  pro- 
duct cost  barely  over  $10  laid  down  in 
Canada,  a  very  decided  advantage. 

It  has  been  found  from  experience, 
in  the  United  States,  that  there  are  sev- 
ral  methods  of  working  up  a  good  stock 
certificate    business.      Many    customers 


keep  in  touch  with  the  Secretary  of 
State's  office,  and  are  advised  by  a  clerk 
in  that  office  of  the  charters  granted  to 
new  corporations.  There  are  still  others 
who  number  among  their  friends  cor- 
poration attorneys,  who  look  after  the 
stock  certificates  and  other  details  of 
organization  for  their  clients.  Others, 
of  course,  take  just  what  drifts  into 
them. 

As  far  as  blotters  are  concerned  there 
is  a  wonderful  field  for  those  stationers 
who  are  also  printers.  Some  of  the  larg- 
er firms  put  on  a  regular  blotter  cam- 
paign and  use  large  quantities  of  them. 
Others  do  a  large  volume  of  blotter 
business,  but  secure  most  of  their  orders 
from  local  retail  merchants,  butchers, 
confectioners,  grocers,  etc. 


Tips  for  Show  Cards 

WHAT  IS  YOUR  FAVORITE  SPORT? 

Whatever  It  Is 

Wo   Are  Sure  to  Have 

YOUR   FAVORITE  ACCESSORIES 

THIS  IS  HEADQUARTERS  FOR 
SPORTING  GOODS 

Come  And  Visit  With  Us 

NO  OBLIGATIONS  TO  BUY 


The  Oriental  Craze  Has  Reached  the  World  of  Toys 

Morgan's  of  Montreal  are  showing  something  quite  out  of  the  ordinary  in  the  way  of  toys,  namely,  Algerian  hand-painted 
wooden  figures,  ranging  from  mosques  and  minarets  to  Ara  bian  steeds  and  prickly  cacti.  These  toys  have  already  had 
an  extensive  sale,  and  are  recommended  as  stimulators   for    childish  imagination,  particularly  for  kindergarten  geography. 

The   colors   are  vivid,   and    absolutely   true  to  type. 
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Point  of  View  in  Summer  Toy  Trade 

To  Which  Class  Do  You  Belong— Those  Who  Show  and  Sell  Toys 
in  the  Summer  Months  or  Those  Who  Quit  and  Lose  Business? 


VISITS  were  recently  made  to  two 
large    department    stores    in    To- 
ronto to  discover  what  was  selling 
in  summer  toys. 

The  first  firm  declared  that  during 
this  season  of  the  year  the  toy  trade  was 
sc  small  that  it  was  almost  dispensed 
with,  only  one  or  two  counters  being  de- 
voted to  the  regular  stock.  The  new  toys 
for  Christmas  trade  were  not  unpacked 
as  people  were  not  interested.  The  man- 
ager of  the  toy  department  in  the  second 
firm  admitted  that,  while  summer  toy 
trade  was  a  puzzle  at  times,  he  had  never 
found  it  slack.  Playthings  had  to  be 
found  for  the  child  that  went  to  the  sea- 
side or  beach,  and  for  the  one  that  spent 
the  hot  summer  months  in  the  backyard. 
As  lie  wandered  up  and  down  aisle  after 
aisle  of  every  kind  of  toy,  he  explained, 
amid  the  noise  of  eager  children  and 
parents  that  anything  new  which  was 
placed  on  the  market  was  introduced  into 
the  department.  Boys  stood  in  wonder 
hefore  huge  battleships  and  inveigled 
their  parents  to  buy  smaller  ones.  Tiny 
Japanese  creations  of  celluloid,  really 
obtained  for  Christmas  trade,  found  a 
very  good  market  even  now.  Inspiring- 
articles  for  picnic  use  greeted  the  passer- 
by. The  manager  reminded  us  also  that 
"everv  day  is  always  someone's  birth- 
day."' 

From  the  toy  department  steps  led  to 
wonderful  jungle,  an  ordinary  hallway, 
the  wa'Is  of  which  were  covered  with 
animal  paper.  Beyond  this  and  on  the 
roof  of  the  building  was  the  playroom, 
where  probably  one  hundred  and  fifty 
children  were  entertained  while  their 
mothers  shopped.  Swings,  whirligigs, 
and  tiny  chutes  kept  the  children  happy 
under  careful  supervision  for  hoars  at 
a  time.  Sometimes  the  boy  or  girl  wan- 
ders down  to  the  toy  department  again 
and  knows  what  plaything  he  most  de- 
sires mother  to  purchase  before  going 
home 

■Tust  as  the  point  of  view  made  all  the 
diffeience  ir  the  trade  of  these  two  de- 
partment stores,  so  it  does  with  the 
small  toy  shops,  for  children  will  play 
in  summer  as  in  winter. 

A  Flying  Adventure 
A  small  toy  shop  was  recently  taken 
uver  by  a  young  man  who  had  very  little 
experience   but    a    large    amount    of   in- 
genuity. 

He  first  removed  from  the  window  the 
heterogeneous  collection  of  whatnots 
which  every  child  in  the  neighborhood 
knew  by  heart.  He  then  made  an  ex- 
cursion to  the  surrounding  country  and 
brought  back  patches  of  grass  sod, 
which  made  a  very  presentable  field  of 
his  window-floor. 

A  miniature  railroad  was  then  laid 
down  and  trains  placed  on  it.  Little  mo- 
tors stood  along  a  sandy  road,  and  here 
and  there  dolls'  houses  dotted  the  field. 


The  usual  cows  and  stray  sheep  wander- 
ed up  and  down  the  hillocks.  Above  it 
■ill  he  suspended  one  of  the  larger 'sized 
new  aeroplane  kites  at  a  cost  of  $21 

Children  came  in  scores,  and  many 
gvown-ups  stood  before  the  window  ad- 
miring the  workmanship  of  the  machine. 
The  owner  had  on  hand  smaller  kites  of 
the  same  kind  from  $1.50  up.  With  the 
boys'  interest  aroused  in  the  larger  one 
these  were  very  easily  disposed  of. 

Indian  Outfits 

The  manager  of  the  toy  department  in 
one  of  Toronto's  largest  department 
stores,  says  that  in  the  summer  months 
there  is  always  sale  for  Indian  outfits 
for  both  boys  and  girls.  These  are 
especially  favored  as  picnic  prizes  or  as 
costumes  for  childrens'  masquerades  at 
summer  resorls. 

Sample  SaUs 

Many  firms  make  it  a  regular  custom 


to  have  sales  of  their  sample  books  as 
customers  consider  that  samples  are  not 
only  the  latest  on  the  market  but  that 
the  variety  offered  in  an  added  attraction 
when  they  look  for  books,  s 

A  New  Craze 

Tf  there  is  one  plaything  with  which  a 
child  never  tires  of  it  is  something  that 
makes  a  noise,  and  when  that  noise  is 
pleasant  the  whole  family  is  delighted. 

A  popular  craze  in  this  line  is  the 
Songophone,  an  instrument  made  by 
The  Songfophone  Company,  111  Fifth 
Avenue,  New  York.  A  tune  is  hummed 
through  the  instrument  and  a  very  mu- 
sical effect  is  produced.  Several  chil- 
dren, even  tiny  tots,  can  form  a  very 
creditable  brass  band  with  the  '/arious 
instruments  made  on  the  order  of  the 
flute,  the  horn,  the  trombone,  the  cor- 
net, etc. 


Vacation  Toys  for  Kiddies 

Q  UMMER    play-time    is    not    complete    without    a    sand    pail.      Prettily 
^    decorated  sand  pails  may  be  purchased  on  Monday  at  15c. 

Buy  Baby  a  Big  Brown  Bow-wow,  Special  for  25c 

— that  runs  around  on  wheels.     Covered  with  leather  cloth  and  stuffed  with 
soft  filler.     Sale  Special,  25c. 

Children's  Reins  With  Bells,  Sale  Special  15c 

Fine  for  playing  "horse"  on  long   Summer  days.    Made  of  white   leatherette 
with  pretty  red  trimming. 

Worth  much  more  than  our  Special  Price,  15c. 


Suggestion    for    a    ''Summer   Toy    Sale"    advertisement. 


B  ASEBALL  -  AND  -  SPORT  IN  G  -  SUFPLIE  S  -  Of  •  EVERY"  KLN  D 


Ojjqoo©©' 


Here's  a  suggestion  for  a  window  display  that  would  get  the  sports- 
men  of  the  district  interested  in  what  the  stationer  has  to  offer.  A  card- 
board figure  of  a  ball  player  might  be  placed  in  the  centre  of  the  window 
or  a  large  picture  pasted  on  the  pane.  At  the  back  chest  protectors, 
gloves  and  masks,  etc.,  might  be  hung  up  and  in  the  window  catchy  ar- 
rangements could  be  made  with  a  few  balls  and  bats,  with  cards  such  as 
are  shown:  "Cheap  in  Price  But  Not  in  Quality"  and  "You  Are  Never 
'Out'  When  You  Buy  Here."  The  above  display  is  designed  particularly 
for  baseball  enthusiasts. 
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Success  in  Toy  Selling  Depends  Upon  Proper 

Store  Organization 


A  BOOKSELLER  and  Stationer  rep- 
tntative  recently  accompanied 
a  prominent  American  wholesaler 
en  a  tour  of  inspection  of  Montreal  toy 
departments,  during  which  many  items  of 
interest  were  gleaned. 

To  begin  with,  it  was  not  pleasant  to 
have  to  admit  that  most  toy  departments 
are  at  a  low  ebb  just-  now,  and  in  conse- 
quence demand  is  lower  that  at  any  other 
time.  "  But  it  appeared  to  be  so  in  gen- 
eral and  therefore  our  American  visitor 
was  led  to  express  surprise  that  the  de- 
partment stores  were  allowing  the  inter- 
est which  is  created  at  the  Christmas  sea- 
son to  die  away  to  nothing.  All  up-to- 
date  American  toy  departments,  he  said, 
were  recognized  as  integral  parts  of  a 
store,  and  every  effort  was  exerted  by  the 
buyers  to  build  up  a  year-round  trade 
based  on  the  extra  volume  of  business  at 
Christmas  time.  This  policy  was,  in 
every  case,  well  worth  the  labor  and 
thought  necessary  to  stimulate  and  in- 
crease the  required  volume  of  trade.  The 
customers  are  in  the  store,  and  therefore 
it  is  not  necessary  to  make  any  extra 
effort  to  attract  trade.  If  the  store  has 
the  goods,  the  demand  will  be  created 
naturally.  Toys  are  primarily  gifts  for 
children,  but  the  day  has  now  come  when 
toys  are  no  longer  classed  as  amusing 
trifles  to  be  discarded  a  few  weeks  after 
Christmas  when  Bobby  has  got  tired  of 
playing  with  his  train  or  his  blocks.  No, 
indeed!  Toys  are  a  scientific  develop- 
ment .in  the  education  of  the  child  and 
can,  by  judicious  adaptation  by  toy  buyers 
to  the  needs  of  a  community,  be  made 
to  rank  in  importance  with  any  of  the 
best  selling  novelty  lines  so  popular  with 
parents  or  customers  in  general.  It  is 
the  day  of  the  educational  toy  and  it  is 
a  matter  of  congratulation  that  complete 
ranges  of  all  lines  are  procurable  from 
Canadian  and  British  markets  without  re- 
sorting to  Germany.  Every  department 
store  should  reckon  on  advertising  its 
toys  as  if  they  were  a  regular  line,  not 
simply  a  special  season's  goods  and  by 
featuring  good  toys,  well  made,  varied 
price  ranges,  and  good  arrangements. 

In  the  average  store  in  the  medium 
sized  city  the  toy  department  usually 
degenerates  into  a  display  of  sporting 
goods  or  art  novelties.  The  appeal  for 
these  lines  is  so  limited  that  a  little  more 
attention  to  display  of  seasonable  goods 
in  toys  would  be  wel!  worth  while  in 
order  to  regain  an  appreciable  volume  of 
business. 

Generally  sneaking  there  are  only  two 
seasons  for  the  toy  market,  the  indoor 
and  outdoor  ones,  but  tremendous  possi- 
bilities   -ire   latent   in    the    "four-season" 


Observations  in  Montreal 

By  our  own  representative 

idea,  generally  applicable  to  other  depart- 
ments of  a  store  in  general. 

"As  the  Twig,  Etc." 

The  autumn  and  Christmas  seasons  are 
sacred  to  the  mechanical,  constructional, 
and  educational  types  of  toy,  including 
the  wooden  block  building  sets,  the  steel 
engineering  outfits,  metal  mechanical 
toys,  and  the  various  sets  of  playthings 
suitable  for  doll's  houses  or  juvenile  en- 
tertainments, such  as  imitation  dinner 
sets  and  services,  clay  modelling  sets  and 
millinery  outfits.  All  these  educational 
toys  mark  a  tremendous  advance  in  the 
trend  of  the  toy  market.  It  is  a  truism 
to  quote  the  old  proverb,  "as  the  twig  is 
bent  the  tree's  inclined,"  but  no  truer 
maxim  can  be  found  as  a  basis  for  en- 
couraging childish  hobbies  with  a  view 
to  permanent  personal  benefit.  As  a  rule, 
the  expensive  or  complicated  toy  has  far 
less  appeal  to  the  average  child  than  has 
the  simpler,  more  practical  and  usable 
one  which  can  be  subjected  to  ordinary 
usage  or  to  a  diversity  of  purposes. 

Handicraft  Toys 

There  is  no  reason  apparent  why  the 
primary  handicrafts  such  as  clay  model- 
ling, carpentry,  dolls'  clothes  and  the  var- 
ious metal  constructive  apparatus  should 
not  be  featured  extensively  for  all  the 
year  round  sales,  and  even  some  aggres- 
sive method  employed  to  make  a  special 
appeal  to  a  certain  class  or  community. 
In  localities  where  kindergartens  are  not 
common  these  toys  should  be  demon- 
strated and  featured  in  window  displays. 
This  idea  will  prove  exceptionally  u?eful 
in  early  fall  or  early  spring  and  should 
be  easily  carried  out  by  the  department 
manager,  if  he  knows  his  locality. 

Outdoor  Toys 

Again,  there  are  latent  possibilities  in 
the  spring  season  as  regards  outdoor  toys 
?nd  special  attention  to  small  details  such 
ns  marbles,  skipping  ropes,  hoops,  balls, 
swings,  gardening  tools,  kites,  and  any 
lines  suitable  for  encouraging  outdoor 
play  will  bring  surprisingly  good  results 
to  other  departments  as  well. 

Summer  Toy  Trade 
In  summer,  seaside  toys  are  by  no 
means  (he  only  seasonable  merchandise 
There  are  many  new  hand-painted  toys 
of  varied  descriptions  that  have  lately 
been  introduced,  which  would  be  ideal 
playtime  companions  for  seashore  or 
country  needs.  Take  the  new  Algerian 
handpainted  figures,  for  instance,  an  il- 
lustration of  which  is  to  be  found  else- 
where. Such  toys  as  these  will  be  very 
popular  for  use  in  sand  piles  or  in  the 
garden  when  it  is   necessary  to  stage  a 
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desert  or  a  menagerie.  The  new,  so 
called,  hardwear  toys  such  as  carts,  en- 
gines and  trucks,  should  also  sell  well  for 
summer   trade. 

The  main  thing,  it  should  be  remem- 
bered, is  to  appeal  to  the  child  first, 
directly,  if  possible,  by  means  of  displays 
of  distinctive  interest,  or  else  to  the  par- 
ent, with  emphasis  on  the  educational 
value  of  play.  Many  stores  to-day  have 
a  clerk  whose  duty  and  pleasure  it  is  to 
encourage  juvenile  customers  to  come  in 
and  play  with  or  examine  any  special 
lines  in  which  they  are  interested.  No 
better  advertisement  could  be  devised, 
and  it  enables  the  clerk  to  analyze  the 
tastes  of  his  young  customers. 

New  Wrinkles 

The  newest  wrinkle  in  supplying  the 
wants  and  needs  of  little  childien  is 
first,  to  make  the  plaything  hygienic 
and  second,  to  make  the  hygienic  things 
attractive  and  amusing.  Bright  haed 
toys  must  be  dyed  with  harmless  color, 
ings.  Whenever  possible,  only  the  best 
•  grades  of  toys  for  babies  should  be  car- 
ried m  stock  as  inferior  rubber,  poor 
dves  or  rough  wood  may  cause  more 
than   trifling   accidents. 

All  this  leads  up  to  the  statement  that 
there  is  no  one  season  nowadays  which 
can  be  considered  best  for  buying.  As 
has  been  explained,  buying  nowadays  is 
so  vared  that  each  season  has  its  own 
special  advantages.  However,  concerns 
who  intend  to  push  their  toy  business 
the  year  round  should  buy  in  moderate 
quantities  from  month  to  month,  main- 
taining sufficient  volume  in  each  individ- 
ual purchase  to  take  advantage  of  price 
concessions,  yet  keeping  close  enough  to 
actual  demand  to  be  prepared  for  any 
downward  trend  of  market  prices. 

Retailers  who  regard  the  toy  business 
as  a  purely  holiday  proposition  should 
take  precautions  to  ensure  an  early  de- 
livery. Uncertainty  prevails  in  factory 
deliveries  in  all  countries,  especially  is 
this  true  of  Englsh  goods,  for  a  late  de- 
livery spells   disaster  in  toy  lines. 

Buyers  express  satisfaction  that  Cana- 
dian-made toys  are  now  procurable  in  un- 
limited quantities,  and  also  that  English 
toys  are  becoming  more  plentiful  while 
the    price    has    not    increased. 

The  secret  of  success  in  the  Toy  De- 
partment is  the  realization  that  nothing 
else  can  so  humanize  the  character  of  the 
store,  for  its  effect  is  inevitably  human 
and  personal  rather  than  material. 
Viewed,  however,  from  a  purely  practi- 
cal standpoint,  toys  afford  a  store  a  closer 
point  of  contact  with  customers,  which 
is,  after  all,  the  consummation  devoutly 
to  be  wished. 


Sporting  Goods  for  Vacation  Time 

Increasing  Popularity  of  Annual  Vacation  and  Week-End  Trips 
Offers  Growing  Field  for  Sales  of  Many  Sporting  Lines — Some 
Suggestions  for  Displays  of  Fishing  Tackle — Encouraging  Rifle 
Shooting  Among  Younger  Boys — Schools  and  Churches  Install 
Rifle  Ranges  to  Keep  Interest  of  Young  People. 


VACATION  time,  as  a  stimulant 
to  summer  sporting  goods  sales,  is 
second  only  to  thw  arrival  ot  spring 
itself.  In  the  sale  of  the  majority  of 
sporting  goods  lines  these  two  seasons 
are  most  important,  and  while  spring  is 
over  for  this  year,  vacation  time  is  only 
now  getting  fully  under  way.  It  will 
be  a  good  idea  for  dealers  to  emphasize 
the  vacation  idea  in  advertising  and 
displays  for  the  next  two  months.  In 
showing  various  goods  the  statement 
can  be  made,  "Here  is  something  appro- 
priate for  use  during  your  vacation." 
Every  such  mention  popularizes  the 
idea  of  taking  a  vacation  and  links  up 
with  it  the  suggestion  that  some  recog- 
nized form  of  sport  be  indulged  in. 

There  are  so  many  goods  handled  un- 
der the  category  of  sporting  goods*  that 
are  made  especially  for  just  such  outings 
as  many  people  want  to  take,  that  they 
alone  are  having  a  tendency  to  cause 
more  people  to  take  time  off  from  their 
work  to  enjoy  recreation.  Week-end 
trips  have  also  come  into  vogue  during 
the  past  few  years  since  automobiles 
have  become  increasingly  popular.  This 
form  of  recreation  also  offf-rs  a  fruitful 
field  foe  dealers  in  sporting  goods  for 
many  people  in  every  city  and  town  fol- 
low the  practice  of  spending  week-end 
vacations,  some  in  the  woods  where  they 
may  fish  and  shoot,  other:;  at  resorts 
where  golf,  tennis,  baseba1),  etc.,  are  in 
order.  These  habits  call  for  more  canoes, 
tents,  cooking  kits,  outdoor  furniture, 
fishing  tackle,  automobile  accessories, 
golf,  tennis,  and  other  sporting  ac 
coutrements. 

Issues  Week-end  Resort  Guide 

Retailers  can  make  their  sporting 
goods  department  a  live  one 
during  the  summer  months  by  paying  a 
little  attention  to  customers'  require- 
ments and  seeking  means  of  giving  little 
extra  services  in   order     tc     win     their 


favor.  One  retailer  issues  week-end  re- 
sort guides  for  the  convenience  of  cus- 
tomers and  keeps  a  record  of  good  places 
to  fish,  hunt,  camp  and  canoe.  He  does, 
everything  to  encourage  people  to  get 
away  from  the  cities  and  congested  com- 
munities on  Saturday  afternoons  and 
Sundays  and  make  use  of  sporting 
goods  and  those  items  such  as  vacuum 
bottles,  cameras,  refrigerator  baskets, 
etc.,  which  are  invaluable  for  the  week- 
end trip  or  annual  vacation. 

Fishing  is  a  popular  pastime  with  a 
great  many  men  of  a  class  who  are  de- 
sirous of  having  the  best  outfit  obtain- 
able at  any  price.  For  this  reason 
fishing  tackle  and  other  accessories  are 
a  profitable  line.  As  with  all  sporting 
goods,  the  power  of  suggestion  is  im- 
portant, and,  therefore,  well  trimmed  dis- 
plays in  the  window  and  store  should  be 
made  in  season.  Articles  of  fishing 
tackle  lend  themselves  to  excellent  and 
attractive  display,  comprising  as  they 
do,  a  class  of  goods  that  are  delicate  as 
to  design  and  beautiful  in  appearance. 
An  impression  of  refinement  is  conveyed 
by  a  good  display  of  fishing  tackle. 

Anglers  Planning  Vacation 

There  are  many  splendid  fishing 
haunts  in  all  parts  of  Canada  and 
right  now  many  of  those  planning  a 
vacation  are  going  through  their  kits 
and  working  over  articles  of  tackle,  oil- 
ing reels,  varnishing  rods,  making  a  list 
of  the  lines  needed  to  supply  those  lost 
last  season.  Also  waders,  clothing  and 
other  articles,  depending  upon  the 
whims  and  fancies  of  the  individual,  will 
require  attention.  While  this  is  going 
on  the  dealer  should  be  getting  his  win- 
dows in  shape  in  order  to  attract  at- 
tention. 

A  seasonable  display  suggestion  is  to 
feature  fishing  rods,   reels,   lines,     nets, 


waders,  lures,  etc.,  in  the  window,  with  a 
map  of  the  local  community  in  the 
centre.  On  this  map  the  principal  fish- 
ing streams  and  lakes  should  be  marked 
with  small  thumb-tacks  and  a  cord  or 
ribbon  attached  and  extended  to  the 
window  marking  a  card  which  bears  the 
name  of  the  river  or  lake  and  mention- 
ing the  kind  of  fish  which  predominates 
in  that  water.  The  use  of  some  branches 
and  ferns  as  a  representation  of  some 
shady  nook,  with  a  smail  stream  of 
water  representing  the  river,  makes  a 
window  which  will  attract  much  favor- 
able attention.  In  such  a  display  the  use 
of  imitation  bark  can  be  used  freely. 
Bark  paper  is  very  convenient  and  can 
be  used  in  displays  of  almost  any  line  of 
sporting  goods,  with  good  effect. 

Another  suggestion  is  to  use  an  im 
provise  defence  with  simple  make-up,  con- 
sisting of  hanging  a  coat  and  hat  on  the 
fence  with  a  fishing  rod  resting  against 
it  and  a  fishing  basket  and  net  on  the 
ground.  This  display  should  have  a  rus- 
tic appearance  and  its  effect  lies  in  its 
simplicity.  The  boards  should  be  rough 
and  a  piece  of  imitation  grass  in  the 
foreground  will  help.  The  window  of 
fishing  tackle  should  be  confined  to  this 
line  in  order  to  make  it  most  effective. 

Army   Training    Encourages   Shooting 

The  training  in  shooting  given  young 
men  in  the  army  during  the  war  has  had 
the  result  now  of  popularizing  the  rifle 
for  sporting  purposes.  A  suggestion 
from  the  merchant  will  do  much  to  bring 
business  from  young  men  whose  ex- 
perience has  fitted  them  to  take  best  ad- 
vantage of  this  form  of  sport.  Then,  too, 
the  dealer  can  influence  the  younger  ele- 
ment in  the  community.  In  certain  sec- 
tions of  the  country  churches  and  schools 
are  becoming  centres  for  indulgence  and 
training  in  clean,  wholesome  sports 
along  with  their  respective  spiritual  and 
educational   growth. 


Wallpaper  Outlook  for  Coming  Year 

Some  of  the  New  Ideas  in  1921  Productions  of  Canadian  Makers 

— Big  Jump  in  Prices 


DO  YOU  study  the  wallpapers 
you  buy  ?  In  other  words  do 
you  stock  up  with  the  papers 
that  the  wholesaler  tells  you  will 
sell  and  let  them  speak  for  them- 
selves to  customers  who  probably  know 
nothing  at  all  about  their  valu??  Or 
do  you  know  each  roll  as  the  artist  does 
his  picture  and  the  playwright  his  char- 
acters? You  should  be  aware  of  the 
fact,  for  instance,  that  one  paper  is 
high-priced  because  much  of  the  work 
was  done  by  hand  and  that  a  copper- 
roller  was  needed  in  the  manufacture 
of  another;  also,  that  papers  often  re- 
flect the  customs  and  ideals  of  differ- 
ent  countries    at   different   times. 

A  representative  of  Bookseller  and 
Stationer  paid  a  very  interesting  visit 
recently  to  The  Empire  Wallpaper  Com- 
pany's retail  store  on  Yonge  street, 
Toronto.  There  every  paper  has  a  his- 
tory; something  different  from  the  rest 
in  the  story  of  its  manufacture,  or  in 
the  individuality  of  design.  For  ex- 
ample, this  firm  is  showing  a  Chinese 
Chippendale  paper,  a  reproduction  of  the 
work  of  an  English  artist,  the  original 
of  which  was  designed  after  the  style 
of  a  beautiful  old  Colonial  mansion 
owned  by  the  Stanwood  Mansfield 
family  in  Boston.  The  maker  of  this 
paper  is  Thomas  Strahan,  Chelsea, 
Mass.,  one  of  the  few  manufacturers  in 
America  who  has  the  facilities  for  this 
grade  of  work.  Artistic  colorings  and 
an  interesting  design  make  it  a  big 
seller. 

There  is  a  beautiful  wallpaper  of  the 
Queen  Anne  period  made  by  the  same 
people,  where  the  East  Indian  influence 
is  seen  in  the  unbroken  tree  of  life  and 
the  bird  of  Paradise.  This  has  a  white 
ground  and  is  done  in  twelve  colors. 
A  tea-room  papered  with  it  and  the 
furnishings  carried  out  along  the  same 
lines  would  be  very  effective. 

Something  that  might  easily  be  taken 
for  an  oak  wainscoting  is  a  one-color 
paper  whch  is  a  photographic  reproduc- 
tion of  actual  wood.  The  grain  of  the 
original  oak-panels  is  very  clearly  seen 
in  the  paper.  It  will  not  fade;  it  will 
wash  and  varnish.  It  comes  in  Bel- 
gian blue  and  the  natural  wood  shade. 
The  retail  price  is  one  dollar  a  roll. 

What  w<as  known  as  the  "Rheims" 
paper  was  one,  the  motif  of  which  was 
taken  from  the  stained  glass  windows 
in  the  nave  of  Rheims  Cathedral. 
Strange  to  say,  though  this  line  was 
bought  for  ecclesiastical  uses  there  is 
a  good  general  sale  for  it.. 

Then  there  is  another  English  paper 
of  the  Queen  Anne  period,  with  a  high- 
ly-polished black  ground.  This  ground- 
work is  the  result  of  three  special  pro- 


cesses and  a  polishing  which  is  done 
by  hand.  The  chemicals  used  are  said 
to  be  so  severe  on  the  system  of  the 
workers  that  they  rarely  live  beyond  the 
ace  of  forty  years.  The  floral  design  is  in 
mauve,  rose  and  green  of  the  most  deli- 
cate shades,  which  are  very  effective 
against  the  black  ground.  This  paper 
though  rather  expensive,  $3.00  a  roll, 
sells  very  well,  because  it  is  practical 
and  suited  for  many  purposes. 

There  is  a  beautiful  cameo  print  in 
blue  and  grey  blended  with  oils  by  a 
copper  roller,  an  oriental  tapestry  of 
brown  and  gold,  a  paper  of  the  "Adam" 
design,  which  resembles  a  rich  damask- 
in  fact  so  many  and  so  varied  are  the 
wallpapers  shown  that  one  leaves  the 
store  only  with  reluctance. 

Speaking  of  the  wallpaper  trade  in 
general,  it  was  learned  that  plain  and 
semi-plain  lines  are  still  very  good. 
Proof  of  this  is  seen  in  the  excellent 
sale  of  grasscloths,  especially  one  par- 
ticular fabric,  which,  with  tiny  relieving 
touches  of  green,  blue,  brown  and  red, 
is  suited  to  any  room  and  almost  any 
color  of  hanging. 

That  black  is  one  of  the  special  fav- 
orites which  Dame  Fashion  has  chosen 
to  array  her  walls  in,  for  the  coming 
season,  is  evident  from  the  large  dis- 
play of  papers  for  every  room  with  a 
ground  of  this  color. 

A  word  of  wisdom  which  inadvert- 
ently slipped  from  the  lips  of  our  guide 
during  the  visit,  was  to  the  effect  that 
customers  and  salesmen  alike  frequent- 
ly make  the  mistake  of  supposing  that 
papers  with  large  patterns  are  only  for 


large  rooms.  If  the  design  is  suffic- 
iently varied  and  net  too  set  or  conven- 
tional, papers  with  large  designs  are 
very  effective  in   small  spaces. 

There  is  probably  no  field  where  the 
bookseller  and  stationer  can  find  great- 
er profit  at  less  risk  than  in  wallpapers, 
if  lie  is  willing  to  devote  even  a  small 
part  of  his  time  to  the  study  of  them. 
Many  realize  this,  especially  a  good 
proportion  of  the  old  established  stores, 
but  there  are  stdl  some*who  are  neglect- 
ing the  wallpaper  field,  which  as  so 
rich  in  its  possibilities  for  profitable 
husiness.  far  excelling  in  this  particular 
soive  of  the  lines  which  now  occupy 
proportionately  too  much  of  the  atten- 
tion of  the  average  retailer  in  the  book 
and   stationery  business. 

Ceilings  are  still  plain  but  a  much 
better  grade  of  paper  is  now  demanded. 
Customers  that  formerly  would  not  pay 
more  than  25  cents  a  roll  now  want  $1 
ceiling  paper. 

There  is  a  great  vogue  for  black 
grounds  in  wall  paper.  It  comes  in 
many  of  the  better  papers  and  with  re- 
lieving colors  of  blue,  rose,  mulberry  or 
gold  it  is  very  effective. 

Wide  papers  sell  .best,  and  for  that 
reason  vmost  of  the  manufacturers  are 
favoring  the  30  and  36-inch  widths. 

Many  customers  iike  birds  in  wall- 
papers. Pheasants,  birds  of  paradise, 
parrots,  humming  birds,  and  attractive 
little  love  birds  are  very  popular. 

The  day  of  hideous  colors  in  cheap 
wallpapers  is  gone.  Even  25  cent  pa- 
pers come  in  good  tones.  Well  blended 
tapestries  are  sold  at  35  cents  a  roll. 


YOU  GOLFERS! 

We  can  sell  you  the  very  best 

GOLF  BALLS 


We  have  them  in  the 

MESH  MARKING 

in  27,  29  and  31   weights 


EACH. 


DOZEN. 


Suggestion   for   a  Newspaper   Advertisement   of   Supplies   for   Golfers. 
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Bag  Leathers  Still  High  Priced 

Drop  in  Hides  and  Shoe  Leathers  Does  Not  Affect  Handbags  or 

Purses — Fall  Lines  Are  Plain — Preference  for  Envelopes  in  Grays 

and  Browns — Velvets  Will  Lead  in  Fabrics. 


CERTAIN  types  of  hides  and 
leathers  have  dropped  in  price, 
but  Milady  of  Fashion  must 
prepare  to  pay  the  same  prices 
if  not  a  trifle  higher  for  her  new  Fall 
handbag,  as  she  did  for  a  smart  leather 
model   last    spring. 

"The  fact  is  that  the  materials  from 
which  handbags  are  made  —  notably 
sheep,  goat  and  seal  skins — have  not  been 
affected,  although  other  leathers  and 
cowhides  and  noticeably  shoeleathers 
have  dropped  considerably,"  stated  a 
leather  goods  maker  this  month.  "The 
materials  which  we  use  in  our  purses  and 
handbags  have  as  a  matter  of  fact,  ad- 
vanced about  20  per  cent.,  but  we  will  not 
have  to  advance  our  prices  for  the  pres- 
ent season  at  all  events,  as  we  have  a 
splendid  stock  of  leathers  to  meet  pres- 
ent requirements  on  hand." 

This  season  there  will  be  a  splendid 
demand  for  plain  lines  and  elaborate 
models,  as  well,  the  latter  always  being 
soug'ht  by  the  exclusive  trade.  The 
French  bead  bags,  which  made  their  ap- 
pearance late  in  the  spring,  will  again 
be  seen  as  this  class  of  work  is  being 
extensively  taken  up  in  the  vicinity  of 
Paris,  and  such  wonderful  color  creations 
as  the  makers  are  offering  cannot  be  re- 
sisted by  women  who  love  beautiful  nov- 
elties. These  bags  have  sold  and  will 
sell  again  for  prices  ranging  from  $20  to 
$65,  according  to  size,  quality  and  de- 
sign. The  medallions  and  fringes  on 
some  of  these  bags,  which  are  made  in 
fiat  styles  mounted  and  in  vanity  bag 
styles  or  drawn  in  on  self  cords,  are 
highly  decorative  in  color  and  design 
and  show  a  tendency  for  conventional 
and  Egyptian  motifs.  Dainty  floral  ef- 
fects are  also  very  good  while  bags  made 
of  fabrics  are  frequently  partially  cov- 
ered with  bead  appliques. 


Good  Leather  Models 

Already,  however,  the  demand  is  grow- 
ing for  plain,  good-looking  leather 
models,  especially  designed  for  the  Fall 
tailleur  or  smart  coat-dress.  The  fur 
shades  which  have  made  such  a  play  for 
the  lead  on  the  color  card  for  Fall  and 
which  are  certainly  gaining  in  favor 
almost  hourly,  have  taken  the  bag  realm 
all  for  their  own.  Practically  no  color, 
other  than  grey  and  brown — with  the 
exception  perhaps  of  a  French  blue,  a 
bluish  green  and  a  light  tan — has  dared 
enter  the  running  either  for  the  flat 
envelope  styles,  which  are  to  be  exten- 
sively seen,  or  in  the  Kodak  models, 
which  are  already  well  liked.  All  shades 
of  grey  will  be  seen  from  the  deepest 
taupe  to  palest  pearl  tints,  and  in  the 
brown  leathers  there  is  an  equally 
splendid  range  from  tete  de  negre  to 
beige. 

Bookseller  and  Stationer  saw  three 
new  versions  of  the  well-liked  Vanity  or 
Avenue  bag,  all  carrying  mirrors  and 
neat  change  purses  in  well-built  pockets. 
The  Kodaks  or  Lucille  models  are  also 
being  featured  with  slight  innovations 
such  as  a  change  in  the  style  of  clasp,  a 
new  length  of  handle  and  so  on.  These 
bags  with  their  graceful  oblong  lines  and 
straps  which  permit  them  to  be  worn 
over  the  arm  are  developed  in  greys, 
tans,  browns  and,  of  course,  in  black, 
which  is  in  demand  always. 

But  the  novelty  of  the  season  in 
leather  bags  is  seen  in  the  envelope  type. 
One  big  manufacturer  in  Toronto  is 
featuring  a  charming  style  in  which  the 
flap  fastener  is  concealed.  A  plain  top 
strap  is  shown  and  when  the  purse  is 
opened  a  hidden  bill  folder  is  revealed. 
This  model  is  particularly  smart  and  is 
designed  essentially  for  the  woman  who 


demands  something'very  chic.  Some  of 
these  envelope  models  are  developed  in 
Morocco,  others  in  pin  seal,  and  others 
still  in  the  very  effective  reed  grain 
leathers.  One  model  in  reed  grain  fea- 
tured a  stitched  facing,  two  smartly 
pointed  corners  of  which  showed  to  either 
side  of  the  top  flap  when  it  closed  down. 
This  design  gaVe  a  good  sweep  of  lines  to 
an  otherwise  plain  envelope  style  and  self 
stitching  and  a  contrasting  clasp  assist- 
ed in  giving  a  very  smart  effect. 

Practical  and  universally  smart  was  a 
very  large  envelope  model  closely  re- 
sembling a  flat  music  roll.  This  was  a 
strongly  built  model,  in  fine  black  pin 
seal  with  splendid  pockets — and  plenty 
of  them — a  bill  pocket,  and  inner  purse 
for  change.  But  withal  that  these  fea- 
tures are  new,  there  have  been  absolutely 
no  radical  innovations  introduced  by  the 
makers  this  season,  who  declare  that  the 
demand  for  good  plain  lines  keeps  them 
busy  turning  out  their  orders  without 
chancing  too  much  that  is  faddy. 

The  flat  envelope  pocket-book  styles 
are  especially  strong,  while  in  fabric 
models,  moires  and  chiffon  velvets  in  a 
variety  of  pretty  shapes  are  being  dis- 
tributed, and  of  these  latter  styles  the 
velvet  models  promise  to  lead. 

NEW  HANDBAGS 

A  shopping  bag  which  is  finding  great 
favor  for  early  fall  selling  is  the  velvet 
one.  The  Julian  Sale  Leather  Goods 
Company  are  showing  these  bags  in  sev- 
eral shades  of  chiffon  velvet.  Some  have 
handles  of  the  same  material,  others  are 
of  chain.  Silk  tassels  adorn  them  very 
effectively. 

The  same  company  is  showing  a  new 
leather  purse  called  the  "Lucille"  ^ade 
on  a  smaller  plan  and  more  easily  carried 
than  the  "kodak"  bag. 


Pin  Seal  Model 


New  Reed  Grain  Bag 


The   two    models    illustrated   above   reveal    interesting   new   lines    in    two   good  envelope  styles.     The  finger  straps   are  characteristic   of  the  best 
leather   bags   this   season,   and  tailored   effects,   such   as   these   lead.  — Courtesy    Canadian    Leather    Products,    Toronto 
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The  Stationer  and  the  Chain  Store 

High  Efficiency  in  the.  Work  of  the  Sales  Force  in  These  Stores 
Greatly   Accountable   for   Their   Success  —  What   Independent 

Retailers  Should  Do. 


FOLLOWING  up  what  has  been  pre- 
sented in  recent  issues  of  this 
paper  relative  to  chain  stores,  it  is 
interesting  to  publish  the  following  ar- 
ticle from   Dennison's  Bulletin: 

One  of  our  good  customers  in  a  let- 
ter to  us,  cites  some  of  the  many  pro- 
blems confronting  him  during  these 
times  and  in  concluding  the  letter  he 
says: 

"The  ordinary  retail  stationery  store 
outside  of  the  large  cities  does  not  satis- 
factorily distribute  the  merchandise  and 
work  the  line  as  it  should  be  worked.  Is 
a  chain  of  stationery  stores  the  solu- 
tion?" 

Many  of  the  problems  which  harass  the 
individual  retailer  in  the  small  city  at 
this  particular  time  are  shared  alike  by 
the  chain  and  the  large  city  store  and 
we  do  not  believe  that  the  independent 
small  city  retailer  is  losing  any  ground 
relatively  to  the  others. 

Nor  do  we  see  any  reason  why  the  in- 
dependent retailer  should  not  succeed  as 
well  as  the  chain  store.  In  fact  We  think 
that  the  advantage  is  in  his  favor. 

Opinions  on  the  subject  have  been  ob- 
tained from  several  business  men  and 
students  of  the  question.  We  quote 
below  several  paragraphs  of  a  letter  to 
us  from  Melvin  T.  Copeland,  Professor 
of  Marketing,  Harvard  Business  School: 

"In  trades  where  chain  stores  have 
been  most  successful,  two  primary  rea- 
sons for  success  usually  have  stood  out. 
The  first  of  these  is  a  high  average  sales 
per  salesperson.  The  second  is  a  high 
rate  of  stock-return. 

"One  chain  of  retail  grocery  stores, 
for  example,  averages  over  $30,000  a 
year  sales  per  salesperson.  The  man- 
agers of  these  stores  are  reckoned  as 
salespersons.  This  is  two  to  three  times 
the  volume  of  sales  per  salesperson  in 
the  average  independent  unit  store. 
There  are  some  independent  stores,  how- 
ever, which  are  obtaining  practically  the 
same  figures,  and  there  is  no  inherent 
reason  so  far  as  I  can  see  why  an  inde- 
pendent retailer  cannot  secure  as  heavy 
sales  per  salesperson  under  ordinary  cir- 
cumstances as  are  obtained  in  chain 
stores. 

"The  chain  store  arranges  its  stock 
that  the  salesmen  can  wait  upon  custom- 
ers with  the  fewest  steps  possible  and  so 
as  to  avoid  congestion  in  the  store.  The 
articles  which  are  in  most  demand  are 
located  on  the  shelves  or  counters  near 
where  the  salesman  usually  stand.  The 
goods  are  placed  upon  the  shelves  and 
counters,  furthermore,  in  such  system- 
atic fashion  that  the  salesmen  do  not 
have  to  spend  much  time  in  hunting  for 
articles  called  for. 


"In  the  Five  and  Ten  Cent  Stores  an 
additional  scheme  is  used  whereby,  so 
far  as  possible,  customers  select  the 
merchandise  themselves.  Articles  are 
plainly  priced  and  a  minimum  of  atten- 
tion is  required  from  the  salespersons. 
In  a  store  that  carries  widely  advertised 
goods  this  display  should  facilitate  the 
acceptance  by  customers  of  the  best 
known  brands.  By  making  it  easy  for 
customers  to  buy  what  they  want  or  are 
most  ready  to  accept,  a  stimulus  is  given 
to  a  large  volume  of  sales  per  salesper- 
son. 

"A  high  rate  of  stock-turn  is  equally 
important.  This  is  obtained  by  careful 
buying  in  such  quantities  as  the  trade  of 
the  individual  store  requires,  with  the 
avoidance  of  slow  movers  for  which  there 
is  only  an  occasional  demand.  In  placing 
an  order  it  is  worth  while  ordinarily  for 
a  merchant  to  find  out  when  he  gave  his 
last  order  for  the  article  and  in  what 
quantity.  A  little  time  spent  in  keeping 
a  record  of  this  and  in  consulting  pre- 
vious invoices  is  worth  while  as  a  check 
upon  the  slow  movers." 

The  independent  retailer  might  also 
give  some  thought  to  the  intensive  edu- 
cation of  his  clerks.  This  is  a  feature 
of  chain  store  selling  and  is  one  reason 
why  the  chain  store  is  successful. 

Possibly  in  order  to  increase  the  num- 
ber of  sales  and  thereby  increase  turn- 
over he  might  put  in  operation  some 
form   of  bonus  selling.     This  is  done  in 


many  chain  stores  and  in  department 
stores  around  the  holiday  season. 

Professor  Copeland  says  in  concluding: 

"By  working  out  such  plans  as  these 
the  unit  store  can  obtain  many  of  the 
advantages  which .  chain  stores  have. 
Furthermore  the  independent  retailer 
has  one  great  asset  which  no  chain  has 
and  that  is  the  influence  of  his  person- 
ality, with  his  personal  supervision  over 
the  operation  of  the  store  and  his  per- 
sonal contact  with  his  customers." 

The  independent  retailer  can  inject  the 
element  of  individuality  into  his  store 
arrangement — making  it  different  from 
those  of  his  competitors.  He  can  fol- 
low this  up  by  using  distinctive  station- 
ery, wrapping  paper,  twine  and  labels. 
He  can  give  special  attention  to  his  win- 
dows, putting  in  distinctive  displays  and 
changing  them  regularly  each  week.  His 
windows  will  then  soon  acquire  a  pres- 
tige and  will  become  his  best  advertising 
medium. 

The  house  organ  is  a  splendid  medium 
for  taking  the  personality  of  his  store  to 
the  home  and  office.  It  does  not  have  to 
be  elaborate.  A  simple  four  page  affair 
with  distinctive  title  and  well  thought- 
out  contents  will  do  a  lot  of  business. 

Another  and  very  important  way  in 
which  the  retailer  can  make  his  store 
talked  about  is  by  giving  unusual  service. 

As  "The  National,"  house  organ  of 
The  National  Blank  Book  Co.  says — 
"The  chain  store  may  undersell  you,  but 
it  can  never  overserve  you." 


Hints  on  Greeting  Card  Business 

Sunday  Anniversaries — The  Power  of  Advertising — Follow  the 
Example  of  the  Department  Stores  in  Shop  Arrangements — 
Elimination    of   Waste  —  Serviceable   Equipment   a   Profitable 

Investment 


"B 


ETTER  late  than  never,"  is  a 
poor  substitute  for  being  on 
time.  In  the  natural  order  of 
things  one-seventh  of  all  birthdays  and 
anniversaries  fall  on  Sundays,  and  where 
there  is  no  mail  or  messenger  delivery 
on  Sunday,  the  pleasure  of  receiving  a 
greeting  token  on  the  Saturday  would 
undoubtedly  be  greater  than  if  it  is  not 
delivered  till  the  Monday.  Which  sug- 
gests that  the  wide-awake  dealer  building 
up  his  business  on  the  idea  of  service 
should  remind  his  customers  of  the 
necessity  for  posting  greeting  cards  for 
such  occasions  on  the  Friday  or  corres- 
pondingly earlier,  according  to  distance. 

*  *         * 

Most  merchants  do  not  realize  how  it 
is  possible  to  increase  their  turnover  in 
any  particular  line  until  some  exceptional 
circumstances  arise  which  necessitates 
their  taking  exceptional  measure*  with 
this  end  in  view. 

A  small  dry  goods  dealer  in  a  moder- 
ate sized  town  placed  an  order  for  silk 
with  a  wholesale  house  a  few  years  ago, 
that  through  an  error  on  his  part  was 
exactly  ten  times  as  large  as  the  order 
he  intended  to  give.  He  was  naturally 
panic  stricken,  because  it  represented  a 
stock  ten  times  as  large  as  he  had  ever 
sold  in  any  one  season.  An  urgent  ap- 
peal brought  the  salesman  who  had  taken 
the  order,  but,  in  spite  of  the  fact  that 
this  salesman  pleaded  with  his  house  to 
let  the  merchant  ship  back  the  excess, 
the  request  was  refused.  Face  to  face 
with  the  dilemma,  this  merchant,  at  the 
suggestion  of  the  salesman,  through 
newspaper  and  circular  advertising  her- 
alded a  special  gigantic  silk  sale  to  the 
people  in  his  vicinity.  Within  three 
weeks  he  had  cleaned  up  more  than  ten 
times  the  quantity  of  silk  he  had  ever 
before  sold  in  a  whole  season,  and  was 
compelled  to  replenish  his  stock. 

This  incident  is  not  related  with  the 
idea  of  advising  every  bookseller  to  mul- 
tiply his  order  for  Christmas  and  greet- 
ing cards  by  ten,  but  it  is  a  practical 
certainty  that  unless  you  put  on  real 
sales  and  advertising  pressure  last  year, 
you  can  safely  double  your  order  this 
year,  because  with  aggressive  selling 
and  advertising  methods  you  can  easily 
do  double  the  business. 

*  *         * 

Don't  forget  the  necessity  of  advertis- 
ing and  keeping  the  people  awake  to  the 
fact  that  you  have  the  best  stock  of 
greeting  cards  in  your  town. 

A  preacher,  raising  his  eyes  from  his 
desk  in  the  midst  of  his  sermon,  was 
paralyzed  with  amazement  to  se^  his 
rude  offspring  in  the  gallery  pelting  the 


hearers  in  the  pews  below  with  horse 
chestnuts.  But  while  the  good  man  was 
preparing  a  frown  of  reproof,  the  young 
hopeful  cried  out: 

"You  tend  to  your  preaching  daddy; 
I'll  keep  'em  awake."  , 

A  live  dealer  in  one  town  has  looked  up 
the  birthdays  of  celebrated  men  for  every 
other  day  or  so  in  the  week,  using  some 
local  celebrities  when  possible.  These 
names  he  posts  in  a  conspicious  place 
three  or  four  days  ahead,  and  underneath 
says:  "Has  some  friend  or  relative  of 
yours  a  birthday  coming  to-morrow  or 
next  day?     Send  a  birthday  card." 

*  *         * 

It  is  usually  safe  to  follow  department 
store  methods  of  merchandising.  Ever 
notice  how  conveniently  they  place  all 
the  little  things  that  people  drop  into  a 
store  for.  As  a  matter  of  good  busi- 
ness the  ground  floor  is  usually  devoted 
to  displaying  the  "pick  up"  little  pur- 
chases that  everyone  wants.  Most  of 
our  readers  have  just  one  floor,  but  this 
principle  is  a  good  one  and  should  be 
followed  out  in  arranging  stock. 

You  will  find,  if  you  are  not  already 
•  doing  it,  that  you  can  double  your  Greet- 
ing Card  business  by  having  your  cards 
prominently  displayed  in  the  front  of 
your  store,  where  people  cannot  help  but 
see  them. 

One  customer  after  another  will  say, 
"Oh!  that  reminds  me  I  want  some 
greeting  cards,"  and  any  display  that  in- 
spires this  thought  is  hisrhly  profitable. 

If  you  are  not  already  doing  this,  give 
this  ideal  a  trial. 

*  *         * 

The  slogan  of  the  Greeting  Card 
Association  across  the  border,  "Scatter 
Sunshine  with  Greeting  Cards,"  is  not 
copyrighted,  nor  is  there  any  restrictions 
on  its  use. 

The  present  dav  greeting  card  is  the 
love  and  greetings  messenger  of  the 
twentieth  centurv.  It  is  a  little  thine  to 
send,  but  a  big  thine  to  be  the  recioient 
of,  because   somebody   REMEMBERED. 

The  greeting  card  idea  is  going  over 
big,  because  it  fits  the  times  and  the 
temperament  of  the  times.  It  will  go 
over  big  with  you  if  you  do  constructive 
sales  work  in  selling  the   greeting  card 

idea. 

*  *         * 

Everything  you  sell  in  your  store  is 
in  competition  with  something  that  could 
be  used  instead.  In  the  matter  of  greet- 
ing cards,  your  "outside"  competitor  is 
such  things  as  flowers,  telephoning, 
sending    a    trifle,    writing    a    letter.      A 
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word  said  at  the  right  time  will  help  to 
register  the  idea  of  sending  greeting 
cards  on  all  occasions.  It  is  a  little 
thing  but  it  is  the  sort  of  concerted 
propaganda  that  keeps   an  idea  moving. 

*  *         * 

Eliminate  waste  through  spoilage  or 
stolen  goods.  There  is  really  no  reason 
why  you  should  allow  customers  to 
handle  and  sometimes  purloin  your  greet- 
ing cards  by  having  them  lying  loose  on 
your  counter.  Further,  it  cheapens  them 
and  makes  it  difficult  for  your  customers 
to  make  a  selection,  if  your  cards  are  a 
jumbled  mess,  as  they  are  bound  to  be 
if  handled  continually.  Why  not  display 
them  under  a  glass  case?  Progressive 
dealers  are  doing  this  and  find  they  sell 
more  cards  and  realize  a  profit  on  every 
one  they  buy. 

*  *         * 

You  may  not  be  able  to  invest  money 
in  everything  that  is  offered  you  as  being 
good  for  your  business,  but  if  you  are 
reasonably  sure  that  a  new  display 
counter  will  help  you  to  do  more  busi- 
ness then  you  owe  it  to  yourself  to 
make  the  investment.  If  the  equipment 
offered  you  will  pay  for  itself  in  a  reas- 
onable time  by  reducing  your  costs,  or 
increasing  your  business,  and  pay  a 
profit  after  that,  it  is  a  wise  investment. 
It  costs  more  to  do  without  things  that 
are  essential  to  your  business,  than  it 
does  to  buy  them. 

*     *     * 

Men  are  usually  more  easily  satisfied 
than  women  in  making  greeting  card 
selections,  but  they  need  assistance  and 
will  respond  gratefully  to  your  sugges- 
tions. 

A  RARE,  GOOD  LINE 

The  private  Christmas  card  trade  suf- 
fered during  the  dark  days  of  the  war, 
says  an  English  trade  periodical.  The 
publishers,  owing  to  shortage  of  labor, 
were  not  in  a  position  to  stimulate  the 
demand,  and  many  people  who  had  been 
used  to  favour  this  exclusive  style  of 
greeting,  regarded  it  for  the  time  being 
as  an  item  upon  which  they  might  re- 
trench. 

The  situation,  however,  is  now  differ- 
ent, and  the  inherent  attractions  of  the 
private  Christmas  card  are  reasserting 
their  powerful  sway.  From  an  artistic 
point  of  view,  the  card  may  appeal 
strongly  as  the  ordinary  variety,  and  it 
has  in  addition  the  personal  touch  which 
means   so  much  among  friends. 

The  fact  that  the  private  card  is 
coming  into  its  kingdom  again,  is  of 
special  interest  to  the  retailer,  for,  with- 
out doubt,  it  constitutes  one  of  the  most 
remunerative   lines   that   he   can  handle. 


The  Retail  Clerk  Controls  Production 

The  Art  of  Knowing  How  to  Sell — The  Retail  Clerk  is  Either  a 
Blessing  or  a  Curse  to  the  Public 


SOMETIMES  a  customer  goes  into  a 
bookstore  with  a  definite  idea  that 
lie  wants  a  certain  book.  In  that 
case  he  usually  steps  up  to  the  counter 
and  the  quick-witted  clerk  serves  him 
without  much  questioning.  But  wher- 
ever books  are  displayed  in  shop  win- 
dows there  are  certain  people  attracted 
for  no  other  reason  than  that  they  are 
"books.  The  professor,  the  naturalist, 
the  small  book -worm,  and  the  love-story 
seeker,  seek  the  book  store  as  the  needle 
docs  the  magnet.  That  class  of  cus- 
tomer should  be  left  severely  alone  by 
any  clerk  who  understands  the  first 
principles  of  the  art  of  salesmanship. 
Nine  out  of  ten  of  these  people  buy,  if 
allowed  to  choose  for  themselves.  Yet 
many  of  them  are  driven  away  by  the 
unwelcome  intrusion  of  clerks  who  in- 
sist on  bothering  them  with  various 
Tiints  and  recommendations.  Let  cus- 
tomers browse.  It  is  one  of  the  penalties 
of  running  a  bookstore.  It  is  also  one  of 
its  best  salesmen. 


There  was  a  time  when  a  man  who 
seemed  unfitted  for  some  special  avoca- 
tion  because  of  lack  of  training  or  de- 
finite qualifications  found  a  place  be- 
hind a  counter  and  there  made  himself 
a  blessing  or  a  curse  to  the  world  with 
which  he  came  in  contact.  That  day  has 
passed.  Commerce  is  now  a  subject  of 
study  as  important  as  the  professions  or 
the  arts,  and  salesmanship  is  recognized 
as  one  of  the  most  complex  branches  in 
the  commercial  specialist  courses  at  our 
universities. 

The  Shop  Clerk  Controls  Production 
What  proportion  of  shop  clerks  realize 
their  importance  in  the  scheme  of  pro- 
duction? In  order  to  produce  a  certain 
article  a  large  outlay  of  money  may  be 
used,  raw  material  carried  from  a  great 
distance,  genius  may  be  needed  in  its 
manufacture  and  enterprise  in  the  stock- 
ing ox  it,  yet  it  is  the  clerk  in  the  shop 
who  decides  the  sale  of  it.  It  is  he  who 
rletorrinnes  for  the  producer  the  value  of 
his  goods  to  the  public. 


The  Art  of  Knowing  How  to  Sell 

Though  it  has  been  said  that  sales- 
men are  born,  not  made,  the  art  of  know- 
ing how  to  sell  may  be  deliberately  ac- 
quired. Since  the  duty  of  the  retail 
salesman  is  to  serve  the  public,  his 
special  study  should  be  the  public.  He 
should  learn  to  diagnose  the  taste  of  a 
customer  by  his  appearance,  the  mood 
in  which  he  is  in  by  his  expression,  and 
his  peculiarities  by  his  manner  and 
speech.  Ihen  he  should  study  his  stock; 
a  salesman  is  asked  all  manner  of  ques- 
tions regarding  the  origin,  manufacture, 
uses  and  possibilities  of  his  goods.  A 
knowledge  of  the  economic  and  industrial 
situation,  especially  in  these  days  of 
high  pricas,  is  necessary  if  a  customer  is 
to  be  persuaded  to  invest  in  nigh-priced 
goods.  Confidence  is  an  important  asset 
if  not  carried  to  the  extent  where  the 
customer  is  made  to  feel  embarrassed 
through  his  ignorance.  It  is  sometimes 
well  to  remember  that  people  like  to 
think  that  thev  think  for  themselves. 


More  Co-operation  Between 
Town  and  Country  is  Needed 

Renfrew  Mercury  Believes  that  the  Farmers' 
Co-operative  Store  with  Its  Proposed  Fifty 
Million  Dollar  Turnover  Jeopardizes  the  Liveli- 
hood of  the  Retail  Merchants  in  the  Smaller 

Towns. 

(From    The    Renfrew    Mercury) 


THE  important  event  of  the  week 
in  South  Renfrew  was  the  visit 
of  Mr.  J.  J.  Morrison,  the  secretary 
of  the  United  Farmers  of  Ontario.  Mr. 
"Morrison  is  a  m»n  of  pleasant  person- 
ality, a  nice  man  to  meet,  and  a  thorough 
democrat.  The  "Mercury"  has  devoted 
a  great  deal  of  space  to  the  U.  F.  O. 
picnics  and  particularly  to  Mr.  Morrison, 
as  we  believe  a  great  many  of  tour 
readers  are  deeply  interested  in  what 
he  had  to  say. 

Much  that  Mr.  Morrison  said  was 
admirable,  and  the  '"Mercury"  is  in  sub- 
stantial agreement  with  a  great  many  of 
his  proposals  and  arguments  looking 
towards  a  more  democratic  method  of 
parliamentary  representation.  At  the 
same  time  we  feel  that  throughout  the 
greater  portion  of  his  addresses  Mr. 
Morrison  made  the  mistake  of  assuming 
that  every  man's  hand  was  against  the 
farmer,  and  that  therefore  the  farmer's 
hand  should  be  against  every  man. 

This  is  certainly  not  the  case.  As  a 
matter  of  fact  the  working  people  of  the 
towns  and  cities  are  feeling  the  pinch  of 


conditions  fully  as  much,  if  net  more 
than  the  farmers  to-day,  and,  while  they 
may  not  feel  like  subscribing  fully  to 
the  Farmers'  platform,  they  are  willing 
to  go  a  good  part  of  the  way  with  any 
organization  that  will  curtail  the  priv- 
ileges of  the  big  interests  and  make 
living  conditions  easier  for  them.  But 
Mr.  Morrison  decries  a  People's  Party, 
yet  Hon.  Mr.  Drury,  Hon.  Mr.  Smith, 
and  other  members  of  the  Cabinet  have 
openly   advocated   it. 

We  feel  that  in  some  instances  if  Mr. 
Morrison's  arguments  were  followed  out 
to  their  logical  conclusion  it  would  not 
be  for  the  best  interests  of  the  country 
at  lar^'e.  Mr.  Morrison  deplores  the  de- 
population of  rural  Ontario,  and  yet  he 
must  realize  that  hundreds  of  young  men 
and  women  are  drawn  to  Toronto  every 
year  by  the  large  mail-order  houses  with 
their  immense  factories  and  warehouses 
employing  thousands.  Rather  than  dis- 
couraging this,  is  not  the  Farmers'  Co- 
operative store,  with  its  proposed  fifty 
million  dollar  turnover,  encouraging  it 
at  the  expense  of  the  Smaller  towns  and 
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villages  ?  Is  not  the  business  of  the  pro- 
vince becoming  centralized  in  Toronto? 
We  are  not  pressing  this  point  simply 
for  the  sake  of  argument,  but  because 
we  feeh  that  what  is  wanted  is  greater 
co-operation  between  the  town  and  the 
country,  and  not  a  desire  on  the  part  of 
one  to  succeed  at  the  expense  of  the 
other.  In  urging  the  farmers  to  send 
their  money  away  to  Toronto,  Mr.  Morri- 
son is  seriously  interfering  with  the 
business  and  jeopardizing  the  livelihood 
of  the  retail  merchants  in  the  small 
towns  that  are  a  necessity  and  con- 
venience to  the  farming  community.  If 
this  movement  to  build  up  the  city  of 
Toronto  is  encouraged,  eventually,  al- 
though perhaps  not  immediately,  towns 
like  Renfrew  will  dwindle  to  mere  vil- 
lages or  cross-roads,  a  condition  which 
we  feel  no  farmer  is  anxious  to  see 
brought  about. 

It  is  not  desirable  at  this  time  to  en- 
ter into  a  lengthy  discussion  of  Mr.  Mor- 
rison's addresses.  At  the  same  time  we 
could  not  help  feeling  that  they  were 
very  largely  a  class  appeal,  and  not  as 
broad  as  we  had  hoped  they  would  be. 
We  all  realize  that  agriculture  is  the 
basic  industry  of  the  country  and  every 
man  is  glad  to  see  it  prosper,  yet  is  any 
lasting  good  going  to  come  to  the  coun- 
try bv  setting  up  rural  against  urban 
communities,  and  sowing  seeds  of  dis- 
trust of  one  another  among  the  people? 
It  is  a  mistake  to  take  too  seriously  the 
jokes  and  jibes  of  the  writers  in  the  city 
press  about  the  hayseeds  and  other 
things.  They  are  often  said  in  jest  and 
Continued   on  page   57 


HISTORY  OF  R.  N.  W.  M.  P. 

A  Western  author  and  Bookseller  and 
Stationer  happened  to  be  visitors  at  the 
Musson  Book  Co.'s  offices  at  the  same 
time  one  day  last  month  and  a  guess  was 
made  before  introduction  that  the 
man  from  the  West  was  a  soldier,  but  he 
turned  out  to  be  a  man  of  the  cloth;  none 
other  than  Rev.  R.  G.  McBeth  of  Van- 
couver,  where  he  ha?,  the  care  of  one  of 
the  most  important  Presbyterian  con- 
gregations. The  military  guess  was  not 
so  far  wrong  however,  because  Mr.  Mc- 
Beth, in  relating  some  of  his  experiences 
in  the  West,  told  of  his  participation  with 
the  Dominion  forces  in  the  second  Riel 
rebellion  in  1885,  this  being  only  one  erf  a 
number  of  strenuous  adventures  that 
have  marked  his  life  in  his  native  West, 
Winnipeg  being  his  birthplace. 

Mr.  McBeth  is  setting  a  good  example 
to  these  people  who  have  been  in  a  quan- 
dary as  to  how  to  spend  their  summer 
hi  lidays.  He  is  occupying  his  time  during 
his  vacation  by  collecting  material  for  a 
history  of  the  Royal  North- West  Mount- 
ed Police,  which  he  is  writing.  Just  be- 
fore coming  to  Toronto  he  had  spent  some 
time  delving  into  the  archives  in  the  Do- 
minion Archivist's  department  at  Ottawa, 
getting  additional  data,  supplementing 
that  which  he  had  already  gathered,  much 
of  it  drawn  from  first-hand  relationship 
with  this  romantic  Western  force  and 
from  his  close  acquaintanceship  during  a 
long  course  of  years  with  officials  and 
men  of  the  rank  and  file  of  the 
R.N.W.M.P. 

Those  fortunate  enough  to  have  read 
his  other  books,  notably  "The  Romance  of 
Western  Canada,"  will  look  forward  with 
eager  anticipation  to  the  coming  of  this 
new  volume,  knowing  that  it  will  be  redo- 
lent of  the  romantic  and  almost  boundless 
territory  which  has  witnessed  the  activ- 
ities of  the  Royal  North- West  Mounted 
Police. 

This  force  has  much  in  common  with 
that  other  great  organization  with  the 
West  as  its  habitat,  the  Hudson's  Bay 
Company,  which  in  the  spring  of  this 
year,  celebrated  at  its  numerous  posts 
the  250th  anniversary  of  its  organization 
by  that  glorious  company  of  adventurers, 
to  whom,  along  with  their  successors,  the 
whole  Empire  are  indebted  for  the  major 
portion  of  the  territory  included  within 
the  bounds  of  the  Dominion  of  Canada. 


DREAMS   THAT   CAME  TRUE 

Why  Harold  MacGrath  sometimes 
dips  his  quill  in  rainbows  instead  of 
sober  ink  he  explains  by  recalling  his  own 
rich  background  of  experiences  which, 
though  actual,  seem  like  the  realization 
of  the  little  boy's  wishes  in  the  fairy 
tale. 

"I  have  had  some  of  my  boyhood 
dreams  come  true,"  says  Mr.  MacGrath. 
"I  have  ridden  elephants  through  jun- 
gles. I  have  seen  prowling  tigers  on  the 
station  platforms  at  night — from  the 
safety  of  my  car  window!  Once  my 
wife  wanted  to  bring  home  a  baby  ele- 
phant that  was  for  sale  at  Prome  in  Bur- 
ma. But  I  argued  her  out  of  it,  with  hay 
at  twenty  dollars  the  ton.  I  have  found 
cobras  on  the  cement  floor  of  my  shower 
bath  in  Mandalay.  Not  being  a  duly  ac- 
credited amateur,  I  can't  claim  the  stand- 
ing high  jump.  I  have  been  rpbbed  by 
guides  and  monkeys  and  ringed-neck 
crows  and  hotel-keepers.  I  have  been 
stranded  in  Egypt  and  Japan.  But  oh,  I 
have  seen  things." 


BEST  SELLING    BOOKS    IN    CANADA 
Fiction 

Kindred   of  the   Dust.      Kyne    122 

The  Great  Impersonation.     Oppenheim  106 

Mary    Marie.       Porter     08 

The    Portygee.      Lincoln     96 

Man    of    the    Forest.      Grey    70 

Tarzan  the  Untamed.     Burroughs   ....  67 

Non-Fiction 
Economic   Consequences    of    Peace. 

Keynes      35 

Now   It   Can    Be   Told.      Gibbs 16 

We   Need   the   Business.      Austrian    .  .  10 

Boston  Cook  Book.     Farmer   8 

Skinner  Makes  it  Fashionable.     Dodge  7 

Inclusive   Verse.      Kipling    7 


KIPLING   IN  VERMONT 

Rudyard  Kipling's  new  "Letters  of 
Travel,"  remind  us  that  the  prophet  of 
England  is  linked  to  America,  especially 
New  England,  by  very  close  ties:  It  was 
in  Vermont  that  Kipling  met  his  wife 
and  there  on  a  little  farm  not  far  south 
of  Brattleboro,  where  Massachusetts, 
Vermont,  and  New  Hampshire  meet, 
that  he  built  his  first  home  and  did  some 
of  his  best  work  lying  on  a  rug  in  front 
of  a  blazing  fire  of  pine. 


BOOK  PRICE  SITUATION 

Information  that  Should  Be  Passed  on  to  the 
Public  by  Booksellers. 


FURTHER  discussion  of  present  and 
prospective  book  prices  is  most  fit- 
ting at  this  time  just  prior  to  the 
inception  cf  the  autumn  bookselling 
season.  Thomas  Allen  has  given  Book- 
seller and  Stationer  some  valuable  in- 
formation based  on  what  he  ascertained 
when  in  conference  with  the  big  Boston 
publishing  house  of  Houghton,  Mifflin  & 
Co.  He  said  that  book  prices  in  the 
U.S.  would  be  much  higher  but  for  the 
extraordinary  efforts  of  publishers  like 
Houghton,  Mifflin  &  Co.  to  keep  down 
manufacturing  costs.  The  increases  that 
are  now  going  into  effect  were  due  to: 
(1)  A  further  increase  in  the  wage  scale 
on  July  1  as  agreed  upon  some  months 
ago,  and  (2)  the  continued  increased  in 
the  cost  of  both  cloth  and  paper,  the 
demand  for  which  is  still  greater  than 
the  supply. 

The  recent  cutting  in  prices  of  other 
goods  has  undoubtedly  been  brought 
about  largely  through  a  surplus  in  cer- 
tain commodities.  The  percentage  of 
increase  in  the  retail  price  of  other 
goods  has  been  far  greater  than  in 
books,  where  no  profiteering  can  be  laid 
at  the  door  of  the  publisher.  In  the  case 
of  books,  it  is  not  only  reasonable  but 
the  necessity  of  sound  business  prin- 
ciples, that  a  normal  increase  in  prices 


must  be  made  to  cover  the  unavoidable 
advances. 

To  the  public  it  may  seem  strange 
that  this  increase  is  applied  to  old  books 
as  well  as  new.  The  facts,  however, 
doubly  justify  this  advance,  because  in 
reprinting  these  older  titles  small  edi- 
tions are  called  for,  which  always  mean 
added  expense,  and  the  overhead  charge 
which  wa'5  obviously  increased  along 
with  all  other  items  applies  equally  to 
all  titles. 

Booksellers  should  carefully  explain 
the?e  points  to  their  salespeople  so  that 
the  public  may  know  why  the  prices  of 
books  do  not  drop. 

The  present  flourishing  condition  of 
the  book  business  is  laid  on  a  firm  foun- 
dation and  is  not  due  to  unhealthy  in- 
flation. The  coming-  months  should 
prove  increasingly  prosperous,  and  the 
success  in  maintaining  the  demand  for 
good  books  at  good  prices  will  be  as- 
sured through  a  lively  and  active  cam- 
paign on  the  part  of  the  bookseller. 

As  intimated  last  month,  there  will  be 
a  bigger  demand  than  ever  for  books  for 
this  year's  Christmas  trading  because 
there  is  no  luxury  tax  on  books  as  is  the 
case  with  many  other  lines  that  have 
always  been  popular  as  gifts. 


English  Book  Trade  Situation 

Symposium  of  Comments  on  the  Retailing  of  Books  by  Leading 

English  Authors 


IN  THE  columns  of  the  English 
book  trade  weekly,  the  "Book 
Post,"  there  has  just  been 
printed  a  symposium  of  opinions 
on  the  retailing  of  books  by  leading 
English  authors.  These  comments  will 
be  equally  interesting  to  the  American 
book  trade.  The  comment  of  an  author 
may,  of  course,  be  a  prejudiced  point  of 
view,  but  at  the  same  time  it  may  con- 
tain suggestions  for  the  authors  are  con- 
stantly observing  the  conditions  of  the 
places  where  their  books  must  be  dis- 
tributed. Some  of  the  comments  are 
as  follows- 

G.  Bernard  Shaw 

Book  selling  in  this  country  is  in  need, 
not  of  reform,  but  of  creation. 

It  is  hardly  an  exaggeration  to  say 
that  there  are  no  bookshops  in  England, 
so  vast  arc  the  thickly-populated  areas 
of  which  the  statement  is  literally  true. 

I  lived  for  many  years  in  a  London 
division  containing  a  quarter  of  a  mil- 
lion inhabitants,  and  not  a  singe  book- 
shop, although  there  v/as  a  shop  at  which 
you  could  buy  nautical  instruments,  pre- 
sumably for  navigating  the  Regent's 
Canal. 

When  Messrs.  Smith  and  Son  were 
temporarily  dislodged  from  the  railway 
stations  they  set  up  bookshops,  which 
relieved  the  situation  a  little,  and  are 
still  a  boon  to  the  provinces;  but  the 
shortage  is  still  terrific;  we  have  the 
most  complete  machinery  for  producing 
cheap  books  in  batches  of  50,000,  but 
we  have  no  adequate  machinery  for  dis- 
tributing them,  and  the  production  is 
paralyzed  in  consequence 

In  France  and  Germany  the  smallest 
country  towns  possess  bookshops,  in 
which  the  most  elaborate  and' expensive 
historical,  scientific,  and  artistic  publi- 
cations are  in  the  window. 

In  much  larcer  towns  in  these  islands 
the  inhabitants  may  live  to  be  centen- 
arians without  knowing  that  such  books 
exist,  or  conceiving  the  possibility  of  a 
shop  devoted  exclusively  to  the  sale  of 
books.  Stationers  sell  Bibles  and  Prayer- 
books  and  illustrated  newspapeYs,  and 
perhaps  a  few  cheap  novels,  just  as  oil- 
shops  sell  scrubbing  brushes. 

They  will  even  order  a  book  for  a  very 
persistent  customer  and  perhaps  get  it 
for  him  in  a  fortnight  or  so.  But  that  is 
not  serious  bookselling.  The  truth  is, 
we  are  an  illiterate  nation,  and  likely  to 
remain  so  whilst  books  are  harder  to 
come  by  than  bicycles. 

J.  D.  Beresford 

My  experience  as  a  member  of  the 
book-buying  public,  as  an  author,  and 
as  literary  adviser  for  a  firm  of  pub- 
lishers, all  goes  to  convince  me  that  the 
average  bookshop  as  conducted  in  Eng- 
land is  essentially  inexpert. 

There  are  some  splendid  exceptions, 
but    the    average    booksel'er    knows    far 


less  about  books  than  the  average  pub- 
lisher's traveller. 

Nevertheless,  J  think  that  the  chief 
buyers  of  such  big  firms  as  Messrs.  W. 
H.  Smith  and  Son,  or  Boots,  know  their 
business  uncommonly  well.  Their  taste 
(as  shown  by  their  buying,  and  not  by 
their  own  reading,  if  they  ever  read  for 
pleasure?)  is,  perhaps,  the  most,  valuable 
indication  of  an  author's  probable  sales. 

Mrs.  Flora  Annie  Steel 

Anything  which  would  tend  to  improve 
the  present  appalling  taste  in  so-called 
literature  would  be  welcome,  and  the 
presence  of  education  and  enthusiasm  in 
bookshops  would  undoubtedly  help  this 
desirable  consummation. 

There  is  no  place  where  a  flapper  is 
more  out  of  place,  yet  half  the  book- 
shops I  know  are  served  by  girls  who, 
apparently,  read  nothing  but  novels. 

John  Galsworthy 

The  present  economic  conditions  seem 
to  threaten  us  with  a  standstill  in  the 
matter  of  book  production,  or  alternate- 
ly with  a  price  which  will  put  it  out 
of  the  power  of  the  public  to  buy  books 
in  anything  like  the  old  quantities. 

At  present,  authors,  publishers  and 
booksellers  seem  to  form  three  camps, 
not  too  friendly  to  each  other.  Unless 
some  closer  co-operation  can  be  devised, 
each  of  these  camps  must  suffer,  and  fhe 
life  of  "Letters"  be  grievously  handi- 
capped. 

This,  I  should  say,  is  to-day  the  most 
crucial  point  in  the  matter  of  book  sell- 
ing reform. 

John  Cournos 

There  are  few  trades  in  which  such 
a  high  grade  of  intelligence  is  required 
as  in  the  book  trade. 

I  know  two  or  three  shops  in  London 
where  the  personal  interest  of  intelli- 
gent assistants  has  resulted  in  consider- 
able sales  of  new  books  of  merit,  the 
existence  of  which  is  wholly  ignored, 
even  in  some  of  the  more  important 
shops. 

Joseph  Conrad 

Heaven  is  my  witness  that  I  don't 
know  anything  about  book  selling,  and 
very  little  indeed  about  book  buying. 

The  only  thing  I  can  say  for  myself 
i«  that  I  have  never  been  addicted  to 
book  borrowing.  We  know  what  that 
means.  I  have  noticed  that  booksellers' 
shops  display  a  mass  of  unutterable 
rubbish  in  their  windows  and  on  their 
counters 

I  should  like  to  see  a  reform  in  that 
respect,  even  at  some  personal  risk,  but 
that  I  am  afraid  is  impossible.  I  am 
afraid  that  intelligent  enthusiasm  and 
real  knowledge  of  their  business  will 
alwavs  be  as  rare  among  booksellers  as 
in  other  walks  of  life. 

From    mv    sli"h+    knowledge    of    the 
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class  I  have  acquired  the  impression  that 
nothing  but  a  shot-gun  will  reform  the 
modern  bookseller. 

Miss   M.   T.   Willcocks 

I  should  say  that  book  selling  is  the 
worst   managed   trade   in   existence. 

In  order  to  get  a  copy  of  a  book  of 
advanced  thought  one  has  to  fight  stren- 
uously. 

I  am  speaking,  of  course,  of  the  or- 
dinary bookseller  and  not  of  the  "Re- 
formers' Bookshops,"  which  are  excel- 
lent— and  are,  I  believe,  doing  a  good 
trade. 

Stephen  Graham 

I  have  always  thought  that  the  author 
owed  much  to  the  bookseler,  even  to 
the    obscure   provincial    bookseller. 

The  booksellers  know  more  about  the 
values  of  current  literature  than  do  the 
critics — because  they  are  more  in  touch 
with  readers,  and  because  they  often 
have  more  time  to  read  the  books  them- 
selves. 

On  the  other  hand,  the  bookseller  does 
need  some  protection  from  unsaleable 
books,  which  tend  in  time  to  make  his 
•shelves    stagnate. 

Miss  May  Sinclair 

Certainly  J  think  that  a  reform  is 
needed.  The  book-selling  trade  is  so  im- 
portant, so  closely  allied  to  the  review- 
er's craft  in  its  power  to  support  or 
suppress  literature,  that  it  should  not 
be  left  to  people  who  know  and  cars 
nothing  about  the  quality  of  the  wares 
they  handle.  i 

The  question  is  no  doubt  complicated 
by  "what  the  public  wants"  But  the 
public,  before  a  bookseller's  counter, 
doesn't  always  know  what  it  wants,  and 
there  is  the  chance  for  the  salesman  to 
tell  it,  as  the  honest  reviewer  would 
tell  it, "what  it  ought  to  want. 

Caradoc  Evans 

Some  folks  claim  that  the  correct 
bookseller  is  a  universal  teacher.  That 
is  very  wrong.  The  bookseller  supplies 
a  demand;  it  is  for  author  and  publisher 
to  change  the  nature  of  that  demand. 

W.   J.   Locke 

L  should  like  to  see  the  abolition  of 
the  "Jacket."  The  novel  display  now- 
adays at  a  bookshop  is  a  jazz  band 
translated  into  color.  Sense  is  confound- 
ed and  choice  impossible.  This  art  of 
disnlnv  is  the  great  thing  that  the  book- 
seller ought  to  study. 

Periodical  Notes 

The  "Argosy"  and  the  "All-Story 
Weekly,"  New  York,  have  been  combined 
and  will  be  issued  under  the  name  of 
"Argosy-All-Story  Weekly."  No  increase 
in  price  will  be  made. 
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^Selling  Points  About  Timely  Books 


A  ROMANCE  OF   1837 

A  book  of  all-round  interest  is  "The 
Forging  of  the  Pike,"  by  Anson  North. 
It  is  a  charming-  romance  of  the  days 
of  1837  with  its  setting — the  little  town 
of  Toronto  and  the  pioneer  settlements 
of  the  neighboring  counties. 

The  romance  of  Allan  and  Barry  is 
interwoven  with  events  of  the  rebellion 
and  the  figures  of  Mackenzie,  Lount  and 
other  leaders  stand  out  vividly.  Just  as 
real  are  the  characters  of  the  book — the 
schoolmaster,  burning  with  an  enthusi- 
ast's zeal  for  the  cause  of  the  pioneers, 
and  Uncle  Joe  with  his  hot-headed,  kind- 
hearted  fanaticism  on  the  side  of  the 
Loyalists. 

The  glimpses  of  great  forests,  rushing 
rivers  and  deep  green  solitudes  contrast 
with  the  social  gaieties  of  the  growing 
capital  city. 

SOME  NEW  JUVENILES 

A  story  of  high  school  life  which  com- 
bines information  as  to  the  invention 
of  printing  and  the  various  processes  in 
the  publication  of  a  paper  is  "Paul  and 
the  Printing  Press,''  by  Sara  Ware  Bas- 
sett.  A  hunting  trip  in  the  Rocky  Moun- 
tains is  described  by  Wancott  Miller  in 
•'The  Ring-Necked  Grizzly."  "The  Lost 
Dirigible,"  by  R.  II.  Barbour,  gives  a 
naval  ensign's  adventures  in  an  airship 
over  Mexico. 

WILD  AND  WOOLLY? 

If  we  believe  in  B.  M.  Bower,  author 
of  "The  Quirt,"  we  must  still  think  of  the 
West  as  a  land  of  much  excitement  and 
gun-play.  Whether  we  believe  or  not — 
we  find  this  a  most  thrilling  tale. 

CHAMBERS  IN  CHINA 

Robert  W.  Chambers  has  taken  a  new 
setting  for  his  latest  adventure  story 
and  in  "The  Slayer  of  Souls"  writes  a 
breathless  story  of  the  black  magic  of 
ancient  China  and  the  mysterious  work- 
ings of  a  vast  secret  society  whose  tent- 
acles spread  westward  to  the  United 
States.  The  heroine,  Tressa  Nome,  is 
for  years  a  captive  temple  girl  in  China. 

INSIDE  STORY  OF  THE  TURF 

An  inside  view  of  racing,  from  the 
standpoint  of  the  racehorse  himself  is 
given  by  L.  B.  Yates  in  "The  Autobio- 
graphy of  a  Racehorse,"  which  will  prove 
a  very  interesting  volume  to  lovers  of 
sport  and  of  animals. 

Some  idea  of  the  career  of  this  gallant 
old   racer   may  be    gathered  from    some 


of   his   opening   remarks:    "I    shall    soon 
celebrate  my     twenty-seventh     birthday. 

During  my  career  on  the  turf  I 

won  more  than  a  hundred  races.  I  was 
campaigned  from  Maine  to  California 
and  from  Montreal  to  Texas.  I  have 
run  races  at  all  distances  and  for  all 
amounts  from  ten  dollars  to  ten  thou- 
sand." 
MOTORS,  RACES  AND  MEN 

The  automobile  is  making  its  way 
more  and  more  into  our  life  and  natur- 
ally into  our  reading.  In  "The  Roaring 
Road,"  Byron  Morgan  weaves  some 
charming  and  exacting  stories  of  motor 
experience  with  his  leading  characters — 
the  cub,  a  daring,  curly-haired  slip  of  a 
girl;  "Bruin"  Ward,  who  made  his  Darco 
the  best  and  fastest  machine  on  the  road, 
and  Toodles,  the  irrepressible. 
JACK   LONDON 

The  eternal  fascination  of  the  sea  and 
of  sailing  men  is  in  such  works  as  "The 
Sea  Wolf,"  "The  Mutiny  of  the  Elsin- 
ore,"  "Tales  of  the  Fish  Patrol";  the 
mingled  beauty  and  horror  of  tropic  is- 
land in  "Adventure,"  "Jerry,"'  "Mich- 
ael," "South  Sea  Tales;"  the  dramatic 
intensity  of  primitive  forces  pitted 
against  human  ingenuity  and  strength 
in  "The  Scarlet  Plague,"  "The  Star  Rov- 
er," "The  Red  One,"  "Before  Adam;" 
the  finest  study  of  one  side  of  the  ani- 
mal soul  yet  written  in  "The  Call  of  the 
Wild;"  the  irresistible  urge  of  lust  for 
gold  and  adventure  in  "Burning  Day- 
light" and  other  Klondyke  tales,  and 
generous  indignation  against  social  in- 
justice in  such  studies  as  "When  God 
Laughs"  and  parts  of  "Martin  Eden" 
and  "The  Valley  of  the  Moon."  Particu- 
larly advantageous  is  London's  method 
in  the  short  story,  where  compactness 
and  dramatic  intensity  produce  a  trem- 
endous effect.  As  a  newspaper  review- 
er once  said:  "London  can  tell  a  tale — 
be  it  long  or  short.  He  has  the  merit 
of  speedy,  definite,  telling,  arriving  nar- 
rative." 

It  is  the  work  of  this  Master  Adven- 
turer that  his  publishers  have  gathered 
into  a  collected  edition,  fittingly  named 
from  that  "Valley  of  the  Moon"  where 
Jack  London  made  his  last  home — The 
SONAMA  EDITION. 
NEWFOUNDLAND 

"The  Story  of  Newfoundland,"  by 
Lord  Birkenhead,  a  volume  in  Horace 
Marshall  &  Son's  set  known  as  "The 
Story  of  the  Empire  Series,"  is  a  most 
interesting    book    of    nearly    200      pages 
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setting  forth  the  romantic  history  and 
development  of  Britain's  most  ancient 
colony.  This  is  a  second  edition  of  Lord 
Birkenhead's  work.  The  first  edition  is- 
sued a  score  of  years  ago  has  long  been 
out  of  print  and  the  author  has  respond- 
ed to  an  insistent  demand  especially  from 
Newfoundland  for  a  new  edition  brought 
up  to  date. 

THE  REVELS  OF  ORSERA 

That  the  genius  of  Sir  Ronald  Ross  is 
not  limited  to  the  worlds  of  poetry  and 
science  is  proven  by  his  new  book  "The 
Revels  of  Orsera,"  published  by  Sir 
Ronald  Ross,  London.  'This  mediaeval 
romance  is  the  story  of  Man  and  his 
"spirit  of  eternal  self,"  which  actuates 
his  life.  It  is  a  vivid  pen-picture  of  the 
struggle  of  the  human  soul  through  love 
and    hate,    superstition    and    fear. 

MRS.  BURT'S  NEW  BOOK 

A  new  novel  by  Mrs.  Katharine  Newlin 
Burt,  is  to  come  this  month.  It  is  called 
"Hidden  Creek,"  and  it  is  predicted  that 
it  will  prove  an  even  greater  success 
than  "The  Branding  Iron,"  the  author's 
first  novel.  The  story  starts  in  the  East 
but  soon  moves  West.  It  is  the  West  of 
stirring  romance  and  high  adventure. 
The  author  knows  her  chosen  field  and 
has  lived  during  much  of  her  life  on  a 
lonely  ranch. 

A  MAN'S  PASSION  FOR  A  TOWN 

Tamarisk  Town,  by  Sheila  R.  Smith, 
is  the  story  of  the  struggle  of  the 
two  conflicting  forces — a  man's  love  for 
a  woman  and  his  love  for  the  town  which 
he  has  built. 

In  the  fifties  of  the  nineteenth  century 
a  town  springs  into  being  on  the  cliff- 
bound  shores  of  Sussex  among  the  tam- 
arisk   trees. 

It  is  the  work  of  one  man's  strength 
and  vision;  but  later  a  great  passion 
comes  into  the  man's  life — the  one  woman 
in  the  world  who  is  jealous  of  the  town 
and  grows  to  hate  it. 

EDGAR  WALLACE 

Edgar  Wallace,  the  well-known  con- 
structor of  mystery  novels,  as  well  as  a 
contributor  of  short  stories  to  American 
periodicals,  is  making  his  first  visit  to 
America  since  he  became  known  as  an 
author.  His  activities  have  included  ser- 
vice in  Africa  as  a  private  soldier,  globe 
trotting  as  a  special  correspondent,  and 
the  editorial  direction  of  a  journal  of 
English   society. 


Monthly  Record  of  New  Books 

Published   by  Firms  Established  in   Canada 


COPP  CLARK  CO.,  LTD. 

Fiction 
Heartbreak   House,    George   B.    Shaw, 
cloth,  S2.50;  Noyes  Poems,  Vol.  3,  Alfred 
Noyes,    cloth,    $2.50;    The    Rapids,    Alan 
Sullivan,  cloth,  $2.00. 

Non-Fiction 

The  Canadians  in  France,  Captain 
Harwood  Steele,  M.  C,  cloth,  $5.00;  You, 
Irvin  R.  Allen,  cloth,  $3.50. 

Juvenile 

Oh!  Virginia,  Helen  S.  Griffith,  cloth, 
$1.00. 

MESSRS.  J.  M.  DENT   &   SONS,   LTD. 
Fiction 

Wunpost,  Dave  Coolidge,  cloth,  $2.50 
The  Pointing  Man,  Marjorie  Douie,  cloth, 
$2.50;  The  Burning  Glass,  Marjorie 
Bowen,  cloth,  $2.50;  Unseen  Hands, 
Robt.  C.  Chippenfield,  cloth,  $2.50;  John 
Silence,  Algerna  Blackwood,  cloth,  $3.00; 
The  Book  of  Susan,  Lee  Wilson  Dodd, 
cloth,  $2.50;  Our  Peter,  George  Woden, 
cloth,  $3.00;  The  Man  With  the  Lamp, 
Jainet  Laing,  $2.50;  Vanishing  Men, 
Richard  W.  Child,  $2.50;  The  Taming  of 
Nan,  Ethel  Holdsworth,  $2.50;  Woman 
Triumphant,  Ibanez,  $2.50;  Barry  Leroy, 
H.  C.  Bailey,  $2.25;  Lad,  a  Dog,  P.  Ter- 
hune,  $2.50;  Street  of  Adventure,  Phillip 
Gibbs,  $2.25;  Marqueray's  Duel,  Anthony 
Gibbs,  $2.25;  Her  Elephant  Man,  Pearl 
D.  Bell,  $1.75;  Silver  and  Gold,  Dane 
Coolidge.  $2.25;  Mountain,  Clement 
Wood,  $3.00;  The  Sword  of  the  Spirit, 
Zephine  Humphrey,  $3.00;  The  Young 
Physician,  F.  Brett  Young,  $3.00. 

Non-Fiction 

Food,  Fruit  and  Flowers,  by  Walter  P. 
Wright,  $2.00;  Bold  Robin  and  His  For- 
est Rangers,  Caroline  Brown,  $1.00;  Old 
World  Travel  Along  the  Rivers  of 
France  and  Italy,  Gordon  Home,  $3.00; 
Flower  Grouping  in  English,  Scotch  and 
Irish  Gardens,  Margaret  Waterfield, 
$7.50;  British  Coal  Industry,  Gilbert 
Stone,  $1.25;  Free  Trade,  J.  M.  Robert- 
son, $1.25;  The  Nursery  School,  Mar- 
garet McMillan,  $2.50;  Shakespeare  for 
Community  Players,  Roy  Mitchell,  $2.00; 
Jacopone  da  Todi,  Evelyn  Underhill, 
$5.00;  Wiliam  Blake  the  Man,  Chas. 
Gardner,  $4.00;  When  Canada  Was  New 
France,  Dr.  G.  H.  Locke,  $1.25;  Self 
Health,  Eustace  Miles,  $1.60;  From  the 
Hill  Tops,  David  Campbell,  $1.50;  Birds 
in  Town  and  Village,  W.  H.  Hudson, 
$4.00;  Adventures  Among  Birds,  $4.50; 
Villa  Elsa,  Henry  Stuart,  $2.50;  Psychical 
Science,  W.  J.  Crawford,  $3.00;  Realms 
of  the  Living  Dead,  Curtiss,  $3.00;  Youra 
for  Sleep,  W.  S.  Walsh,  M.D.,  $4.50; 
Mystery  of  Space,  Robt.  Burns,  $4.50. 
Juveniles. 

The  Chinese  Wonder  Book,  N.  H.  Pit- 
man, $2.50;  Fairy  Man,  L.  C.  Cornford, 


$2.00;  Cart  of  Many  Colors,  N.  Meikle- 
john,  $2.50;  Birds  of  the  World,  C. 
Knight,  $2.50;  Book  of  the  Zoo,  W.  S. 
Berridge,  $1.50;  Where  the  Wind  Blows, 
Katherine  Pyle,  $2.25;  Puppies  and  Kit- 
tens, Carnie  Cadby,  $1.75;  All  Aboard 
For  Wonderland,  Gertrude  Kay,  $1.50; 
The  Fairy  Who  Believed  in  Human 
Beings,  Gertrude  Kay,  $1.50;  Famous 
Pictures  of  Real  Animals,  L.  Bryant, 
$1.50. 

S.  B.  GUNDY 
Fiction 

Harriet  and  the  Piper,  Kathleen  Nor- 
ris,  cloth,     $1.90;   Breathless     Moments, 
Muriel  Hine,  cloth,  $1.90;  Paradise  Bend, 
W.  P.  White,  cloth,  $1.50. 
Non-Fiction 

New  Edition  of  Nature  Library,  $6.00 
each — American  Animals,  American 
Food  and  Game  Fishes,  The  Frog  Book, 
The  Moth  Book,  The  Tree  Book,  above 
with  color  plates  and  photographs  from 
life;  My  Unknown  Chum,  "Aquecheek", 
cloth,  $2.00;  Of  the  Imitation  of  Christ, 
the  Edith  Cavell  Edition,  cloth,  75c, 
leather,  $1.00;  Tutors  Unto  Christ,  A.  E. 
Garvie,  cloth,  $1.50;  The  Ways  of  Life, 
Stephen  Ward,  cloth,  $2.25. 

McCLELLAND  &  STEWART 
Fiction 

Belonging,  by  Olive  Wadsley,  $1.75; 
Luca  Sarto,  by  Chas.  S.  Brooks,  $2.00; 
Goggin,  by  Ernest  Oldmcadow,  $2.00; 
Affinities,  by  Mary  Roberts  Rinehart, 
$2.00;  The  Roaring  Road,  by  Byron  Mor- 
gan, $2.00;  The  Autobiography  of  a  Race 
Horse,  by  L.  B.  Yates,  $2.00;  The  Slayer 
of  Souls,  by  Robert  W.  Chambers,  $2.00; 
Responsibility,  by  James  E.  Agate,  $2.00; 
Mrs.  Craddock,  by  W.  Somerset  Maug- 
ham, $2.00;  Pink  Gods  and  Blue  Demons, 
by  Cynthia  Stockley,  $2.00;  The  Other 
Woman,  by  Norah  Davis,  $2.00;  The  Un- 
latched Door,  by  Lee  Thayer,  $2.00; 
The  Quirt,  by  B.  M.  Bower,  $2.00;  The 
Forging  of  the  Pikes,  by  Anison  North, 
$2.00;  Tamarisk  Town,  by  Sheila  Kaye- 
Smith.  $2.50. 

Non-Fiction 

Germany's  High  Seas  Fleet  in  the 
World  War,  by  Admiral  Scheer,  $7.50; 
Mountain  Memories,  by  Sir  Martin  Con- 
way, $7.50;  With  the  Die-Hards  in  Siber- 
ia, $3.50;  The  High  Road  to  Health,  by 
James  E.  Kelly,  $2.00;  Modern  Auction, 
by  Grace  Montgomery,  $1.50. 
Juvenile 

Paul  and  the  Printing  Press,  by  Sara 
Ware  Bassett,  $2.00;  The  Ring-Necked 
Grizzly,  by  Warren  H.  Miller,  $2.00; 
Dick  Arnold  of  Ranton  College,  by  Earl 
Reid  Silvers;  The  Lost  Dirigible,  by  R. 
H.  Barbour,  $2.00. 
THE  MUSSON  BOOK  CO.,  LIMITED 
Fiction 

Every     Man     For     Himself,     Hopkins 
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IV'  ooi  house,  cloth,  $1.75;  Bob  Edwards' 
Summer  Annual,  R.  C.  Edwards,  paper, 
60c;  What's  the  World  Coming  To'.'  by 
Rupert  Hughes,  cloth,  $2.00;  Pierre  and 
Joseph,  Rene  Bazin,  cloth.  $2.00;  The 
Blood-red  Dawn,  Chas.  Caldwell  Dobie, 
cloth,  $2.00;  Efficiency  Edgar,  Clarenae 
B.  Kelland.  cloth.  $1.50. 

Non-Fiction 
The  Psychology  of  Bolshevism,  John 
Spargo,  cloth,  $2.00;  Russia  As  An 
American  Problem,  John  Spargo,  cloth, 
$:j.00;  The  Inside  Story  of  the  Peace  Con- 
ference, Dr.  Edward  J.  Dillon,  cloth, 
$3.50;  Japan  Real  and  Imaginary,  Syd- 
ney Greenbie,  cloth,  $4.00;  Handbook  of 
Business  English.  Edward  J.  Kilduff,  M. 
A.,  cloth.  $1.50;  Our  Unseen  Guest,  An- 
onymous, cloth,  $2.50;  The  Best  of  Mark 
Twain,  Albert  Bigelow  Paine,  cloth, 
$1.75;  Primitive  Society,  Robert  H. 
Lowie,  cloth,  $3.50;  Modern  Book  of 
French  Verse,  Edited  by  Albert  Boni, 
cloth,  $2.75. 

THOS.  NELSON  &   SONS,   LTD. 
Fiction 

Greenmantle,  John  Buchan,  cloth, 
50c;  A  Tale  of  Two  Cities,  C.  Dickens, 
limpcloth,  35c;  Rest  Harrow,  Maurice 
Hewlett,  cloth,  50c;  Fond  Adventures, 
Maurice  Hewlett,  cloth,  50c 

Non-Fiction 

The  South  African  Forces  in  France, 
John  Buchan,  cloth,  $5.00. 

Juvenile 

New  Age  History  Readers — Book  I., 
cloth,  60c;  book  II.,  cloth,  65c;  book  III., 
cloth,  70c;  book  IV..  80c 

THE  MACMILLAN  CO. 
Fiction 

Mrs.  Warren's  Daughter,  Sir  H.  John- 
son, $2.25;  The  Stranger,  A.  Bullard, 
$2.25;  Pathway  of  Adventure,  R.  Tyrell, 
$2.00;  Marion  Fear's  Summer,  M.  Ash- 
mun,  $2.00. 

Non-Fiction 

Parables  of  the  Kingdom,  Barclay  H. 
Swite,  $2.50;  Beginnings  of  Christianity, 
Jackson-Foakes,  $6.00;  The  Divinity  of 
Man,  Wells,  $2.50;  Letters  of  Travel, 
R.  Kipling,  $2.50;  Letters  of  Travel 
(Pocket  Classic),  R.  Kipling,  $2.00;  Let- 
ters of  Travel  (uniform),  R.  Kipling, 
$2.50;  More  Literary  Recreations,  Sir  E. 
Cook,  $2.50;  Community,  R.  A.  Maciver, 
$5.00;  England,  F.  Muirhead,  $5.00; 
Artists'  Sketch  Book,  Norwich,  75c; 
Goldoni  and  The  Venice  of  the  Time, 
J.  S.  Kennard,  $6.75;  American  Business 
Law,  A.  B.  Frey,  $5.00;  European 
History,  H.  E.  Marshall,  $1.50;  Expan- 
sion of  Anglo-Saxon  Nations,  H.  C. 
Barnard,  $2.50;  Merchant  Adventures, 
F.  A.  Hook,  $3.50;  Brief  History  of  the 
Great  War,  C.  J.  H.  Hayes,  $4.00;  Jewish 
View  of     Jesus,     H.   G.    Enelow,   $1.65. 


Must  Express  National  Life 

School  Text  Books  in  Present  Use  Condemned  by  the  National 

Council  of  Education. 


THE    following    statement    relative 
to  the  attitude  toward  School  Text 
Books    comes    from    the    National 
Council  on  Education: 

One  of  the  first  duties  assigned  the  new 
Council  was  to  provide  for  a  survey  of  the 
Text  Books  in  use  in  the  Dominion,  par- 
ticularly those  relating  to  the  teaching 
of  geography,  history,  and  literature.  It 
was  agreed  at  the  conference  of  1919  that 
the  question  of  text  books  had  not  receiv- 
ed the  attention  such  an  important  factor 
in  education  demanded,  that  the  supply 
was  all  too  limited  and  in  many  cases  the 
standard  and  quality  poor.  It  was  fur- 
ther contended  that  the  texts  in  general 
use  were  not  sufficiently  expressive  of 
the  national  life,  and  that  the  relation  of 
the  contents  to  character  training  and 
ethical  teaching  had  been  to  a  great  ex- 
tent lost  sight  of.  Surveys,  as  already 
intimated,  were  therefore,  agreed  upon 
and  the  necessary  expenditure  authorized 
to  enable  immediate  action  to  be  taken. 

Accordingly  the  University  of     McGill 
is  now  engaged  on  a  survey  of  text  books 
used  in  the  teaching  of  geography,  while 
the  University  of  Toronto  has  assumed 
responsibility   for   ancient    history.      Or- 
iginally   Toronto    undertook    to    survey 
both  Modern  and  Am-ient  History,  but,  as 
a  result   of   suggestions   made     by     Sir 
Robert  Falconer,  has  now  been  relieved 
of  Modern,  responsibility  for  which  has 
been  assumed  by  the  University  of  Mani- 
toba.   The  survey  in  Literature  has  been 
left   to   Queen's.      Considerable   progress 
has,  it  is   understood,  been  made   in  all 
except   the   survey    on    Modern    History, 
work   on  which  will   not  be   commenced 
until    the    Fall    of   this   year,    the    delay 
being  caused  by  the  decision  to  transfer 
this  subject  from   Toronto  to  Manitoba. 
When    all    surveys    are    completed,    the 
Council,  assisted  by  a  number  of  experts, 
will  determine  how  the  results  obtained 
can  best  be  utilized  to  meet  the  needs  of 
national    education,    particularly    in    re- 
lation  to   training   for   citizenship.     The 
findings  and  suggestions  of  the  Council 
will  then  be  prepared  for  submission  to 
the  next  conference  which  is  to  be  held 
at  Toronto  at  a  date  to  be  decided  later. 
In  the  meantime,  steps  are  being  taken 
to  form  a  library  of  school  texts  which 
are  in  use  throughout  the  English-speak- 
ing world.     Publishing   houses  of  Great 
Britain    and    the    other    Dominions    have 
been  requested  to  submit  copies  of  texts 
published  in  connection  with  the  teaching 
of  citizenship  in  addition  to  the  subjects 
already  referred   to.     A   wider  field   of 
educational  activity  will  be  sought,  and 
from   this  field   it   is   hoped     to     secure 
wider  choice  of  publication  and  greater 
variety  in   method  of  presentation. 

Only  by   comparison   with   others   can 
our  own  standard  either  of  education  or 


our  text-books  be  appraised.  Where  bet- 
ter can  be  found — and  it  can  be  found 
only  when  the  need  for  better  is  candid- 
ly admitted — our  educational  systems 
should  benefit  accordingly.  We  are  apt 
to  be  given  to  complacent  satisfaction 
in  those  things  which  we  regard  as  local. 
The  purely  "local"  attitude  towards  edu- 
cation is  to  be  deprecated.  Education 
to  be  of  real  value  must  be  born  of 
vision,  for  nothing  is  less  becoming  to  a 
so-called  educated  person  than  paroch- 
ialism and  narrowness  of  vision.  It  is 
this  circumscribed  attitude  of  mind 
which  causes  world  unrest,  for  it  breeds 
intolerance,  which  in  turn  inflames,  both 
the  individuals  and  nations,  with  what 
results  we  have  recently  seen — and  still 
see.  Our  text-books,  therefore,  must 
not  be  parochial  or  provincial — they 
must  be  strong  in  atmosphere  and  il- 
lumination of  the  national  life.  We 
are  young  and  in  the  enviable  position 
of  being  able  to  guard  against  the  mis- 
takes of  older  nations.  To  be  able  to  do 
this  we  must  first  of  all  be  able  to  re- 
cognize what  have  been  failures  and 
what  the  successes  in  others.  That  im- 
plies a  greater  knowledge  of  world  edu- 
cation; to  secure  this  knowledge  the  mind 
must  be  trained  to  think  widely,  to  be 
able  to  span  space  and  live  in  thought 
beyond  the  confines  of  one's  little  com- 
munity. 

Taste  for  Literature 

Under  the  present  system  of  author- 
ized text  books  in  general  vogue  through- 
out the  Dominion,  a  subject  becomes 
narrowed  down  to  a  mere  book  of  doubt- 
ful merit.  Literature  becomes  "book 
so-and-so"  of  a  certain  series,  and  in  this 
book  the  poor  scholar  is  drilled  until  he 
can  read  it  backwards.  At  the  end  of 
nine  months  or  so,  small  wonder  then 
that  the  very  mention  of  the  reading  les- 
son is  nauseating  to  him.  Instead  of  in- 
oculating in  the  child  a  love  of  reading 
and  literature,  everything  tends  to  make 
him  acquire  a  lasting  distaste  of  what 
should  become  one  of  his  greatest  joys 
in  life.  Literature,  the  primary  source 
of  learning — which  to  most  of  us  is  an 
after-school  product — is  thereby  effect- 
ively shut  off,  for  the  likes  and  dislikes 
of  the  classroom  remain  with  us  through- 
out life.  Another  disappointing  feature 
•  of  the  present  system  is  that  a  publish- 
er having  secured  the  necessary  author- 
ization of  a  text  book  for  a  certain  pro- 
vince, all  incentive  to  further  production 
is  eliminated,  both  by  him  and  other 
publishers.  Competition  is  thus  discour- 
aged, making  any  improvement  in  edu- 
cational publications  practically  impos- 
sible, since  unauthorized  effort  becomes 
economically  unsound  for  the  publisher. 
It  is  with  such  questions  as  these  that 
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the  Council  is  primauily  concerned  and 
will  endeavor  to  find  solutions.  Some 
of  the  needs  of  national  education  have 
been  recognized  and  agreed  upon  by  the 
provincial  delegates  at  the  Winnipeg 
Conference.  To  what  extent  these  needs 
can  be  met  has  yet  to  be  seen.  The 
task  of  the  Council  at  the  moment  bris- 
tles with  difficulties,  but  the  war  no 
doubt  stirred  the  public  to  a  recognition 
of  its  weaknesses  and  inspired  a  great 
number  of  its  members  with  a  desire  for 
something  better.  That  stirring  and  in- 
spiration should  now  make  comparative- 
ly easy  an  undertaking  which  before  the 
war  would  have  been  considered  both  un- 
important and  entirely  unnecessary,  but 
which  all  thinking  citizens  now  recognize 
as  essential  to  our  national  unity  and 
our  newly-found  national  consciousness. 

NEW  AND  FORTHCOMING 

New  books  announced  for  early  fall 
publication  include  "The  Gray  Angels," 
by  Nalbro  Bartley;  "The  Four  Just  Men," 
by  Edgar  Wallace;  "Christine  of  the 
Young  Heart,"  by  Louise  Breitenbach 
Clancy.  Four  juveniles  to  come  soon  are, 
"In  Story  Land,"  by  Ruth  Irma  Low, 
"Jim  Morse,  Gold  Hunter,"  by  J.  Allan 
Dunn,  and  George  Soper's  illustrated 
editions  of  "Alice  in  Wonderland"  and 
Kingsley's  "Heroes.'' 

FRENCH 

■"Modern  French  Composition"  for  sec- 
ondary schools  and  colleges,  a  book  by 
Phillippe  de  LaRochelle,  has  just  been 
published  by  Putnam's.  This  composi- 
tion may  be  used  in  connection  with  "A 
Modern  French  Grammar,"  by  the  same 
author,  or  independently  of  the  Grammar, 
as  desired.  The  Composition  covers  the 
first  year's  work  in  French. 


MORE      CO-OPERATION      BETWEEN 
TOWN  AND  COUNTRY  NEEDED 

Continued  from  page  52 

carry  no  weight  with  the  vast  majority 
who  know  and  appreciate  the  sterling 
worth  of  the  tillers  of  the  soil  of  this 
Dominion. 

Mr.  Morrison  is  an  earnest,  sincere 
speaker,  a  genuine  good  fellow,  and  as 
we  said  before,  we  are  in  substantial 
agreement  with  a  gi-eat  deal  that  he 
said,  but  we  feel  that  what  is  wanted 
in  this  country  is  not  a  class  movement 
of  any  kind,  but  a  peaceful  revolution  of 
a  united  common  people  that  will  wrest 
from  the  privileged  interests  some  of 
the  unfair  advantages  which  they  enjoy, 
and  give  to  us  all  a  fair  and  square  deal, 
and  equal  opportunities  in  this  land  that 
is  full  of  promise  and  which  we  all  love 
so  well. 


An  Old  Customer  is  a  Real  Friend 

Here's  a  Practical  Lesson  on  Holding  Trade  Which  It  Will  Pay 
Every  Retail  Bookseller  and  Stationer  to  Read  and  Digest 


THERE  are  some  Canadian  book- 
sellers and  stationers  who  are 
energetic  tradesmen.  They  are 
quick  to  seize  upon  new  ideas;  they  ad- 
vertise, and  rarely  lose  an  opportunity 
offered  by  the  placing  of  a  new  line  of 
goods  on  the  market  or  the  arrival  of 
n<nv  industries  or  strangers  in  the  neigh- 
borhood. Then  again  there  are  many 
who  do  not  measure  up  to  that  class  in 
any  one  of  these  particulars.  Do  you 
realize  the  importance  of  keeping  the 
trade  of  old  customers  ?  The  new  man 
whose  patronage  you  solicit  may  have 
established  connection  with  a  rival  store 
and  be  very  reluctant  about  discontinu- 
ing it,  while  the  trade  of  the  man  who 
has  come  to  you  regularly  for  a  period 
of  time  is  a  certainty  until  turned  away 
by  some  unpleasant  incident  imaginary 
or  real. 

Merchants  find  it  very  convenient  to 
classify  the  usual  drop-off  of  customers 
(in  some  cases  only  ten  per  cent,  in  a 
year  and  in  others  as  high  as  forty  per- 
cent.) among  the  casualties  that  are 
a  certainty  in  their  trade.  They  work  so 
much  the  harder  to  obtain  new  cus- 
tomers and  by  so  doing  manage  to  keep 
business  going  as  usual.  If  they  would 
make  it  a  point  to  go  out  of  their  way 
for  old  established  customers  as  they 
do  for  prospective  ones,  the  result  would 
be  a  minimum  drop-off  and  a  steady  in- 
crease  of  sales. 

There  is  Always  a  Reason 

Especially  in  the  book  and  stationery 
business,  the  loss  of  a  customer  should 
not  be  taken  as  a  matter  of  course.  The 
grocer  may  be  unfortunate  enough  to 
send  out  butter  which  is  not  as  good  as 
usual  to  his  crank  customer,  and  the 
butcher  finds  it  very  difficult  to  obtain 
a  tender  cut  for  every  one,  but  the  book- 
seller and  stationer  is  dealing  in  staple, 
goods  and  the  loss  of  every  old  customer 
may  usually  be  placed  at  the  door  of 
carelessness,  indiscretion,  or  discour- 
tesy. 

How   One    Man    Found   Out   What    Was 
Wrong 

Years  ago  a  merchant  who  ran  a  small 
bookstore  came  to  realize  what  the  keep- 
ing of  established  trade  meant  in  a  con- 
vincing way.  His  note  had  fallen  due  at 
the  bank  with  no  funds  to  meet  it.  He 
asked  for  a  renewal.  This  was  refused, 
the  reason  given  being  that,  judging 
from  the  way  his  business  had  been  pro- 
gressing for  the  period  of  time  just  pass- 
ed there  was  very  little  chance  of  his 
b"inp-  able  to  redeem  it  in  three  months. 
The  bor.kseller  woke  up.  He  went  back- 
to  his  store  and  mode  a  list  of  the  prob- 
able reasons  why  he  was  not  makine; 
c;ood.  The  principal  one,  he  was  able  to 
see,  was  his  gradual  loss  of  customers. 
He  had  the  courage  to  write  the  fol'ow- 


ing  letter  to  a  list  of  forty-eight  people, 
all  of  whom  had  at  one  time  dealt  with 
him: 

"There  was  a  time  when  I  was 
able  to  place  your  name  among 
those  of  my  regular  customers. 
This  is  not  the  case  now,  and  I  feel 
that  the  loss  is  mine.  An  old  cus- 
tomer is  a  real  friend;  one  cannot 
afford  to  lose  friends. 

"Though  I  realize  that  many  rea- 
sons may  have  been  the  cause  of 
my  losing  your  patronage  I  am  not 
able  to  tell  exactly  what  the  trouble 
was  in  your  case.  I  want  to  do 
everything  possible  to  restore  your 
goodwill,  and  I  can  see  only  one  way 
of  doing   this. 

"If  you  will  be  good  enough  to 
write  or  call  on  me  here,  I  shall  ap- 
preciate your  telling  me  exactly  why 
ytu  have  taken  your  trade  away, 
whether  it  is  because  of  lack  of 
courte?y  on  the  part  of  my  assist- 
ant?, unfair  prices,  or  the  stock  I 
carry. 

"With  kind  reeards  and  the  hone 


that  you  will  assist  me  by  calling  or 
writing  immediately, 

"Sincerely  yours, 


Nineteen  people  replied  in  some  way 
to  this  surprising  letter  To-day  that 
tradesman  has  one  of  the  most  profit- 
able bookstores  on  the  market.  He  says 
that  from  the  day  he  found  himself  on 
the  verge  of  ruin  he  never  lost  a  cus- 
tomer without  making  a  terrible  struggle 
to  bring  him  back.  Prominently  in  vi^w 
of  all  his  employees  can  be  seen  the  fol- 
lowing the  golden  rule  for  booksellers: 
"An  old  customer  is  a  real  friend." 

A   LIVELY  TALE 

Many  Canadian  writers  like  to  tell  a 
story  of  any  country  but  Canada.  They 
seem  to  forget  that  nothing  better  can 
be  offered  than  a  background  of  our  own 
country.  Not  so  Hopkins  Moorhouse, 
author  of  "Every  Man  for  Himself."  It  is 
a  yarn  punctuated  with  some  rapid-fire 
detective  work  and  a  real  romance — the 
whole  thing  put  together  with  the  skill 
of  a  Victor  Hugo. 
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Weldon  Roberts 


Rubber    Erasers 


our  incomparable 
his  patron: 


'399  Tri-Ply' 


Eraser  is  not  rendering  fullest  service  to  1 
No  other  Eraser  is  equal  to  it  in  performance. 


Weldon  Roberts  Rubber  Co.  Newark,  N.J.  U.S.A. 


The  McKinley  Edition  of  Ten  Cent  Music 


will    always    hold    first   place    as    an    Edition    of 

Standard,    Classic    and    Teaching    Music 
as    an    established    demand    for    this    line    of    Music    exists    throughout 
the    United    States    and    Canada. 

It   meets   the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has  proved   itself   to  thousands   of   dealers   to  be   the   best  foundation 
for    a    sheet    music    department. 

Write   us    for   samples 


Every   copy   of   The   McKinley   Edition   sold   means   a   profit   of  over    150 
per  cent,  to  the  dealer. 

The  McKinley  Edition   (Revised  for  Canadian  Trade)   conforms  in  every 
detail    with    Canadian   copyright   laws. 

A  great  advantage  to  the  merchant  as  a   "Trade  Bringer"   is   the   cata- 
logues    bearing    the    dealer's     imprint    which     are    supplied    with     this 
Edition.      These    catalogues    will    attract   more    customers   to    your    store 
than   any   other  medium   you  could  employ. 
and    particulars   to-day. 


McKINLEY    MUSIC    CO.      New  York  City:  145  W.  45th  Street 

Chicago  :  1501-15  East  Fifty-Fifth  St. 


The  Largest  "Exclusively  Sheet  Music  House" 
in  the  World 


CANADIAN  MADE  PLAYING  CARDS 

When  ordering  from  your  jobber  specify  our  well-known  brands : 
Good  Luck  St.  Lawrence  Golfer 

Oak  Leaf  Sports  Royal  Whist 

We  also  manufacture  playing  cards  for  advertising  purposes. 

CONSOLIDATED   LITHOGRAPHING   AND   MANUFACTURING   CO.,    LTD. 

Phone  LaSalle  393-4  284  Parthenais  St.,  Montreal,  Canada 


GETTHEBESTl  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


Magnet 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 
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Housatonic 


BOOKSELLER     AND     STATIONER 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


DESK  PADS 

Good    Merchandise — Fair    Prices 

Satisfaction     Guaranteed 

on   all    specialties 

Leather    and    Brass    Corner 

Desk    Pads 

L.  SAINBERG 

65-67  HOUSTON  ST.  NEW  YORK 

Canadian  Representative 

Standard    Distributing    Co.,    Guy    Block 

Montreal,  Que. 


DRAWING 
INK 

Abs  olutely 
waterproof,  free- 
ly flowing,  jet 
black.  Will  not 
corrode  the  pen. 
For  draughts- 
men, illustrators, 
cartoonists  and 
artists  generally. 
Made  also  in 
eleven    colors. 

F.Weber&Co. 

Est.  I8S4 
Manufacturers 
PHILADELPHIA. 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


NEW  OFFICE  DEVICES 

The  "work  classifier,"  manufactured 
by  the  Standard  Office  Equipment  Co., 
Inc.,  70-74  West  Houston  street,  New 
York,  is  a  standard  stationery  specialty 
in  an  up-to-date  improved  form. 

It  is  a  "time  and  temper"  saver.  On 
or  in  the  desk  of  the  busy  executive  it 
helps  in  assorting  and  classifying  incom- 
ing mail  into  various  subjects.  With  the 
"work  classifier"  the  business  man's 
desk  is  clean  and  stripped  for  action  at 
all  times.  There  are  no  piles  of  "stuff" 
to  be  waded  through  again  and  again. 
Each  piece  of  matter,  whether  it  is  a 
bill,  a  memorandum,  a  letter,  a  report, 
a  circular,  an  order,  or  what  not,  is 
filed  in  one  of  the  labelled  folds  of  the 
"classifier"  to  come  up  at  the  proper 
time  for  attention. 

The  pockets  or  folds  of  the  "work 
classifier"  are  constructed  so  as  to  allow 
for  quick  and  easy  insertion  and  classi- 
fication of  papers.  The  covers  are  gold 
stamped  and  inside  sheets  are  of  high- 
grade,  strong  paper.  A  special  card  or 
label  holder,  used  to  indicate  the  contents 
of  each  pocket,  is  affixecl  to  each  fold. 

Here  are  a  few  suggested  classifica- 
tions for  labeling  the  contents  of  the 
folds: 

Office  Manual;  Price  Lists;  Special 
Orders;  Finances  and  Collection;  Sales 
Data:  Incomine;  Mail;  Outgoing  Mail; 
Printing;  for  Dictation;  Data  for  Cata- 
log; Advertising  Schedules;  Immediate 
Action;  Bills  to  be  O.K.'d;  Factory  Out- 
put; Late  and  Absence  Records;  Bran- 
ches; Expenses  and  Suspense. 

These  classifications  are  written  on 
card  strips  supplied  '  gratis  with  the 
"classifier,"  and  inserted  in  the  label 
holders. 

"Work  classifiers"  come  in  paper, 
black  keratol,  imitation  Spanish  leather, 
eenuine  Spanish  leather  and  genuine 
black  seal  leather,  with  6,  10,  or  15  pock- 
ets. Thev  can  be  made  up  specially  with 
any  number  of  pockets. 

COMFO-LUX  CUSHIONS 

Office-workers  will  feel  relieved  to 
know  that  there  is  on  the  market  a  chair 
cushion  which  is  comfortable  and  is  de- 
signed to  rest  the  bottom   of  the  spine. 


Every  Season  is  Toy  Season 

Playthings  for  Children 
are  essential  at  all  seasons 
of  the  year  and  dealers 
should  not  neglect  this 
profitable  line. 
KIDDIE  PONIES,  SHOO- 
FLY  ROCKERS,  KINDER- 
GARTEN SETS,  DOLLS' 
BEDS,  ETC.,  are  all-year 
sellers. 

Write   for  catalogue. 

Order  Christmas  goods 

early. 

Toy    Woodworkers    Limited 

Minto  St.,  Winnipeg,  Man. 


RELIANCE  INK 

"The  Ink  You  Can  Rely  On" 


New 

Graceful 

Bottle 


New 
J  Attractive 
U  Label 


Reliance  Ink  Co.,   Limited 
Winnipeg,  Man. 


Your  Advertise- 
ment in  this  space 
will  give  you  a  high 
degree  of  publicity 
value  at  $5  a  month 
on  vearlv  contract. 
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DEVELOPING 

^=  and  = 

PRINTING 

Special  Contract  Rates  to  Book- 

sel'erf. Quick  Service,  Dependable 

Work 


224  Yonge  Street,  Toronto,  Ont. 


The  F-B  Loose  Leaf 
Holder 


The 


Pat.    May  13,  1913 

most     demanded     and    cheapest 


transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
£2.50  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


Manufacturers  and 
Exporters  of 

High-Grade 
Paper -Hangings 


The  Reg.  N.  Boxer  Co. ,  Limited 
Foy  Bldg.,  Toronto 


The  cushion  is  covered  with  a  good  qual- 
ity of  upholstery  material  on  both  sides, 
or  may  be  had  with  fabricated  leather 
substitute  on  one  side  and  cloth  on  the 
other  side.  Being  filled  with  hair  the 
cushion  will  retain  its  resiliency  and  will 
not  become  matted.  It  is  one  of  the  little 
things  that  put  more  joy  into  the  life 
and  enables  the  user  to  enjoy  the  last 
hours  of  the  day's  work  as  well  as  the 
first.  What  the  rubber  heel  does  for  the 
pedestrian,  the  pneumatic  tire  for  the 
motorist,  the  Gomfo-Lux  Cushion  will 
do  for  the  user. 

NEW  PAPER  PENCIL 

Every  office  worker  appreciates  a  good 
pencil,  and  in  view  of  the  scarcity  of  the 
better  quality  of  colored  pencils,  the 
Atlas  Stationery  Corporation,  52  Duane 
Street,  New  York,  has  placed  on  the 
market  its  new  Fayette  paper  pencil. 
It  is  manufactured  in  ten  different  colors 
of  lead,  red,  blue,  black,  green,  yellow, 
brown,  white,  orange,  pink  and  purple. 
The  Fayette  is  packed  one  dozen  in  a 
box,  one-half  gross  in  a  carton.  The 
labels  on  the  boxes  and  the  glass  polished 
finish  on  the  pencils  correspond  with  the 
color  of  the  lead. 

NEW  CASH  AND  BOND  BOXES 

The  Art  Steel  Company  of  313  West 
22nd  Street,  New  York,  is  a  newly  form- 
ed organization  which  is  engaged  in  the 
manufacture  of  cash  and  bond  boxes. 
Messrs.  A.  Burger  and  S.  H.  Kahn,  the 
founders  of  the  business,  have  been  for 
many  years  associated  with  firms 
making  similar  lines  and  are  therefore 
well  informed  on  the  requirements  of  the 
trade.  The  product  of  the  company  will 
be  exclusively  cash  and  bond  boxes  made 
in  all  sizes  and  styles. 

A  NEW  SPECIALTY 

There  has  just  been  perfected  the  new 
miniature  electric  lamp  bulb  (c-6),  ad- 
mirably adapted  for  garden  parties  and 
Chrstmas  tree  illumination.  It  is  far 
superior  to  anything  of  the  kind  ever 
produced.  Its  shape  is  that  of  an  elon- 
gated pear  or  cone.  The  little  bulbs, 
ruby,  blue,  green,  orange  and  frosted 
white,  are  of  particularly  good  glass,  and 
the  new  sets,  as  arranged  on  a  tree,  are 
of  surpassing  attractiveness.  A  special 
new  feature  is  that  this  nsw  outfit  is 
wired  in  multiple,  not  in  series,  so  if 
one  bulb  proves  defective  only  that  bulb 
fails  to  shine,  while  all  of  the  others  con- 
tinue to  give  the  light  expected. 


Pugh  Specialty  Co. 

LIMITED 
38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 

We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,   Cushions   and   Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising  Signs   and   Banners. 
Purses,  Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir   Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

If  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 

PLAYTHINGS 

The  American   Toy  Journal 

(18fch  year  of  pub- 
lication and  the 
largest  Toy  Maga- 
zine in  the  World. 
The  e  d  i  torial 
pages  give  all  the 
news  of  the  In- 
dustry and  there 
are  300  to  500 
wk  Business  An- 
nounccme  n  t  s  in 
every  issue. 

Subscription- -$2.00  per  year 

Foreign  $3.00 

Send  your  subscription 

NOW 

PLAYTHINGS 


118  E.  28th  Street 


NEW  YORK 


INKSTANDS 

OF    ALL     STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

»3  John  St.,  NEW  YORK  CITY,  N.  Y. 

Canadian  Jobbers  handle  our  lines. 
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The  Guarantee  of  Quality" 


ULTON 


Self-Inking 


Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


5  Stamp  Pads 

M  Manufactured  by 

4  FULTON  SPECIALTY  CO 

^    Elizabeth, 

••T▼TTTTTTT▼▼T▼T, 


New  Jersey 


The  Self-Filling 


'ILLA1ZD 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United  States   Government. 

Send  for  Illustrated  Catalog 
and   Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples    and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windso  r  Locks,   Connecticut 


HOGE'S  NEW  PENCIL 

The  Hoge  Manufacturing  Company, 
Inc.,  47  John  Street,  New  York  City, 
have  made  a  decided  improvement  in 
their  modern  silver  finish  propelling  pen- 
cil. The  center  barrel  chamber  holds 
three  leads,  a  reserve  chamber  at  the  top 
holds  eight  leads.  This  pencil  is  now  so 
constructed  that  it  can  be  filled  from 
either  the  top  or  the  point.  When  filled 
from  the  top  the  lead  is  forced  through 
by  turning  the  knob,  which  forces  the 
lead  through  without  any  further  trou- 
ble. The  feature  of  the  whole  arrange- 
ment is  the  simple  construction  so  as  to 
eliminate  additional  mechanical  construc- 
tion. 

LISTS   RECEIVED 

Tuckett  Loose  Leaf,  Ltd.,  of  Toronto, 
have  issued  a  most  creditable  new  illus- 
trated catalogue  and  price  list  compris- 
ing twenty  pages  and  cover.  The  exten- 
sive range  of  items  covered  in  this  book 
indicates  the  remarkable  growth  of  this 
company  since  its  establishment  several 
years  r.go.  Besides  the  original  loose 
leaf  binders,  fillers,  etc.,  which  constitute 
this  firm's  original  line  many  specialties 
have  been  added  each  year  until  to-day 
they  constitute  a  most  diversified  line 
for  the  stationery  store,  and  have  the  ad- 
vantage of  being  goods  that  are  in  con- 
stant and  ever-increasing  demand.  The 
growth  of  this  house  is  a  striking  indica- 
tion of  the  development  of  loose-leaf 
manufacturing  in  Canada. 


Twelve  hundred  employees  of  the 
Wilson-Jones  Loose  Leaf  Company, 
Chicago,  attended  a  picnic  at  National 
Picnic  Grove,  Riverside,  111.,,  on  July  17. 
One  hundred  and  sixty  prizes  for  athletic 
events  were  given  and  many  novelties 
such  as  balloons,  whistles  and  fans  dis- 
tributed among  the  ladies  and  children. 


The  fiftieth  birthday  anniversary  rf 
their  president,  R.  B.  Wilson,  was  the 
occasion  of  a  celebration  by  the  employ- 
ees of  the  Wilson-Junes  Lo^se  Leaf  Com- 
pany, in  Chicago,  on  July  20th.  A  com- 
plete set  of  mahogany  furniture  to  match 
the  woodwork  in  his  new  office  was  pre- 
sented to  Mr.  Wilson.  The  event  was 
noteworthy,  rot  only  for  the  tribute 
paid  the  president  who  has  been  connect- 
ed with  the  Company  for  the  past  twenty 
years,  but  because  the  same  day  marked 
the  opening  of  a  new  factory. 


HAVILAND'S 

SEMI-LIQUID  PASTE 

Pure  White 

A  splendid  adhesive  for 
use  in  office  and  home. 
A  strictly"  Canadian  pro- 
duct. All  ingredients, 
bottles,  labels,  etc.,  made 
in  Canada. 
BUY  M  ADE-IN-CANADA  GOODS 

Good  Profit  for  dealers.  Made  in  the 
following  sizes:  5  oz.  and  8  oz.  bottles  with 
adjustable  brush  and  32  oz.  (quart,)  128 
oz.   (gallon)  Jars.     Send  for  Price   List. 

A.  R.  HAVILAND  &  CO.,  Mfgrs. 

769  DUN  DAS  ST.  W.  TORONTO 


Rolon  Clip 


Merely  Start  from  the  Back  and 
ROLL  IT  ON 

The  RoLON  is  a  new  idea  in 
Steel  Binder  Clips,  and  has  been 
an  instant  success. 
Cannot  pick  up  other  papers. 
Packed  12  to  a  box,    1  gross  to  a  carton 
Cushman  &  Dennison  Mfg.  Co.,  New  York 


amm 


Inkstands 


Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 

Board  Clips 


Automatic 
Wood 
Glass 

Defiance   Mfg. 

384  B'way,  N.Y. 


Co. 
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BOOK  BUYERS'  GUIDE 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 
Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband   Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women:  — 
What  a  Young  Girl  Ought  to  Know. 
What   a    Young   Woman    Ought    to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of   45    Ought    to' 

Know. 

$1.20  Each. 


THE  RYERSON  PRESS 


Publishers 


Toronto 


KNOW  THIS? 

There  is  no  line  of  merchan- 
dise that  approaches  Periodi- 
cals when  it  comes  to 

TURNOVER 

and  it  is  that  principle  that 
spells   success   in  retailing. 

Speed  up  your  Periodical 
Sales. 

Make  Good  Displays 
Attract   New    Customers 

Wholesaler  Dealers  in  Canadian,  American 
and  English  Boofe  and  Magazines. 

American  News  Company 

Winnipeg  LIMITED  Canada 


YOUR     ADV. 

HERE 

WILL  BE 

RECEIVED  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 


Classified  Advertising 


LANGUAGES 

VUORLD-ROMIC  SYSTEM,  MASTERKEY 
to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  Weat 
47th.  New  York. 


£EAL  OPPORTUNITY 

awaits  progressive  station- 
ery man  wishing  to  go  into 
business  for  himself.  Can  ac- 
quire an  interest  up  to  $5,000 
in  growing  concern  in  one  of 
chief  cities  of  the  West.  Act 
quickly.  Write  Box  3,  Book- 
seller and  Stationer. 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  th°  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  lisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived highest  award  at  many   Expositions. 


SUCCESS  RECIPES 

1 .  Increase  your  earnings. 

2.  Decrease  unnecessary  expense. 

3.  Save  your  money. 

4.  Invest — don't   gamble. 

5.  Make  family  budget. 
(3.  Work  hard 

7.  Study  business. 
?.  Take  good  care  of  your  health. 
9.  Pay  cash  for  everything. 
10.  Increase  your  credit  balance. 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West  Toronto 


*qcyualb  ONLY  $15° 

«EA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Dr.WIHFIELD  SCOTT  HALL,  Ph.D. 

Noted  A  uthorily  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE— 

What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacher  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
New  Book  All  in  p|ain  mav^T  for  only $]#50 
Need  (o  Read    postage  10  cents  extra, 

McClelland  &  stewart 

Limited 
215  Victoria  St.,  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE  IN   THE  U.S.A. 
Grammar  Separate,  $1.00 

Grammar  with  Key    $1  2i 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 
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"GRIP" 

IS  THE   SUPREME   OFFICE 
ADHESIVE 
SEMI-FLUID,    STRONG,    CLEAN 
WRITE    US    ABOUT    THIS   PRO- 
FITABLE,   FAST-SELLING 
LINE 

RELIANCE  INK  CO.  LTD. 

WINNIPEG,  MAN. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this     paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


Your  advertisement  here 


will  be  read  by 


Booksellers  and  Stationers 


throughout  Canada. 


ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 

Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BELTS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BILL  FOLDS 

Davia  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK  BOOKS 

Boorum  &   Pease   Co.,   Brooklyn,   N.Y. 

Buntin,  Gillies  &  Co.,  Hamilton. 

The  Copp,  Clark  Co..  Toronto. 

Dawson  Ltd.,  W.  V.,  Montreal,  Toronto,  Winnipeg. 

Dominion   Blank   Book  Co..  Berthierville,  Que. 

National    Blank    Book    Co.,    Holyoke,   Mass. 

BLANK    CARDS    (Programmes,    Menus,    etc.) 

Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 

BLOTTING  PAPERS 

Eaton-Dikeman  Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CASH  REGISTSER  ROLLS 

Paper  Manufacturers   Co.,  Inc.,  526   Cherry  Street, 
Philadelphia. 

CELLULOID  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 

Can.    Manufacturing   of   Novelty,    13    Boucher   St., 
Montreal,  Que. 

CODE  BOOKS 

The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable    Directory,    17    State    St.,    New 
York,  N.Y. 

CRAYONS 

Binney  &  Smith,  New  York. 

A.    R.     MacDougall     &    Co.,    468     King     St.    West, 

Toronto. 

DIE  WIPING  PAPER 
Paper  Manufacturers  Co.,  Inc.,  526   Cherry  Street, 

Philadelphia. 

ENGRAVING   (Steel  and  Copper  Plate) 
Artistic  Stationery  Co.,   164  Berkeley  St.,  Toronto. 

ENVELOPES 

Barber-Ellis    Co.,   Toronto. 

Buntin,  Gillies  &  Co.,  Hamilton. 

Copp,  Clark   Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

ERASERS 

Menzies  &  Co.,  Ltd..  Toronto. 

Weldon   Roberts   Rubber  Co.,  Newark,  N.J. 

EYELETTING    MACHINES    AND    EYELETS 

Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd.,  Toronto. 

FANCY   f  APERS,   TISSUES   AND   BOXES 

Dennison  Manufacturing  Co.,   Boston. 
Menzies  &  Co.,  Ltd.,  Toronto. 
FILES 
Elbe  File  and  Binder  Co..  97- Reade  St.  New  York. 

FOUNTAIN  PENS 
Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 
A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 
L.  E.  Waterman.  Montreal.  Que. 

GREETING    CARD    CORDS 
Albion    Cotton    Sewing    Co. 

GREETING    CARDS,    POST    CARDS,    ETC. 
Artistic   Stationery  Co.,   164  Berkeley   St.,  Toronto. 
W.  E.  Coutts,   145  Adelaide  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 
A.   R.   MacDougall   &    Co.,   Toronto. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Valentine  &  Sons  Publishing  Co.,  Toronto. 
INKS,  MUCILAGE  AND  GUMS 
Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 
The  Carter's  Ink  Co.,  Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg,  Man. 
S.  S.  Stafford  Co.,  Toronto. 

"Glucine."     Menzies  &  Co.,  Ltd.,  439  King  St.  W., 
Toronto. 


WATERSTON'S 


"BEE" 


BRAND 


SEALING   WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


TICKET   and  CONDUC- 
TOR PUNCHES 

thr  best  made 

The  Fred  J.  Meyer  Mfg.  Do. 

HAMILTON.  OHIO.  U.S.*. 


KEEP  POSTED 

Wholesalers  anxious  for  new  business 
can  secure  live  information  through  a 
regular  service  of 

PRESS 
CLIPPINGS 

These  include  the  whole  of  Canada  and 
cover  new  book  stores,  novelty  stores, 
drug  stores,  children's  goods  stores,  or 
any  branches  or  extensions  of  the  same. 
Write  for  full  information  to 

CANADIAN 
PRESS  CLIPPING  SERVICE 

143-153  University  Ave.,  Toronto 


SELL 

The  Financial  Post 

T  Business  men — the  men  of  stand- 
ing in  their  community  who  come 
to  your  store  for  their  magazines 
will  be  glad  to  buy  The  Financial 
Post. 

It  is  a  paper  published  just  for 
such  men  and  contains  a  mass  of 
information  every  week  along  busi- 
ness and  financial  lines.  There  is 
nothing  dull  about  The  Post. 

Sells  for  lOc. 

T"  Financial  Post,143-153  University  Ave 

Toronto,   Ont. 
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Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp.  Clark  Co., 

Limited 

TORONTO         -         CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  every- 
thing in  Picture  Framing  outfits.  $156.00 
will  start  you  in  a  profitable  line  sf  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame  them  at  low  prices.  I  manufacture 
600  different  pieces  of  beautiful  French  bronze 
finished  statues.  $76.00  will  make  a  beauti- 
ful  display. 


BURGESS  &  CO. 

58  Church  Road 

Upper  Norwood,   London,  S.E.  19 

ENGLAND 

FRENCH 

TOYS 

FANCY  GOODS 

BRIAR  PIPES 

Write  for  Catalogue  and  Prices 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for   Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


20c   A  LINE   20c 

Your    firm    name,    address    and 

class  of  goods  sold  will  be  listed 

under  the  directory  heading,   in 

middle  column  of  this  page,  for 

20c  a  line. 

Good    advertising    at    minimum 

cost. 

A  useful  reference  continually 
used  by  all  members  of  the 
trade. 

20c   A  LINE    20c 


INDELIBLE  INK 

Carter's  Ink  Co.,  Montreal. 

Payson's  Indelible  Ink. 

S.   S.  Stafford  Co..  Toronto. 

INKSTANDS 
A.  R.  MacDougall  &  Co..  468  King  St.  W.,  Toronto. 

LEAD  AND  COPYING  PENCILS 
American   Pencil  Co..  New  York. 
Wm.  Cane  &  Sons,  Newmarket,  Ont. 
A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 

LEATHER  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Western    Leather   Goods  Co.,    Ltd. 

LOOSE  LEAF  ROOKS,   BINDERS  AND 
HOLDERS 
Boorum    &    Pease    Co.,    Brooklyn. 
Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,  Ltd.,  539  King  St.  W.,  Toronto 
National   Blank  Book  Co..  Holyoke,  Mass. 
Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 
Rand,  McNally  &  Co.,  Chicago. 
The  Copp,  Clark  Co.,  Toronto. 

PAPER  BALERS 
Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 
Noesting   Pin  Ticket  Co.,   Mt.  Vernon,   N.Y. 
O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES    AND  WRITING    PAPERS 
Barber-Ellis  Co.,  Toronto. 
Buntin.  Gillies  &  Co.,  Toronto. 
Clark  Bros.  &  Co..  Winnipeg,  Man. 
The  Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto.  Winnipeg. 
A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 

PENNANTS 
Can.    Manufacturing    of    Novelty,    1    3Boucher    St., 
Montreal,  Que. 

PHONOGRAPH     SUPPLIES 
H.  A.   Bemister,    10  Victoria   St.,   Montreal,   Que. 
Arthur  H.   Kempton,   511    St.   Catherine  St.,  Mont- 
real, Que. 

PILLOW  COVERS 
Can.    Manufacturing    of    Novelty,    1    3Boucher    St.. 
Montreal,  Que. 

PLATE      PRINTING 
Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 

PLAYING  CARDS 
Consolidated    Litho.    Co.,    Montreal. 
A.   O.   Hurst    (Goodall's),   32  Front  St.,   Toronto. 
Standard  Playing  Card  Co.,  Chicago.  111. 
U.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.  Davis  &  Co..  Drummond  Bldg..  Montreal. 

RUBBER  STAMPS,  STENCILS.  ETC. 
Fulton  Specialty  Co..  Elizabeth,  N.J. 

SCHOOL  BAGS 
Copp,     Clark     Co.,     Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal.  Que. 

SCHOOL    AND    OFFICE    RULERS 
Westcott   Rule    Company.    Inc..    Seneca   Falls,    N.Y. 

SHEET  MUSIC 
McKinley  Music  Co..  1501-15  E.  55th  St.,  Chicago. 

STATIONERS'  SUNDRIES 
Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark  Bros.  &  Co.,  Ltd.,  Winnipeg,  Man. 
W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING  PENS 
John  Heath,  8  St.  Bride  St.  E.C.,  London. 
Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 

Canadian  Representatives. 
A.    R.    MacDougall    &    Co..   Toronto. 
(John    Mitchell's     Pens) 

THUMB    TACKS 
Noesting    Pin   Ticket    Co.,    Mt.    Vernon,    N.Y. 
TOILET  GOODS 
Drummond  Bldg..  Montreal. 
DOLLS,   PUZZLES.    ETC. 
Drummond  Bldg..  Montreal. 
R.   S.,   Vancouver. 


E.  Davis  &  Co., 
TOYS, 
E.  Davis  &  Co., 
Ford  Co.,  Ltd., 
A.  C.  Gilbert. 
Menzies  &  Co., 


Ltd..  Toronto. 
WALLPAPERS 
Boxer    Co.,    Ltd,    Reg.    N.,    Toronto. 
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Excellent  for   holding   Essays,   Class    Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made    in    all    sizes.      Capacity    of   back,    %" 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 

mouthpiece    of    phone. 
School  Rings. 

Elbe  No.  1  Eyelet  Machine- 
Student's  Ring  Books  and  Fillers. 

ELBE  FILE  &  BINDER  CO.,  215-217  Green*  St. 
New  York  City 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


20  c  A  LINE 

PAYS  FOR 

NAME  and 
ADDRESS 

UNDER 

Directory  Headings 
Good  Advertising 

AT 

Minimum  Cost 
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British  Goods  Are  Standards  of  Value 


THE 

"Lightning"  Paper  Clips 

The  Best  British  Manufacture 

FLAT  OR  UPTURNED  LIP 
Made  in  2  sizes. 

Staples  on  Wood  Blocks 
for    stapling     machines. 

Specialities  in  Wire 
PRICES  ON  APPLICATION 

ROBT.  THORNTON 

PARAGON  WIRE  WORKS 
CLECKHEATON,      ENGLAND 


GRAMOPHONE 
NEEDLES 

Buyers   should    write 

at  once 

for  samples  and 

prices  of 

THE  APEX    TToE^E    NEEDLES 

each  playing  10 

records. 

Also 

ordinary    NEEDLES 

and  SPEAR  POINTS. 

DELIVERIES  of  any  quantities  can 
be  despatched  immediately. 

BROADWAY    SMALLWARES    CO. 

Limited 
MANUFACTURERS 

Astwood  Bank 
REDDITCH,  ENGLAND 


The 
"Premier" 

(Reg.  No.  14345) 

Paper 
Binder 


634  644 

Made  in  lengths  of  1/4"  to  6". 

Sole  Makers 

TWIGG   &  BEESON 

Ludgate  Works,  Birmingham 
England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London    Office  :     27  Paternoster  Square,  E.C.  2. 
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The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

£1  0s.  7d.  Per  Month 

on  Yearly  Contract 

Single  Insertion  £1  8s.  lid. 

A    Good    Live    Page — High 

value  in  publicity  at 

minimum  cost. 
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Hold  the  Line 

Here's  the  line  to  hold 
—John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole- 
sale  Houses  in  Toronto  Cr  Montreal 

(Registered) 
London  (Eng.)  Export  Af  one; 

8  St.  Bride  Street 
LONDON,  E.C. 


SPECIAL 

PENNY 

TOY 
BOOKS 

SAMPLES  ON 

APPLICATION  TO  THE 

PUBLISHERS 

Goode  Bros., -Ltd. 

(1913) 

ARIEL  WORK 

88-90  CLERKENWELL  ROAD 

LONDON,  E.C.  1.,  ENGLAND 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  flue  steel  and  made 
in  one  of  *  Birmingham 'a  best 
equipped  factories,  this  dandy 
writing  pen  will  proye  a  mighty 
fine  seller   for   every    lire  dealer. 


Be  auxe  to  aee  samples  before  you  order  jour  nsrw  stock.    You'll 
find  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton.  London.  Eng 

A.RAMSAY  &  SON   C° 

ESTD.   1842.     MONTREAL. 
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Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


For  ARTISTIC  EFFECT 

USE 

The  ALBION 
SILKY  CORDS 

for  Tying 

::  BOOKLETS  :: 
GREETING  CARDS 
::     CALENDARS     :: 

The  Progressive  Stationer  uses  the  Albion 
Cords  every  day  for  innumerable  purposes. 

PLAIN  CALENDAR 
CORDS,  BOOK  SEW- 
ING  THREADS,  etc. 

Ask  for  Samples  from  the  Manufacturers. 

The  Albion  Sewing  Cotton  Co.  Ltd. 

Fawley  Mills,  Tottenham  Hale 

LONDON,   ENGLAND 


The  AIGNER  Way 

Saves  Half  the  Time 

Aigner's  Patent  Cut  Index  Tabs  come  in  strips  or  gangs 
already  cut.  leaving  the  tabs  in  one  strip  with  a  1  16  at- 
tachment on  rear  edge.  One-half  turn  separates  the  tabs  — 
no  mixing  of  tabs,  as  they  come  in  alphabetical  order ;  the 
next  letter  is  always  at  the  top  of  the  strip.  Tabs  are  linen- 
lined  on  inside,  gummed  and  ready  for  use. 
Stationers    and    manufacturers    come   to    us    for  * 

Index    Tabs    of    all    kinds 

Index   Shields   for  reinforcing 

Name,   Law  and  Number  Labels  for  Law   Work 

Cold   Stamping   and    Embossing 

Special   Die  Cutting 

Cloth   for  reinforcing  Index   Sheets 

Index  Sheets  with  Tabs  attached  to  Sheets. 

Write   for   information   and  catalogue — it's   free. 

G.  J.  Aigner  &  Company 

Sole  Manufacturers  of   Patent   Cut  Index   Tabs 
Dept.  C   554  Adams  St.  Chicago,  111.,   U.S.A. 


MOISTEN  THEM  with  the  AKGUS  MOISTENIR 

Always  ready  for  use.  Sanitary.  Moistens  flap  or  stamp  neatly, 
quickly — in  series  or  singly.  Beautifully  nickel-plated,  highly  de- 
sirable for  OFFICE  OR  BOMB 

Useful  gift.  Will  be  keenly  appreciated  by  social  letter  writer  or  office  employee. 
PRICE,  ff|  CA  Ask  your  stationer  or  send  us  $1.  SO.  Our  guarantee 
PREPAID  vl>»W  witn  every  one.    Money  refunded  IX  notsatlsfled. 

ARGUS  MFG.  CO..     402-6  N.  Paulina  St..  Dept.  20        CHICAGO 


For  October  and  November 

DELIVERIES 

Place  your  orders  before 

SEPTEMBER  1st. 


With  all  of  our  increased  efficiency  in  production  we  are 
scarcely  able,  under  present  conditions,  to  keep  pace  with 
the  demand.  We,  therefore,  suggest  that  you  look  up 
stock   now. 


LOOK  UP 


Moore  Push- Pins 

Moore  Push-less    Hangers 

Moore  Push    Map  tacks 

Moore  Push   Thumbtacks 


Advise  your  Jobber  or 


MOORE  PUSH-PIN  CO.         Philadelphia,  Pa. 


We    are    open    to    appoint    agencies    in    cities    and    towns 
where   not   at   present   represented. 

This    offers    a    first-class    proposition    for    Office    Specialty 
Distributors. 

For   full   particulars   apply 

The  Empire  Typewriter  Co. 

of  Canada,  Limited 
126  ST.  PETER  ST.  MONTREAL,  P.Q. 
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FEATHERWEIGHT     ^^_ 


->-     FLEXIBLE  ruler 


912 

This  Featherweight  Flexible  is  a  ruler  that  no  stationer  should  be  without.    It  is  light 
and  flexible  beyond  all  conception  of  the  strength  of  clean,  white  maple. 
Scaled  as  correctly  as  your  watch  dial  and  finished  as  nicely  as  your  piano. 

Westcott  Rule  Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


A 

Aigner,     G.    J 22 

Albion   Sewing   Cotton   Co.,    Ltd 67 

Allen,   Thomas    1 

American  Lead   Pencil   Company   8 

American   News   Company    63 

Argus    Manufacturing    Company    67 

Artists'   Supply  Company   64 

B 

Barber-Ellis   Limited    3 

Bemister,     H.     A , 22 

Binney    &    Smith    Company    9 

Boorum    &     Pease 7 

Boxer    Co.,    Ltd.,    Reg.    N '. 61 

Broadway  Smallwares    66 

Buntin,   Gillies  &   Co Back  cover 

Burgess   &   Co 65 

C 

Cane  &  Sons,  Ltd.,  William   Inside  back  cover 

Carlaw   &   Sons,   David    11 

Carmichael    &    Co.,    Peter    9 

Carter    Ink     Company     2 

Climax   Baler   Company  " 65 

Clyde   Rubber   Works   Co.,   Ltd 22 

Consolidated  Lithographing  and  Manufacturing  Co 59 

Copp-Clark   Company    63,  65 

Coutts,  W..  E 5 

Cushman    &    Denison    Manufacturing    Co 62 

D 

Dawson  Ltd.,  W.  V 2 

Defiance    Manufacturing   Company    62 

Dexter  &  Sons,  Inc.,  C.   H 62 

Dominion  Blank  Book  Company   4 

E 

Eagle   Rubber   Company    34 

Eaton,   Crane   &    Pike    5 

Eaton-Dikeman  Company   59 

Elbe    File    and    Binder    Company     65 

Empire  Typewriter   67 

Esterbrook     Pen    Manufacturing    Co 12 

F 

F.    B.   Manufacturing   Company    61 

Ford   Co.,   Ltd.,    R.   S 31 

Fulton    Specialty   Company    62 

G 

Goes    Lithographing    Co 24 

Goode     Bros 66 

Gundy,    S.    B 13 

H 

Haviland    &    Co 02 

Heath    &    Co..    John     66 

Henley   Pub.  Co.,   Norman   W 25 

Higgins    &    Co.,    Charles   M 3 

Hinks,  Wells  &  Co 66 

Hodder  &   Stoughton    23 

I 

Irish,    G.    L, t 65 


L 

Languages     63 

Luckett  Loose  Leaf  Co.,  Ltd 21 

M 

Macdonald    Wire    Goods    Company    6 

MacDougal,  A.  R 17,  18,  19,  20 

Matthews,    B 10 

McClelland   &   Stewart,   Ltd '25,  26,  27,  63 

McCready   Pub.    Co ' 61 

McFarlane,   Son    &    Hodgson,    Ltd , 65 

McKinley  Music  Company   59 

Meilicke    Calculator     Company     7 

Menzies    &   Co.,   Ltd 34 

Mittag    &   Volger,   Inc Inside   back   cover 

Moore   Push    Pin    Company    67 

Musson  Book  Co 22 

Meyers   Manufacturing   Co.,  Fred  J 64 

N 

National    Blank    Book    Company     4 

National  Cash  Register  Company   Inside  front  cover 

Nelson    &    Sons,    Thomas    30 

Newnes   Ltd.,    Geo 33 

Noesting  Pin  Ticket  Co 3 

O 

O.K.    Mfg.    Co 22 

P 

Paper  Manufacturing  Company   24 

Potters   Hard    Wear   Toy   Co 29 

Pugh    Specialty    Company,    Ltd 61 

R 

Ramsay    &    Son,    A 67 

Reliance    Ink    Company    60,  64 

Ryan    &    Co.,    J.    F 24 

Ryerson    Press    14,   15,  63 

S. 

Sinclair- Allen   Co.,   Ltd Front  cover 

Sainberg,    L 60 

Sinclair   &   Sons   Ltd.,    William    8 

Stafford  Inc.,    S.    S - 67 

T 

Thornton,   Robert    66 

Toy   Woodworkers,    Ltd 60 

V 

Volger  Manufacturing   Inc.,   B.    S 60 

W 

Waihl     Co 28 

Waterman  Co.,   Ltd..   L.   E 32 

Waterston    &   Sons,    Ltd.,   George    28,  64 

Weber   &   Co.,    F 60 

Western   Leather  Goods  Co.,  Ltd 11 

Weeks.    Chas.    E 65 

Weeks   Manufacturing   Company,  Frank    61 

Weldon-Roberts     Rubber     Company      59 

Westcott   Rule    Company    68 

White    &     Wyckoff     16 

Willard  Pen  Company   62 

Wilson-Jones  Loose  Leaf  Company   6 

Work-Organizer   Specialties   Company    6 

Wycil   &  Co 63 
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Consistent 


Sellers 


"M  &  V"  products  have  for  many  years 
occupied  first  place  in  the  selling  market 
by  reason  of  their  unvarying  high  quality. 
You  can  always  depend  on  "M  &  V" 
goods — so  can  your  customers. 
If  you  do  not  know  these  goods  send  for 
a  trial  order.  You'll  find  them  a  100f/r 
satisfaction. 

We    have    branches    in    the    prominent 
cities  in  the  U.  S. 

Agencies  in  every  part  of  the  world ;  in 
every  city  of  prominence. 


Mittag  &  Volger,  Inc 

Principal  Office  and   Factory 

Park  Ridge,  N.J.,  U.S.A. 
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CANE'S  SSS^eE 

o/u/lm^»v        "wG&tSia.       £c<tA£Ct<X&~ 


A   Silent    Salesman    that 

brings   in    Business 


is  this  attractive  display  stand. 

Put  in  a  conspicuous  place  it 
draws  attention  that  will  subse- 
quently mean  profit  to  you. 

The  youngsters  during  then- 
play    hours    frequently    require 


pencils  and  this  medium  of  ad- 
vertising is  sure  to  bring  re- 
sults as  the  stand,  illustrated 
here,   is   in   colors. 

Cane's  pencils  are  "Canadian 
Made"  -no  duty  or  exchange  to 
pay. 


The  Wm.  Cane  &  Sons  Company 


NEWMARKET,  ONT. 
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School  Supplies 

Don't  turn  the  children  away  on  School 
Opening  Day,  because  you  have  for- 
gotten to  order  a  full  line  of  Stationery. 
Look  over  the  list  of  suggestions  and 
mail  your  wants  to-day,  before  available 
stocks  are  gone. 


SCRIBBLERS 

EXERCISE  BOOKS 

NOTE  BOOKS 

SLATES 

SLATE  PENCILS 

SLATED  CLOTH 

CRAYONS 

WATER  COLORS 

PAINT  BRUSHES 

BLACKBOARD  BRUSHES 

BLACKBOARD  POINTERS 

COMPASSES 

PROTRACTORS 

SET  SQUARES 

DRAWING  PINS 

DRAWING  PAPER 

DRAWING  PADS 

ERASERS 

ARTGUM 


BLOTTING  PAPER 

PENCILS 

PEN  HOLDERS     v 

PEN  NIBS 

PENCIL  SHARPENERS 

RULERS 

SCHOOL    BAGS 

PENCIL  BOXES 

PENCIL  PADS 

PORTFOLIOS 

MICROSCOPES 

MUSIC  DICTATION  BOOKS 

LOOSE  LEAF  RINGS 

INKS 

MUCILAGE 

PASTE 

FOOLSCAP  PAPER 

SCHOOL  STRAPS 

PARKER  FOUNTAIN  PENS 


AND  OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to  the   Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years   the  recognized  authority  for  those  interests. 


vol.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     SEPTEMBER,     1920 


No.  9 


Five   Great   Novels  by 
Canadian  Authors 

"By  George  !  You  people  have  a  wonderful  list  this  Fall.  It  makes  a  sort  of  Declara- 
tion of  Literary  Independence,"  said  a  well-known  book  reviewer  to  us.  "You  people 
seem  to  have  sensed  better  than  any  other  publisher,  the  new  viewpoint  of  Canadian  read- 
ers, for  it  is  undoubtedly  a  fact  that  since  the  war  a  great  change  has  taken  place  in  the 
attitude  of  Canadians  to  things  Canadian." 

"The  Canadian  dolb.r  is  not  without  honor  in  its  own  country  and  your  list  prices  cer- 
tainly prove  that  it  will  buy  more  Canadian-made  books  than  imported  ones." 


Every  Man  for    Himself 

By  HOPKINS  MOORHOUSE, 
Author    of    "Deep    Furrows,"    etc. 

I  make  my  honest  guess  that  out  of  ten  men  who  begin  this 
story  early  in  the  evening  nine  will  remain  deaf  to  all  calls  from 
above  to  go  to  bed,  and  will  stay  put,  without  even  wriggling 
in  the  armchair,  until  they  reach  the  last  word  on  the  last  page. 
I  speak  from  experience,  and  I  know  several  men  who  endured 
curtain  lectures  because  of  the  absorbing  character  of  "Every 
Man  for  Himself."— Dr.  W.  T.  Allison  in  "The  Manitoba  Free 
Press." 

Now    Ready  -         -         -  Cloth,    $1.75    net. 


Dennison  Grant 

By     ROBERT     STEAD, 

Author   of  "The  Cow  Puncher,"   "The   Homesteaders,"  etc. 

In  this  new  Romance  of  the  Canadian  West  Robert  Stead  goes 
back  once  more  to  the  country  that  he  loves  so  well,  the  foot- 
hills of  the  Rockies  and  the  ranches  of  Alberta.  Transley,  fore- 
man of  the  Y.  D.,  and  Dennison  Grant,  foreman  of  a  rival  ranch 
both  fall  in  love  with  Zen.  the  daughter  of  old  Y.  D.,  the  owner 
of  Y.  D.  Ranch.  The  story  of  her  winning  makes  a  heart- 
interest  novel  that  is  different  from  anything  you  have  ever 
read. 

It  is  Mr.  Stead's  most  finished  work  and  all  Canadians  will  be 
greatly  interested  in  the  unfolding  of  the  story,  which  goes 
off   with   a  bing   from   the   first    paragraph. 


Ready  in  October 


Cloth,  $1.75  net. 


Daisy— Herself 

By    WILL    E.    INGERSOLL. 
Author  of  "The  Road  That  Led  Home,"  etc. 

Ingersoll  has  introduced  a  new  idea  with 
current  fiction  in  this  story.  He  has  had 
the  nerve  to  make  a  servant  girl  the 
heroine.  He  brings  Daisy  into  Winnipeg 
from  a  Manitoba  farm  and  describes  her 
adventures  in  the  home  of  one  of  our 
rough-and-ready  knights.  She  falls  in  love 
with  a  chauffeur  and  moves  in  a  circle 
which  no  Canadian  author  has  ever  thought 
of  writing  up  before.  One  of  her  acquaint- 
ances is  a  pugilist  and  perhaps  the  most 
skilful  chapter  in  the  story  is  a  description 
of  a  sparring-match  from  Daisy's  point  of 
view. 

It  is  a  most  unusual  book  all  through  and 
one  that  will  put  Ingersoll  on  the  literary 
map    of    Canada. 


The  Thread  of  Flame 

By     BASIL     KING. 
Author    of    "The   City   of    Comrades,"   etc. 

The  dynamic  power  of  the  "Inner  Shrine" 
and  the  allurement  of  "The  Lifted  Veil" 
are  both  found  in  this  peacetime  romance. 
Basil  King  is  in  his  own  element  as  a 
weaver  of  original  plot  in  this  fast-moving 
story  of  an  identity  lost  and  found  again. 
and  of  a  resultant  domestic  problem  that 
keeps  the  reader  in  constant  suspense. 
Now    ready  -         Cloth,    $2.25    net. 


Ready    in    September 


Cloth,     $1.75     net. 


Our  dealer  helps  are  an  outstand- 
ing feature  of  our  fall  advertising 
campaign.  Imprint  booklets,  win- 
dow display  material  or  advertising 
electros  for  any  of  these  books  are 
yours   for  the  asking. 


The  Viking  Blood 

By  FREDERICK  WILLIAM  WALLACE, 

Author    of    "Blue    Water,"    etc. 

In  his  new  novel  of  sea-life  Mr.  Wallace 
describes  the  adventures  of  a  Scotch  boy  in 
a  large  four-mast  barque  on  a  voyage  from 
the  Clyde  to  Vancouver.  Coming  back 
again  from  Victoria  to  Halifax,  the  young 
sailor  enters  the  Bank  fishing  fleet  and 
there  he  finds  the  real  romance  and  fas- 
cination of  seafaring.  This  excellent  story 
will  open  the  eyes  of  Canadians  to  the 
grand  qualities  of  the  fishermen  of  our 
Maritime    Provinces. 


Ready     in     November 


Cloth,     $1.75 
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No  more  mistakes  in  adding  up 
the  items  of  a  sale 


OLD  WAY 


By  hand  and  brain  and 
pencil . 

Makes  mistakes. 
Causes  losses. 
Causes  worry. 


NEW  WAY 

This  new  receipt-printing  cash  register 
adds  the  items  by  machinery. 

1.  It  prints  a  receipt  for  each  customer.     — > 

2.  It  prints  the  price  of  each  article. 

3.  It  indicates  the  price  of  each  article.     > 

4.  It  prints  the  total  of  all  items.     ^ 

5.  It  retains  an  added  and  printed  record. 


J.  SMITH 
COMPANY 
lO  MAIN  ST. 


0.07 

0.32 
0.48 
0.19 

TOTAL 

$01.06 


Copy   of   receipt, 

with    merchant'* 

name,  printed  for 

each   customer. 


L 


It  also  does  many  other  things  which  have  made 
National  Cash  Registers  a  business  necessity. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH    REGISTER    CO. 

OK    CANADA    LIMITED 
TORONTO,    ONT. 
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Here's  Your  Opportunity 

MR.  BOOKSELLER 

Take  advantage  of  the  big  possibilities  offered  in  the 
books  on  our  Fall  List.  The  authors'  names  alone  tell 
the  story.     Here  are  a  few  of  them: 

FA^NOL  Black  Bartlemy's  Treasure 

This  is  a  story  which  has  been  in  Farnol's  mind  for  years.  A  tale  of  fighting  on  land 
and  sea,  with  pirates,  smugglers,  love,  hate,  revenge,  everything  Farnol  revels  in.  Said 
by  some  to  be  even  better  than  "The  Broad  Highway."     $2.00. 

Returned  Empty  B ARC LAY*  ^ 

This  novel,  dealing  with  reincarnation  and  spiritualism,  aside  from  the  author's  reputa- 
tion, will  interest  not  only  those  who  are  dabbling  in  spiritualism,  but  also  those  who  are 
opposed  to  this  sort  of  thing.    This  should  be  an  enormous  seller  this  Fall.     $2.00. 


ffifrL  The  Heart  of  Unaga 


Here  come  the  Mounted  Police  again  in  the  far  North-West,  a  real  flesh  and  blood  girl, 
Indians,  and  everything  else  that  go  to  make  up  a  real  Western  Cullum  story.    $2.00. 


West  Wind  Drift  GEORGE  BARR 

vv  est  vv  ma  unit  McCUTCHEON 


Not  quite  a  Graustark  story  but  something  like  it.  The  tale  of  an  Atlantic  liner,  pre- 
sumably lost,  but  the  passengers  of  which  were  wrecked  on  an  unfrequented  island.  An 
opportunity  for  a  McCutcheon-esque  novel  surely.     $2.00. 


BERTRAND  p        M     ,    R     . 

W.  SINCLAIR  roor  Men  s  kock 


Here  is  a  novel  you  can  recommend  as  being  wholly  Canadian  and  educative  as  well  as 
being  a  corking  good  story.  The  scene  is  laid  around  the  southern  end  of  Vancouver 
Island  and  deals  largely  with  the  salmon  fishing  and  canning  industry.     $2.00. 


Nancy  Goes  to  Town  IS&nFJSJ? 


STERRETT 


Quite  as  good  as  any  of  the  other  Sterrett  books  and  of  the  same  type.    You  can  recom- 
mend it  and  sell  it  heartily.     $2.00. 


ARCHIBALD  Anthonv  Dare 


MARSHALL 


You  will  remember  how  Marshall's  "Sir  Harry"  had  to  be  reordered.  Here  is  another 
which  will  sell  quite  as  well.  This  one  has  the  scene  laid  in  London  some  years  before 
the  war. 

The  Tnn  MAXIMILIAN 

ine  Arap  FOSTER 

A  characteristic  Foster  story,  in  which  clever  people  in  luxurious  homes  play  meddle- 
some games  and  are  outwitted  by  a  more  clever  and  most  charming  heroine.    $2.00. 

ARE    YOU  SUFFICIENTLY  STOCKED   ON   THESE? 

THE    RYERSON    PRESS 

Publishers 

TORONTO 
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One  Dealer  Says:  "I  Now  Give 
Carter's  Ink,  More  Window 

Space" 

A  prominent  stationer  in  one  of  our  largest  cities  told  us  just  the  other 
day  that  since  so  many  of  our  advertisements  were  run  in  full  color,  thus 
acquainting  the  public  with  the  actual  appearance  of  the  packages,  he  had 
been  giving  our  goods  considerably  more  window  space. 

There  was,  he  said,  a  much  quicker  recognition  of  the  merchandise,  and 
he  found  it  profitable  to  take  advantage  of  the  fact. 

We  have  sufficient' confidence  in  this  man's  judgment  to  feel  warranted 
in  passing  the  idea  along  to  you.  Certainly  if  we  can  both  profit  by  the  idea, 
you  will,  we  feel  sure,  pardon  any  suggestion  of  self-interest  in  our  bringing 
the  matter  to  your  attention. 

THE  CARTER  INK  COMPANY 

Mount  Royal  Avenue  and  Drolet  Street 
MONTREAL,  QUEBEC 


I  POSE    IEAF    r>EVICE<; 


Binders  of  every  description  kept  in  stock. 
Loose  Leaf  Catalogue  on  Request 

W.  V.  Dawson,  Limited 

Montreal  Toronto 
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MARKING 
TIME 


Are  you  prepared  to  fill  your  customers'  needs  on  Pin 
Tickets?  September  is  Marking  Time  for  Fall  Merchan- 
dise. Supply  the  demand  with  Noe-sting  Harmless  Pin 
Tickets. 

Immediate  Deliveries 


Noesting  Pin  Ticket  Company,  Inc 

World's  Largest  Manufacturers  of  Paper  Clips,  Pin  Tickets  and  Thumb  Tacks 

Mt.  Vernon,  N.Y. 
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NADnNALB&SSKl^P  Device 


It  is  gratifying  to  think  of  the  important  part  that 
National  Blank  Books  and  Loose  Leaf  Devices  perform 
in  National  business.  Wherever  accounting  is  done  and 
records  are  made,  some  items  from  the  National  Line 
are   sure   to   be   found   rendering  faithful   service. 


A  user  of  one  National  number  readily  becomes  a  regular 
customer  of  other  National  record  books.  It  is  much 
better  for  an  office  to  stick  to  the  National  Line,  in 
place  of  a  motley  assortment  of  varied  makes  and 
brands.  In  order  to  successfully  take  care  of  your  trade 
stock    the    National    Line.  • 


NATIONAL  BLANK  BOOK  COMPANY,  HOLYOKE,  MASS. 


DOMINION 

LOOSE  LEAF 
MEMO  BOOKS 

allow  for  the  preserva- 
tion of  notes,  ad- 
dresses, data,  cash  ac- 
count, business  and 
personal  matter  all  in 
the  same  cover  prop- 
erly indexed,  so  that 
any  subject-  may  be 
found  without  loss  of 
time. 

Bound  with  flexible  gen- 
uine Morocco  and  lined 
■with  Black  Texhide.  In 
3  and  6  rings. 


Opening  the  rings  Closing  the  rings 

We  sell  to  dealers  only. 
DOMINION  BLANK  BOOK  COMPANY,  LTD. 
Berthierville,  P.  Q. 


BOOKSELLER     AND     STATIONER 


WATERSTON'S 


BEE" 


BRAND 


MARK 


SEALING 
WAX 


Established 
1752 


"Banker's 
Specie 

is    the    banker's   fav- 
orite quality.     It  is  a 
thorou  g  h  1  y    reliable 
wax,  possessing  a  bril- 
liancy  of   colour,    com- 
bined with  the  greatest 
adhesiveness,  and  has  the 
additional    advantage    of 
being  sold  at  a  moderate 


iQMHiLVlflKK 


?-if>RRlSTON  ROAD 

EDINBURGH 


s  St. Bride  Street- Ludgate  Circus  ■    -m- 

Ls>o0  LONDON  ECKX 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 
ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303.  SOUTHAMPTON  STREET. 
CAMBERWELL.  LONDON,  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb.  London.' 
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Work  -  Organizers 

Clear  Your  Desk  for  Action 


They  give  you  a 
place  for  all  the 
kinds  of  papers  that 
pass  over  vour  desk 
—all  under  SUB- 
JECT LABELS. 
They  solve  that  lit- 
tered   desk   problem. 


The  Illustration  above  shows  how  Work- 
Organizers  look.  The  one  below  shows 
how  they  are  used.  Fifteen  styles.  Illus- 
tration shows  the  No.  332.  letter-size  10 
pocket,  Black  Seal  Grain  Fabrikoirt, 
(5.25— -one  of  the  most  popular  styles, 
Same  Size  genuine  leather  cover.  $15.00. 
Paper    cover,    $1.90. 


Your  assistants  too, 
and  all  your  sales- 
men, can  add  hours 
of  productive  time 
t  o  their  working 
days  by  organizing 
their  desks  with 
Work-Organizers. 


They  stop  that  "sorting  and  re-sorting"  waste,  and 
give   a   man    a   grip   on    his   work. 

50,000  offices  use  Work-Organizers — every  desk  man 
(and  the  women  too)  needs  three  to  six.  They  have 
been  on  the  market  six  years,  and  have  made  good  in 
a   re-order  way. 

1,150    Stationers    sell    them,    in    nearly    400 
cities,    and    have    re.-ordered    an    average   of 
ten    times    each. 
Sold   only  through   dealers. 

A    copy    of   the    Work-Organizer    bul- 
letin,  "How   to    Organize    Desk- 
Work,"    free    with    each    Work- 
Organizer. 


Work-Organizer  Co. 

87  Jefferson,  DETROIT,  U.S.A. 


USE 
LIKE 
THIS 


10"  x  14"  x  3";  Posts  6"  high 


Build  Up  Tray  No.  20 

Can  be  built  up  any  number  of  decks.     ^TABIL/rp* 
Easily  stacked  up  or  taken  down. 

Manufactured  by 

Macdonald  Wire  Goods  Co. 

Drummondville,  P.Q. 


Loose  Leaf  Devices  ^  Supplies 


For  more  than  twenty  years  the  entire  energies  of  this  organization  have 
been  devoted  solely  to  the  design,  manufacture  and  sale  of  loose  leaf  devices 
and  supplies. 

Founded  on  the  idea  of  correct  design,  and  high  quality — backed  by  fair 
prices  and  progressive  policies — De  Luxe  Line  Loose  Leaf  Products  have 
developed  the  largest  sale  in  the  world. 

The  De  Luxe  Line  is  complete  and  includes  every  standard  type  of  loose 
leaf  device  from  the  small  pocket  memorandum  book  to  the  complete  outfit 
for  machine  bookkeeping. 

In  addition  to  bound  goods  we  sell  metal  parts  for  current  ledgers,  sectional 
post  binders,  storage  binders,  files  and  many  other  loose  leaf  devices.  Our 
new  plant  more  than  doubles  previous  production  facilities,  assuring  prompt 
service  to  all  our  dealers,  old  and  new. 

Canadian  funds  are  accepted  at  par. 


WILSON-JONES  LOOSE  LEAF  COMPANY 


CHICAGO 


Largest  Manufacturers  of  Loose  Leaf  Products  in  the  World 
Our  Trade  Mark  Your  Guarantee 


NEW  YORK 
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fvENUS    / 
A  DRAWING  [( 
'  PENCILS 


American 
PenciiCo. 


ENUS 
PENCILS 


Fall  trade  is  just  around  the 
corner.  Stock  up !  Be  ready ! 
Users  know  there  is  no  substi- 
tute for  the  famous  VENUS 
Pencils.  The  phrase  "Just  as 
good  as"  falls  upon  deaf  ears. 

Quality  counts  and  the  superb 
VENUS  quality  is  known 
wherever  pencils  are  used. 
Sell  them  for  profit — extra 
business — goodwill. 


Vi 


(Revolving)      ^ 

Counter   Stand 


An  exact  reproduction  in  shape  and 
color  of  the  famous  VENUS  Pencils.  It 
holds  18  dozen  VENUS  Pencils.  Leading 
stationers  everywhere  find  this  unique 
and  attractive  counter  stand  a  silent  sales- 
man that  brings  results. 

Write  for  information  regarding  it. 

American  Lead  Pencil  Co.,   Avenue   New  York 


Factory:    Hoboken,   U.S.A. 


Factory:    London,   Eng. 


ITBiack/Deirees 
6~B  softest  to  9ifkaaLsb- 

hard,  and  medium,  (obyirui 


J 


yjne.  Largest  selling 
quality  pencil 
in  the  world. 


1  fENUS  |  17 

PENCIL    DEGREES 

"hITF      H    2H3H4H 

„      MEOIUM    J  niMJHMH 


No.  3864  VENUS 
Revolving  Stand 
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Why? 


should  I  send  my  Real  Photo  Post  Card  Printing,  Enlarging,  etc., 
to  Matthews,  Bradford 


Because! 


1.  I  cannot  get  better  work  elsewhere. 

2.  I  can  rely  on  getting  prompt  delivery  always. 

3.  I  cannot  get  equal  service  at  such  reasonable  prices. 

4.  I  can  rely  on  courteous  attention  to  my  requests. 

5.  The  factory  is  the  best  equipped  and  organized  in  Great 

Britain. 

6.  Best  grade  materials  only  are  used. 

7.  The  present  rate  of  exchange  is  considerably  in  my  favour. 


E.¥  Matthews 

Telegrams: 
Postcards,  Bradford 


Trade  Photographic   Works 

Idle  Road,  Bradford 

England 
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TRADE 


"LEADER" 


MARK. 


ENVELOPE  FOLDING  &  GUMMING  MACHINE 


FASTEST  AND  SMOOTHEST 
RUNNING  MACHINE 
ON  THE  MARKET. 


SEALING  FLAPS  GUMMED  AND 

DRIED  AT  A  SPEED  OF 
130  ENVELOPES  PER  MINUTE. 


Unrivalled  for  SPEED,  EFFICIENCY  and  EXCELLENCE  of  GUMMING. 


DAVID  CARLAW  &,  SONS,  Limited 

relephone  :   1262/3  CENTRAL.  *-\a        C  "  J.  Oj.  ^  I  ~» _  M  _ . . . 

relegrams:  "AUTOMATON,  GLASGOW."       Ol  ,    F"  I  H  PI  I  G  S  t  O  H    O  t . ,     VJ  I  3  S  Q  O  W  . 

London  Agents:  JOHN  W.  BAINBRIDGE,  Ltd.,  28,  Finsbury  Pavement,  E.C.  2 


THE  "RELIABLE" 
BRITISH    MADE    DATER 

with  all  the  improvements  possible  for  Neatness 
and  Durability. 

ALUMINIUM  FRAME,  weight  only  V/2  oz. 

FIBRE    WHEELS   will  not   cut  the    fingers 
when  changing  date 

ENDLESS  BANDS.     No  joints. 


Price,  60  cents  each.  $6.60  per  dozen.  Special 
terms  to  Trade  and  Shippers.  Full  particulars 
of  our  "Reliable"  series  of  Daters  and  Number- 
ing Stamps  on  application  from  the  makers. 

JOHN    T.    CLARK  &   SON,   LTD. 

Rubber,  Brass  and  Steel  Stamp  Makers 
30  CHARLES  ST.  -  MANCHESTER,  ENG. 

Telegrams:  STAMPED,  Manchester.     Code  A. B.C. 5th. 


AUG  28  1922 
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Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higg 


ins 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and   best   Inks  and  Adhesives 

Theae  manufacture!  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago.  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 


GIAZED  LINEN 


t 


tyke  Merits  of* 

HAZED  LINEN 
DIE-WIPING 
a     -PAPER- 

are  now  recogniz- 
ed by  the  leading 
Die  and  Plate  Press 
Viianufacturers- 
and  it  is  beina^D 
recommendecl  by 
them  and  shipped 
with  all  new  presses 

PAPERMANUFACIIMRSCQJnc 
-philadelphia-pa- 


Erasers  of  Highest  Quality 


The  standard  of  quality  is 
the  highest  and  terms  are 
the  best  obtainable. 


VAO-BOT 


Inquiries  Invited. 

THE  CLYDE  RUBBER  WORKS  CO.,  LTD. 

RENFREW,  SCOTLAND 


r-u     "The'    Cuvte 


H 
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"Julian  Sale" — the  Leather  Goods 

People — Ask  You  to  Take  Note  of  These 
Three  Important  Items 


OUR  TRAVELLERS  are  on  their  way  with  one  of  the  largest  lines 

we  have  ever  shown  for  shipment  for  present 
trade  and  for  the  holiday  demand.  The  line  is  unusually  varied.  We 
believe  just  such  merchandise  will  have  popular  demand  from  the 
standpoints  of  style,  design  and  superior  values.  You  will  be  advised  of 
the  traveller's  "call"  a  few  days  ahead  of  his  visit.  Wait  for  his  "advice" 
— take  our  advice — and  wait  for  him. 

OUR  NEW  CATALOGUE  ready  t0  maiI  about  0ctober  lst-  Yes' 

9  and  it  is  one  of  the  best  that  ever  car- 
ried the  "Julian  Sale"  name — illustrated  with  cuts  made  from  photo- 
graphs, direct  from  the  articles.  Complete  and  careful  descriptions  and 
all  priced  so  that  you  can  select  and  purchase  as  satisfactorily  as  though 
you  were  buying  from  "sample."  Let  us  have  your  name  for  the  new 
"Julian  Sale"  catalogue. 

OUR  SAMPLE  ROOMS  have  been  enlar£ed>  refitted,  and  refur- 
nished. Everything  that  comes  from  the 
"Julian  Sale"  factories  is  sampled  there,  and  an  excellent  and  almost 
elegant  array  it  makes,  displayed  so  that  you  may  see  the  whole  line 
at  a  glance.  See  it  to  the  best  of  advantage,  set  out  on  those  rich,  purple, 
plush-covered  display  tables  and  stands.    You  are  invited. 

Visitors  in  the  trade  to  the  Toronto  Exhibition 
are  specially  invited  to  make  themselves  "at 
home"  with  us  while  in  the  city.  Delighted  to 
have  you  see  the  factories  in  operation — the 
goods  in  process  of  making  up,  as  well  as  the 
finished  article. 

THE  JULIAN  SALE  LEATHER  GOODS  COMPANY 


LIMITED 

WHOLESALE  ::  FACTORIES  ::  SAMPLE  ROOMS 

600  KING  STREET  WEST,  TORONTO 


OFFICES 
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Sfar?AarA 
B&P 

Blank  Books 
Looi«-l«f  Dwicei 


Standard 

BfcP 

Blank 

Books 

and  Loose  Leaf 
Devices 

THE  LINE  OFI00OI  NUMBERS 

Modem  facilities 
backed  by  8  O 
years  of  experi- 
ence assure; 
the  quality  of 
Standard  B&P 
Products 


SOLD   ONLY  THROUGH 
DEALERS 


D00RUM&  Pease  Co. 

NEW  YORK 


A  New  iMfeilieke*  Idea 

THE  UNIT  CALCULATOR 


For 
Piece  Work  Calculations 


vorK  laicuiauo 
'nits.  Hundreds 
nr  Dmens 


dozens 


Calculations 


Twelfth  Hour 
Periods 


{This  is  Style  I  Z) 


For  years  past  there  has  been  a  general  need  for  just  such 
a  device  as  the  Unit  Calculator.  It  is  now  available  and  has 
been  made  adaptable  to  routine  work  of  the  Unit  System  of 
Accounting.  The  demand1  for  the  Calculator  is  practically 
universal. 

The  Unit  device  supplies  pre-calculated,  ready  to  read 
answers  for  a  very  wide  variety  of  Piece  Work  problems 
ranging  up  to  9999  units.  The  Dozens  style  Calculator 
provides  direct  answers  in  twelfths  up  to  30  dozen  and  for 
even  dozens  to  100. 

For  Tenth  and  Twelfth  Hour  Periods  pay  roll 
computations,  special  style  Calculators  have 
been  designed  similar  to  a  lot  of  12,000  Meilicke 
Devices  being  used  by  the  American  Railway 
Express  Company.  This  equipment  has  been 
proven  to  effect  a  saving  of  from  40%  to  60r  j  !  ! 

.Me.Utc.ke.  Pay  Roll  Calculators  used  by  the 
Western  Electric  Company  save  25%  of  time 
and  expense  by  any  other  method.  Four  clerks 
with  Calculators  now  do  the  work  of  five 
with  other  systems  formerly  used. 

DEALERS 

Your  customers  are  all  planning  new  methods  to  reduce 
operating  expenses.  They  are  endeavoring  to  economize 
and  cut  down  overhead  by  every  means  possible.  The 
Unit  Calculator  will  help  solve  this  problem  by  reducing 
cost  of  routine  work.  It  will  eliminate  waste  of  time  and 
increase  by  fully  S0C'C  the  amount  ot  work  done  and  efficency 
of  any  pay  roll  or  cost  department. 

Let  us  give  you  FREE  full  information  about 
>(e.tUake.     GREATER  EFFICIENCY  DEVICES 

MEILICKE  CALCULATOR  COMPANY 

Makers  of  Time  and  Money-Saving  Office  Devices 

1-362  North  Clark  Street,    Chicago 
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Gee,  I  Feel  Happy! 
I'm  Full  of 

Courts' 

Greeting  Cards 

You,  Mr.  Stationer,  will  also  be 
very  happy  if  you  have  a  good 
stock  of  our  beautiful  Christmas 
Cards  on  order. 

Happy  because  they  are  sure  to 
sell  out  quickly  at  a  big  profit  to 
you. 

Real  sales-compelling  display 
matter  and  ideas  with  every 
order. 


William  E.  Coutts 

145  Adelaide  St.  West 
Toronto 


Member  of  the  Greeting  Card 
Association 


CRAYOfe& 


Gold;  Medal 
CRAYONS 


Best  results  can  be  secured 
only  with  the  best  materials 


Ability  counts  for  much,  but  whether 
it  be  the  child  in  the  kindergarten, 
student  in  school,  amateur  or  pro- 
fessional artist,  smoothly  working 
'  crayons  breed  a  desire  to  do  best 
work  always. 

"CRAYOLA"  stands  supreme  in  the 
field  of  Artists'  and  School  Draw- 
ing Crayons. 

In  point  of  convenience,  cleanliness  and 
economy,  "CRAYOLA"  is  far  su- 
perior to  water  colors  for  color 
work  in  schools.  For  stenciling 
"CRAYOLA"  is  unsurpassed. 

"CRAYOLA"  comes  in  twenty-four  dif- 
ferent colors,  absolutely  permaner 
and  brilliant.  No  mixing  required. 
Each  stick  of  color  is  paper 
wrapped,  clean  and  compact — 
always  ready  for  use. 

"CRAYOLA"  can  be  had  at  most  sta- 
tionery stores,  in  sets  of  various 
assorted  colors. 

BINNEY  &  SMITH  CO. 

81-33  Fulton  St.,  New  York  City 


Send  for  latest  catalogue. 
We  are  continually  adding 
to  our  line  and  while  we  try 
to  keep  the  trade  informed 
of  new  numbers,  you  may 
have,  been  missed  on  just 
the  thing  you  want.  Sam- 
ples gladly  furnished  on 
request. 
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If  You  Buy  Ream  Goods 

You  Will  Be   Interested  in 

CRANE'S  STANDARD 

Four  or  Five  Quire  Boxes 

THEY  contain  120  sheet?  and 
100  envelopes  (in  note  size  and 
correspondence  cards  10.0  of  each)  ; 
cost  less  than  under  the  old  method 
of  selling;  leave  no  broken  or  mis- 
matched stocks;  and  are  attractively 
boxed  ready  for  delivery.  Requests 
for  single  qui  ice  lots  may 'be  filled 
by  selling  30  sheets  —  5  sections  of 
letter  size  —  to  each  package  of .  en- 
velopes and  charging  x'±  of  the  price 
of  the  box.  The  one  quire  papeterie 
is  always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present  in  Crane'.-'  Linen 
Lawn  and  Crane's  Kid  Finish 

These  papers  can  also  be  had  in  the 
former  put  up  of  *4th  reams  and 
Ysih  M  in  a  huge  variety  of  sizes, 
in  quantities  of  not  less  than  •">  reams 
and  2y2  M. 

Canadian  funds  accepted  at  par. 


<J*«I^ 


EATON,  CRANE  &  PIKE  COMPANY 

New  York  Pittsfield,  Mass. 
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SLUCKETT'S      f+ 
terlinB 
LINE U 

MADE  IN  CANADA 


LOOSE  LEAF— OF  COURSE 

FOUR  STANDARD  SIZES-BLACK  MOROCCO  LEATHER 
Regular  Memo   Sheets  can  be  used  in  the  same  cover 


Four  standard  sizes — Black  Morocco  Leather.  Start  any  time  during  the 
year — Perpetual — good  for  any  year — no  dead  sheets.  Also  ideal  for  an 
appointment  book.    Refills  can  be  had  at  any  time,  at  moderate  price. 

FOR  SALE  HERE 


Cut  out  on  above  line  and  paste  in  your  window 

Order  NOW  for  October  shipment  in  time  for  your  holiday  trade 


We  are  now  in  our  new  factory  and  are  Wording  hard  to  give  you  SERVICE 

Luckett  Loose  Leaf,  Limited 

545-549   King  St.  West,  Toronto — (Next  door  to  our  old  location) 
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WHAT'S  IN  A  NAME? 


Just    about    everything— when    it     s    on,    or    it    isn't    on    a    book. 
The  trade  knows   the  authors  it  can  handle.        We  confidently  offer  the  following 


H.  G.  WELLS 

THE  OUTLINE  OF  HISTORY 

Two   magnificent  volumes.     Ready 
September  1. 

ERNEST  POOLE 

—Blind ! 

MAY  SINCLAIR 

— The  Romantic. 

H.  de  VERE  STACPOOLE 

— The  Man  Who  Found  Himself. 

STACY  AUMONIER 

— One  After  Another. 

EDEN  PHILLPOTTS 

— The  Gray  Room. 

J.  S.  FLETCHER 

— Dead  Men's  Money. 

ALICE  BROWN 

— The  Wind  Between  the  Worlds. 

EDGAR  LEE  MASTERS 

— Mitch  Miller 

JACK  LONDON 

— Hearts  of  Three. 

ST.  JOHN  ERVINE 

— The  Foolish  Lovers. 


SIR  GEORGE  ARTHUR 

Life  of  Lord  Kitchener. 

The  biographical  tid-bit  of  the  year. 
3  vols.  $15.00. 

SIR  HARRY  JOHNSTON 

— Mrs.  Warren's  Daughter. 


E.  M.  DELAFIELD 

— Tension. 

"One  of  the  greatest  biographies  of 
all  time!" 

LIFE  OF  DISRAELI 

By  George  Buckle. 

Vols.  V  and  VI  just  published. 
Each — $6.75. 

JOHN  MASEFIELD 

— Enslaved. 

ARTHUR  RACKHAM 

— Irish  Fairy  Tales. 

By  James  Stephens  with 
Mr.  Rackham's  illustrations. 

JOSEPH  PENNELL 

— Pen  Drawing  and  Pen  Draughtsmen 

RUDYARD  KIPLING 

— Letters  of  Travel. 

In  the  three  authorized  editions. 

FERDINAND  TWOHY 

— The  Secret  Corps. 


A     STEADY     BEST     SELLER     FOR     MONTHS 

OWEN    WISTER 

A  STRAIGHT  DEAL  or  THE  ANCIENT  GRUDGE 

Eighth  edition  exhausted — and  no  wonder! 


THE  MACMILLANS  in  Canada 


TORONTO 
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B  0  O  K  S  E  L  L  E  R      AND      S  T  ATIMN  K  R 


WAM 


is  made  in  all  styles— Standard,  Safety,  Self -Filling 
with  a  point  to  suit  every  hand 


The  increasing  pop- 
ularity of  the  Swan 
Pen  is  due  to  the 
satisfaction  which 
every  pen  gives. 

The  self-filling  type 
fills  with  a  flip  of 
the  finger. 

September  is  the  be- 
ginningofthebusiest 
months  of  the  year 
in  the  pen  business ; 
but  we  can  give  you 
prompt  delivery. 


: 


This  Handsome  Showcase  Will  Help  You  Sell 
Write  for  Prices  and  Discounts 

MABIE,  TODD  &  CO.,  473  College  St.,  Toronto 
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1921 
Valentines 


The  Collection  for  next  season's  selling 
is  now  complete  and  our  travellers  are 
on  the  road  to  show  the  trade 
throughout  Canada  a  line  that,  when 
you  see  it,    you    will    say,    ranks   with    the  best  ever  shown. 


Just  Out 


Easter 


New,  Bright,  Interesting 
productions  in  a  class  by 
themselves. 

Items  that  will  appeal  to 
all  classes  of  Customers. 


These  are  all  productions  of 

THE  DREYFUSS  ART  COMPANY 

OF  NEW  YORK 

This  firm's  publications  have  attained  a  unique  position 
in  the  United  States.     We  are  their  exclusive  selling 

agents  for  Canada. 


f-'- 


'  ■ 


THE  VALENTINE  &  SONS 
UNITED  PUBLISHING  CO.,  LTD. 

60  FRONT  STREET  WEST 

TORONTO  CANADA 


-:  "T 


1 


<■ 


~f    '    , 
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7m  il^/>^  of  Master  Makers 

TO  give  people  something  byjwhich  to  remember  a 
product  is  good  business.  It  is  good  for  you  and  good 
for  us.  We  have  made  up  this  simple  monogram  mark  by 
which  we  are  going  to  make  it  easy  for  the  public  to  identify 
White  &  Wyckoff's  distinctive  social  stationery.  We  are 
going  to  impress  this  "master  mark"  upon  the  public 
through  adequate  advertising.  As  the  public  comes  to  know 
White  &  Wyckoff  quality  by  this  distinguishing  mark,  it 
will  become  more  and  more  profitable  for  you  to  standard- 
ize on  a  complete  White  &  Wyckoff  line. 

Write  for  full  information  regarding 
our  new  lines 

WHITE    &   WYCKOFF    MFG.  CO.,  Holyoke,  Mass. 

Master    Makers    of  Distinctive    Social    Stationery, 
Writing  Tablets,     Composition    Books 


Distinctive 


A.  R.  MacDougall  &  Co.,  Limited 

468  King  Street  W.,  Toronto,  Ont. 


OC-L^' 


Stationery 


The  Schofield  Paper  Company 

23-25  Prince  William  Street,  St.  John.  New  Brunswick 
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Time  and  Money 

The  article  that  sells  with  the 
least  effort  is  a  time  saver  and 
a  money  maker  past  all 
others.  *  *  *  From  this 
standpoint  consider 


ELdoradO 

"THE  MASTER  DRAWING  PENCIL" 


Made  in  17  Leads— one  for 
every   need   or  preference 


JOSEPH  DIXON  CRUCIBLE  CO.,  Pencil  Deft.  74-.I,  Jersey  City,  N.  J. 

Canadian  Distributors: — A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 


°fj 


FOR  YOUR  SCHOOL  TRADE 

STANDARD  CRAYONS 


Crayel — Highest  quality 
wax  crayon  for  general 
school   use. 

A  complete  variety  of 
school  crayons  carried 
in  stock  in  Toronto. 
NONE  BETTER  MADE. 
Ask  your  jobber  for 
prices. 


Omega  Dustless  Chalk — A  dustless  chalk  that  is 
dustless.  Omega  is  entirely  free  from  grit,  erases 
easily  and  will  not  scratch  the  board. 


Artco  Pastel — Especially 
adapted  for  advanced 
color  wo,rk  in  paper 
drawing.  They  can  also 
be  used  with  water  and 
produce  a  delicate  water 
color  effect. 

Standard  White  and  Yellow  Enamelled 
School  Chalk -NONE  BETTER  MADE 


ATfc       "1%  /T  T"\  js      11     O      /^i  ^        T    ^-  J       Representatives  for  Canada  and  Newfoundland 

.  R.  MacDOUgall  &  C-O.,  Ltd.   468  King  St.  West  Toronto 
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DAN-DEE 


DAN-DEE 
Square    Waste    Baskets 
3  Styles— 6  Finishes. 


DAN-DEE 

Strong    Boxes 
2    Styles— 2    Finishes. 


Art  Metal  Products 


may  in  .some  few  instances  de- 
mand a  higher  price — but.  their 
quick  turnover,  the  satisfaction 
they  give  the  user,  and  the  lib- 
eral margin  of  profit  they  pay 
you,  make  the  entire  line 
worthy  a  prominent  place  in 
your  stock  of  office  appliances. 


Write  i  for     descriptive     circulars, 
price   lists   and    discounts. 


DAN-DEE 

Round   Waste   Baskets 
2    Styles — 15    Finishes 


DAN-DEE 

Letter  Trays 
2     Styles — 8    Finishes 


EVERY  CUSTOMER 
IS    A    BOOSTER 

"Sengbusch"  office  specialties  have 
proved  their  merit  by  successful  perform- 
ance through  years  of  hard  practical  use. 
That's  why  they  make  every  customer  a 
booster  for  your  good  judgment  and  your 
store. 

Satisfied  customers  are  good  customers, 
good  customers  because  they  come  back 
often  and  bring  others  with  them.  This 
means  more  and  better  sales  and  bigger 
profits  for  you.  "Sengbusch"  office  nece^ 
sities  are  a  sure  means  of  making  satisfied 
customers. 

Sengbusch  Office  Specialties  have  been  adopted 
by  Government  offices,  banks,  and  big  business 
houses  everywhere,  because  each  one  is  a  proved 
success — a    money-saver,    a  time-saver,   and  a 


SENGBUSCH 
INKSTAND 


rhe  IDEAL 

MoisteheR 


QENGBUSCH 

>^    ialt- Closing    ■■ 

MuqiageAppueR 


The  Sengbusch  Self-Closing  Inkstand 
has  a  float  in  center  which  automati- 
cally keeps  well  closed  like  a  corked 
bottle  when  not  in  use,  yet  provides 
fresh,  clean  ink  always  ready  to  use.  No 
evaporation,  no  spattering,  nor  thick, 
dirty  ink,  at  any  time.  Retails  at  $1.75 
up. 

The  Ideal  Sanitary  Moistener  is  a  most 
efficient  and  sanitary  means  for  moist- 
ening stamps,  labels,  envelopes,  fingers, 
etc.  Pure  white  porcelain,  with  polished 
nickel  bearings.  Nothing  to  wear  out, 
get  sour  or  gummed  up.  Its  superiority 
over  the  "just  as  good"  kind  is  demon- 
strated  in   practical  use.     Retails  at  $2. 

The  Sengbusch  Self-Closing  Mucilage 
Applier  is  the  only  safe  and  convenient 
method  ever  devised  for  using  mucilage. 
A  hard  rubber  refillable  receptacle,  with 
nickel-plated  cap.  Mucilage  always 
fresh.  Can't  spoil  or  dry  up.  Retails 
at  75  cents. 


convenience.  This  makes  them  good  sellers, 
therefore  profitable  for  the  dealer  to  always 
carry  a  full  line. 

These  specialties  are  sold  strictly  "on  approval" 
— and  no  returns  from  sincere  buyers. 

<  ret  your  supply  of  circulars  and  display  with 
your  imprint — free. 


A.  R.  MACDOUGALL 


&  CO.,    LIMITED 
468  West  King  St. 


TORONTO,  ONT. 
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Stationery  Specialties 
Hard  to  Get 

Perforators 


Peerless,  similar  to  cut,  #6.50  per  dozen 
Pilot,  similar  to  cut,  #8.00  per  dozen 
Acme  (two  Gauges) 

similar  to  cut,  #10.20  per  dozen 


Triumph — #9.00  per  dozen 


Archine — $21.60  per  dozen 
No.  698 — Japanned,  with  spring 

$4.80  per  dozen 
Manhattan — Nickel,  with  spring 
$7.20  per  dozen 

Cash  Boxes 


No.  50 — 8  inch,  British  made 
$17.00  per  dozen 

No.  50 — 11  inch,  British  made 
$22.50  per  dozen 


Toy  Cash  Boxes 

2 — 4  inch  Money  Box  with  Slit, 
$2.00  per  dozen 

2 — 4  inch  Cash  Box,  $2.00  per  dozen 

2 — 6  inch  Cash  Box,  $3.60  per  dozen 


The  Copp  Clark  Company,  Limited 

495-517  Wellington  St.  West,  Toronto 
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VALENTINE 
and  EASTER 

CARDS,  BOOKLETS, 
POSTCARDS  and  NOVELTIES 

This  is  to  announce  to  the  trade  that  our  travel- 
lers are  now  showing  collections  of  these  art  publi- 
cations that  eclipse  all  previous  showings.      They 
will  add  distinction  and  give  such  additional  charm 
to  this  department  as  to  produce  eminently  worth-while 
business  in  your  store. 

MECHANICAL   AND   LACE   VALENTINES 

are  to  the  fore  in  infinite  varieties  of  designs,  including 
most  striking  novelties,  and  so  with  cut-outs  and  boxed 
valentines. 

Equally  distinctive  are  the  productions  for 

EASTER 

In  which  we  would  draw  the  special  attention  of 
the  trade  to  the  steel  engraved  and  offset  process 

BOOKLETS. 

CLEVER     -    FETCHING    -     PLEASING 
POSTCARDS  FOR  EACH  OF  THESE  SEASONS 

Values  that  challenge  all  comparisons  at  popular  prices. 
ALSO  ST.  PATRICK'S  DAY  FAVORS 

Featuring  Shamrock,  Pipe  and  Paddy's  Hat  Designs. 
"THE  LINE  OF  ACHIEVEMENT.- 

The  COPP,  CLARK  CO. 

LIMITED 
511  Wellington  St.  West 

TORONTO 
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Top   Notchers 
for   Early  Autumn 


HARRIET  AND  THE  PIPER 

By  Kathleen  Norris 
It  is  the  story  of  beautiful  Harriet  Field,  who, 
in  the  joyous  innocence  of  youth,  had  given  her- 
self in  a  fanciful  marriage  troth  to  Royal  Blondin, 
poet-adventurer,  and  how  his  return,  after  nine 
years,  threatened  the  new  life  she  had  built  up 
in  the  Carter  household. 

PIPEFULS 

By  Christopher  Morley 
Morley  says  in  his  foreword  to  "Pipefuls," 
.  ..  .  "In  extenuation  it  may  be  pleaded  that 
none  of  them  (the  sketches)  will  take  more  of 
the  frowning  reader's  time  than  may  be  devoted 
to  an  accompanying,  fill  of  tobacco."  A  book 
that  will  be  read  and  re-read. 

THE  SCHOOLMASTER  OF 
HESSVILLE 

By   Helen    R.    Martin 
A   story   in    which     the  heroine,   Pennsylvania 
Dutch  Minnie,  rescues  happiness  from  what  por- 
tends tragedy,   making  a  strong  tale   worthy  of 
the  creator  of  Mennonite  Martha. 

$1,200  A  YEAR 

By  Edna  Ferber  and  Newman  Levy 
This  play,  a  timely  satire  on  the  absurdity  of 
professors   at     $1,200   a   year  and     plumbers    at 
$2,500,  will  go  "on  the  boards"  this  fall.     It  is  a 
comedy  in  three  acts. 

THE  TURNSTILE  OF  NIGHT 

By  William  Allison 

From  the  beginning  of  this  story,  in  an  opium 
den  in  Calcutta,  there  is  not' a  lagging  moment. 
From  India  to  dreary  Thibet,  and  to  England, 
the  reader,  like  the  guardians  of  the  sacred  talis- 
man, follows  the  people  in  this  book. 

JAN 

By  J.   Morgan   Gibbon 
Lauph,  hope,  and  live  with  Jan,  the  wilfullest, 
suddenist,  disconcertingest  girl  who  ever  set  out 
to  be  a  modern  woman.     A  real  personality,  true 
daughter  of  the  wild. 


THE  DRUMS  OF  JEOPARDY 

By    Harold    McGrath 

Mysterj  with  a  plausibility,  romance  with  a 
touch  of  sadness,  adventure  with  vigour  and 
realism — and  "Cutty,"  a  character  destined  to 
long  life  in  American  literature. 

THE  ROSE  DAWN 

By  Stewart  Edward  White 
This  is  the  concluding  volume  of  Stewart  Ed- 
ward White's  trilogy  of  California;  the  sequel 
to  "Gold"  and  "The  Gray  Dawn."  With  a  truly 
creative  realism  Stewart  Edward  White  presents 
a  whole  period;  and  a  generation  of  history  is 
revealed  in  this  tale  of  a  generation  of  men. 

THE  BREATHLESS  MOMENT 

By  Muriel  Hine 

Another  engrossing  story  by  the  author  of 
"The  Hidden  Valley,"  and  equally  searching  in 
its  plumbing  of  the  depths  of  human  emotion. 

CAPTAIN  MACEDOINE'S 
DAUGHTER 

By  William  McFee 

If,  as  is  often  said,  to  know  England  you  must 
first  know  her  seamen,  this  book,  like  "Aliens" 
and  "Casuals  of  the  Sea,"  will  give  you  the  soul 
of  England.  It  is  a  story  of  seductively  fascinat- 
ing people  —  pretentious  Captain  Macedoine 
with  his  pathetic  bubble,  "The  Anglo-Hellenic 
Development  Co." 

THE  WITNESS  OF  THE  SUN 

By  Henry   Smith  Williams 

Who  killed  John  Theobold ? 

A  baffling  mystery  story,  with  a  startling  new- 
element,  the  witness  of  the  sun. 

O.  HENRY  MEMORIAL  PRIZE 
STORIES 

A  fitting  memorial  to  America's  greatest  ex- 
ponent of  the  art  of  the  short  story.  The  con- 
tents  of  this  book  represent  the  most  significant 
examples  of  the  American  short  story  published 
in  1919. 


MAKE  INCREASED  BOOK  SALES  PAY  THIS  YEAR'S  STORE  RENT 


Doubleday  Page  &  Co. 

Country  Life  Press 

Garden  City,  N.Y. 


S.  B.  GUNDY 

OXFORD 


25  Richmond  St.  W. 

Toronto        Canada 
UNIVERSITY      PRESS 
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SALES! 


How  many  people  live  in  your  city — or  town? 

Over  75  %  of  them — men,  women,  and  children — have  daily 
use  for  a  good  pencil. 

The  MODERN  is  a  good  pencil.  It  looks  right,  and  is 
made  to  "write  RIGHT."  Has  a  plain,  neat  silver  finish — 
and  you  can  sell  it  at  a  popular  price. 

The  MODERN  has  fewer  parts,  hence  causes  less  trouble. 
Takes  the  standard  lead,  and  its  point  is  never  dull. 

The  MODERN  makes  friends  and  pays  liberal  profits. 

Ready  for  Immediate  Delivery! 

Our  manufacturing  facilities  enable  us  to  make  shipmen 
the  day  your  order  is  received. 

Sold  only  to  the  trade  with  generous  discounts  for  quantity 
purchases. 

The  Hoge  Manufacturing  Company,  Inc. 

215-217  Fulton  Street  New  York  City 

Canadian  Representative : 

A.  J.  McCrae,  23  Scott  Street 

Toronto,   Canada 


25 


BOOKSELLER      AND     STATIONER 


Our  Books  are  Like  a  Rjyer  - 

Always  Movin 


New  and  Forthcoming  Canadian  Novels 


The  Forging  of  the  Pikes 

By  ANISON  NORTH 

Author  of  "  Carmichael" 

The  Blower  of  Bubbles 

By  ARTHUR  BEVERLEY  BAXTER 

The  Prairie  Mother 

By  ARTHUR  STRINGER 

Author  of  "  The  Prairie  Wife  " 

Glen  of  the  High  North 

By  H.  A.  CODY 

Author  of  "The  Touch  of  Abner  " 

The  Parts  Men  Play 

By  ARTHUR  BEVERLEY  BAXTER 

Author  of  "  Blower  of  Bubbles  " 

The  Lady  of  the  Crossing 

By  FREDERICK  NIVEN 


Bonnie  Prince  Fetlar 

By  MARSHALL  SAUNDERS 

Author  of  "  Beautiful  Joe,  "  "  Golden  Dicky" 

Stronger  than  His  Sea 

By  ROBERT  WATSON 

Author  of  "My  Brave  and  Gallant  Gentleman" 

Graydon  of  the  Windermere 

By  EVAH  McKOWAN 

Author  of  "Janet  of  Kootenay  " 

Eyes  of  the  Law 

By  ETHEL  PENMAN  HOPE 

Author  of  "Dr.  Paul" 

Imperfectly  Proper 

By  "P.O.  D." 

La  Chance  Mine  Mystery 

By  S.  CARLETON 


McClelland 

PUBLISHERS 


AND 
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New  and  Forthcoming  Autumn  Leaders 


Poor  Wise  Men 

By  MARY  ROBERTS  RINEHART 

Author  of  "Affinities,"  "Amazing  Interlude,"  etc. 

The  Top  of  the  World 

By  ETHEL  M.  DELL 

Author  of  "The  Lamp  in  the  Desert,"  "The  W ay  of  an  Eagle" 

The  Devil's  Paw 

By  E.  P.  OPPENHEIM 

Author  of  "  The  Great  Impersonation" 

The  Captives 

By  HUGH  WALPOLE 

Author  of  "  The  Secret  City  " 

A  Tale  that  is  Told 

By  FREDERICK  NIVEN 

Author  of  "  The  Lady  of  the  Crossing  " 

Tarzan,  the  Untamed 

By  EDGAR  BURROUGHS 


Pink  Gods  and  Blue  Demons 

By  CYNTHIA  STOCKLEY 

Author  of  "  The  Poppy,  "  etc. 

The  Little  Warrior 

By  P.  G.  WODEHOUSE 

Author  of  "  A  Damsel  in  Distress  " 

The  Little  House 

By  CONINGSBY  DAWSON 

Author  of  "  The  Garden  Without  Walls  " 

The  Burgess  Animal  Book 

By  THORNTON  W.  BURGESS 

Author  of  "  The  Burgess  Bird  Book" 

Autobiography  of  Margot 
Asquith 

By  MRS.  ASQUITH 

The  Slayer  of  Souls 

By  ROBERT  W.  CHAMBERS 

Author  of  "In  Secret" 


STEWART    LIMITED 

TORONTO 
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IF  YOU  ARE  IN  EARNEST  II 
YOUR  PRODUCTS  THROUG] 
BOOK,  STATIONERY  AND  TO 
SECTIONS  OF  THE  DEPAJ 
STORES  OF  CANADA,  YO 
THIS  ANNOUNCEMENT—      I 

ANNUAL  FALL  NUMBER 


ITEM 

The  retailers  throughout  Can- 
ada are  familiar  with  the  sig- 
nificance of  the  Annual  Fall 
Number  of  "Bookseller  & 
Stationer."  They  will  expect 
to  see  in  it,  as  usual,  special 
announcements  by  manufac- 
turers and  wholesalers  of  im- 
portant products  suited  for 
selling  in  book  and  stationery 
stores.  Tell  them  the  advant- 
ages of  your  goods. 


ITEM 

Lines  that  will  receive  special 
attention  editorially  in  this  big 
number,  because  of  their  sig- 
nificance as  Christmas  Gifts 
include  Books,  Papeteries, 
Greeting  Cards,  Toys,  Leather 
Goods  and  Fancy  Goods.  Pro- 
ducers and  wholesalers  of 
these  lines  should  arrange  to 
be  represented  with  good  in- 
formative advertisements  that 
will  compel  the  interest  of  re- 
tailers and  develop  orders 


ENTER  YOUR  ORDERS  EARLY  Af 

FORMS  CLOSE  SEPTEMBER  25 


ADVERTISING  RATES 


Two  Pages,  $85 
Half  Page,     $25 


Full  Page,  $45 
Quarter,      $15 


Better  rates  for  3,  6  or  1 2  month  orders 
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CANTING  TO  SELL  MORE  OF 
HE  JOBBERS  OR  THE  RETAIL 
TORES,  AS  WELL  AS  THESE 
ENT  STORES  AND  CHAIN 
ALL  HEED  THE  ADVICE  IN 


BOOKSELLER  AND  STA  TIONER" 


ITEM 

Toys  and  games  will  have  a 
special  section  in  this  number. 
Some  manufacturers  have  al- 
ready arranged  for  full  page 
advertisements  in  this  section, 
which  will  be  issued  in  separ- 
ate form  and  given  wide  extra 
circulation  among  retailers  other 
than  booksellers  and  stationers. 
This  will  include  ALL  department 
stores  in  Canada.  Take  advant- 
age of  this  exceptional  opportun- 
ity. Come  in  with  a  good  strong 
announcement  about  your  toys. 


ITEM 

To  supplement  display  adver- 
tisements in  this  Annual  Fall 
Number  we  would  strongly 
advocate  follow-up  advertise- 
ments in  subsequent  issues  in 
half-page,  quarter-page  or 
even  specialty  page  spaces. 
These  latter,  21/4"  x  3"  in  size, 
cost  $5  a  month  on  yearly  con- 
tract, affording  a  high  degree 
of  publicity  value  at  minimum 
cost. 


IT    BEST    AVAILABLE     SPACE 

DA  TE  OF  ISSUE  OCTOBER  / 


CLIP  AND  FILL  OUT  THIS  ORDER— MAIL  IT  TO-DAY. 

BOOKSELLER  &  STATIONER  Date 

143-153  University  Ave.,  Toronto,  Canada. 
Reserve  for  us  space  as  checked  below  in  your  Annual  Fall  Number. 

Two  pages     -    $85      

Full    page     -       45      

Half  page     -       25      

Quarter  page  _    15      

(Better  rates  for  a  series) 


Name 


ssa^ppy 
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Put  Them  Right 


BANKERS' 
SANITARY  MOISTENER 

Your  customers  are  looking 
for  a  moistener  which  satisfies. 

You  can't  go  wrong  if  you 
suggest  the  Bankers'  Sanitary 
Moistener. 

Retails  at  $1.25 

J.    F.   Ryan  &  Company 

375  Lexington  Ave.  New  York  City 


William  Sinclair  &  Sons 


(Stationers) 


Limited 


Makers  of 

Account  and 
Memorandum  Books 
Pocket  Books 
Writing  Pads 
School  Stationery 

Main  Office  and  Factory  : 

ALBERT   WORKS 

Otley,  Yorks,  England 

LONDON:— 22,  Ivy  Lane,  Paternoster  Row,  EC.  4 


The  Tucker  Manufacturing  Co.,  Ltd. 

Specify   TUCKER'S  MANUFACTURERS  OF 

'■hand  grip  brand:-       PAPER  FASTENERS,  DRAWING  PINS  AND  GENERAL 

on  all  Orders  and  Indents  STATIONERS'    SUNDRIES 


SELF-PIERCING 

43  42  41 


PAPER     FASTENERS 
40  633  S  1 


"S"  SERIES 

S  2  S3  S  4 


•GRIPON"    CLIP 


HOLDFAST        SCREW        DRAWING  PIN 
TICKET  BINDERS     "BEST   OF  ALL' 

201  400 


REQUIREMENTS    OF    ALL    MARKETS    SPECIALLY    STUDIED 

CRESCENT    WORKS,    HARLESDEN,   LONDON,  N.W.,  ENG. 

For  Catalogue  and  Prices  Write  our  Representative 

AUBREY  O.  HURST,  32  FRONT  ST.  WEST,  TORONTO 
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Stop  Trifling 

With 

A  Big   Line 

READ  THIS 


When  Balloon  business  was  confined  to  two  or 
three  numbers,  sales  were  small  even  though 
they  were  numerous. 

To-day  this  business  shows  scope  for  real  mer- 
chandising on  a  big  scale. 

The  Eagle  Company  manufactures  Toy  Bal- 
loons exclusively.  The  ♦■range  is  immense  and 
gives  every  scope  for  heavy  sales  in  the  total. 

There  are,  roughly,  five  divisions  of  this  trade 
— You  can  cash  in  on  every  one  of  them. 


No.   1   division  includes 


No.  2   division  includes 

(These    are    practically    toy 
items) 


A — Air   and   Gas    Balloon,    12    sizes,    inflating    4    to   36 

inches    dia. 
B — Airship   Balloon,   6   sizes,    inflating    12   to  30    inches 

in   length. 
C — Valve   Balloon,   long   and   round   shape  ;   25   sizes. 
D — Sausage  Squawker  Balloon,  assorted  colors  ;  5  sizes. 
E — Round   Squawker,   assorted   colors:    11   sizes. 

F — "Baby  Squawk,"  length  9  inches  over  all. 

G — Jumbo  Squawker,   assorted   colors  ;   length  9   inches 

over  all. 
H — Bagpipe,   four  note ;   9   inches    over  all. 
I — Bagpipe,  three  notes  ;   length  5%  inches  over  all. 
J — Bagpipe   Four   Note   tone  pipe,   single   note   Drone, 

each    in    box. 
K — Watermelon    Balloon,    inflates   30    inches    long. 


No.  3  division  takes  in  all  lines  Balloons  suitable  for  advertising. 

No.  4  division  includes  Balloons  for  all  Seasons,  Hallowe'en,  Thanksgiving, 
Xmas,  New  Year's,  Easter,  Valentines. 

No.  5  takes  in  assortments  of  1  gross  regular  lines  $7.50  each  trade  and 
No.  10  is  V2  gross  Bagpipe  styles,  $7.50  each  trade.  Also  assort- 
ment No.  50  (for  selling  over  counter  like  a  game  to  individuals) 
of  four  large  type  Squawkers  and  Bagpipes.  Trade  price  $7.20 
dozen. 

Jobbers  should  appreciate  the  chance  for  ready  sales  herein.     Write  us  to-day  for  catalogue  and  full 
particulars.     All  orders  sent  mail  for  assortments  can  be  sent  on  two  days'  approval. 

Retailers — Get  ready  for  Fall  Fairs  and  Public  Dances  and  Private  Parties.     DO  IT  NOW. 

THE  EAGLE  RUBBER  CO. 

ASHLAND     -     OHIO 

Sole  Canadian  Agents: 

MENZIES  &  CO.,  LTD.       -      439  King  St.  West 

TORONTO,  CANADA 


31 


BOOKSELLER     AND     STATIONER 


Order  Your  Fall  and  Winter  Stock 


Before  you  have  time  to  forget 


Sold  in — 

5  oz.  30  cent  size  with  Cap  and 

Brush. 
10  oz.  60  cent  size  with  Cap  and 

Brush. 

30  oz.  (quarts)  for  refilling. 


If  you  haven't  stocked 
Glucine  previously—write 
for  sample  which  we  will 
send  free  of  charge. 


.5  lie  "«2tlGrJ^ 


WLUCINB 


GLUCINE  is  guaranteed  for  two  years — not  to 
deteriorate  in  any  way.  It  is  always  clean  and 
sweet.  Is  the  quickest  and  most  satisfactory 
liquid  adhesive  on  the  market. 


LYONS  BANK  WAX-LYONS  PARCEL  WAX- -PERFUMED  WAX 
LYONS  WRITING,  COPYING  AND  RED  INK 

There  is  no  better  ink  made   than  Lyons.     We  have  always   talked  quality  heretofore — 

Now  we  can  talk  PRICE  as  well. 

We  wish  to  place  local  agencies  throughout  Canada.     Write  for  our  proposition  NOW. 

MANUFACTURED  IN  ENGLAND  BY 

LYONS  INK  LTD.,  MANCHESTER 

SOLE  CANADIAN  AGENTS: 

MENZIES  &  COMPANY,  LTD.  43%0J?ontow- 

Manufacturer*'  Agents  for  Blotting,  Seccotine,  Glucine,  Ink,  Wax,  etc.      Publishers  Xmas  Cards.       Manufacturers  Stationery  Lines  and  Toys. 
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Read 
About  It 
in 

MacLean's 

Digest 

American 

Independent 
McClurt's 
and  other 
National 
Magazines 


Accept 

No 

Imitation 


Live  Notes 
Only 


ROBINSON  REMINDER 

TEAR  OUT  WHEN  ATTENDED  TO 

EACH  memo  separate;  when  attended  to  it  is 
torn  out,  leaving  everything  ready  for  in- 
stant reference;  hence  no  excuse  for  forgetting. 
Handy  pocket  in  cover. 

Every  man  and  woman  who  has  things  to  re- 
member is  a  ReYninder  prospect.  A  million  sold 
and  business  gets  better  every  day.  Retail  prices 
below. 


With    each    Reminder    is   an    extra   filler. 

Size  B  3  x  5  in.     Size  A  3V4  x  7  in. 
Handsome    Black    Leather     ...$1.25  $2.00 

n    Cross   Grain    (Asst.    Colors)   1.75  2.75 

n    India    Calf     2.50  3.50 

n    Cowhide     2.75  3.75 

n    Genuine    Morocco     3.00  4.00 

n    Imitation    Leather     75  1.00 

n  Cloth   (without  extra  Killer)     .25  .50 

.adies'  Shopping  Reminiler,  Size  L  2%  x  3%  in.,  with 
pencil  ami  extra  filler,  $1.50;  in  patent  leather,  $1.75; 
in  Genuine   Morocco,    $2.25. 

Extra    Fillers. 

Per   dozen:      Size    B.    75c.      Size   A,    $1.00.      Size    L.    70c. 

Name  in   gold  leaf  on   cover — 25c.   extra. 

These   prices   suhject   to  change   without   notice. 

ROBINSON  MFG.  CO.,  74  Elm  St.,  Westfield,  Mass.  U.S.A. 


Write 
for  a 
Profitable 
Dealer 
Offer 


SIR   ISAAC  PITMAN  & 
SONS,  LIMITED 

have  much  pleasure  in    announcing 
that 

ON  OR  ABOUT  DECEMBER  1st 

they  will  establish  a  branch  at 

ST.    MARTIN'S    HOUSE 

70  BOND  STREET 

TORONTO 

carrying  stocks  of  their  numerous 

SHORTHAND,      TYPEWRITING,      COMMERCIAL, 

EDUCATIONAL,      TECHNICAL  AND  * 

SCIENTIFIC  PUBLICATIONS 


Wholesale  agents: 

Commercial  Textbook  Co. 
Copp  Clark  Co.,  Ltd. 

Temporary  address: 

27  Simpson  Avenue,  Toronto 


COMING 

October  1 
Annual  Fall  Number 

WATCH     FOR      SPECIAL    ARTICLES 
ABOUT     HOLIDAY    TRADE     AND 
ANNOUNCEMENTS  IN  ADVER- 
TISING PAGES  BY  PRIN- 
CIPAL FIRMS 
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H  O  0  K' SE  L  L  E  It     AND     g  T  A  T  I  0  N  E  R; 


TWENTY  CENTS 


CANADAS  national  magazine 
September  I 


/.'    . 


Twice  -  a 

Month. 


*•» 


J 


"Enclosed  find  $3.00  for  subscrip- 
tion to  MACLEAN'S,  'Canada's  Na- 
tional Magazine.'  How  is  it  I 
never  heard  of  your  wonderful 
magazine  before?  Don't  you  solicit 
subscriptions  ?  Just  happened  to  nee 
the  journal  for  the  first  time  yester- 
day, and  was  simply  surprised  by 
its    value. 

"W.    REINHARD, 
"In   charge  of  Bella  Coola 

Hospital,  Bella  Coola,  B.C." 


They're   Telling  You— 

"MAKE 

MORE 
MONEY" 


"I  have  taken  MACLEAN'S  for 
four  years  and  do  not  mean  ever 
to  be  without  it.  It  is  a  clean, 
wholesome  paper,  fit  for  the  best — 
in  other  words,  it  is  a  real  Can- 
adian magazine  for  Canadians. 

"MRS.    MABEL   F.   OVERTON. 
"Westlock,    Alberta." 

"I      have      been      reading      MAC- 
LEAN'S   for    some    time,    buying    it 
at   a    newsstand,    but   am    unable    to 
purchase   it  here,   and  find   I   cannot  . 
get   along    without   it. 

"C.    L.    ROWE, 

"Karluk,    Sask." 

"I  am  heartily  in  accord  with  all 
your  correspondents  who  are  so  well 
pleased  with  MACLEAN'S.  Its  con- 
tents are  so  diversified,  and  yet  so 
well  balanced,  that  there  is  not  too 
much  of  any  one  feature.  I  prefer 
it  to  any  other  magazine  I  am  fam- 
iliar with,  and  especially  because  it 
is  genuinely  Canadian  in  every  re- 
spect. 

"T.   R.   BROUGH, 

"Carberry,    Manitoba. " 


"MACLEAN'S  is  without  exag- 
geration one  of  the  best  magazines 
I  have  ever  read.  There  is  so  much 
worth-while  material,  and  for  so 
very  little  money.  Here's  hoping  you 
keep  up  the  good  work. 

"J.    C.    Young, 

"Oshawa,    Ont." 

"MACLEAN'S    is    the   best    of    all 
the    magazines — American    or   Cana- 
dian— coming   to   my  house. 
"Dr.    A.    R.    Griffith, 

"221    Peel    St.,    Montreal." 

"MACLEAN'S  is  a  magazine  which 
Canadians  may  be  proud  of,  and 
all  should   read. 

"H.    Lester    Smith,    Barrister, 
"Riverside,    New    Brunswick." 

"I   would   not  want  to  be  without 
MACLEAN'S    MAGAZINE. 
"C.   A.   Lusby, 

"Amherst,   N.S." 

"I  regard  MACLEAN'S  as  a  use- 
ful auxiliary  in  the  development  of 
Canadian  citizenship.  It  ought  to  be 
in   every   home.  , 

"(Rev.)   C.  W.  Neish, 

"Kensington,  P.E.I." 


Glowing  letters  like  these  pour  in  on  us  from  all  parts  of  Canada  —  every  mail  — 
every  day.    And  what  do  they  indicate? 

That  right  in  YQUR  town  there  are  piles  of  people  who,  if  they  were  once  intro- 
duced to  it,  would  become  constant  and  enthusiastic  readers  of  MACLEAN'S 
MAGAZINE. 

There's  no  doubt  about  it.  Your  town  is  just  the  same  kind  as  many  represented  in 
the  above  letters.  And  there  are  many  customers  of  yours  who  have  never  been  urged 
to  buy  MACLEAN'S,  and  have  never  read  even  a  single  copy  of  this  world-famous 
Canadian  publication. 


Don't  let  easily-earned  profits  slip 
away  from  you.  month  after  month  — 
and  Twice  a  Month!  There's  a  big 
percentage  of  profit  on  each  copy!  If 
you're  not  already  handling 

Macleans 

'         F  "-.... ~.,s  . "»'««. MAGAZINE' 

Sit  Right  Down  —  Sign  Your  Name  — 
Mail  This  Coupon  Now! 


To  the  Circulation  Manager, 

MACLEAN'S  MAGAZINE,  Toronto. 

Please  give  me  full  particulars  of  your 
big  money-making  proposition  to 
newsstands. 

Name  

Address 
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THE  MISSION  OF  THE 
ADVERTISING  PAGES 

By 
WILLIAM   S.   POWER 

President,  Poiver,  Alexander    &  Jenkins  Company,  Detroit 


"The  man  who  says  he  never  reads  ad- 
vertisements, either  is  a  proper  candidate 
for  the  Ananias  Club  or  is  lacking  in 
common  business  sense." 

That  is  the  way  a  big  business  man, 
the  head  of  a  successful  corporation,  put 
it  in  talking  to  his  selling  force  a  few 
days  ago. 

The  advertising  pages  of  the  big- 
National  magazines  are  a  barometer  of 
business. 

They  are  consulted  by  practical  men 
and  women  just  as  the  financial  and  social 
pages  of  the  newspapers  are  consulted  for 
the  information  they  contain. 

Time  was,  and  not  so  very  long  ago, 
when  the  advertising  pages  were  merely 
a  direction  of  things  for  sale. 

To-day  they  rank  side  by  side  with  the 
editorial  pages  in  the  vital  interest  of  the 
messages  that  they  carry. 

One  does  not  often  hear  a  slurring 
remark  these  days  as  to  the  unreliability 
of  an  advertising  message. 

Advertisements  as  a  class  have  ceased 
to  be  unreliable. 


Superlative     and     exaggerated 
have  lost  favor  with  advertisers. 


claims 


No  part  of  a  magazine  to-day  is  more 
carefully  edited  and  more  ruthlessly  purg- 
ed of  unreliable  statements  than  the  pages 
that  carry  the  advertising  messages. 

Advertisers  have  discovered  that  frank- 
ness and  conservation  and  truth  are  the 
strongest  allies  that  they  can  have  in  their 
efforts  to  win  public  confidence. 

And  so  it  is  that  to-day,  as  never  before, 
men  and  women  scan  the  advertising 
pages  as  carefully  and  with  as  deep  an 
interest  as  they  give  to  any  other  part  of 
the  magazines. 


The  advertising  pages  reach  out  to  you 
in  a  spirit  of  friendship  and  co-operation. 

That  is  their  mission — to  make  a  friend 
of  you  and  to  win  your  good-will. 

To  be  sure  they  have  something  to  sell 
you — but  that  is  rather  a  secondary  con- 
sideration, a  by-product  of  advertising,  if 
you  please. 

The  big  elemental  aim  is  to  win  your 
good-will — when  that  is  accomplished,  the 
selling  will  follow  as  a  perfectly  natural 
result. 

Look  through  the  advertising  pages  of 
this  magazine — note  the  carefulness  with 
which  the  messages  have  been  prepared — 
feast  your  eyes  on  the  art  that  has  been 
used  in  illustrating  them — sense  the 
friendly  hand-clasp  that  they  seem  to  ex- 
tend toward  you. 

Then  analyze  them  for  yourself. 

You  will  find  that  the  products  that  are 
most  persistently  and  effectively  advertised 
are  almost  universally,  the  best  and  most 
dependable  products. 

That  is  a  perfectly  natural  illustration 
of  the  law  of  cause  and  effect. 

An  advertisement  is  a  pledge.  The  man 
who  issues  it  puts  himself  on  record.  The 
public  expects  more  of  him — and  almost 
invariably  he  measures  up  to  expectations. 

The  development  of  advertising  has  put 
business  on  a  higher  plane.  It  has  created 
a  finer  code  of  business  ethics.  It  has 
made  possible  better  products  and  lower 
prices.  It  lias  immeasurably  increased 
the  comforts  of  life  by  bringing  within 
the  reach  of  all  the  conveniences  and 
luxuries  that  would  otherwise  be  enjoyed 
only  by  the  few. 
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"If  I  Were  a  Retailer" 
Window  Display  Drives 
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FURTHER  ADVANCES 

THERE  is  as  yet  no  relief  in  sight  as  regards 
book  prices.  In  fact,  that  tendency  is  still 
decidedly  upward,  so  much  so  that  $2.50  and 
$2.75  fiction  will  not  be  uncommon  among 
Autumn  issues  of  fiction. 

Since  the  middle  of  August  word  from  New 
York  brought  news  of  a  further  advance  of  10c 
in  the  price  of  all  varieties  of  leathers  used  in 
bookbinding. 

A  letter  from  a  New  York  publishing  house 
to  a  jobbing  house  in  Toronto,  dated  August  12, 
was  as  follows: 

"We  are  sorry  to  learn  from  your  present 
letters  that  you  think  that  the  prices  of  our  new 
books  will  make  it  difficult  for  you  to  sell  them, 
as  these  prices  are  as  low  as  it  is  possible  for  us 
to  make  them  and  all  the  prices  of  our  new 
books  will  again  very  shortly  have  to  be  in- 
creased. 

"It  is  still  possible  to  get  paper  here  if  you 
are  willing  to  pay  something  over  20c  a  pound 
for  it,  but  for  paper  at  lower  prices  than  this 
you  can  book  orders  and  obtain  supplies  only 
after  months  of  waiting.  Again,  the  printers 
and  bookbinders,  who  now  receive  a  minimum 
wage  of  $44,  are  asking  for  an  additional  $18  a 
week  minimum  wage,  to  take  effect  October  1, 
and  threatening  to  strike  if  this  is  not  granted. 
Some  compromise  will,  I  presume,  be  possible  in 
the  wage  matter,  but  nothing  can  be  done,  in 
our  experience,  in  regard  to  the  paper. 

"It  accordingly  appears  most  likely  that  some 
time  after  the  1st  of  October  we  shall  again  have 
to  advance  our  prices  all  around,  and  this  will 
mean  an  even  higher  price,  I  expect,  than  $2.50 
for  the  most  important  of  the  new  novels." 


shortage  of  goods  of  all  kinds  and  the  abnormal 
struggle  that  stationers  have  to  get  enough 
goods  to  half  fill  orders  that  are  already  sold, 
makes  it  impossible  to  launch  a  movement  of 
this  kind  while  conditions  are  as  they  seem  to  be. 

"It  would  b'e  foolish  to  ask  stationers  to  co- 
operate, for  example,  in  making  a  special  dis- 
play of  miscellaneous  goods  of  your  manufac- 
ture during  a  certain  week  in  the  year,  when,  as 
a  matter  of  fact,  dealers  everywhere  are  so 
short  of  your  goods  that  they  cannot  get  en- 
ough to  fill  'sold  orders' ;  that,  at  least,  is  the 
condition  wherever  reported  by  stationers  to  me 
on  this  matter,  and  is  also  the  condition  of  affairs 
in  the  firm  which  I  have  the  privilege  of  serving 
as  president  and  treasurer.  So  we  have  decided 
because  of  this  shortage  of  supply  on  the  part  of 
the  manufacturers,  that  this  year  is  an  inoppor- 
tune time  to  launch  either  selling  helps  for  the 
increase  of  stock  turnover  or  general  display  of 
any  particular  line  of  goods  at  a  certain  time 
during  the  year  to  apply  generally  to  stationers 
everywhere. 

"I  think  you  can  get  the  spirit  of  this  without 
any  great  effort  to  make  it  plain  to  you  on  our 
part.  While  we  consider  these  two  factors 
most  important  for  the  general  trade,  we  are 
shaping  them  up  to  apply  when  the  market  is 
not  so  terribly  oversold  as  it  is  during  this  year. 
As  soon  as  the  supply  becomes  normal  again, 
we  will  have  material  in  hand  to  take  this  mat- 
ter up  vigorously  and  effectively." 

This,  of  course,  will  not  affect  the  plans  of 
the  children's  book  and  greeting  card  display 
weeks,  of  which  notice  will  be  given  in  this 
paper  in  due  time  and  it  is  to  be  hoped  that  the 
booksellers  and  stationers  of  Canada  will 
actively  participate. 


WINDOW  DISPLAY  DRIVES  $2.75  FICTION 

SIMULTANEOUS     displays    throughout    the  T~>ALL  fiction  this  year  sees  the  advent  of  the 

retail  stationery  trade,  of  different  classes  J?   $2.75  novel.    That  of  course  is  not  to  be  the 

of  merchandise,  were  to  have  been  promoted  by  ruling  price,  but  more  than  one  prospective  best 

the  National  Association    of    Stationers  of  the  seller  will  carry  that  price.    Others  will  be  $2.50 

U.S.,  but  the  plan  has  been  abandoned  for  the  and  $2.25,  but  of  course  efforts  are  being  made 

present  year  owing  to  the  general  shortage  of  to  keep  many  of  the  new  novels  down  to  an  even 

goods.  two  dollars.     It  remains  to  be  seen  what  the 

To  a  member  who  is  a  large  manufacturer,  attitude  of  the  public  will  be  toward  books- by 

who  wanted  to  know    the    plans  for  this  year,  favorite  authors  that,  for  possession,  will  neces- 

President  Bauer  replied  as  follows:  sitate    separation    from    an    amount   of   money 

"We  made  a  very  thorough  canvass  of  this  more  than  twice  the  price  at  which  new  novels 

matter,  and  find  that    because    of  the  general  were  sold  half  a  dozen  years  ago. 
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Port  Colborne,  Ont. — A  new  book  store 
has  been  established  by  A.  R.  Perry.  Mr. 
Perry  was  formerly  with  Sulman's  of 
Chatham,  and  before  that  with  Fair- 
field's of  St.  Catharines.  Mr.  Perry  is  a 
brother  of  A.  A.  Perry,  bookseller  and 
stationer,  of  Welland,  Ont. 

Fort  William,  Ont.— During  the  visit 
of  the  Imperial  press  party  on  Aug. 
19th,  Sir  Emsley  Carr,  editor  and  pro- 
prietor of  the  News  of  the  World,  Lon- 
don, Eng.,  and  Sir  Frank  Newnes,  own- 
er of  the  Strand  magazine  and  various 
other  papers  and  magazines  of  London, 
Eng.,  called  upon  John  Hill,  of  Hill's 
book  store.  The  honoiable  gentlemen 
were  pleased  to  learn  that  their  publi- 
cations had  such  a  good  circulation  in 
Verb  William  and  wei  i  deeply  .mprc-ssed 
when  they  were  informed  that  their 
magazines  and  papers,  in  some  ir.stanceif, 
had  a  larger  sale  than  some  of'  their 
American  competitors. 

COMPANY  INCORPORATED 

The  business  formerly  conducted  as 
L.  Sainberg,  65  Houston  Street,  New 
York,  has  been  incorporated  as  Sainberg 
&  Co.,  Inc.  The  officers  are  Robert  B. 
Sainberg,  president  and  treasurer;  James 
C.  Sainberg,  vice-president  and  Philip 
C.  Stone,  secretary. 

The  firm  will  continue  the  manufac- 
ture of  various  stationery  specialties  and 
add  further  to  the  line  and  extent  of  its 
manufactures. 

NOW  IN  NEW  HOME 

The  new  firm  of  Sinclair,  Allen  &  Co., 
manufacturers  of  fine  stationery  pro- 
ductions, are  now  located  in  their  per- 
manent home  on  the  fifth  floor  of  the 
big  new  "Daylight"  Building,  at  366 
Adelaide  Street  West,  Toronto. 

"  An  idea  as  to  the  size  of  this  building 
is  indicated  by  the  fact  that  the  floor 
space  on  each  flat  is  over  17,000  square 
feet.  Sinclair,  Allen  &  Co.,  in  conjunc- 
tion with  the  publishing  business  of 
Thomas  Allen,  has  taken  one  whole  floor, 
the  move  from  the  old  quarters  at  215 
Victoria  Street  having  been  made  late 
in  August. 


Several  Kingston  merchants  were 
taken  in  to  the  extent  of  ninety  dollars 
each,  when  they  accepted  checks  from 
a  young  man,  which  proved  to  be  worth- 
less. This  young  man,  who  gave  his 
name  as  Edward  Durand,  presented 
checks  certified  to  by  local  banks.  Hav- 
ing deposited  at  least  nine  dollars,  Du- 
rand had  little  difficulty  in  getting  his 
check  for  that  amount  certified,  but  later 
he  raised  the  check  ingeniously  to  ninety 
dollars,  and  with  the  certification  mark 
on  it,  the  check  was  easily  passed. 


PITMAN'S   IN   CANADA 

Sir  Isaac  Pitman  Sons,  Ltd.,,  of  Lon- 
don, England,  will  open  a  Canadian 
branch  in  charge  of  F.  G.  London.  Mr. 
London  is  now  in  Toronto,  his  tem- 
porary address  being  27  Simpson  Ave. 
Arrangements  have  been  made  to  oc- 
cupy quarters  at  70  Bond  Street.  The 
branch  in  Canada  will  enable  the  house 
to  render  greater  assistance  to  their 
wholesale  agents,  the  Commercial  Text 
Book  Co.,  and  the  Copp  Clark  Co. 

The  House  cf  Pitman  is  one  of  uni- 
vtersal  reputation  in  cqnnection  with 
shorthand  publications  and  such  rapid 
progress  has  been  made  in  the  Commer- 
cial, Educational  and  Technical  sections 
that  the  establishment  of  this  Cana- 
dian depot   has   become   necessary. 

Mr.  London  has  been  with  Pitman's 
since  1903  having  since  that  time  be- 
come well  scheduled  in  all  branches  of 
the  business.  He  spent  three  years  over- 
seas with  the  Imperial  Forces  during 
the  war  and  for  part  of  that  time  was 
attached  to  the  Canadians,  as  may  be 
recalled  by  those  who  served  with  the 
Canadian  Siberian  Expeditionary  Force. 


FACTS    AND    FANCIES    ABOUT   INK 

The  four  greatest  needs  of  man  to- 
day are  food,  clothing,  shelter  and  ink. 
The  first  three  take  care  of  his  animal 
wants,  and  ink  raises  him  into  an  in- 
tellectual realm  above  the  lower  ani- 
mals. 

How  do  we  know  to-day  what  happen- 
ed in  the  reign  of  Caesar?  The  answer 
is  mk.     Without  it  history  were  legend. 

How  do  we  know  what  happened  in 
Europe  yesterday?  The  answer  is  ink. 
Without  it  we  could  have  news  only 
from  as  far  as  a  messenger  travels. 

How  do  we  prove  our  right  to  pro- 
perty not  in  our  possession  against  a 
squatter  who  has  pre-empted  it?  The 
answer  is  ink.  Without  it  possession 
would  be  determined  by  the  big  stick. 

All  knowledge  from  the  past  as  well 
as  what  we  wish  to  hand  on  to  the  future 
depends  on  the  use  of  ink.  The  working 
of  our  whole  business  structure  to-day 
depends  on  ink.  Not  more  than  one 
out  of  ten  of  today's  transactions  would 
be  possible  without  ink. 

How  important,  therefore,  in  every 
day  life  is  the  use  of  ink;  and  how  vital 
is  it  that  the  ink  we  use  be  such  as  to 
insure  the  legibility  of  all  transaction- 
at  such  future  time  as  we  may  desire 
to  consult  them. 
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RECENT    ENQUIRIES 

Playing  Cards 

Kindly  advise  what  the  war  tax  is  on 
cards  and  how  it  is  collected? 

Ans. — 15c  a  pack  over  $2  and  under 
$3  a  dozen;  25c  a  pack  over  $3  and  un- 
der $5  a  dozen;  50c  a  pack  over  $5  a 
dozen;  to  be  placed  in  stamps  on  packs. 

Road  Maps  and  Best  Road  Books 

Please  advise  where  I  can  obtain  Au- 
tomobile Books,  Books  on  best  roads  and 
road-maps  of  Ontario. 

Ans.— McClelland  &  Stewart,  Ltd., 
215  Victoria  St.,  Toronto;  Musson  Book 
Co.,  366  Dundas  E.,  Toronto;  Thomas 
Allen,  366  Adelaide  St.,  W.,  Toronto. 

Photo  Mailers 

Can  you  give  names  of  firms  manu- 
facturing  photo-mailers   in   Canada? 

Ans. — Thompson  and  Norris  Co.,  Nia- 
gara Falls,  Ont.;  W.  J.  Gage  &  Com- 
pany, Toronto. 


EXCISE  TAX  OFF  SCHOOL  BOOKS 

Since  June  17  an  excise  sales  tax  of 
two  per  cent,  has  been  collectible  from 
all  publishers  of  school  books.  The  Min- 
ister of  Education ,  has  now  notified  the 
school  book  publishers  that  this  tax 
should  not  be  charged  to  the  account 
of  the  purchasers  of  the  books,  whether 
retailers  or  individual  purchasers.  The 
tax  will  be  paid  to  the  Inland  Revenue 
■  Department  by  the  publishers,  who  will 
receive  from  the  Department  of  Educa- 
tion the  full  amount  of  such  taxes  on 
presentation  of  certified  monthly  state- 
ments. 

BAPTIST  BOOK  ROOM 

The  Canadian  Baptist  Bookroom,  223 
Church  street,  Toronto,  has  been  taken 
over  by  the  American  Baptist  Publica- 
tion Society.  The  transaction  has  been 
closed  and  the  American  society  will  in 
future  conduct  a  book  store  and  Sunday 
School  supply  business  on  the  premises. 

The  Canadian  Baptist  will  be  contin- 
ued and  Canadian  editions  of  certain 
Sunday  School  papers  with  Canadian 
editing  and  supplying  material  will  be 
issued  under  the  general  oversight  of  the 
Canadian    Publications    Board. 

STORE  ARRANGEMENTS 

The  internal  arrangement  of  a  store 
must  be  considered.  The  layouts  of  the 
counters  and  shelving,  the  manner  in 
which  the  goods  are  displayed,  are  ex- 
ceedingly important  factors  in  creating  a 
favorable  impression  on  the  customer.  Of 
course  what  will  appeal  to  one  person 
may  not  appeal  to  another  but  the  re- 
tailer can  solve  this  problem  by  laying 
out  his  store  in  a  way  that  appeals  to 
the  greatest  number. 


Selling  Power  of  Window  Display 

Show   Cards   Are   Essential   in   Window   Trimming  to    Secure 
Necessary  Selling  Force — Help  to  Put  Your  Message  Across 


OF  ALL  the  mistakes  made  in  win- 
dow trimming  none  equals  that 
of  leaving  out  the  show  card.  In 
countless  thousands  of  cases  it  has  meant 
the  difference  between  a  sale  and  no 
sale. 

"Goods  well  displayed  in  the  show  win- 
dow are  half  sold."  There  is  much 
truth  in  this  statement,  but  the  fact  re- 
mains that  they  are  only  half  sold. 
Goods  only  half  sold  are  no  better  than 
goods  unsold  if  the  sale  is  not  com- 
pleted. Your  window  display  may  be  so 
attractive  that  it  will  cause  almost  every 
passerby  to  stop  and  look,  but  if  it  fails 
to  get  prompt  action  on  the  part  of  the 
onlooker  and  to  entice  him  into  the  store 
to  make  a  purchase,  the  display  lacks 
the  most  essential  factor — that  of  "sel- 
ling power." 

The  aim  of  the  commercial  window 
is  to  sell  goods,  not  merely  to  display. 
Almost  any  kind  of  a  window  display 
will  sell  some  goods,  but  we  must, 
therefore,  enhance  the  value  of  ourvdis- 
play  space  and  increase  the  efficiency 
and  "selling  power"  of  the  displays. 

The  window  display  space  is  a  mighty 
big  factor  in  the  rent  we  pay,  therefore 
we  should  make  the  very  best  use  of  it. 
We  are  apt  to  attribute  the  high  rental 
to  the  location,  forgetting  that  the  lo- 
casion  would  be  worth  but  very  little  if 
it  were  not  for  the  fact  that  through 
the  display  windows  we  are  able  to  take 
advantage  of  the  location. 

The  man  who  is  surcharged  with  en- 
thusiasm and  a  genuine  love  for 
his  work  will  keep  his  think-tank  busy 
all  the  time  and  new  ideas  will  germ- 
inate faster  than  he  can  take  care  of 
them,  and  he  will  make  the  window 
produce  more  sales  than  any  two  sales- 
men employed  in  the  store. 

The  big  idea  is  to  make  your  win- 
dow displays  stop,  attract  and  sell  -- 
and  the  biggest  of  these  is  "sell." 

Window  trimming,  like  personal  sales- 
manship, to  be  successful  requires  or- 
ganized action.  The  display  must  in- 
volve the  human  equation.  It  "must  fol- 
low very  largely  the  same  line  of  action 
as  employed  by  the  salesman.  It  must 
first  attract  attention,  arouse  interest, 
and  finally  create  a  desire  to  possess. 
If  your  display  falls  down  on  any  one  of 
these  steps  it  cannot  succeed. 

However,  we  cannot  always  gauge  the 
value  of  a  window  display  by  the  num- 
ber of  sales  it  makes  direct,  because  the 
results  of  a  good  display  will  be  feP; 
weeks,  even  months,  after  the  display 
has  been  removed.  But  it  should  al- 
ways be  the  endeavor  of  the  trimmer  to 
put  in  displays  that  will  produce  im- 
mediate results  as  well  as  future  re- 
sults; for  it  is  this  sort  of  a  display 
that  pays,  and  pays  big.     The     window 


that  does  not  produce  immediate  re- 
sults is  simply  lacking  in  "selling  pow- 
er," and  the  wideawake  trimmer  can 
very  quickly  supply  the  "selling  power." 
Many  an  attractive  display  has  failed 
to  produce  results  because  it  lacked 
punch. 

In  personal  salesmanship  we  know 
that  in  presenting  an  articl.e  to  the 
customer  we  must  create  a  desire  for 
that  article  in  the  mind  of  the  customer 
or  no  sale  results.  In  order  to  create 
that  desire  we  also  know  that  we  must 
tell  the  customer  of  the  splendid  quali- 
ties and  merits  of  that  particular  ar- 
ticle in  such  ?  way  that  the  customer 
will  want  to  buy  the  article.  This  is  also 
true  of  the  window  display,  if  it  is  to 
"seil."  The  rules  for  successful  win- 
dow selling  are  identical  with  those  for 
successful  personal   salesmanship. 

Good  show  cards  are  the  making  of 
many  displays;  while  the  display  is 
stopping  the  passerby  the  show  cards 
sell  him  the  goods.  They  put  pep,  snap, 
and  ginger  in  the  display.  They  furn- 
ish the  punch,  the  "selling  power,"  which 
is  so  essential  to  the  successful  selling 
window. 

The  passerby,  as  he  gazes  into  your 
windows,  isn't  under  any  hypnotism 
from  a  salesman.  He  stands  outside  of 
the  store,  a  cold  being — nobody  at  his  el- 
bow to  convince  him  of  the  merits  of 
the  article  displayed.  He  can't  reacn 
out  his  hand  and  fondle  the  article.  If 
the  display  is  to  create  a  desire  for  the 
goods  it  must  talk  to  the  onlooker, 
and  its  only  method  of  talking  is 
through  the  show  card.  They  tell  him 
of  the  definite  features  and  functions 
of  the  article. 

Window  displays  are  limited  in  size, 
and  it  is  therefore  impossible  to  give 
an  entire  sales  talk  in  the  window.  How- 
ever, through  the  use  of  the  show  card 
you  may  bring  before  the  onlooker  all 
the  important  features  and  facts  of  the 
article.  Remember  that  a  display  of  one 
single  line,  well  arranged  and  accom- 
panied by  suitable  show  cards,  will 
prove  far  more  effective  and  result  in  a 
far  greater  number  of  sales  than  a 
window  full  of  various  articles,  none  of 
which  can  be  displayed  properly  nor 
leave  room  for  sufficient  show  cards. — 
The  Standard. 

WINDOW  DISPLAY  HINTS 

Motion  will  draw  a  crowd.  Motion  is 
good  for  a  setting,  such  as  the  employ- 
ment of  mechanical  toys  and  showing  of 
Ouija  boards  for  example.  It  has  been 
the  fault  of  window  dressers  that  they 
have  not  sufficiently  waked  up  to  the 
idea  of  employing  motion  in  toy  win- 
dows. 

39 


The  window  backgrounds  and  tasteful 
display  equipment  show  off  fine  goods 
to  the  best  advantage.  The  attractive- 
ness and  appeal  of  aft  article  is  greatly 
enhanced  by  the  right  surroundings.  A 
well-fitted  up  show  window  is  one  of  the 
best  investments  a  merchant  can  make 
if  he  is  selling  a  line  of  goods  that  sell 
themselves  when  exhibited. 

The  use  of  price  tickets  in  windows  is 
desirable  when  you  want  to  clear  out  a 
given  stock  of  goods.  As  a  rule,  how- 
ever, more  than  half  of  women  shopping 
can  be  induced  to  enter  a  store  and  ask 
for  prices  after  seeing  goods  in  a  win- 
dow, regardless  of  whether  or  not  goods 
bear  price  tickets. 

Birthday  toy-windows  show  such 
articles  as  construction  toys  and  magic 
sets.  In  other  words,  show  goods  which 
teach  the  child  to  develop  his  practical 
faculties,  for  example,  by  playing  with 
building  blocks. 

SMALL   DISCOUNT  ON   PURCHASES 

By  way  of  getting  as  much  business 
in  the  first  part  of  the  day  as  possible, 
rather  than  in  the  afternoon,  and  a 
short  time  before  closing  as  is  sometimes 
the  case,  one  merchant  who  conducts 
a  large  trade  offers  a  small  discount  on 
all  purchases  made  before  ten  o'clock 
in  the  morning.  The  discount  not  only 
distributes  sales  better,  but  brings  in  a 
much  larger  volume  of  business.  A  cus- 
tomer arriving  at  the  store  early  is 
likely  to  remain  longer  and  make 
a  greater  number  of  purchases. 

STIMULATES   SALES 

The  use  of  a  small  goods  counter  at 
set  prices  of  5,  10  and  15  cents  has 
given  a  distinct  impetus  to  trade  in  some 
stationery  stores.  Tables  are  provided 
on  which  are  baskets  containing  articles 
at  these  prices  and  plainly  marked  with 
price  tickets.  It  has  been  the  exw  ience 
that  customers  will  interest  themselves 
in  the  lines  thus  displayed,  being  inter- 
ested in  inexpensive  articles  for  use  in 
the  home. 

IF   I  WERE  A   STATIONER 

The  Southwark  National  Bank,  Phila- 
delphia, organized  back,  in  1825,  and 
one  of  the  institutions  of  the  southern 
sectionj  of  the  city,  lately  began  the 
publication  of  a  little  journal  designed 
to  cultivate  good  feeling  between  the 
business  and  the  financial  worlds.  In 
its  August  issue  there  is  a  suggestive 
little  article  entitled,  "If  I  Were  a  Sta- 
tioner," the  burden  of  which  is  that  the 
placarding  of  an  offer  to  supply  foun- 
tain pen  ink  free  or  the  placing  of  a 
pencil  sharpener  outside  the  building 
and  convenient  to  passing  throngs  con- 
stitute a  splendid  advertisement  for  un- 
to-date  stationers  and  probably  wf! 
lead    to    sales.— Walden's    Stationer. 


Novel  ScbeiDes 
'        That  Have  Helped 

Business 


AN  INANE  CRY! 

Strange  as  it  seems,  there  are  still 
some  men  and  women  in  the  book  and 
stationery  business  who  persistently  re- 
fuse to  admit  that  the  trade  paper  is  a 
most  essential  part  of  their  equip- 
ment. Generally  speaking  these  are 
the  people  who  are  standing  still,  but 
you  cannot  tell  them  this  for  They 
Won't  Read. 

"No  time  to  read!"  You  who  are 
now  reading  this  article  and  who  are 
perhaps  the  busiest  man  within  two 
miles  of  your  store  can  scarcely  realize 
that  there  are  still  dealers  who  never 
read.  Can  you  imagine  a  business  man 
of-  these  days,  when  the  brains  of  the 
world  are  at  his  feet,  who  actually  re- 
sents advice? 

The  book  trade,  more  than  any  other 
class  of  trade,  is  absolutely  dependent 
on  yeadingl  The  man  who  has  his 
shelves  lined  with  books  and  who  can- 
not tell  his  customers  what  is  inside  the 
covers  is  at  a  terrible  loss.  People 
expect  that  the  bookseller,  like  the  lib- 
rarian, should  be  a  man  well-informed 
on  almost  any  subject.  His  environ- 
ment demands  it. 

Reading  should  not  end  with  the  head 
of  the  business.  The  employer  owes 
it  to  himself  that  he  cultivate  reading 
among  his  clerks.  He  should  try  to 
develop  in  them  good  taste  in  litera- 
ture. It  might  even  be  helpful  for  him 
to"  divide  up  his  various  lines  of  read- 
ing material,  letting  each  employee  be- 
come versed  in  the  branch  which  at- 
tracts him  most.  This  would  create  an 
atmosphere  of  books  about  the  place 
which  would  soon  be  noticed  by  the.  cus- 
tomers. 

Apart  from  what  he  has  in  stock,  the 
bookseller  and  stationer  should  be  alive 
to  everything  which  relates  or  nearly 
relates  to  him.  In  these  days  of  com- 
mercial innovation,  he  should  watch  the 
advertisements  of  his  competitors,  note 
the  establishment  of  new  concerns  and 
publishing  houses  and  follow  with  inter- 
est developments  in  the  methods  of 
store-keeping. 

Beyond  the  utility  end  of  it  all  there 
is  a  vast  amount  of  happiness  derived 
from  reading  which  is  reflected  in  the 
dealer  himself  and  is  felt  by  those  who 
enter  his  store.  Common  sense  should 
tell  a  .live  business  man  that  if  he  has 


no  time  to  read  he  should  take  time. 
Don't  let  your  trade  journal  lie  unopen- 
ed on  your  desk.  It  is  your  best  source 
of  information  and  will  keep  you  in 
touch  with  methods  which  mean  pro- 
gress. 


DON'TS  TO  SALES  CLERKS 

Don't  say:  "Is  that  all?"  The  cus- 
tomer feels  that  you  are  anxious  to  get 
him   off  the   premises. 

Don't  chew  gum.  The  reason  is  suf- 
ficiently evident. 

Don't  hum  while  the  customer  is  de- 
ciding. If  your  reason  for  doing  this  is 
to  hurry  up  a  purchase  you  will  find  it 
has  the  opposite  effect. 

Don't  gaze  out  the  window  while  mak- 
ing a  sale.  Customers  like  to  think  that 
they  are  a  little  more  important  than  a 
passing  street  car. 


WAGE   RATE    BOOKS 

A  very  large  number  of  the  people 
who  come  into  your  store  have  a  week- 
ly or  monthly  payroll  to  make  up.  How 
many  of  these  people  are  acquainted 
with  the  Standard  Wace-Rate  Tables. 
By  the  use  of  this  handy  book  a  time- 
keeper or  paymaster  can  make  up  a 
payroll  quickly  and  accurately,  and 
save  the  annoyance  of  correcting  mis- 
takes. 

But  these  tables  are  not  only  for  the 
paymaster.  The  cost  accountant,  the 
estimator,  or  anyone  handling  figures 
can  use  this  book  to  great  advantage. 

Engineers,    architects    and    contractors 
will   find   this   book   a   big   help   in   est) 
mating  and  in  the  numerous  calculations 
required    in    computing    earth    and    con- 
crete. 

The  tables  are  also  used  as  conversion 
tables  of  units  of  measures,  weights, 
etc. 

We   suggest  that  you     place     several 
Standard   Wage-Rate   Books   in   a   prom- 
inent place  in  your  window,  with  a  card 
lettered  as  follows: 
Bookkeepers,  Time  Clerks,  Estimators 
Ask   for   Information   as   to 
How   This    Book   Will   Help   You 
Have   several    displayed    on   the   coun- 
ter,   and    have    your    clerks    explain    its 
possibilities  to  customers.       You  will  be 
surprised  at   the  number  of  people  who 
have   use   for  it.— 'The   Standard." 


Regina,  Sask. — In  order  to  liven  up 
business  in  the  Toy  Department  during 
the  month  of  June,  R.  H.  Williams  & 
Sons  advertised  a  sale  giving  10  per 
cent,  off  all  toys  featuring  such  items 
as  coaster  wagons,  kiddie  kars  as  well 
as  small  tovs. 
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SALESMANSHIP 

Merchant:  What  can  I  do  for  you? 

Purchaser:  I  want  to  get  a  ledger. 

Merchant:  There  they  are;  what  kind 
do  you  want? 

Purchaser:    I   guess   this   one   will   do. 

Merchant:  A  dollar  and  a  half. 

Merchant  wraps  up  the  ledger,  gives 
customer   his   change,   and    walks   away. 

Now    suppose    this    conversation,      in- 
stead: 
'  Merchant:    Good   morning,   Mr.   Jones. 
How's  the  dry-goods  business  to-day? 

Purchaser:  Fine;  got  to  have  a  new 
ledger. 

Merchant:  Bully  for  you!  Say,  I've 
got  something  here  that  will  just  suit 
you.  Been  using  one  myself,  and  it  saves 
me  a  lot  of  work  and  keeps  the  accounts 
straight.  See  that  paper? — takes  ink 
great,  and  when  erasures  have  to  be 
made  it  leaves  a  good  surface  to  write 
on.  And  see  how  conveniently  it's  rul- 
ed, and  what  a  durable  binding  it  has. 
You'll  like  that." 

Purchaser:    I'll   take    it.     How   much? 

Merchant:  Two  dollars;  and  great 
value  for  the  money.  And  say,  here's  a 
dandy  day  book  that  should  go  with  it. 
With  a  business  like  you're  building  up 
you  should  have  the  best  tools  to  work 
with.      How    about    one    of   these? 

Mr.  Jones  without  doubt  will  appre- 
ciate the  interest  shown  in  his  business 
to  such  an  extent  that  he  will  take  the 
day  book  and  will  be  a  good,  steady  cus- 
tomer. 

A  handy  pair  of  brothers  to  have 
around  are  those  two  willing  fellows — 
Courtesy  and  Interest. — The  Standard. 


Speaking  of  the  stationers'  chances 
to  make  money  out  of  handling  phono- 
graphs and  records,  one  dealer  said  to 
Bookseller  and  Stationer: 

"In  order  to  do  it  right  it  is  necessary 
to  have  a  fairly  full  line  of  machines, 
and  all  of  the  records.  It  is  not  ad- 
visable to  advertise  records  if  you  do 
not  have  every  one  which  may  be  asked 
for.  It  is  not  only  the  latest  records 
which  are  bought.  People  who  own 
machines  like  good  music.  To  supply 
their  wants,  a  dealer  must  carry  every 
record  he  can  possibly  handle.  This 
runs  into  money,  and  the  chap  who  is 
at  all  afraid  to  step  out  and  spend  the 
cash  at  the  outset,  is  going  to  find  that 
he  has  made  a  mistake. 

"Look  into  the  possibilities  carefully; 
then  go  after  it  right.  Do  not  play  with 
it.  Often  a  thousand  dollars  is  thrown 
awav  where  two  would  have  made  a 
good   investment." 


The  Traveller  Who  Pities  Himself 

Being  the  Story  of  George  Hall,  Star  Salesman,  and  What  Hap- 
pened to  Him  When  a  Slump  Came 


I 


•  f  T  IS  a  peculiar  fact,  but  neverthe- 
less one  that  salesmen  still  believe, 
that  a  house  likes  to  fire  a  man. 
On  the  contrary,  if  there  is  anything 
which  hurts  the  sales  manager's  stand- 
ing, it  is  when  he  has  to  admit  that  he 
picked  a  poor  man,  which  he  does  when 
he  must  let  a  man  go.  It  costs  money 
to  pick  unsatisfactory  men.  The  only 
difference  between  the  sales  manager 
who  succeeds  and  the  one  who  does  not 
lies  in  the  ability  of  one  man  to  develop 
a  sales  force  which  can  get  the  business 
while  the  latter  doesn't  do  it.  So  one  is 
a  success  and  the  other  is  a  failure.  I 
have  in  mind  one  sales  manager  who 
was  so  mild  and  easy-going  that  he 
rarely  found  fault  with  his  men,  yet, 
when,  due  to  a  poor  showing,  he  himself 
was  called  to  account,  he  finally  did  turn 
upon  some  salesman  who  was  failing 
to  get  the  business,  and  relieved  himself 
of  the  most  brutal  tirade  imaginable. 

"When  a  salesman  falls  into  a  slump 
and  when  his  sales  manager  happens- to 
be  of  the  type  mentioned,  then  the  trouble 
is  apt  to  start." 

The  foregoing  is  from  an  article  by 
A.  H.  Dente  in  "Printers'  Ink"  under  the 
caption  of  "When  the  Travelling  Sales- 
man Feels  Sorry  For  Himself." 

The  writer  went  on  to  tell  about 
George  Hall,  a  star  salesman  who  drift- 
ed into  a  slump  and  got  in  bad  with  his 
sales  manager  because  Hall,  having  been 
a  star  salesman  went  stale  just  when 
several  of  the  other  road  men  on  the 
same  staff  hit  the  down  grade. 

The  aggregate  drop  in  sales  wrought 
havoc  with  the  relationship  of  the  sales 
manager  to  the  firm  and  in  turn  that 
worthy  let  himself  loose  on  poor  Hall, 
who  weakened  and  grew  peevish  in- 
stead of  bucking  up  to  show  his  real 
class.  He  nursed  a  grouch  and  began  to 
tell  his  troubles  to  some  of  his  best 
friends  among  the  trade.  Next  he  told 
them  to  some  salesmen  on  the  road. 

All  this  time  his  record  was  showing 
up  poorly,  but  instead  of  gathering  him- 
self together,  he  began  to  think  up  ex- 
cuses and  reasons.  When  he  got  his 
regular  monthly  letter  telling  him  of  his 
poor  showing,  he  began  to  write  in  long 
letters  explaining  the  lack  of  business. 
Being  a  good  salesman,  it  did  not  take 
him  long  to  tell  himself  the  reasons  why 
business  was  not  coming.  He  began  to 
find  fault  with  the  line  and  that  directly 
injured  his  sales  talk.  He  began  to  find 
fault  with  the  credit  department,  and  as 
a  result  he  lost  confidence  in  that  end 
of  the  business. 

It  was  not  long  before  he  had  men- 
tally formulated  a  series  of  trials  and 
difficulties  to  which  h^  was  subject.  And 
these  troubles  and  difficulties  became  so 
monumental  that  they  overshadowed  all 
the  good  points  he  used  to  see  in  the  line. 


As  a  matter  of  fact  the  house  kept 
him  much  too  long  for  his  own  good  or 
its  own  good,  but  the  trouble  was  ,that 
nobody  knew  what  was  wrong.  Hall  was 
sincere  in  his  own  way  and  was  really 
doing  his  best,  so  far  as  he  knew,  but 
he  was  working  against  an  unconscious 
haandicap.  He  was  coming  to  feel 
sorry  for  himself  and  having  a  perfectly 
good  time  pitying  himself.  So  while  he 
apparently  did  his  best  and  really  felt 
he  was  trying,  he  was  mentally  unfit 
to  get  the  business,  and  he  didn't  get  it. 

On  the  other  hand,  the  executives  of 
the  house  thought  he  was  shirking  his 
job  and  even  began  to  accuse  him  of 
disloyalty.  To-day  they  are  convinced 
of  it,  because  after  Hall  left  them  he 
got  a  job  with  a  competitor  and  began 
to  do  good  work. 

Now,  knowing  Hall  and  having  heard 
him  tell  of  his  troubles,  and  also  know- 
ing his  house  and  his  former  sales  man- 
ager, it  is  not  hard  for  a  third  party, 
standing  at  a  distance,  to  see  the  whole 
thing  from   both  sides. 

It  may  be  possible  that  the  picture 
which  presents  itself  to  us  may  enable 
us  in  our  own  work  at  some  time  or  an- 
other to  recall  these  facts  and  apply 
them. 

First  of  all,  we  must  keep  in  mind 
that  while  both  the  sales  manager  and 
the  salesman  may  have  personality  and 
temperament,  the  fact  remains  that  the 
sales  manager  must  be  able  to  submerge 
his  own  feelings  and  consider  only  the 
other  man — the  man  who  is  working  for 
him  and  for  whose  showing  he  is  largely 
responsible.  The  sales  manager  may  be 
"getting  his"  from  the  boss  higher  "up 
and  may  be  rankling  under  pretty  tough 
criticism.  Yet  it  is  his  job  to  remain 
calm  and  sweet  and  confident  and  en- 
thusiastic as  far  as  the  salesmen  are 
concerned.  If  a  salesman  or  a  group  of 
salesmen  get  the  impression  that  their 
sales  manager  is  not  in  the  best  of 
standing,  it  is  the  natural  thing  for 
them  to  lose  confidence  in  him,  and  once 
they  start  losing  confidence  the  sales 
maanger's  "goose  is  cooked,"  because 
the  men  look  to  him  for  the  source  of 
energy    which    keens    them    going1. 

In  the  case  of  Hall,  he  and  his  sales 
manager  got  out  of  harmony  and  out  of 
sympathy.  The  sales  manager  let  feel- 
ings persuade  him  that  Hall  was  shirk- 
ing: and  was  not  fiving  him  the  best  that 
he  had  in  him.  On  the  other  hand,  Hall 
got  it  into  his  head  that  the  sales  man- 
ager "had  it  in  for  him"  and  was  not 
ffivino-   him   the   pronev   suuport. 

Little  things  which  in  themselves 
meant  nothing  were  taken  bv  each  man 
as  personal  pffronts.  While  Hall  was  as 
much  to  blame  as  his  sales  manager  for 
this  childish  attitude,  nevertheless  the 
sales  maiw'-e''  ^qg  the  man  actually  re- 
sponsible for  this  rendition,  because  he 
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was  the  man  paid  to  keep  personalities 
out  of  the  running  of.  the  sales  end  of 
the  business. 

In  falling  down,  Hall  naturally  injur- 
ed himself,  but  what  most  concerned  the 
house  was  that  he  injured  its  standing, 
lost  customers  which  were  taken  away 
by  other  houses,  and  finally  was  taken 
off  the  job  with  his  territory  pretty  well 
demoralized.  It  was  a  case  of  lack  of 
thought  and  judgment  and  foresight  on 
the  part  of  the  sales  manager  in  letting 
one  thing  lead  to  another  and  ending  up 
by  Hall  going  stale.  And  the  only  thing 
that  really  happened  to  Hall  was  that 
he  got  to  pitying  himself  and  feeling 
abused  and  imagining  a  lot  of  things 
which  were  not  so. 


Kelowna,  B.C. — Wm.  Crawford,  book- 
seller and  stationer  of  this  city,  was  a 
very  busy  man  on  August  9  and  10  and 
the  preceding  days  of  preparation  for 
the  annual  regatta,  Mr.  Crawford 
being  president  of  the  Aquatic 
Club.  There  were  war  canoe  and 
rowing  races,  swimming  and  diving  con- 
tests and   other  water  sports. 

It  will  be  appreciated  that  this  con- 
nection with  so  important  an  athletic 
organization  caannot  fail  to  prove  bene- 
ficial to  the  business  of  Crawford's  book 
and  stationery  store,  particularly  in 
sporting  goods,  which  branch  of  the 
trade  is  steadily  increasing  in  yields  of 
profits  in  these  stores. 


OLD   BUT  TRUE 

That  old  saying,  "A  pleased  customer 
is  the  best  advertisement,"  is  just  as 
great  a  truth  to-day  as  the  day  it  was 
written.  What  can  equal  the  trade- 
making  value  of  a  satisfied  customer  ? 
What  can  equal  the  trade  -  killing 
power  of  a  dissatisfied  one  ?  The 
man  who  is  well  pleased  not  only 
gives  his  own  trade,  but  he  in- 
fluences business  by  telling  others. 
This  personal  endorsement  is 

what  is  needed  in  business.  Advertising 
will  attract  people  to  a  product,  com- 
petent salesmen  and  satisfactory  goods 
and  prices  will  make  the  first  sale,  but 
a  customer's  good-will  must  be  secured 
if  the  business  is  to  be  made  a  perm- 
anent  success. 


WHY  SHE  DID  IT. 

Eva  S. ,  twenty-four  years  old,  a 


maid  employed  in  Jersey  City,  was  lock- 
ed ut>  in  the  West  Thirtieth  Street  Police 
Station,  charged  with  grand  larceny.  She 
is  alleged  to  have  stolen  $160  worth  of 
articles  from  a  Sixth  Avenue  store. 

The  explanation  she  gave  was  that  she 
saw  a  sign  in  the  store  which  read: 
"Customers,  please  take  small  p?ck- 
ages  home." 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers 
and  Stationers  in  All  Parts  of  Canada 


Kitchener,  Ont. — Goudie's  Limited,  who 
conduct  a  department  store,  advertise 
their  "Toyland"  as  being  always  open. 
Dolls  are  featured  from  5c.  to  $7.50  each. 
The  toy  stock  includes  friction  toys,  air- 
planes, tool  sets,  iron  and  wooden  toys 
and  games  of  all  kinds. 


SOMETHING   TO    THINK    ABOUT 

Advertising  to-day  is  a  necessity 
and  an  asset. 

Advertising  has  been  hurt  by  emo- 
tional  appropriations. 

Only  twenty  per  cent,  of  our  business 
men  vote. 

Merchants  must  figure  advertising 
cost  in  their  budgets  just  as  essential 
as  rent  or  labor. 

It  has  been  stated  that  before  the  war 
'only   one  hundred  Americans  had  an  in 
ernational  vision. 

Trade  journgls  enable  business  men  to 
keep  a  finger  on  the  pulse  of  every 
industry. 

It  is  as  important  to  know  the  cost 
of  distribution  as  to  know  production 
co.~ts.  The  Government  should  make 
a  survey  of  our  jobbers  and  retailers 
and   their   merchandising   costs. 


PRAISES    TRADE    PAPERS 

'As  a  national  advertiser  I  should 
value  more  highly  the  services  of  an 
advertising  man  familiar  with  the  trade 
journals  in  my  industry.  I  am  fearful 
that  our  manufacturers,  merchants,  and 
advertising  men  do  not  appreciate  the 
trade  publications  which  are  doing  so 
much  from  a  scientific  as  well  as  a 
practical  standpoint  in  stabilizing  con- 
ditions and  working  out  the  many  pro- 
blems existing  in  their  respective  fields. 
When  I  was  Chairman  of  the  Federal 
Trade  Commission  I  made  it  a  point 
to  have  the  principal  trade  papers  in  the 
U.  States  sent  to  me  regularly.  These 
were  read  not  only  by  myself  but  by  the 
entire  staff  so  that  we  might  have  a  fing- 
er on  the  pulse  of  the  country's  indus- 
try. Advertising  agencies  placing  na- 
tional and  international  advertising 
could  well  insist  on  every  man  in  their 
employ  reading  the  trade  journals  of 
the  industries  of  their  clients  so  that 
they  may  keep  themselves  currently  in- 
formed on  the  conditions  in  the  busi- 
ness for  which  they  are  writing  copy. 
I  beieve  in  the  business  journals.  I  have 
been  closely  associated  with  the  work 
of  many  and  have  made  a  study  of  them, 
and  I  am  firmly  convinced  of  the  edi- 
torial strength  of  many  of  these  publi- 
cations." 

— From  an  address  before  the  Asso- 
ciated Advertising  Clubs  of  the  World, 
£>.t  the  convention  in  Indianapolis. 


"DOLLAR   DAY"  IN   HAMILTON 

"Dollar  Day"  is  an  annual  event  in 
many  towns  and  cities  and  serves  in  a 
most  effective  manner  to  enable  mer- 
chants to  drum  up  a  lot  of  extra  busi- 
ness by  their  united  efforts.  Herald- 
ed far  and  wide,  these  sales  bring  in 
buyers  not  only  from  the  countryside, 
but  from  adjacent  towns  and  villages. 

On  this  page  is  reproduced  part  of  an 
effective  "Dollar  Day"  advertisement 
published  in  the  newspapers  of  Hamil- 
ton, Ont.,  on  the  occasion  of  this  year's 
"dollar  day"  in  that  live  city. 

The  offers,  it  will  be  observed,  are  at- 
tractive and  needless  to  say  they 
brought  in  many  purchasers  to  the 
Cloke  store. 


RETAIL    ADVERTISING 

SOME  most  significant  points  for  re- 
retailers  were  brought  out  in  an 
address  to  the  retailers'  section  at 
the  recent  convention  of  the  Associated 
Advertising  Clubs  of  the  World  by 
Jesse  M.  Joseph,  of  Cincinnati.  He  told 
how  the  leading  department  stores  and 
chain  stores  build  up  business  through 
good  advertising.       He  said. in  part: 

There  are  1,140  department  stores 
doing  an  annual  business  each  of  $200,- 
000.  What  does  it  cost?  2%  per  cent, 
to  5  per  cent,  for  advertising! 

There  are  200  "chain  stores,"  systems 
of  many  kinds.  They  operate  (in  your 
town  and  in  mine)  more  than  25,000 
retail  stores. 

Do  they  do  business  ?  I'll  say  they 
do! 

How  do  they  do  it  so  successfully? 
Can  they  buy  so  much  cheaper  than 
you?     No! 

Is  their  overhead  so  much  lower  than 
yours?     Certainly    not! 

Do  they  mark  their  goods     so     much 
higher   than    you?     Evidently    not. 
Secret  of  Their  Business 

The  secret  of  their  business  is  in: 

Volume. 

Quick  turnovers. 

In  proper  merchandising. 

And  how  do  they  achieve  all  of  these 
things? 

They  advertise! 

And  how  much  does  it  cost?  Two 
per  cent. 

Do  you  understand  what  I  am  driving 
at? 

The  mail  order  nouses  an:i  the  de- 
partment stores  and  chain  stores  that 
advertise  do  more  than  25  per  cent,  of 
all  the  retail  business  done  in  America, 
and  their  proportion  is  growing  all  the 
time.  Yet  altogether  they  represent 
only  30,000  of  the  retail  stores  in  the 
country — or  about  3   oer  cent. 

And  to  you  there  is  only  one  way  to 
meet     that     ever-growing     competition, 
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Dollar  Day 

AT 

Cloke s 
Bookshop 

We  join  in  the  big  Dollar  Day 
event  whole  heartedly  and  offer 
you  many  exceptional  bargains. 
You  will  be  well  repaid  if  you 
visit  our  store  Thursday. 

A  few  of  the  special  offerings 
— many  others  on  our  counters. 

LINEN   NOTE   PAPER 

Extra   quality,  3%    qrs.   to  pack- 
age,   worth    20c    qr.      Clearing    at 
23c  a  pkg.     Only  a  small  quantity. 
5   Packages   for   $1.00 

PARISIAN  POST 

Dainty    Linen    Paper   and   Envs., 
with    red   or   blue   border,   regular 
60c    box,   24    sheets    and    24   envel- 
opes to  a  box.     Just  260  boxes. 
3   for   $1.00 

JOB  LOTS  STATIONERY 

Odds     and     ends     of    Stationery 
done   up   in   bundles.     Big  Value. 
Per    Bundle    $1.00 

LADIES'  PURSES  AND 
HANDBAGS 

Special  clearing  of  Ladies' 
Handbags  and  Purses,  worth  up 
to   $4.50. 

Clearing  at  $1.00 

RECENT   FICTION 

A  lot  of  splendid  stories  by  the 
best    modern    authors.      Published 
at  from  $1.00  to  $2.25. 
2  for  $1.00 

MEN,    WOMEN   AND    MIRTH 

A    clever    book    of    pictures    and 
humor    taken     from     "Life,"    and 
other     handsome     illustrated     Gift 
Books,   published   up   to   $5.00. 
Clearing   at   $1.00 

WALL   PAPER 

Bundles    of    paper,    all    that    is 
left    of     many     handsome     papers, 
worth    many    times    the   price. 
Clearing   at    $1.00 

Free  estimating  Coupons  for 
the  Coffee  Contest  given  to  all 
visitors  to  our  store  on  Dollar 
Day. 

Cloke  &  Son 

16  WEST  KING  STREET 


and  that  is  to  fight  them  with  their 
own  weapons.  Heed  the  handwriting 
on     the     wall— "Advertise"— "Advertise 


If  I  Were  A  Retailer 

How  I  Would  Sell  School  Supplies — Seasonable  Suggestions  for 

Canadian  Stationers. 

"THE  COACH" 


SELLING  school  supplies  is  similar 
to  all  other  seasonable  sales  in 
that  the  buying  is  the  great  es- 
sential. The  line  must  be  well  selected 
anil  in  doing  so,  staple  merchandise,  if 
adhered  to,  will  bring  the  best  results. 

Pencils,  penholders,  rubber  erasers, 
pens  and  ink — these  are  the  prime  re- 
quisites together  with  paper  and  note 
books,  etc.  Buying  standard  numbers 
makes  lindue  persuasion  unnecessary* 
br  the  student  like  the  office  man  has 
discovered  the  name  of  the  manufacturer 
hat  stands  for  quality  and  endeavors 
to  get  that  line.  A  substitute  is  ac- 
epted  if  offered,  but  it  is  liable  to  be 
;aken  with  prejudice  and  the  confidence 
the  retailer  should  command  in  his 
newly-found  customer  is  lost. 

The  retailer  is  often  attracted  by  the 
dditional  profit  an  inferior  article 
night  bring,  but  the  successful  mer- 
:hant  sees  farther  ahead  in  that  a 
iteady  customer  is  really  the  best  as- 
set and  in  the  end  is  the  biggest  profit 
)roducer.  Has  it  ever  occurred  to  you 
;hat  a  manufacturer  who  offers  you  "as 
ood"  an  article  at  "a  less"  price  is 
sither  deceiving  you  or  himself?  If 
;he  article  is  "as  good"  he  need  not  cut 
he  price  to  establish   a  demand  for  it. 

Having  selected  a  good  stock,  what  is 
he  most  effective  way  of  selling  it?  Go 
>ack  to  "childhood's  happy  hours"  again 
,nd  what  was  it  first  attracted  your  at- 
ention  when  you  were  buying  your 
chool  outfit?  You  looked  upon  the  win- 
ow  that  displayed  an  array  of  all  the 
hings  a  boy  or  girl  would  like  to  tuck 
way  in  the  good  old-fashioned  sensible 
chool  bag.  It  made  you  wonder 
whether  you  had  money  enough  to  buy 
11  that  you  wanted  out  of  that  window 
,nd  if  you  didn't  have  money  enough 
idiat  were  the  things  you  most  wanted? 

So  then  the  most  important  thing 
n  the  selling  of  school  supplies  is  to 
riake  your  window  your  best  salesman. 
)isplay  the  principal  items  like  school 
ags,  school  straps,  rulers,  note  books, 
ablets,  etc.  Arrange  them  in  a  manner 
hat  commands  attention.  Use  the 
liatiufacturer's  window  signs  —  a  large 
encil,  mammoth  bottle  of  ink,  or 
ome  striking  feature  that  will  arrest 
he  attention  vf  the  passerby  and  cause 
'eter  to  stop  and  call  Paul  to  share 
nth  him  the  bliss  of  seeing  what  really 

boy  should  have  in  school. 

Having  stopped  your  prospective  cus- 
omer  you  can  induce  him  to  enter  by  of- 
ering  "something  for  nothing."  A 
youth"  is  no  different  from  a  "grown 
p"  in  that  we  all  like  to  get  "some- 
hing  for  nothing."    It  isn't  necessary  to 


give  away  an  article  that  would  greatly 
reduce  your  profit  by  so  doing,  ,nor 
is  it  wise  to  put  on  the  "free  list"  any- 
thing that  you  ought  to  sell  and  make 
a  profit  on.  For  instance — it  has  been 
the  custom  to  offer  as  a  bonus  a  ruler 
bearing  an  advertisement  of  the  store, 
but  why  do  this,  when  you  have  rulers 
for  sale?  A  very  useful  and  welcome 
article  is  a  good  blotter — something  ar- 
tistic— a  nice  design  and  good  quality 
blotter  (manufacturers  have  these  for 
distribution).  Put  a  sign  in  your  win- 
dow reading  something  like  this:  "Come 
inside  and  get  a  good  blotter  free." 

Having  succeeded  in  getting  your 
customer  inside,  don't  let  him  go  be- 
fore you  have  sold  him  all  that  he 
needs.  To  avoid  overlooking  anything  put 
out  on  a  special  counter  all  that  would 
be  necessary  for  the  beginning  of 
school.  This  need  not  be  confined  to  the 
items  already  mentioned,  but  add  base- 


balls,   masks,    tennis    rackets,    and    sim- 
ilar  things. 

Don't  forget  that  on  such  articles  as 
will  permit  of  it,  that  you  put  your  name, 
address,  and  telephone  number  on  with 
a  rubber  stamp;  so  that  if  your  young 
customer  likes  the  way  you  treated 
him  and  the  goods  are  all  of  the  best 
make,  then  should  anything  further  be 
needed,  the  store  will  be  easy  to  find 
again,  and  the  pleasure  of  renewing  old 
acquaintance  will  be  mutual. 


In    the    words    of   this   classical    little 
ditty:— 

He  who  has  some  goods  to  sell 
And  whispers  the  details  down  a  well 
Is  not  so  apt  to  collar  the  dollars 
As  he  who  climbs  a  tree  and  hollers. 

—"The  Standard." 
Just    put    a    little       more    effort    and 
energy  into  your  job  than  seems  neces- 
sary— it  pays. ^— "The   Standard." 
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HE  S  GOTTA  COME  DOWN 

— Talburt    in    the   Toledo    "News-Bee.1 


Comedy  the  Keynote  in  New  Toys 

News  of  the  Toy  World — Toy  Novelties  in  Evidence  for  Use  at 

Adult  Parties. 


That  manufacturers  realize  the  great 
demand  for  toys  that  the  grown-up  can 
use,  is  evident  from  the  large  number 
of  toys  now  being  made  for  Hallowe'en 
surprise  parties,  New  Year's  Eve  and 
bazaars.  Ping-pong  is  being  revived 
and  the  bats  now  used  are  of  sand- 
paper with  wooden  frames,  which  are 
better  than  the  old  kind.  One  firm, 
Nerlich  and  Co.,  of  Toronto,  are  also 
stocking  new  parlor  games  of  the  bowl- 
ing-alley variety  which  retail  at  about 
$6.00.  Another  game  which  is  quite  as 
interesting  and  as  difficult  as  any  you 
will  see  down  the  Midway  at  the  Toronto 
Exhibition,  is  the  Indian-head  target 
game,  which  costs  only  50c.  French 
chess  games  are  shown  at  prices  any- 
where from  $2.50  to  $20.00. 

Of  course  there  are  always  new  toys 
for  the  child.  The  'Tru-to-Life'  ani- 
mals made  by  Dean  and  Co.,  of  London, 
England,  are  as  good  an  investment  as  a 
customer  can  make.  These  are  rather 
expensive,  (from  $2.50  up),  but  the 
animals  are  much  better  shaped  than 
the  average  stuffed  toy,  they  are  wash- 
able and  very  durable.  Miss  I'm-a- 
Walker  is  also  a  new  toy  for  the  young 
child  which   sells   well. 

For  the  boys  there  are  many  new 
mechanical  toys.  Other  novelties  in- 
clude electric  trains  which  can  be  run  by 
house  current  and  mechanical  tractors 
run  by  caterpillar  traction  with  a  motor 
strong  enough  to  lift  the  toy  up  hills. 
This  toy  retails  at  $7.50.  The  Turner- 
ville  Trolley  is  a  very  good  boy's  toy. 
It  is  attractive  and  well  made. 

The  girls  have  their  new  dolls,  too, 
from  the  lovely  Baby  Ella  to  the  stock- 
inette doll.  For  $5.00  retail  metal  dolls 
may  be  obtained.  These  are  enamelled, 
with  spring  joints.  Chesterfields,  just 
like  the  ones  at  home,  and  made  in 
■  Canada  are  retailed  at  $5.00  and  the 
chairs  to   match  at  $2.50   each. 


NO    ADVANCES    IN    TOYS 

Atlantic  City,  N.J.— Food  and  fuel 
may  cost  more,  but  high  cost  of  living 
is  not  going  to  affect  the  toy  situation, 
so  far  as  the  next  holiday  season  is 
concerned,  it  was  authoritatively  pro- 
claimed in  a  conference  of  members  of 
the  American  Association  of  Toy  Manu- 
facturers here.  This  prospect  is  due 
to  the  fact  that  toys  to  be  marketed 
between  now  and  Christmas  were  con- 
tracted for  last  spring  under  conditions 
then   prevailing. 

Leading  toy  producers  of  the  nation, 
who  came  here  to  outline  plans  for  a 
$60,000  publicity  campaign,  asserted 
that  unlimited  funds  are  available  for 
preserving  the  war-created  supremacy 
of  made-in-Ameriea  toys.  Show  win- 
dows as  well  as  printers'  ink  are  to  be 


employed  in  creating  a  greater  demand 
for  worthwhile  toys.  They  assert  that 
the  threatened  German  bid  for  the 
American  toy  market  has  not  yet  been 
felt.  It  is  probable  that  a  considerable 
number  of  German  made  toys  are  being 
brought  in,  but  the  total  is  too  small  in 
the  aggregate  to  be  even  felt  by  the 
producer,  they  say. — Philadelphia  Re- 
cord. 


COMEDY   THE  KEYNOTE 

"Humorous  toys  are  the  demand  of 
the  hour,"  said  a  Fifth  Avenue,  New 
York  toy  dealer.  "Comedy  is  the  key- 
note and  the  toymaker  who  can  make 
the  funniest  hits  is  sure  to  sell  the  most 
toys.  Somehow  the  world  gets  the  idea 
that  the  children  want  humor.  It  has 
to  be  admitted  that  to  a  superficial  mind 
children  are  found  of  fun.  It  is  the 
superficial  mind  that  rules  in  any  mar- 
kets where  fads  or  fancies  are  the  main 
consideration. 

"Toys  are  fads  with  children,  who 
laugh  at  all  toys.  When  a  child  makes 
a  drawing  it  is  crude  and  looks  funny. 
As  a  matter  of  fact,"  the  child's  controll- 
ing motive  is  reality,  not  a  caricature  or 
humor.  When  a  child  sits  on  a  chair 
with  a  plate  in  his  lap  and  pretends  to 
be  an  automobile  he  is  having  a  merry 
time,  and  so  is  the  grown  up  who  looks 
on  at  the  performance.  All  the  time 
the  child's  main  idea  is  to  simulate  the 
automobile.  To  the  grown  up  it  looks 
like   a  comic  hit. 

"One  customer  of  ours  fully  illustrat- 
es why  the  world  is  so  full  of  funny 
toys.  He  bought  a  great  quantity  of 
wooden  horses  with  square  legs  and  bod- 
ies, the  tails  mere  blocks  of  wood,  heads 
the  same,  marbles  for  eyes.  He  bought 
comedy  dogs,  chickens  and  elephants  by 
the   dozen,   also   freak   doll   babies. 

"You  must  have  a  great  many  chil  ■ 
dren,"  beamed  the  happy  clerk,  while 
footing  up  the  large  order. 

"  'Children  nothing,'  growled  the  pur- 
chaser. 'I  saw  those  things  in  your 
show  window  and  they  looked  so  funny 
that  I  decided  to  take  a  lot  of  them 
up  to  the  club  to  play  with.  It  will 
be  a  big  hit  with  the  boys.' " — Play- 
things. 


JAP  INGENUITY 

A  buyer  in  London  wrote  recently  ao 
follows: 

"I  visited  this  week  the  warehouses 
of  three  different  firms  of  Japanese  im- 
porters, and  was  much  impressed  by  the 
ingenuity  which  is  being  shown  by  Jap 
manufacturers.  A  new  "line"  consists 
of  fountain  pens  made  of  some  light 
fibre,  which,  packed  in  boxes  with  the 
usual  glass  fillers,  can  be  sold  at  a 
profit  for  sevcnpence  halfpenny  in  Lon- 
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don.  Japanese  lanterns,  once  so  popu- 
lar at  garden  fetes,  have  begun  to  ap- 
pear again  for  the  first  time  since  the 
war,  and  I  was  shown  crates  full  of  the 
little  ivory  figures  which  are  now  so 
fashionable  as  ornaments  for  vanity 
bags,  umbrella  tops  and  powder  boxes." 


TOY  BALLOONS 

London. — The  makers  and  vendors  of 
toy  balloons  are  having  the  time  of 
their  lives  just  now.  Formerly  these 
fragile  colored  globes,  filled  with  ordin- 
ary air,  were  merely  playthings  for 
children. 

Some  little  time  back,  however,  some 
genius  hit  upon  the  happy  idea  of  in- 
flating them  with  hydrogen  gas,  there- 
by rendering  them  of  course  very  much 
more  buoyant.  As  a  result,  they  have 
developed  into  something  of  a  society 
craze.  No  up-to-date  river  girl,  lolling 
in  her  punt,  thinks  her  get-up  complete 
unless  she  is  dangling  one  aloft  at  the 
end  of  a  string. 

The  craze  has  been  taken  up  avidly, 
too,  by  holiday  makers  at  the  seaside, 
where  it  has  become  quite  the  thing  to 
have  one  attached  to  one's  deck  chair  on 
the  sands,  while  many  fair  bathers  take 
them  with  them,  when  going  for  their 
morning  dip. 


PICTORIAL  SOAP 

An  interesting  cake  of  soap  is  the  pro- 
duct of  the  Pictorial  Soap  Co..  14  West 
40th  Street,  New  York.  Its  use  as  an 
advertising  medium  is  of  a  most  sub- 
stantial nature,  because  of  its  composi- 
tion. This  soap  is  made  in  many  de- 
signs, such  as  pictures,  alphabetical,  etc. 
The  imprint  of  a  picture  or  letter  on 
the  face  of  the  soap  is  permanent  and 
will  not  erase,  but  remains  intact  until 
the  entire  cake  has  been  dissolved. 
This  is  made  possible  by  the  fact  that 
numerous  layers  of  paraffin  cover  the 
face  or  illustrated  part  and  the  water 
therefore  has  no  effect  upon  it  whatso- 
ever, as  the  vulnerable  part  of  the  cake 
of  soap  dissolves  first,  as  there  is  no 
covering  to  protect  it.  This  Pictorial 
soap  will  soon  be  in  evidence  through- 
out the  various  gift  and  art  shops,  as  it 
offers  an  exceptional  opportunity  to  the 
person  presenting  his  or  her  friends 
with  a  useful  and  attractive  gift. 


Successful  retail  selling  actually  rests 
on  a  thousand  and  one  details.  All  must 
be  performed  well  in  order  to  make  all 
conditions  right  for  the  favorable  im- 
pression you  wish  to  create.  And  the 
more  carefully  the  retailer  studies  the 
methods  of  improving  these  details — the 
greater  are  the  resulting  profits  of  his 
particular  store  and  the  larger  his  cli- 
entele. 


BOOKSELLER     AND     STATIONER 


A    strikingly    attractive    window    display    of    toys    at    the   store    of    Miller    &    Coe,    Vancouver,    B.C. 


Suggestion    for    silent    salesman    display    of    cut    glass.       This     is    a    line    which    many    stationers    are    already    selling    and 
those    who   are   not   doing    so    would    find    it   a    ready    selling    and   profitable    side   line. 
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Greeting  Cards  and  Gift  Novelties 

Some    Good    Advice    as    to    Displaying    Cards — News    About 
Interesting   New  Novelties. 


IT  isn't  every  dealer  who  makes  a 
success  of  greeting  cards.  It  is 
only  the  man  who  has  faith  in  the 
profit-producing  power  of  cards  who  can 
really  make  them  go.  The  most  potent 
factor  in  successful  card  selling  is  dis- 
play. Every  time  a  customer  enters  a 
stationery  store  there  is  a  very  good 
chance  of  his  going  out  with  a  card  if 
these  are  shown  so  as  to  attract  his  at- 
tention. The  second  factor  is  stocking 
cards  for  every  occasion.  People  have 
learned  the  value  of  cards.  The  rush 
of  modern  times,  a  certain  amount  of 
sentiment  which  everyone  has  some- 
where in  his  make-up,  and  the  enterpris- 
ing manufacturer,  have  all  contributed 
to  place  the  greeting  card  where  it  now 
stands  in  the  business  world. 

Cards  which  are  bound  to  be  big  sell- 
ers next  year  are  those  for  Mother's 
Day..  In  the  United  States  this  event 
has  come  next  to  the  Yule-tide  season 
for  some  years,  and  for  last  Mother's 
Day  in  Canada  the  demand  was  greater 
than  the  supply. 

The  McClelland  &  Stewart  Company 
of  Toronto  have  expressed  the  opinion 
to  Bookseller  and  Stationer  that 
for  the  coming'  season  75  per  cent, 
of  the  Birthday  cards  which  sold  will 
be  humorous  ones.  In  their  line  they 
are  showing  a  very  fine  line  of  these, 
each  card  itself  being  artistic  and  the 
sentiment   in   good  taste. 

The  Poor  Correspondent  Card  is  a 
good  seller.  These  are  a  profitable  line 
because  suited  to  evervone  and  for  every 
day  of  the  year.  "Thank  you"  cards 
always   sell. 

A  new  line  in  Children's  Place  cards 
are  now  in  evidence.  They  have  familiar 
fairy  stories  which  every  child  loves. 
Then  there  is  the  card  from  Daddy. 
Never  a  day  but  some  lonely  traveller 
passes  a  stationer's  window  and  wants  a 
card  to  send  home. 

The  Greeting  Card  business  has  come 
to  stay  and  the  sooner  the  retailer 
realizes  this,  the  sooner  will  he  not  only 
see  an  increase  in  profits  in  this  line  but 
in  his  trade  as  a  whole. 


BEGIN  NOW  TO  SYSTEMATIZE 

Do  you  realize  that  you  lose  from  20 
to  30  per  cent,  every  post-card  rush  sea- 
son, when  you  keep  to  that  antediluvian 
method  of  displaying  all  your  cards  on 
the  counter?  Have  it  different  this  year. 
When  your  Christmas  stock  arrives, 
make  attractive  posters  showing  samples 
carefully  indexed,  of  all  the  lines  you 
carry,  with  the  prices  on  each.  Your 
customers  will  appreciate  it  too.  You 
will  be  saved  the  loss  of  numerous  cards 
through  tearing  and  soiling  and  the  pur- 
chaser will  save  time  and  patience  by 
not  having  to  sort  for  15  minutes  to  ob- 
tain  one   card. 


MUSEUM  POSTCARDS 

NEW  interest  in  postcards  is  en- 
couraged by  the  following  in- 
dication of  how  postcards  help 
along  the  appreciation  of  what  is  seen 
by  visitors  to  the  British  Museum.  This 
is  from  "The  Periodical,"  issued  by  the 
Oxford  University  Press. 

"During  the  recent  debate  in  the  House 
of  Lords  about  public  museums  and  gal- 
leries the  British  Museum  'pictorial' 
postcards  were  specially  praised.  Lord 
Sudeley  could  imagine  nothing  better 
than  the  free,  popular  lectures  given  at 
the  Museum  enforced  by  the  packets  of 
photographic  reproductions  dealing  with 
the  subject  —  15  for  one  shilling.  He 
quoted  a  letter  from  Sir  Frederic  Ken- 
yon  stating  that  in  1919  nearly  260,000 
picture  postcards  had  been  sold,  at  a  pro- 
fit of  about  45  per  cent. 

The  Archbishop  of  Canterbury  said  that 
the  ready  sale  of  these  "study"  sets  of 
cards  'will  not  surprise  any  of  your  Lord- 
ships who  have  got  hold  of  a  few  of  these 
rackets  and  hav°  seen  how  for  a  shil- 
ling so  much  valuable,  interesting,  and 
bright  popular  information  is  given.  They 
are  artistic,  historical,  and  geographical. 
.  .  .  The  German  medals  issued  during 
the  war  are  all  of  very  remarkable  in- 
terest just  now.    .    .    . 

"'These  objects  (in  the  Galleries), 
mysterious  and  obscure  to  most  people 
who  wander  round  in  a  vague  way,  not 
quite  understanding  what  to  look  for, 
can  be  wonderfully  elucidated  not  only 
by  the  lectures  which  are  given  by  tV1-1 
guides  but  by  the  little  packets  of  post- 
cards which  enable  anybody  to  inspect 
the  objects  with  intelligence  and  under- 
standing. For  the  expenditure  of  Is.  a 
series  of  15  cards  illustrating  a  particu- 
lar set  of  objects  can  be  obtained.  The 
beginning  of  the  appreciation  of  these 
objects  is,  I  am  sure,  an  enormous  gain. 
The  postcards  are  now  largely  used  foi" 
schools,  and  schools  are  being  introduced 
to  the  museums.  Our  central  museums 
are  thus  becoming  more  what  they  ought 
to  be.  The  educational  value  of  all  these 
things  is  not  to  be- easily  estimated." 


GIFT   SHOP   NOVELTIES 

Among  the  novelties  for  gift  shops 
are  new  models  of  fans,  baskets,  small 
wooden  articles,  quaint  ideas  for  little 
folk  and  for  use  as  prizes  or  small 
gifts. 

Recently  several  lines  of  interesting 
metal  objects  have  been  added,  while 
the  latest  addition  is  a  collection  of  im- 
ported bead  bags,  necklaces  and  girdles. 
Recently  a  new  type  of  lamp  shade 
has  come  into  vogue,  and  is  in  some 
places  superseding  the  parchment 
shades,   so  Ion-*   ponular. 
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By  treating  the  fabric  the  appearance 
of  encrusted  glass  is  obtained.  This 
crystalline  process  lends  itself  to  a 
wealth  of  decoration  and  most  lovely 
effects  are  secured.  A  famous  interior 
decorator  is  displaying  interesting 
shades  of  decorated  metal,  gorgeous  in 
designs  and  as  beautiful  when  dark  as 
when  illuminated.  How  often  it  hap- 
pens that  one  purchases  a  shade  from  a 
lamp  that  is  lighted,  and  how  keen  the 
disappointment  when  the  supposedly 
charming  object  is  almost  commonplace) 
and  uninteresting  when  not  illuminated. 

There  has  been  a  decided  return  to] 
the  period  of  the  Renaissance,  marke 
by  the  revival  of  the  fine  metal  wor 
of  the  sixteenth  century.  Many  ex 
amples  of  the  metal  flowers  so  cleverl; 
developed  in  Italy  are  most  attractive 
These  are  made  with  much  charm  an 
delicacy.  It  seems  incredible  that  sue 
daintiness  can  be  attained  in  so  stu 
born  a  medium  or  that  the  essence  a 
so  evanescent  a  thing  as  a  flower  cai 
be  expressed  in  permanent  form.  Ye 
it  has  been  achieved,  and  delightful  re 
productions  of  many  kinds  of  flower 
are  shown. 

Tiny  pots  of  tulips  or  of  cherry  bios 
soms;  bouquets  of  old-fashioned  gardei 
flowers  such  as  grandmother  loved,  da 
fodils,   all   the   field   flowers,   and    man; 
others    are    cleverly    wrought.        Thes< 
will  smile  up  at  once,  sturdy  and  brigh 
when   the    soft,   tender   models    that   i 
spired   the   souls   of  men  to   make  the: 
are  scattered  and  dust.       In  addition  ti 
these    metal    offerings    there      are      alsj 
wonderful    parchment    flowers,   the    pn 
duct  of  a  single  studio.       No  descriptio 
can   give   an  adequate  idea  of  their  d 
lightful    color    and    charm.        They     a 
found  in  glowing  bunches  of  flowers 
every   kind — quaint   nosegays    for    part] 
favors,  sconces  to  bring  a  bit  of  God 
out-of-doors  to  the  walls  of  homes,  an 
delightful    place    card    holders.        Lovel 
indeed  are  the  big  roses  and  chrysanth< 
mums,  and  they  are  shown  nowhere  els 
but  in  this   division. 

Rare  prints  are  here — reproductio 
of  the  masterpieces  of  Europe  ar 
America.  So  perfect  has  this  art  b 
come,  that  many  of  these  seem  origii 
als,  either  in  oil  or  in  water-color.  Tl 
lines  of  three  firms  famous  for  tl 
variety  and  perfection  of  their  offerinj 
are  on  display.  They  must  be  view( 
to  even  faintly  appreciate  what  varie 
they  afford. 

It  is  even  possible  to  obtain  mur 
decorations,  as  excellent  artists  have 
display  handsome  panels  and  frieze 
some  after  the  old  Dutch  school  so  d 
sirable  at  present,  others  in  interestir 
black   and  white. 


JUTLAND 

In  writing  his  study  or  analysis  of 
"Jutland,"  Capt.  de  Perseval  of  the 
French  navy,  though  a  friendly  critic, 
has  endeavored  to  be  impartial  and  to 
elucidate  what  seems  difficult  to  under- 
stand. There  is  controversy  after  "Jut- 
land," but  so  there  was  after  "Trafalgar" 
and  "the  Nile."  He  points  out  that  had 
the  Germans  won  at  "Jutland,"  as  claim- 
ed by  von  Scheer,  Britain,  and  not  Ger- 
many, would  have  been  blockaded.  Equal 
at  least  in  mechanical  resources,  equal 
also  in  precision  of  manoeuvre,  not  in- 
ferior in  gunnery  the  Germans  in  thejr 
tactics  disclosed  lack  of  the  will  to  win. 
They  declined  to  face  the  risk  of  a  fight 
to  a  finish.  On  the  other  hand,  up  to 
and  for  a  sufficient  time  after  the  deci- 
sive moment  the  British  were  ready  to 
take  the  risk.  This  was  conspicuously 
shown  by  the  proceedings  of  Beatty.  It 
turned  the  scale.  On  the  one  side  there 
was  the  spirit  of  admiralty;  on  the  other 
there  was  not.  Can  it  be  doubted  that 
these  conclusions  will  stand  the  test  of 
time  ?  To  say,  as  Captain  de  Perseval 
does,  that  von  Scheer  showed  less  resolu- 
tion than  Villeneuve  at  Trafalgar  may 
sound  severe.     Yet  it  is  true. 

It  is  to  be  hoped  that  an  English  trans- 
lation of  Captain  de  Perseval's  little 
book  will  soon  be  published.  Its  judi- 
cial tone  and  clear  statements  will  carry 
great  weight  in  the  final  judgment  that 
will  be  passed  in  due  time  on  the  prin- 
cipals in  this  great  encounter. 


THE   CANADIANS   IN   FRANCE 

A  book  that  will  be  invaluable  for 
consultation  and  reference  as  to  the  op- 
erations of  the  Canadian  Corps  in  pre- 
sence of  the  enemy  in  France  and  Bel- 
gium during  the  war  from  first  to  last 
has  been  written  by  Capt.  Harwood 
Steele,  M.C.,  and  is  entitled  "The  Cana- 
dians in  France,  1915-1918."  The  book 
does  not  deal  with  enlistment  and  mili- 
tary organization  in  Canada  nor  with 
the  non-combatant  forces  in  the  field, 
but  solely  with  the  battle  operations 
The  parts  played  by  each  division,  bri- 
gade, battalion,  battery  in  each  of  the 
various  engagements  is  set  forth  by  the 
author,  and  the  volume  together  with  its 
seven  maps,  its  appendix  and  index  will 
prove  of  much  interest  and  value  to 
those  who  wish  to  get  the  events  of  thj 
war  into  proper  perspective. 


ROAD  CHANGES 

H.  J.  R.  Lane  has  been  aded  to 'the 
travelling  staff  of  Macmillan's.  He  wili 
cover  the  Maritime  Provinces.  George 
Smithers  is  to  again  take  up  the  terri- 
tory in  the  v/estern  province  through 
to  the  Coast.  The  trade  in  the  west 
will  be  glad  to  learn  that  they  are  to 
have  genial  George  back  with  them 
again. 


COL.    DENISON'S    RECOLLECTIONS 

One  of  the  outstanding  men  of  Tor- 
onto is  George  Taylor  Denison,  veteran 
soldier-citizen.  Marking  his  81st  birth- 
day a  few  days  ago  there  appeared  his 
book  "Recollections  of  a  Police  Magis- 
trate." As  Colonel  Denison  is  the  grand 
old  man  of  Toronto,  universally  beloved 
and,  as  he  has  been  magistrate  of  Tor- 
onto for  nearly  half  a  century,  his  book 
ought  to  have  a  big  sale. 

"It  will  sell  well  wherever  Toronto 
boys  are  located.  When  the  writer  was 
in  newspaper  work  in  Toronto  he  used 
to  'do'  the  police  court  once  in  a  while 
and  always  admired  Col.  Denison  for 
the  way  he  broke  through  legal  red 
tapo  and  handed  out  good  old-fashioned 


BEST   SELLING    BOOKS    IN    CANADA 
Fiction 

Kindred    of    the    Dust — Kyne    116 

Tarzan    the    Untamed — Burroughs....  52 

Everyman     for    Himself — Moorhouse .  .  48 

Man   of   the   Forest — Grey    36 

Mrs.    Warren's    Daughter — Johnson...  32 

Mary     Marie — Porter     30 

White   Moll— Packard    30 

Non-Fiction 

Now   It   Can   Be   Told-Gibbs 144 

New  Christianity — Bland    50 

Economic   Consequences    of    Peace — 

Keynes      45 

Wild  Animals  I  Have  Known — Seton.  .  40 

The   Cape   Breton   Giant     Gillis    30 


justice.  An  oft-repeated  pronouncement 
of  his  was:  "This  is  a  court  of  justice 
not  a  court  of  law,"  to  the  discomfiture 
of  many  a  budding  barrister.  A  kindlier 
or  more  upright  magistrate  never  sat 
on  the  bench." 


In  the  Ryerson  Press  advertisement  in 
this  issue  the  title  of  Bertrand  Sinclair's 
new  novel,  "Poor  Man's  Rock,"  is  given 
in  error  as  "Poor  Men's  Rock."  The 
form  containing  this  advertisement  was 
sent  to  press  before  corrected  proof 
came  back  from  the  advertiser. 


LT.-COL.    GEORGE    T.    DENISON. 
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HARRIET    AND   THE    PIPER 

Kathleen  Norris'  new  novel,  just  pub- 
lished by  Doubleday  Page  &  Co.,  tells 
of  Harriet  Field,  who,  in  the  joyous 
trustfulness  of  youth,  gave  herself  in  a 
fanciful  wedding  ceremony,  which  had 
no  legal  standing,  to  the  suave  Blondin, 
poet    and    adventurer.  She    had    es- 

caped. Now,  nine  years  later,  hiding 
her  secret  in  service  in  the  Carter  fam- 
ily, the  new  life  she  had  built  was 
threatened.     Blondin    had    reappeared! 

She  could  purchase  safety  by 
helping  Blondin  in  his  intrigue  with 
Carter's  debutante  daughter,  whom  her 
flirtatious  mother  leaves  unprotected. 
She  could  ward  off  the  piper's  reckon- 
ing by  accepting  the  impulsive  son's 
offer  of  marriage,  though  in  her  heart, 
as  yet  unrevealed  to  her,  she  loves  the 
strong,  silent  man,  his  father.  The 
crisis  comes  with  Mrs.  Carter's  elope- 
ment. To  Harriet,  Carter  trusts  the 
management  of  the  broken  household, 
offering  a  marriage  of  convenience. 
Harriet  has  listened  to  the  music;  how 
shall  she  pay  the  piper?  Her  moment- 
ous decision  gives  the  story  a  meaning 
and  a  message. 

$1,200  A   YEAR 

Edna  Ferber  collaborates  with  New- 
man Levy  in  a  book  entitled,  "$1,200  a 
Year,"  telling  the  delightfully  prepos- 
terous story  of  Professor  Stoddard,  who 
gave  up  the  pauper's  respectability  of 
the  college  professor  for  the  affluence 
of  a  millworker.  The  surprises  that  de- 
velop out  of  this  situation  are  hilarious- 
ly funny;  in  them  is  displayed  the  hu- 
manness  of  Miss  Ferber's  humour. 
ANOTHER   DUTCH   STORY 

Helen  R.  Martin  gives  us  another 
tale  of  the  Pennsylvania  Dutch  in  "The 
Schoolmaster  of  Hessville."  The  hero- 
ine, plain,  kindly  natured  Minnie  Mans, 
is  a  true  kinswoman  in  spirit  of  Men- 
nonite    Martha. 

TROTSKY'S  PRISONER 

"Andrew  Kalpaschnikoff,  a  prisoner 
of  Trotzky's"  is  a  new  book  with  a  fore- 
word by  U.  S.  Ambassador  Francis. 
Back  from  America  on  a  Red  Cross 
mission,  the  author  was  imprisoned  in 
the  famous  St.  Peter  and  St.  Paul  For- 
tress for  supposed  complicity  in  an 
American  plot.  It  was  an  attempt  to 
break  the  "golden  silence"  of  our  am- 
bassador in  Russia,  David  R.  Francis, 
and  to  commit  our  government  to  re- 
cognition    of     the      Bolshevik      regime. 


This  story  presents  astounding  revela- 
tions of  Kerensky,  Raymond  Robins  and 
others. 

WOODLAND  TALES 

E:rnest  Thompson  Seton's  new  book 
for  children  of  six  and  upwards  has  a 
special  section  on  woodcraft  addressed 
to  parents.  The  greater  part  of  the 
book,  however,  consists  of  delightful 
children's  stories,  of  fable  and  fairy-tale 
flavor.  They  have  the  wild  things  of 
the  woodland  for  their  heroes,  and  at 
the  heart  of  each  there  is  revealed  some 
nature  secret,  some  truth,  which  will  be 
an  inspiration,  and  an  incentive  to 
wholesome,   outdoor  life. 

WINSOME   WINNIE 

Remembering  "Nonsense  Novels," 
readers  will  welcome  Stephen  Leacock's 
new  book  in  the  same  style,  the  title  of 
which    is    "Winsome    Winnie." 

THE   CONQUERING   HERO 

Murray  Gibbon,  author  of  "Drums 
Afar,"  has  written  a  really  new  Cana- 
dian novel,  entitled  "The  Conquering 
Hero."  Beginning  in  the  woods  in  New 
Brunswick,   the    hero    after    many   vicis- 


MARGARET   PRESCOTT   MONTAGUE 

whose    "Uncle    Sam    of   Freedom    Ridge"    has    just 

been    published. 


situdes,  finds  health  and  happiness  wit 
an  English  wife  in  the  midst  of  th 
Rockies.  The  appearance  and  event 
disappearance  of  a  vampire  add  zes 
to  the  tale. 

NEW   AND   FORTHCOMING 

"A  phantom  husband,"  a  world-defy! 
ing  heroine,  and  an  unexpected  climaf 
render  Muriel  Hine's  new  novel,  a  mod 
ern  romance  of  courage,  honor  anl 
love,  one  of  the  season's  most  engaginl 
issues.  Its  title  is  "The  Breathlesl 
Moment." 

M.  Morgan  Gibbon's  new  book,  "Jan,| 
will  delight  the  lovers  of  a  good  tale  re 
plete   with   humor. 

"The  Turnstiles  of  Night,"  by  Wil 
liam  Allison,  worthily  follows  up  thj 
same  author's  "A  Secret  of  the  Seal 
presenting  characters  who  are  real  per 
sonalities. 

"Drums  of  Jeopardy"  is  the  title  of 
new  novel  by  Harold  McGrath,  descril 
ed  as  a  big  startling  mystery  story. 

In  William  McFee's  new  novel,  "Cap 
tain  Macedoine's  Daughter,"  the  here 
ine,  alluring  and  richly  vital,  is  use 
as  a  pawn  in  her  father's  speculation; 
but  she  grows  beyond  it  into  amazin 
experience.  The  ship's  crew  fell  i 
love  with  her.  The  tale  is  cast  in 
vibrant,  beautiful  setting  of  the  Aegeai 
Salonica,  and  the  East. 

"The  Rose  Dawn"  is  the  title  of  Stew 
art  Edward  White's  new  novel.  In  n 
other  of  his  books  has  he  assembled 
more  fascinating  set  of  character; 
Whether  it  be  the  lovers  themselves,  o 
the  gentle  and  chivalrous  Southern  Co 
onel  Payton,  the  naive  language-mui 
derine  Sins:  Toy,  the  Chinese  cook,  o 
any  other  of  the  masterfully  drawn  fig 
ures,  the  reader  carries  away  with  hir 
an  impression  of  living  reality. 

Representative  short  stories  of  191 
comprise  the  contents  of  the  "0.  Henr 
Memorial  Award  Prize  Stories,  1919, 
being  deemed  the  best  living  expres 
sions  of  the  art  of  which  O.  Henry  is  a 
admitted   master. 

Meredith  Nicholson's  "Blacksheep 
Blacksheep!"  recently  published,  is  hi 
twenty-first  volume,  the  list  includinj 
many  novels,  two  volumes  of  verse,  on 
of  essays  and  a  historical  work  on  In 
diana.  The  total  sale  of  his  books,  in 
eluding  translations  into  half  a  doze 
tongues,  approximates  two  millions. 
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New  novel,  by  Stacey  Aumonnier, 
"One  After  Another,"  follows  the  ad- 
ventures of  a  brother  and  sister  from 
childhood  to  maturity.  They  have  an 
Italian  mother  and  their  father  is  an 
Englishman,  proprietor  of  a  "public 
house,"  and  the  author  shows  in  tha 
novel  how  heredity  influences  the  lives 
and  actions  of  the  two  children. 

Lethbridge,  Alta.,  is  likely  to  have  a 
Carnegie  Library  soon.  Negotiations 
are  now  being  conducted. 

Increased  appreciation  of  public 
libraries  by  suburban  readers  is  shown 
in  the  statistical  report  of  the  Toronto 
Public  Library  for  the  past  month.  All 
the  branches  have  increased  their  cir- 
culation. 

"How  to  Paint  Signs"  is  a  new  boo* 
illustrated  with  over  a  hundred  alpha- 
bets   and    designs. 

TUTT  AND  MR.  TUTT 

One  of  the  season's  bright  spots  in 
fiction  is  Arthur  Train's  Tutt  and  Mr. 
Tutt.  It  presents  several  most  engag- 
ing and  humorous  tales  with  Mr.  Tutt, 
criminal  lawyer,  the  central  figure  and 
the  junior  partner,  Tutt,  modestly  as- 
sisting to  accentuate  the  effulgence  of 
his  picturesque  senior  partner  of  Lin- 
colnesque  demeanor  and  attire  includ- 
ing  the    old-fashioned   top    hat. 

Mr.  Tutt's  delight  in  life  was  to  de- 
fend unfortunate  "criminals"  who  were 
victims  of  circumstances  rather  than 
deep-dyed  villains  and  his  success  in 
getting  them  acquitals  was  the  despair 
of  prosecutors  and  judges. 

ENGLISH  REPRINTS 

From  John  Long,  London,  come  three 
issues  in  their  2s.  cloth  bound  series. 
"Coming  of  Age,"  by  Richard  Marsh; 
"The  Vision  of  the  Years,"  by  Curtis 
Yorke,  and  "The  Man  About  Town,"  by 
William  LeQueu.  The  volumes  are  in 
good  readable  type  and  have  attractive 
colored  jackets. 

POOR  MAN'S  ROCK 

A  writer  of  Western  stories  who  has 
been  coming  rapidly  to  the  front  ever 
since  he  wrote  "North  of  Fifty-three," 
is  Bertrand  W.  Sinclair,  and  his  latest 
tale,  "Poor  Man's  Rock,"  may  be  de- 
pended upon  to  greatly  strengthen  hio 
reputation  because  it  is  most  capably 
done,  a  virile  tale  of  the  British  Colum- 
bia salmon  industry.  This  Canadian 
setting,  of  couise,  adds  to  the  appeal  it 
will  make  to  Canadian  readers.  This 
book  has  just  come  from  the  Ryerson 
Press. 

WILLIAM  J.  FISCHER  PASSES 

On  August  15th,  the  death  occurred 
of  William  J.  Fischer,  M.D.,  of  Water- 
loo, Ont.  Dr.  Fischer  in  addition  to  his 
large  medical  practice  had  done  a  greaf 
deal  of  literary  work.  His  early  school- 
days were  spent  at  St.  Jerome's  College, 
Kitchener,  where  he  took  a  classical 
course.  Until  his  death  he  was  a  mem- 
ber of  the  senate  of  that  university.  At 


various  times  his  literary  works  have 
been  published  —  two  novels,  two 
volumes  of  verse,  a  book  of  short  stories 
and  many  magazine  articles.  He  was 
a  corresponding  member  of  the  Ameri- 
can Literary  Society  and  the  Author's 
Club,  London,  England. 

Hopkins  Moorhouse,  who  in  "Deep 
Furrows"  told  the  fascinating  story  of 
the  rise  of  the  farmers'  movement  in 
Canada,  revealing  as  no  other  writer  ,has 
hitherto  done  the  nature  of  the  early 
struggles  of  the  farmers  in  the  West, 
and  the  motives  and  statesmanship  of 
the  pioneers  of  organization,  plan^  to 
publish  in  the  near  future  a  series  of 
short  stories  in  book  form,  of  which  the 
events  and  personalities  in  the  co-opera- 
tive movement  will  form  the  background. 
He  has  also  written  a  new  novel  to  be 
entitled  "Haskett  of  Thunder  Bay,"  of 
which  Port  Arthur  will  form  the  setting. 


PETER   B.    KYNE, 

Author  of   "Kindred   of  the   Dust."     The  boy   with 

him  in   this  picture  is  the   Belgian  boy   he  adopted 

when    serving    overseas    with    the    U.S.    army. 

YELLOW  SOAP 

Cradled  on  books,  piles  of  them  that 
always  overflowed  their  cases  and  spilled 
over  the  tables  and  floor,  Katherine  Havi- 
land  Taylor's  taste  for  literature  camo 
early.  Perhaps  it  was  from  her  omnivo- 
rous reading  that  she  learned  the  keen 
sympathy  for  the  under-world  of  poor, 
opportunity-starved  unfortunates  that  is 
the  charm  and  appeal  of  her  latest  novel, 
"Yellow  Soap."  This  is  one  of  Gundy's 
latest  issues  in  Canada  and  it  may  be  de- 
pended upon  to  make  friends  for  this 
author  in  all  homes  where  this  book  goes. 

Margaret  Prescott  Montague,  whose 
"England  to  America"  won  the  first 
prize  this  year  of  the  O.  Henry  Memor- 
ial Award  of  the  Society  of  Arts  and 
Sciences,  says  that  she  based  the  story 
upon  an  actual  occurrence  which  was 
told  to  her  by  a  friend  who  knew  the 
facts.  In  the  original  happening,  how- 
ever, both  soldiers  were  British,  while 
for  her  purpose  she  made  one  of  them 
an    American. 


BASIL  KING 

'Should  any  botokseller  be  asked  is 
Basil  King  a  Canadian  it  would  be  a 
good  idea  to  draw  attention  to  that  au- 
thor's article  of  Canadian  faith  express- 
ed  as   follows: 

"I  am  a  Canadian  and  an  extremely 
enthusiastic  one.  Though  circumstances, 
partly  domestic,  partly  of  a  business 
nature,  and  largely  of  health,  have 
compelled  me  to  live  outside  of  Canada 
for  many  years  of  my  life.  I  have  al- 
ways retained  what  old-fashioned  law- 
yers used  to  call  'the  animas  revertendi' 
— and  even  now  I  have  not  abandoned 
it.  I  never  land  on  Canadian  soil,  wheth- 
er on  the  Atlantic  or  Pacific  coast,  with- 
out the  sense  of  coming  back  home  which 
almost  everyone  feels  on  returning  to  his 
birthplace.  Whether  in  this  country, 
England,  France,  or  Germany— my  time 
for  some  thirty  years  being  divided 
among  all  four — I  see  things  from  the 
Canadian  point  of  view;  and  it  is  that 
same  point  of  view  which  gives  whatever 
small  originality  there  may  be  in  my 
writing." 

It  is  interesting  to  record  that  a  new 
novel  of  his  has  just  appeared.  Its 
title  is  "The  Thread  of  Flame." 

EDUCATION  FOR  DEMOCRACY 

An  important  book  just  issued  by  Mac- 
millans  is  Henry  Frederick  Cope's  "Edu- 
cation for  Democracy,"  which  is  in  an 
important  sense  an  answer  to  Chester- 
ton's "What's  Wrong  With  the  World?" 

"The  motives,  purposes  and  wills  of 
men  are  wrong,"  answers  the  author, 
"and  the  world  will  not  be  set  right  by 
regulation,  by  legislation,  by  social  me- 
chanism, nor  even  by  intelligence."  He 
submits  that  the  only  hope  for  a  better 
world,  one  in  which  men  live  together 
prosperously,  happily  and  harmoniously, 
lies  in  developing  a  common  goodwill,  in 
training  the  young  to  the  democratic  life 
of  co-operation  and  helpful  fellowship. 

THE  WIND  BETWEEN  THE  WORLDS 

Alice  Brown's  novel,  "The  Wind  Be- 
tween the  Worlds"  (Macmillan)  is  a 
timely  book.  The  question  of  life  after 
death  and  of  communication  with  the 
dead,  has  never  been  so  generally  discus- 
sed as  to-day.  Many  conflicting  opinions 
are  current  but  whatever  one's  individual 
feeling  may  be,  whether  that  of  skeptic 
or  believer,  the  topic  is  universally  and 
vitally  interesting.  Whether  one  agrees 
with  Miss  Brown's  position  is  not  the 
point;  she  has  written  a  story  that  is  a 
finely  dramatic  and  able  presentation  of 
the  subject,  one  that  amply  justifies  her 
position  in  the  fore-front  of  American 
writers. 


Livingstone  &  Co.,  have  recently  open 
ed  a  book  and  stationery  store  at  2840 
Granville    St.,   Vancouver,   B.C. 
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Manyberries,  Alta. — The  Manyberries 
Pharmacy  carries  a  goodly  stock  of  toys, 
dolls  and  games.  Sporting  goods  are  also 
sold,  including  croquet  sets.  Many  other 
lines  usually  associated  with  the  sta- 
tionery business  are  sold  here,  including 
phonographs  and  records,  leather  goods, 
greeting  cards,  postcards,  gift  shop  nov- 
elties, cameras  and  photo  supplies. 


BOO  KSKLLER 


AND  STATIONER 


WILL   INGERSOLL 

"Like  Robert  Stead  anl  Douglas  Dur- 
kin.  Will  Ingtrsoll,  of  Winnipeg,  has 
grown  up  with  Mani'toba,  having  spent 
his  boyhood  on  a  farm  in  that  province. 
He  became  a  school  teacher-,  but  drifted 
into  the  city,  and  has  been  engaged 
in  newspaper  work  for  the  last  ten 
years  or  so.  His  first  book,  "The  Road 
that  Led  Home,"  was  published  by  Harp- 
er and  Brothers  three  years  ago.  It  was 
a  story  of  Manitoba  country  life  and 
showed  real  .distinction  of  style.  In 
his  spare  time  Ingersoll  is  always  work- 
ing at  short  or  long  stories;  he  is  a  quiet 
individual  who  is  absolutely  devoted  to 
his  art.  He  would  rather  think  up 
plots  for  stories  than  eat.  He  is  more 
of  a  dreamer  than  any  author  I  know." 

"But  how  can  a  dreamer  be  a  real- 
ist?" 

"Oh,  the  newspaper  has  kept  Ingersoll 
in  touch  with  the  actual.  He  has  been 
forced  to  observe  details  and  to  study 
character.  He  has  been  working  on  a 
new  novel  for  the  last  two  years,  and 
has  introduced  a  new  idea  into  current 
fiction  in  this  story.  He  has  had  the 
nerve  to  make  a  servant  girl,  the  hero- 
ine. He  brings  Daisy  into  Winnipeg 
from  a  Manitoba  farm  and  describes  her 
adventures  in  the  home  of  one  of  our 
rough-and-ready  knights.  She  falls  in 
love  with  a  chauffeur  and  moves  in  a  cir- 
cle which  no  Canadian  author  has  ever 
thought  of  writing  up  before.  One  of 
her  acquaintances  is  a  pugilist,  and  per- 
haps the  most  skillful  chapter  in  the 
story  is  the  description  of  a  sparring  - 
match  from  Daisy's  point  of  view." 

WEST  WIND  DRIFT 

George  Barr  McCutcheon's  new  novel 
is  a  tale  of  shipwreck,  "The  West  Wind 
Drift"  is  its  title. 

The  great  Atlantic  liner  Doraine,  is 
lost  at  sea  in  the  fail  of  19J  7,  and  is 
never  heard  from  again.  Into  the  West 
Wind  drift,  far  to  the  south,  floats  the 
wrecked  steamer  with  her  cargo  of  700 
human  beings,  grounding  at  last  on  .the 
shores  of  an  unknown,  unfrequented  is- 
land under  the  Southern  Cross.  To  this 
day,  the  people  of  the  Doraine  abide  on 
this  lonely,  beautiful  island,  their  fate 
unknown  to  the  world  until  now  revealed 
in  this  faithful  chronicle. 

The  narrative  tells  of  the  harrowing 
experiences  that  followed  upon  the  sail- 
ing of  the  great  steamer  from  a  South 
American  port  up  to  the  present  time; 
of  the  way  in  which  the  people,  cast  upon 
the  distant  island,  worked  out  their  own 
salvation,  built  their  homes,  established 
a  government  created  laws,  and  enforced 
them,  and  kept  the  fires  of  courage  burn- 
ing through  the  years  that  followed. 
Here  is  the  story  of  the  dauntless  men 
and  women  who  sailed  forth  from  a  great 
port  and  were  never  heard  of  again.  In 
this  strange  history  are  to  be  found  all 
the  human  elements— love,  honor,  hatred," 
courage,  and  above  all  the  faith  of  the 
unvanquished. 


WILL    INGERSOLL 


WHAT  TO  READ 

In  a  recent  address  to  British  teachers, 
Hon.  Dr.  A.  L.  Fisher,  the  British  Min- 
ister of  Education,  had  the  following  to 
say  regarding  the  books  they  should 
read,  addressing  his  remarks,  "only  to 
such  as  have  .neither  the  gift  nor  the 
time  for  a  systematic  attack  upon  a 
subject." 

"I  would  recommend,"  he  stated,  "the 
glorious  habit  of  wide,  vivacious,  desul- 
tory reading,  as  one  of  the  best  preserv- 
atives of  intellectual  youth.  Novels, 
dramas,  travels,  romances,  biographies, 
poems,  and  histories,  and,  indeed  every 
form  of  literature  which  may  enlarge  ex- 
perience or  quicken  the  imagination, 
should  be  received  into  the  generous 
mind.  Quantity  is  almost  as  valuable 
as  quality.  Indeed,  it  is  a  mistake  to  be 
over-fasfidious  in  youth,  for  nicety  may 
lead  to  narrowness  and  narrowness  to 
tedium." 


HIDDEN   CREEK 

"Hidden  Creek,"  by  Katherine  Newlin 
Burt,  is  one  of  Thomas  Allen's  new 
novels  and  is  a  creditable  piece  of  fic- 
tion akin  to  this  author's  previous  tale, 
"The  Branding  Iron,"  which  attained 
such   success  last  year. 

The  story  is  one  full  of  action  and  has 
a  wholesome  love  interest  of  the  variety 
that  appeals  so  strongly  to  most  read- 
ers of  fiction. 
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KING'S   BOOK 

The  western  trip  of  the  Liberal  les 
er,  Hon.  W.  L.  Mackenzie  Ki-ng,  shou 
inspire  quite  a  revival  of  interest  a: 
pick-up  in  sales  of  his  notable  boi 
"Industry  and  Humanity"  and  books' 
lers  in  the  western  provinces  will 
well  to  give  prominence  to  the  book 
their  windows  and  newspaper  adv< 
tisements  during  the  ensuing  weeks. 

RESURRECTION   ROCK 

Edwin    Balmer,    whose    good   work 
"The  Indian  Drum"  is  so  favorably  i 
called,  has  scored  again  in  his  new  nov 
"Resurrection   Rock,"  which     is     amo 
the  season's  new  novels     published 
Thomas  Allen. 

It  has  already  caught  on  with  the  Ca 
adian  public  and  is  materially  adding 
the  prestige  of  its  author. 
JOHNNIE   KELLY 

A  new  juvenile  which  the  publish 
acclaim  as  being  in  the  Tom  Sawj 
class,  is  "Johnny  Kelly,"  by  Wilb 
Boyer.  The  boy  hero  is  the  red-headt 
freckled,  son  of  a  policeman  who,  by  ; 
cident  of  residence,  finds  himself  in  f 
tendance  at  a  school  where  the  childr 
are  mostly  the  sons  and  daughters 
wealthy  parents.  Despite  all  handica 
including  the  ramifications  of  snobbe 
young  Kelly  becomes  the  popular  lea( 
of  all  his  schoolmates  and  his  humorc 
adventures  make  most  entertaini 
reading.  This  book  has  just  come  fr 
Thomas    Allen. 
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THOMAS  ALLEN 

Fiction 

Hidden  Creek,  Katharine  Newlin 
Burt,  cloth,  S2.25;  Resurrection  Rock, 
Edwin  Balmer,  cloth,  $2.25;  Johnny 
Kelly,  Wilbur  S.  Royer,  cloth,  $2.25; 
Third  Window,  Ane  Douglas  Sedgewick, 
cloth,  $1.65;  Real  Diary  of  the  Worst 
Farmer,  Henry  A.  Shute,  cloth,  $2.00; 
26  Jayne  Street,  Mary  Austin,  cloth, 
$2.00. 

Non-Fiction 

Recreation,  Viscount  Grey,  cloth, 
$1.50;  Rhymes  of  a  Homesteader,  Eliott 
C.  Lincoln,  cloth,  $1.65;  The  Island  of 
Sheep,  Cadmus  and  Harmonia,,  cloth, 
$1.65;  Old  Humanities  and  the  New 
Science,  Sir  Wm.  Osier,  cloth,  $1.65,  The 
Bad  Results  of  Good  Habits,  J.  Edgar 
Park,  cloth,  $1.65;  How  it  Feels  to  be 
Fifty,  Ellis  Parker  Butler,  cloth,  75c; 
"That  Damn  Y,"  (record  of  service  over- 
seas), Katharine  Mayo,  cloth,  $3.25  ; 
La  Petit  Nord,  Anne  Grenfell,  cloth, 
$1.C5;  Cape  Coddities,  Dennis  &  Marrnn, 
Chatham,  cloth,  $1.50;  Talks  With  1.  R., 
jno.  J.  Leary  Jr.,  cloth,  $3.50. 

COPP  CLARK   CO.,   LIMITED 
Fiction 

The  Valley  of  Silent  Men,  James  Oliver 
Curwood,  cloth,  $2.00.      • 
Non-Fiction 

The  Elfin  Artist,  Alfred  Noyes,  cloth, 
$2.50. 

Juvenile 

Glinda  of  Oz,  Frank  L.  Baum,  cloth, 
$2.00. 

S.  B.  GUNDY 
Fiction 

The  Mesa  Trail,  S.  Bedford  Jones, 
cloth,  $1.50;  The  Long  Traverse,  K.  & 
R.  Pinkerton,  cloth,  $1.50;  The  Foaming 
Fore  Shore,  S.  A.  White,  cloth,  $1.50; 
The  Schoolmaster  of  Hessville,  H.  R. 
Martin,  cloth,  $1.90;  The  Witness  of  the 
Sun,  H.  S.  Williams,  cloth,  $1.90;  Sun- 
beams Inc.,  Julian  Street,  cloth,  $1.25; 
Uncle  Sam  of  Freedom  Ridge,  M.  0. 
Montague,  cloth,  $1.00. 

Non-Fiction 

Surprises  of  Life,  Georges  Clemen- 
ceau,  cloth,  $1.90;  $1,200  A  Year,  Ferbert 
&  Levy,  cloth,  $1.50;  J.  Wilbur  Chap- 
man, F.  C.  Ottman,  cloth,  $2.50;  Ten 
Minute  Talks  with  Workers,  cloth,  $1.00; 
Call  of  the  Surf,  Heilner  &  Stick,  cloth, 
$3.00;  Seeing  the  West,  K.  E.  Dumbell, 
cloth,  $1.75;  Why  Men  Strike,  Samuel 
Crowther,  cloth,  $1.75;  Gospel  of  St. 
Matthew,  The  Modern  Printed  Bible 
cloth,  $1.00;  The  New  Industrial  Unrest, 
R.  S.  Baker,  cloth,  $2.00;  A  Prisoner  of 
Trotsky's,  A.  Kalpaschnikoff,  cloth,  $2.50; 
Time  Telling  Through  the  Ages,  H.  C. 
Brearley,  cloth,  $3.00;  Life  and  Times 
of  Sir  Alexander  Tilloch  Gait,  Oscar  D. 
Skelton,  cloth,  $3.00. 


THE  MacMILLAN  CO.,  LTD. 
Fiction 

Dead  Men's  Money,  J.  S.  Fletcher, 
cloth,  $2.25;  Wind  Between  the  Worlds, 
Alice  Brown,  cloth,  $2.25. 

Non-Fiction 

Geography  of  the  World  War,  F.  M. 
McMurry,  cloth,  45c;  Education  for  the 
Democracy,  H.  F.  Cope,  cloth,  $2.25; 
Occasional  Papers  and  Addresses,  H.  W. 
Taft,  cloth,  $2.75;  Dietetics  for  High 
Schools,  Willard  &  Gillett,  cloth,  $1.50; 
Grenadier  Guards  in  the  Great  War,  F. 
Ponsonby,  cloth,  $19.50;  Notes  on  a 
Cellar  Book,  C.  Saintsbury,  cloth,  $2.50; 
Triurnph  of  Free  Trade,  Rea  Russell, 
cloth,  $6.00;  Modern  Spiritism,  A.  T. 
Schofield,  cloth,  90c. 

Juvenile 

Leaders  of  the  Great  War,  C.  Rowell, 
cloth,  $1.50. 

McClelland,  stewart,  ltd. 

Fiction 

Bernard  Treves'  Boots,  Laurence 
Clarke,  cloth,  $1.65;  Elizabeth  Kirby, 
Penelope,  cloth,  $1.65;  Man  With  Rubber 
Soles,  Sir  Alexander  Bannerman,  cloth, 
$1.65;  Peregrine  in  Love,  C.  Fox  Smith, 
cloth,  $1.65;  The  Camp  of  Fear,  Leslie 
Gordon,  cloth,  $1.65;  The  Intriguers, 
Wm.  LeQueux,  cloth,  $1.65;  Lost  Mr. 
Linthwaite,  J.  S.  Fletcher,  cloth,  $1.65; 
Desborough  of  the  N.  West,  Joan  Suther- 
land, cloth,  $1.65;  Young  Hearts,  Buck- 
rose,  J.  E.,  cloth,  $1.65;  The  Broken  Fan, 
Uel  Keys,  cloth,  $1.65;  Woman  of  the 
Picture,  G.  F.  Turner,  cloth,  $1.65. 

The  Top  of  the # World,  Ethel  M.  Dell; 
The  Prairie  MotHer,  Arthur  Stringer; 
Imperfectly  Proper,  P.  O.  D.;  The  Blow- 
er of  Bubbles,  Arthur  Beverley  Baxter; 
The  Quirt,  B.  M.  Bower;  The  Slayer  of 
Souls,  Robert  W.  Chambers;  Affinities, 
Mary  Roberts  Rinehart;  Suffering  Hus- 
bands, Wallace  Irwin. 

Non-Fiction 

Aerial  Transport,  G.  Holt  Thomas 
cloth,  $7.50;  Story  of  the  Fifth  Austra- 
lian Division,  Capt.  A.  D.  Ellis,  cloth, 
$4.50;  For  Remembrance,  A.  St.  John 
Adcock,  cloth,  $3.00;  Story  Book  of  Birds 
and  Beasts,  J.  Henri  Fabre,  cloth,  $2.00; 
Story  Book  of  Science,  J.  Henri  Fabre, 
cloth,  $2.00;  Story  of  Australia  for  Boys 
and  Girls,  Rev.  Jos.  Bryant,  $1.50. 

GEORGE  J.  McLEOD,   LIMITED 
Fiction 

Erskine  Dale,  Pioneer,  John  Fox,  Jr., 
cloth,  $2.25;  The  Wilderness  Mine,  Har- 
old Bindloss,  cloth,  $2.25;  I've  Married 
Marjorie,     Margaret     Widdemer,     cloth 
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$2.25;    A    Girl,    A    Horse    and    A    Dog, 
Francis  Lynde,  cloth,  $2.25. 
Non-Fiction 
Westward   with   the   Prince   of   Wales, 
Douglas   Newton,  cloth,  $2.50. 

THOMAS    NELSON    &    SONS 

•  Fiction 

Gay  Thorne,  Secret  Service.  50c; 
Clarence  Hawks,  Wanted,  a  Mother, 
$1.50. 

Non-Fiction 

Countess  Barcynska,  Little  Mother 
Who  Sits  at  Home,  $1.50;  C.  B.  Luffman, 
-Harvest  of  Japan,  $3.75;  Lieut.  Com- 
mander, E.  Hilton  Young,  By  Sea  and 
Land,  $3.75. 

Juvenile 

Harold  Avery,  Highway  Pirates,  50c; 
Mabel  Quiller-Couch,  Kitty  Trenire,  50c; 
Angela  Brazil,  Bosom  Friends,  50c; 
May  Wynne,  The  Story  of  Heather,  50c; 
Margaret  Batchelor,  Six  Devonshire 
Dumplings,  50c;  Tom  Bevan,  Doing  His 
Bit,  50c;  Evelyn  Everett  Green,  Olive 
Roscoe  50c;  Mary  Few,  Tell  Me  Some 
More,  50c;  W.  M.  Letts,  Waste  Castle, 
50c;  Mrs.  Edwin  Hohler,  The  Green 
Toby  Jug,  50c 

THE  RYERSON  PRESS 

Fiction 

Heart  of  Unaga,  Ridgwell  Cullum, 
cloth,  $2.00;  Daisy  Ashford,  Her  Book, 
Daisy  Ashford,  cloth,  $2.00;  An  Imper- 
fect Mother,  J.  D.  Beresford,  cloth, 
$2.00;  Hand  in  the  Dark,  Arthur  J.  Rees, 
cloth,  $2.00;  The  Watch  Dog  of  the 
Crown,  John  Knipe,  cloth,  $2.00;  The 
Wider  Way,  Diana  Patrick,  cloth,  $2.00; 
Pawn  in  Pawn,  Hilda  M.  Sharp,  cloth, 
$2.00;  Madeline  of  the  Desert,  Arthur 
Weigall,  cloth,  $2.00;  Oh,  Mary!  Dorothy 
Beckett  Terrell,  cloth,  $1.75;  Happy 
House,  Jane  D.  Abbott,  cloth,  $2.00;  The 
White  Pope,  S.  R.  Crockett,  cloth,  $1.75; 
The  Great  Leviathan,  D.  A.  Barker, 
cloth,  $2.00. 

Non-Fiction 

The  Road  to  Endor,  E.  H.  Jones,  cloth, 
$2.00;  Rachael  Comforted,  Mrs.  Maturin, 
cloth,  $2.00;  A  Study  in  Canadian  Immi- 
gration, Prof.  W.  G.  Smith,  B.A.,  cloth, 
$3.00;  Sniping  in  France,  Maj.  H.  Hes- 
keth-Pritchard,  D.S.O.,  M.C.,  cloth,  $3.00; 
Parliament  and  Revolution,  J.  Ramsay 
Macdonald,  cloth,  $1.75;  The  Charm  of 
Oxford,  J.  Wells,  cloth. 

Juvenile 

The  Adventures  of  a  Saucy  Rabbit  and 
His  Friends,  Jeanette  E.  Perkins,  cloth, 
$2.00:  The  Precious  Gift,  Bible  Stories 
for  Children,  Theodora  Wilson  Wilson, 
cloth,  $2.00. 


A  Better  Day  for  the  Wallpaper  Trade 

Some  Food  for  Thought  by  All  Members  of  the  Trade,  Manufac- 
turers as  Well  as  Retailers — More  Intelligent  Promotion  Methods 

Are  Essential 


WALLPAPER  prices  have  taken 
so  decided  a  jump  this  year  over 
last  and  all  previous  years,  that 
a  real  problem  has  been  confronting  the 
retailer  in  that  the  lowest  priced  papers 
will  have  to  be  retailed  at  more  than 
double  last  year's  prices. 

The  manufacturers,  ever  since  the  war 
began,  have  done  their  utmost  to  assist 
the  trade  in  the  matter  of  prices.  No- 
body, knew  that  the  paper  industry  was 
going  to  see  such  enormous  price  in- 
creases, with  the  market  still  in  the 
ascendant  when  the  time  came  for  fix- 
ing 1921  wallpaper  selling  prices.  The 
holding  down  of  wholesale  prices  so 
stringently  has  this  year  necessitated  a 
stupendous  jump  in  prices  all  along  the 
line.  The  last  few  years  have  not  been 
rosy  ones  for  the  wallpaper  manufac- 
turers, and  force  of  circumstances  has 
made  this  year's  programme  an  absolute 
necessity.  It  will,  however,  put  the 
wallpaper  business,  manufacturing  and 
retail,  back  on  a  sound  basis,  and  once 
the  handicap  of  having  to  explain  the 
advances  is  past,  this  trade  will  be  a 
great  deal  more  healthy  in  tone. 

Chance  of  tt  Lifetime 

The  retailers  have  a  chance  of  a  life- 
time to  clean  up  their  stocks.  The 
general  advance  in  prices  naturally  en- 
hances the  value  of  all  wallpapers  car- 
ried over  from  the  last  and  previous  sea- 
sons. 

One  enterprising  book  and  stationery 
proprietor,  whose  store  is  in  one  of  the 
progressive  Western  Ontario  cities,  and 
who  does  a  big  business  with  wall- 
papers, said  he  had  decided  this  year  to 
carry  on  virtually  without  new  stock. 
His  intention,  as  expressed  to  Book- 
seller and  Statiorter,  was  to  buy 
only  a  few  new  patterns  to  brighten 
up  the  stock,  and  satisfy  people  who 
must  have  the  newest,  regardless  of  cost. 
But  in  the  main  his  policy  for  the  wall- 
paper department  for  spring  trade  in 
1921  will  be  to  sell  from  old  stock.'  This 
will  be  moved  out  at  good  profit  and 
small  lots  will  be  far  easier  to  sell.  The 
latter  will  also  be  in  far  greater  de- 
mand owing  to  the  price  advantage — 
available  to  the  public  in  no  other  way. 

It  does  not  take  deep  thinking  on 
the  part  of  any  retailer  to  convince  him 
that  this  is  a  wise  plan  to  adopt  in  all 
cases  where  stock  carried  over  is  suf- 
ficiently well  assorted  and  great  enough 
in  the  aggregate  to  permit  of  such  a 
policy  as  applied  to  the  general  sell- 
ing season  for  next  spring's  trade. 

Such  action  will  of  necessity  mini- 
mize the  sales  of  wallpapers  by  the 
manufacturers  for  1921,  but  in  the  end 
they     too     will     be     benefited     because 


it  stands  to  reason  that  what  is  best 
in  the  interests  of  the  retailer  must  be 
most  beneficial  to  the  wallpaper  indus- 
try as  a  whole,  because  its  well-being 
is  dependent  upon  the  general  state  of 
the  retail  trade. 

Retail  Advertising 

Retailers  as  a  rule  do  not  do  enough 
wallpaper  advertising.  Were  they  to 
run  good  informative  and  interesting 
wallpaper  advertisements  in  the  news- 
papers there  is  no  question  that  there 
would  be  developed  a  far  greater  de- 
sire for  new  wall  coverings  in  the  homes 
throughout  Canada. 

The  dealers  should  endeavor  to  get 
away  from  the  old  fashioned  style  of 
advertising  that  says  very  little,  that 
little,  all  too  frequently,  being  so  flam- 
buoyant  in  style  as  to  prove  nauseating 
or  at  least  tiresome  to  jaded  newspaper 
readers. 

Why  not  run  something  in  the  way  of 
advice  in  an  advertisement,  following  it 
up  with  definite  information  about  the 
papers  you  have  in  stock  ?  For  in- 
stance, this  paragraph  could  be  depend- 
ed upon  to  interest  all  householders  and 
landlords: 

"The  difficulty  of  having  the  old 
paper  removed  is  not  nearly  so  great  as 
it  used  to  be.  The  modern  paperer  rolls 
a  small  tank  with  a  hose  attachment 
into  each  room,  sprays  the  walls  with 
a  special  solution  and  then  pulls  off  the 
old  paper  in  nice  strips." 

Or  advi'.e  such  as  this  would  serve 
as  a  good  introduction  for  an  adver- 
tisement: 

"If  you  are  contemplating  the  redeco- 
ration  of  your  house  you  would  be  wise 
before  going  to  look  at  all  the  fascinat- 
ing new  papers  to  decide  just  how  much 
money  you  want  to  spend.  If  you  don't 
your  fancy  may  run  riot  and  you  might 
be  tempted  to  choose  patterns  too  at- 
tractive for  the  walls  enclosing  your  old 
furniture,  not  to  mention  being  too  at- 
tractive for  the  size  of  your  pocket- 
book." 

Following  are  a  few  more  paragraphs 
which  might  suitably  be  worked  ,  into 
wallpaper   advertisements: 

For  living  room  use,  a  plain  paper  is 
very  good,  with  a  contrasting  satin  stripe 
in  pearl  greys,  light  greens,  etc.  They 
bring  light  to  a  room  which  might  have 
only  a  few  windows,  or  be  of  a  northern 
exposure. 

Chinese,  Chippendale  designs  in  vari- 
ous colorings  are  also  favored  for  the 
living  room  as  well  as  the  breakfast 
room,  where  w'llow  furniture  is  to  be 
used  over  flax  rugs,  which  are  so  popu- 
lar. 
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For  halls  and  dens  Chinese  reds  and 
golds  in  grass  cloth  are  good,  and  for 
the  bedroom  the  gaily-colored  chintz 
patterns  are  always  delightful. 

Black  motifs  on  colored  backgrounds 
have  taken  the  place  of  the  one-time 
popular  black  and  white  papers.  The 
motifs  are  usually  black  on  colored 
grounds  and  are  rather  attractive.  Some 
artists  are  silhouetting  plain  papers  in 
stone   fashion   to   suit   their   rooms. 

A  novelty  is  a  frieze  of  dancing  figures 
blowing  and  chasing  bubbles  on  a  vivid 
yellow  rough  paper  with  black  mould- 
ings, shelves,  woodwork  and  floor.  Yel- 
low rugs  and  black  furniture  with  yel- 
low cushions  and  old  blue  china  com- 
pletes the  charming  picture. 

It  will  be  observed  that  these  para- 
graphs describe  somewhat  unusual 
styles  in  wallpaper,  and  in  many  cases 
people,  while  interested,  will  be  restrain- 
ed from  buying  them  because  of  their 
relatively  high  cost,  but  one  thing  cer- 
tain is  that  advertising  of  this  nature 
will  help  to  promote  desire  for  better 
grades  of  paper,  and  thus  may  the 
amount  of  the  average  sale  be  material- 
ly increased,  carrying  with  it  a  corres- 
ponding enhanced  yield  of  profit  for  the 
dealer  from  each  individual  sale. 

THE   CHIEF  FACTOR 

The  chief  factor  in  the  success  of  each 
man — wage-worker,  farmer,  and  capi- 
talist alike — must  ever  be  the  sum  total 
of  his  own  individual  qualities  and  abili- 
ties. The  slightest  study  of  business 
conditions  will  satisfy  anyone  capable 
of  forming  a  judgment  that  the  personal 
equation  is  the  most  important  factor 
in  a  business  operation;  that  the  busi- 
ness ability  of  the  man  at  the  head  of 
any  business  concern,  big  or  little,  is 
usually  the  factor  which  fixes  the  gul 
between  striking  success  and  hopeless 
failure.  .  .  .  Each  man  must  work  fo. 
himself  and  unless  he  so  works,  no  out 
side  help  can  avail  him. — Theodore 
Roosevelt. 


Some  retailers  -become  so  fascinated 
with  modern  methods  of  conducting  busi- 
ness that  they  forget  the  ultimate  pur- 
pose for  which  these  elaborate  systems 
were  used.  In  their  zeal  for  big  adver- 
tising, careful  buying,  accounting  and 
window  displays,  they  lose  sight  of  the 
fact  that  these  are  merely  factors  in  the 
art  of  salesmanship.  If  the  goods  re- 
main on  the  counter  instead  of  moving 
off  at  a  fair  rate  of  speed  the  system 
they  have  so  carefully  planned  has  been 
wasted;  and  the  selling  force  of  the  store 
is  to  blame. 


Phonographs  Prominent  at  Exhibitions 

Chance  for  Stationers  Who  Deal  in  Phonographs  to  Get  Fresh 
Ideas — Keener  Competition    Than    Ever    Looked  for  This  Fall 

and  Winter 


ONE  of  the  most  important  divisions 
of  the  Canadian  National  Exhibi- 
tion at  Toronto  this  year  from 
August  28  to  September  11  is  the 
phonograph  exhibits.  Phonographs  are 
well  represented.  There  is  not  available, 
unfortunately,  any  one  building  devoted 
exclusively  to  phonographs,  in  which 
all  the  phonograph  exhibitors  who  de- 
sired to  do  so  could  secure  space  as  had 
been  hoped.  As  was  the  case  last  year, 
some  phonographs  are  on  display  at  the 
booths  of  the  piano  manufacturers  right 
around  the  Manufacturers'  Building. 
Other  makes  are  in  the  Proeess  Building. 
The  eight  firms  who  last  year,  for  the 
first  time,  occupied  the  east  wing  of  the 
Horticultural  Building  are  in  the  same 
locations  again  this  year. 

Slogan  is  "Get  Posted" 

Stationers  who  deal  in  phonographs 
have  a  special  reason  for  attending  the 
big  Exhibition  this  year.  New  selling 
problems  have  bobbed  up.  These  cannot 
be  met  by  just  jogging  along.  It  is  in- 
cumbent on  all  to  get  as  well  posted  as 
possible  on  all  the  ins  and  outs  of  the 
phonograph  business,  to  secure  all  the 
fresh  ideas  that  can  be  had  from  meet- 
ing with  the  manufacturers,  jobbers,  and 
other  dealers  who  are  up  against  the 
same  problems.  It  is  worth  while  to 
visit  Toronto  for  one  thing  alone,  and 
that  is  to  chat  over  ways  and  means  of 
getting  a  misinformed  public  set  right 
on  the  application  of  the  new  budget 
taxes.  Travellers  report  that  there  are 
hundreds  of  people  who  still  have  in  their 
minds  that  there  is  a  20  per  cent,  tax 
on  the  retail  price  of  phonographs  and 
records,  whereas  the  tax  is  the  same  as 
last  year — ten  per  cent.,  and  that  on  the 
wholesale  price,  so  that  no  retailer  has 
to  collect  it  as  a  separate  item  from  the 
buyer.  Selling  will  be  harder  this  fall 
and  winter,  and,  therefore  competition 
keener.  To  get  fortified  to  meet  these 
new  conditions  a  visit  to  the  Exhibition 
can  be  made  to  pay  big. 

The  enterprise  of  the  manufacturers 
and  distributors  in  making  it  possible 
for  the  dealers,  salesmen  and  the  public 
to  see  and  hear  and  inspect  so  many  dif- 
ferent makes  of  phonographs  and  re- 
cords at  one  central  place  and  at  one 
time  is  deserving  of  the  patronage  of 
both  the  trade  and  the  public.  It  is  pre- 
dicted by  the  editor  of  the  "Phonograph 
Journal  of  Canada"  that  there  will  be 
a  most  satisfactory  attendance  of  re- 
tailers and  their  salesmen,  for  experience 
has  proven  that  the  men  and  the  women 
engaged  in  marketing  phonographs  and 
records  are  alert  for  ideas,  keen  to  gather 
information  and  equip  themselves  with  a 
knowledge  of  the  lines  they  are  handling, 
and  of  other  lines,  so  that  they  can  sell 
intelligently,  give  the  public  service,  and 
continually  increase  the  business. 


As  usual  the  band  concerts  in  the  af- 
ternoon and  evening  of  each  day,  are  a 
big  attraction. 

The  Western  Fair,  London,  follows  the 
Toronto  Exhibition.  Phonographs  are 
well  featured  at  this  event  which  gives 
the  trade  in  Western  Ontario  an  oppor- 
tunity during  the  week  of  September  11 
to  18  to  inspect  several  interesting 
phonograph  exhibits.  It  is  always  the 
case,  too,  that  many  in  the  trade  from 
Toronto  and  other  points  like  to  "take  a 
day  off"  to  run  up  to  the  London  Exhi- 
bition. 

Putting  Public  Right 

Eastern  Ontario  is  well  served  by  the 
Central  Canada  Exhibition  at  Ottawa 
held  this  year,  also  during  the  week  Sep- 
tember 11  to  19.  Ottawa  is  a  live  phono- 
graph centre  and  the  phonograph  ex- 
hibits are  well  worth  visiting.  Last  year 
on  the  Wednesday  the  attendance  ran 
over  the  70,000  mark,  which  indicates 
the  importance  of  the  Central  Canada 
Exhibition  which  draws  its  visitors  from 
the  Ottawa  Valley,  from  all  over  Eastern 
Ontario,  and  from  Montreal  and  district. 

It  is  pointed  out  that  pains  should  be 
taken  to  stress  the  fact  that  the  new 
excise  tax  imposes  nothing  more  on 
phonographs  and  records  than  has  been 
in  effect  since  1918. 

"No  type  is  too  large  nor  too  b'ack 
to  advertise  far  and  wide  that  the  buyer 
of  phonographs  and  records  pays  no  extra 
excise  tax  and  that  the  retailer  collects 


no  separate  tax  of.  any  kind,"  said  a 
prominent  phonograph  man  in  discuss- 
ing  this   matter. 

The  suggestion  has  been  made  that 
every  phonograph  dealer  and  jobber  in 
his  locality  should  devote  a  good-sized, 
prominently  displayed  ad.  to  emphasize 
the  truth  about  the  excise  tax  making 
no  change  in  phonograph  and  record 
prices.  At  least  two  or  three  of  the  lar- 
gest manufacturers  have  run  a  national 
ad.  along  this  line.  A  retailer's  adver- 
tisement that  puts  the  matter  plainly 
and  briefly  reads  as  follows: 

YOU  PAY  NO  TAX 


(Listing  phonographs  and 
records  handled.) 

Facts  About  the  Tax 

The  1920  Budget  Tax  merely  re- 
places a  similar  tax  which  had  been 
in  force  for  some  time. 

There  is  no  advance  in  prices  on 
the   above   instruments   or   records. 

The  new  tax  is  paid  by  the  manu- 
facturer or  importer,  which  simply 
means  that  you  pay  the  same  prices 
as  before  the  1920  budget  was  in- 
troduced. 


ENVOYS  EXTRAORDINARY 
ill 


— From  London   "Punch" 
Prime    Minister    (To    Bolshevist   Delegates:)    "Happy    to   see   you, 
gentlemen.     But  would  you  mind  going  round  by  the  tradesmen's 
entrance,    just    for    the    look    of    the    thing?" 
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Manufacturers  Now  Advertise  for  1930 

The   Advantages   of   Safeguarding  the   Future — Manufacturers 

Have   More  Than  Just  the  Present  to  Consider— Must  Make 

Business  Secure  for  Years  Ahead. 


THE  great  development  in  house- 
hold labor-saving  appliances  that 
has  come  about  in  the  last  year  or 
two  has  given  to  advertising  some  unus- 
al  problems  and  promising  opportunities. 

If  a  woman  has  electric  power  in  her 
house — and  more  than  half  of  the  wo- 
men in  the  country  have — and  for  any 
reason  has  to  do  her  own  laundry  work, 
she  needs  no  argument  at  all  to  convince 
her  that  a  washing  machine  is  just  the 
thing  for  her  to  have.  It  is  the  thought 
of  some  far-seeing  leaders  in  this  in- 
dustry that  the  great  market  and  the 
absence  of  selling  resistance  may  pos- 
sibly bring  about  methods  of  manufac- 
ture and  advertising  calculated  to  do 
harm  to  the  future  growth  of  the  wash- 
ing-macliine  business.  With  this  possi- 
bility in  view  they  organized  the  Ameri- 
can Washing  Machine  Manufacturers' 
Association,  which  comprises  about 
ninety-seven  per  cent,  of  the  country's 
producers  in  that  line. 

"The  purpose  of  this  organization," 
E.  B.  Seitz,  secretary  of  the  association, 
said  to  "Printers'  Ink,"  "is  in  a  general 
way  to  establish  and  insist  upon  a  high 
standard  of  ethics  in  the  manufacture, 
advertising  and  selling  of  washing  ma- 
chines. The  need  of  this  is  shown  by 
the  mushroom  crop  of  washing  machines 
that  has  been  springing  up  ever  since 
the  market  became  so  great.  A  large" 
number  of  local  companies  were  formed 
to  make  machines  and  rush  them  on  the 
market. 

"If  a  manufacturer  had  only  the  pre- 
sent to  consider  he  would  not  need  to 
worry  about  ethical  standards  or  any- 
thing else.  Every  manufacturer  of 
washing  machines  in  this  country  to-day 
— good,  bad,  or  indifferent — has  a  volume 
of  business  that  he  cannot  possibly  hope 
to  take  care  of.  But  it  stands  to  reason 
that  this  is  not  going  to  continue  for 
ever.  So  we  must  advertise  now  and 
work  now  to  make  the  business  secure 
in  1925,  1930  and  succeeding  years. 

"The  manufacturers  have  been  quick 
to  see  the  advantages  of  thus  safe- 
guarding the  future.  This  is  why  they 
are  going  into  advertising  in  such  a  big 
way — advertising  not  only  to  the  user 
of  machines  but  to  the  maker." 

Mr.  Seitz  emphasized  the  fact  that 
the  manufacturers'  association  does  not 
in  any  way  attempt  to  fix  prices.  No 
division  of  market  is  made.  The  mem- 
bers are  all  competitors.  They  carry 
on  their  individual  manufacturing,  sell- 
ing and  price-making  just  as  if  they 
were  in  no  association  at  all. 

The  advertising  being  done  by  the 
American  Washing  Machine  Manufac- 
turers' Association  is  an  interesting 
commentary  on  the  manvsidedness  of 
advertising  and  also  an  illustration  of 
the  fact  that  printed  advertising  is  only 


one  branch  of  publicity  effort.  No  ad- 
vertising in  national  mediums  and  news- 
papers is  done  by  the  association  as 
such.  But  most  of  the  campaigns  being 
carried  on  by  individual  manufacturers 
are  based  upon  ideas,  facts  and  counsel 
supplied  by  the  association.  A  member 
desiring  to  market  a  machine,  say  in 
the  South,  may,  if  he  desires,  consult 
the  association  headquarters  and  get  de- 
pendable data  upon  which  his  advertis- 
ing agency  may  proceed  to  lay  out  the 
campaign. 

Vast  Potential  Market  on  Farms 

"Figures  right  here  in  this  office,"  he 
said,  "show  that  more  than  100,000 
farm-lighting  plants  are  installed  in 
this  country  each  year.  For  the  farm- 
house equipped  with  electricity  the  first 
of  the  electric  appliances  thought  of  is 
naturally  a  washing  machine.  This  is 
inevitable.  If  a  farm  has  electric  power 
somebody  is  going  to  sell  a  washing 
machine  on  that  farm.  Is  it  any  wonder 
with  all  this  wonderful  future  market 
at  our  disposal  that  we  are  trying  to 
get  the  whole  washing-machine  industry 
to  a  basis  of  manufacturing,  advertising 
and  selling  that  will  enable  it  to  live  up 
to  this  great  opportunity  in  a  natural 
way  and  with  the  best  possible  results 
for  all  concerned?" 

All  this  shows  once  more  the  truth 
of  the  assertion  made  several  times  in 
"Printers'  Ink"  to  the  effect  that  no 
manufacturer  can  expect  to  make  his 
advertising  a  power  unto  himself  alone. 
The  electrical  company  sells  a  farm 
lighting  equipment.  This  automatically 
creates  a  demand  for  electrical  acces- 
sories which  will  enable  the  farmer  to 
utilize  the  power  in  driving  his  machin- 
ery. Then  comes  the  washing-machine 
man  with  his  product.  When  the  farm 
woman  gets  this  the  next  logical  thing  is 
an  electric  iron,  and  so  on.  He  is  indeed 
a  skilful  and  wise  advertising  man  who 
utilizes  and  profits  by  the  advertising 
of  others — even  that  of  his  competitors. 
Nobody  in  business,  be  he  manufacturer, 
jobber  or  retailer,  gets  all  the  trade  his 
advertising  stirs  up.  Much  of  it  goes 
to  others.  But  he  in  turn  also  gets  help 
from  others. 

Advertising's  Indirect  Benefit 

If  the  writer  had  a  little  retail  store 
he  would  ask  for  no  better  fortune  than 
to  have  it  located  next  door  to  Marshall 
Field.  Field's  advertising  and  windows 
would  bring  the  crowds  down  that  way 
and  the  writer  would  get  much  business 
from  it.  But  he  would  be  paying  for  it 
just  the  same.  He  would  be  paying  in 
additional  rent  what  otherwise  he  would 
snend  for  printed  publicity.  Pay  day 
always  comes  in  advertising  as  well  as 
in  anything  else. 
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"Our  idea,"  said  Secretary  Seitz,  "is 
that  the  effect  of  much  good  advertising 
is  minimized  through  lack  of  proper  pre- 
paration and  adequate  preliminary  cul- 
tivation of  the  field.  When  all  this  pre- 
paration and  cultivation  has  to  be  done 
through  the  medium  of  the  printed  mes- 
sage alone  the  expense  may  be  greater 
than  is  at  all  necessary. 

"As  a  part  of  our  campaign  to  pre- 
pare the  way  for  the  individual  adver- 
tising effort  of  our  members  we  are  go- 
ing to  work  in  co-operation  with  the 
Government  home-demonstration  agents. 
Periodical  meetings  are  held  in  which 
are  made  demonstrations  of  various  home 
economics. 

Demonstrations  and  Talks 

"Miss  Keown,  assistant  secretary  of 
this  association  and  an  expert  in  domes- 
tic economy,  will  attend  these  meetings 
and  will  discuss  washing  machines  in 
general.  She  will  refer  to  no  particular 
make  of  machine,  but  merely  will  show 
the  great  economic  benefits  attending 
their  use.  Such  members  of  the  associa- 
tion as  are  in  that  district  may  have 
their  machines  at  the  meeting  for 
demonstration    purposes." 

The  organized  effort  to  make  depend- 
able washing  machines  as  spoken  of  by 
Mr.  Seitz  is  bearing  tangible  fruit  al- 
ready. This  is  seen  in  the  readiness  with 
which  department  stores  now  handle 
power  machines.  Formerly  the  depart- 
ment stores  were  inclined  to  keep  away 
from  power  machines  because  the  ma- 
chines were  so  likely  to  get  out  of  order. 
The  present-day  standard  is  so  high  on 
the  well-known  advertised  machines  that 
there  is  practically  no  cost  for  upkeep. 

The  strength  of  the  instalment  method 
is  shown  by  the  lack  of  inducement  to 
pay  cash  for  washing  machines.  A 
Chicago  advertising  man  went  to  a  cer- 
tain store  and  bought  a  power  washing 
machine  that  would  cost  him  $164,  pay- 
able in  instalments  of  $7.50  per  month. 
He  told  the  clerk  he  did  not  want  to  be 
bothered  with  instalment  payments  and 
preferred  to  pay  cash.  How  much  would 
the  machine  cost  him  on  a  cash  basis. 
The  clerk  told  him  the  cash  price  would 
be  $155 — only  nine  dollars  less  than  on 
instalments. 

"I'll  take  the  instalment  plan,"  the 
man  said.  "I  can  use  that  money  just 
as  well  as  you  can.  If  your  cash  price 
were  $140,  say,  I  could  afford  to  pay 
cash.  As  it  is,  the  instalment  plan  for 
mine." 

"That's  what  they  all  say,"  replied  the 
clerk. 

There  must  be  an  advertising  angle  to 
the  instalment  selling  of  washing  ma- 
chines that  the  manufacturer  and  re- 
tailer want  to  keep. 


BOOKSELLER     AND     STATIONER 


Opens  Branch  for  North  America 

British  Export  House  Dealing  in  Paper  and 
Stationery  Lines  Establishes  Branch  in  Toronto 
— Introducing  Danish  Pencils 


WIDDOWS  BROS.  &  Co.,  Ltd.,  of 
Chancery  Lane,  London,  W.C., 
paper  and  stationery  merchants, 
who  do  an  export  business  in  all  parts  of 
the  world,  having-  branches  in  Sydney, 
Melbourne,  Wellington,  N.Z.,  and  Buenos 
Aires,  Argentine,  have  revived  op- 
erations in  the  Canadian  market,  having 
been  out  of  this  field  since  1914.  They 
have  opened  o  branch  office  at  81  Vic- 
toria Street,  in  charge  of  R.  A.  Raws- 
thorn  who  is  their  manager  for  North 
America. 

This  firm  is  now  introducing  to  the 
Canadian  trade  the  Viking  line  of  lead 
pencils  made  by  the  Viking  Pencil 
Works,   of   Copenhagen,    Denmark. 

A  copy  of  an  interesting  folder  issued 
by  this  concern  has  been  received  by 
Bookseller  and  Stationer,  giving  the  in- 
formation that  the  manufacture  of  pen 
cils  was  taken  up  by  this  concern  a  few 
years  before  the  opening  of  the  great 
war,  being  a  subsidiary  concern  to*  th^ 
Gosch  Match  Factories,  in  operation  for 
sixty  years. 

Lead   Pencil   History 

It  is  interesting  to  reprint  from  this 
folder  the  following  brief  history  of  the 
lead  pencil  which  retail  stationers  will 
read  with  interest: 

"One  has  to  look  back  into  the  dim 
past  to  discover  the  origin  of  the 
lead  pencil.  It  is  asserted  that  pins 
somewhat  similar  to  our  pencils  were 
used  in  the  14th  century,  and  that  the 
famous  Dutch  painter  Jan  van  Eyck 
executed  drawings  on  crayon-paper  with 
something  like  the  lead-pencil.  At  that 
time  lead-pencils,  consisting  of  lead  and 
tin  kneaded  together,  existed  in  Italy. 
It  is  known  that  Petrarca's  Laura  was 
drawn  with  such  a  pencil,  which  was 
called  a  'silverpin'  and  which  was  still  in 
use  at  the  time  of  Michael  Angelo. 

"The  first  lead  pencils  were  described, 
in  1565,  as  'pins  of  lead  of  an  artificial 
composition  and  with  a  handle  of  wood'; 
and  30  years  later  Italian  authors  men- 
tion the  blacklead  as  a  'leadcoloured 
shining  mass  that  feels  greasy  and  comes 
off  on  your  fingers,  and  which,  when 
mixed  with  clay,  makes  a  fire-proof 
mass.'  They  call  it  'grafio  plombino.' 
About  the  same  time  a  graphite  mine 
was  discovered  in  Borrowdale,  in  Eng- 
land, and  then  the  manufacturing  of  the 
first  pencil  was  inaugurated.  It  was 
somewhat  primitive  at  first.  The  gra- 
phite, as  it  came  out  of  the  pits,  was  cut 
into  sheets  which  were  subdivided  into 
thin  rods  which  were  placed  in  casings 
of  wood.  England  is  accordingly  the 
home  of  lead-pencil  making,  and  a  couple 
of  centuries  passed  before  France  dis- 
covered that  method  of  manufacturing 
which   in   its   essential   features   prevails 


at  the  present  time.  It  was  the  French- 
ma?!,  Conte,  to  whom  it  occurred  to  clean 
the  crude  graphite  by  washing,  and  by 
filtering  and  kneading  he  produced  a 
dough  which,  mixed  with  clay,  was 
ground  into  a  thick  mass.  This  mass 
was  then  kneaded  once  mor,e  with  water 
and  shaped  into  the  leads  which 
were  put  into  the  pencils.  In  this 
way  a  great  deal  of  the  expensive  gra- 
phite was  saved,  and  still  a  very  useful 
mixture  resulted  by  means  of  which 
the   pencil   making   was   revived. 

"A  few  years  later,  in  1616,  the  Bavar- 
ian Government  established  a  pencil 
factory  in  Obersell  after  Conte's  method, 


but    after    having    passed    into      private 
hands  it  was  discontinued. 

"It  is  true  that  pencil  making  was  tak- 
en up  in  Vienna  and  Nuremberg,  but 
here  too  it  fell  into  disuse  until,  when, 
towards  the  middle  of  the  century,  it 
attained  such  a  flourishing  condition 
that  it  became  an  industry  of  impor- 
tance to  Germany." 


SLATES. — Prices  are  revised  upward 
on  school  slates.  These  quotations  are 
made  by  the  jobbing  trade:  5x7,  per 
doz.,  $1.15;  6x9,  $1.60;  6V2  x  10,  $1.70; 
7  x  11,  $1.90;  8  x  12,  $2.25,  and  9  x  13, 
$2.75. 

WRAPPING  PAPER.— The  basis  on 
kraft  wrapping  paper  is  now  given  as 
15  cents  a  pound.  This  is  an.  increase 
over  previous  prices  ruling  locally,  al- 
though some  have  been  quoting,  Book- 
seller and  Stationer  understands,  more 
favorably.     The  market  is  quite  firm. 


Some  Illuminating  Statistics 


Canada's  Growth,   1867-1919 

1867-8 

Paid-up   bank   capital    $  30,289,048 

Population   3,371,594 

Bank    deposits    37,678,571 

Life  insurance  in   force    35,680,082 

Fire  insurance  in  force    188,359,809 

Post-offices     3,638 

Railway  mileage    2,278 

Railway  gross  earnings    12,116,716 

Total   trade    131,027,532 

Imports     67,090,159 

Exports   52,701,720 

Immigration     None 

Customs  duties    8,801,446 

Vessels  registered  5,693 

Manufacturing    capital    77,964,020 

Employees     187,942 

Salaries  and  wages   40,851,009 

Value  of  products   221,617,773 

National    debt    75,757,135 

Mineral  products    (1871)    10,000,000 

Fishery    products     (1870)     6,577,391 

Forest    exports 18,742,625 

Trade  With  Other  Countries 

Exports.       Imports.  Total. 

1911  $  297,196,365    $  472,347,540  $  760,443,905 

1912  315,317,250      559,320,544  874,637,794 

1913 .  .   393,232,057      692,032,392  1,085,264,449 

1914  478,997,928      650,746,797  1,129,744,725 

1915  490,808,877      629,444,894  1,120,253,771 

1916  822,872,502      564,505,796  1,447,378,298 

1917  1,375,758,145      873,437,426  2,024,567,406 

1918  1,586,169,792      962,543,746  2,548,713,533 

1919  1,268,765,285      916,429,335  2,185,194,620 

1920  1,286,658,709     1,064,516,169  2,351,174,818 

Immigration   From  All  Sources 


1919-20. 

5  124,712,670 

8,750,000 

1,841,478,895 

1,765,376,691 

4,585,923,617 

12,622 

38,879 

330,220,150 

2,351,174,878 

1,064,516,169 

1,286,658,709 

117,000 

187,520,613 

8,568 

2,786,649,727 

692,067 

553,301,075 

3,015,577,940 

1,935,946,302 

167,000,000 

61,368,502 

70,569,199 


Duty. 

73,312,368 
87,567,037 
115,063,688 
107,180,578 
70,205,910 
103,940,101 
134,000,000 
161,588,465 
158,046,334 
187,520,613 


British 

8,664 

8,282 

3,178 

9,914 
59,603 

3,428,834, 


U.S. 

36,937 
61,389 
71,314 
40,715 
49,656 
.:  British, 


Census,    1915-1917 


Fiscal  year  1916  

"     "   1917  

"   1918  

"   1919  

"   1920  

Total      immigration,    1900-1920, 
1,318,449;  other  countries,  861,116. 

Manufacturing — Industrial 

1915 

No.  of  establishments  21,306 

Capitalization    $1,994,103,272 

Production    1,407,138,140 

Employees   514,883 

Salaries    and   wages    289,764,503 

Cost   of  materials    802,133,862 
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Other  countries 
2,936 
5,703 

4,582 

7,073 

8,077 

1,248,549; 


Total 
48,537 
75,374 
79,074 
57,702 
117,336 
American, 


1917 

34,392 

$2,786,649,727 

3,015,577,940 

692,067 

553.301,675 

1,605,730,640 


Keep  Your  Mailing  Lists  Live 

and  Business  Won't  Stand  Still 

Time  and. Money  Spent  on  Keeping  Up-to-Date  on  Customers  Bring  Good  Results  in  Many 
Businesses — Want  Slip  and  Card  Index  Systems  Prove  Their  Value  —  Novel 
Ways  of  Getting  Across  Appeals  Tried  Out  by  Many  Merchants 


HAVING  planned  his  mailing  list, 
and  having  made  ■  definite  ar- 
rangements to  constantly  add 
"live  names"  as  these  may  present  them- 
selves from  time  to  cime,  the  dealer  faces 
a  still  greater  problem.  Viewed  in  the 
light  of  recent  retailing  progress,  it  is 
most  important,  and  very  often  the  most 
perplexing  problem. 

In  short,  how  is  the  dealer  to  classify 
the  thousand,  or  five  thousand,  or  ten 
thousand  names  that  he  keeps  on  file 
for  follow-up  by  mail,  for  the  purpose 
of  securing  added  patronage  for  his 
establishment? 

A  merchant  is  called  upon  to  exercise 
keener  insight  and  greater  ingenuity  in 
properly  classifying  the  multitude  •  of 
names  on  his  mailing  list  than  is  requir- 
ed in  gathering  these  names  from  the 
various   sources. 

Recent  events  have  given  added  sig- 
nificance to  this  phase  of  retail  sales- 
manship. A  general  shortage  of  news- 
print, more  acute  in  certain  localities, 
has  resulted  in  considerable  reduction  of 
advertising  space  in  local  newspapers, 
with  the  effect  that  many  merchants 
have  been  compelled  to  either  reduce 
'  their  space  allotments,  or  to  temporarily 
abandon  their  local  newspaper  advertis- 
ing campaigns. 

A  Direct  Campaign 

A  situation  of  that  kind,  even  if  a 
temporary  one,  is  apt  to  bring  tragic 
results  to  the  dealer,  unless  the  lat- 
ter is  prepared  to  meet  the  emergency 
with  a  bullet-proof  mailing  list.  With 
the. aid  of  a  well-gotten-up,  well-classi- 
fied mailing  list,  the  dealer  can  put  on 
an  intensive,  well-directed  direct  mail 
campaign  which  can  appropriately  take 
the  place  of  newspaper  advertising. 

The  sales  manager  of  one  of  the 
largest  retail  concerns  in  Ontario,  known 
throughout  the  country  for  his  progres- 
sive methods,  is  of  the  firm  belief  that 
direct-by-mail  advertising,  as  it  is  prac- 
tised by  a  number  of  enterprising  mer- 
chants, is  to-day  the  most  important 
factor  in  salesmanship. 

"Direct  mail,"  he  says,  "is  rapidly 
coming  to  the  fore  as  the  most  important 
selling  factor  of  this  era.  It  occupies 
first  place,  in  contradiction  of  the  theory 
that  has  been  accepted  for  years  that 
the  printed  advertisement  as  applied  to 
newspapers  and  magazines  was  the 
most  potent  appeal  aside  from  the  sales- 
man himself. 

"There  is  rarely  a  sale  or  event  of  any 
importance  that  we  plan  that  does  not 
carry  its  share  of  direct  mail  work.     It 


may  be  anywhere  from  one  hundred  to 
ten  thousand  letters  or  ci-culars  but  they 
are  placed  where  we  believe  they  will 
produce,  and  they  do. 

"The  newspaper  cannot  do  everything. 
It  cannot  add  the  personal  touch  that  can 
be  put  in  a  letter  or  well  edited  circular 
and  I  firmly  believe  that  your  percentage 
of  sales  are  larger  in  proportion  to  circu- 
lation than  the  newspaper." 

Mind  you,  this  man  is  not  minimizing 
the  importance  of  local  newspaper  adver- 
tising. The  concern -he  represents  has 
been,  a  consistent  advertiser  since  its 
birth,  but  the  point  he  stresses  is  that 
other  merchants  are  apt  to  minimize  the 
importance  of  direct  mail  in  making  their 
sales  campaigns  successes.  And  he  adds 
very  aptly: 

"The  ordinary  method  —  the  first 
thought  in  relation  to  any  sales  event 
is  how  big  an  advertisement  will  carry? 
It  should  be — how  many  people  can  we 
reach?  And  then  study  to  reach  these 
people." 

The  last  sentence  best  characterizes 
the  efficient  mailing  list.  It  is  not  to  be 
a  mere  list  of  names.  An  efficient  mail- 
ing list  ought  to  be  well  clasified.  Each 
group  in  the  classification  represents  a 
certain  class  of  customers,  or  prospective 
customers.  One  group  is  accustomed  to 
buying  a  certain  quality  of  merchandise, 
while  the  other  group  is  accustomed  to 
buying  merchandise  of  a  lower  and 
cheaper  grade.  Another  group  of  pros- 
pects can  be  relied  upon  to  be  immediate 
purchasers,  while  those  in  another  group 
cannot  be  relied  upon  to  buy  until  a  year 
or  more  has  elapsed. 

Proper  Classification 

These  and  many  other  groups  enter  in 
the  making  of  a  complete  mailing  list, 
and  they  must  be  properly  classified  and 
filed  away  for  ready  reference.  Some 
dealers  have  found  it  advisable  to  divide 
their  lists  into  two  classifications.  One 
consists  of  the  names  of  regular  cus- 
tomers. The  other  is  the  prospect  list, 
consisting  of  the  names  and  addresses  of 
people  who  must  be  consistently  followed- 
up  before  they  can  be  turned  into  faithful 
and  consistent  customers  of  the  particu- 
lar establishment. 

It  will  be  seen  that  the  latter  group 
will  demand  a  different  soft  of  letter 
from  the  one  sent  more  or  less  regular- 
ly to  the  regular  trade.  Dealers  have 
found  that  a  different  letter  is  usually 
required  for  each  group,  in  order  to 
make  possible  the  most  appropriate  per- 
sonal  appeal. 
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Although  a  mailing  list  serves  its  pur- 
pose best  when  it  brings  a  reasonable 
quota  of  immediate  sales,  the  dealer 
should  not  lose  sight  of  the  fact  that  an 
efficient  mailing  list  is  really  a  persistent 
builder  of  future  business.  Once  a  man 
or  woman  has  gotten  his  or  her  name  on 
the  mailing  list  every  effort  should  be 
made  to  follow  up  the  prospect  con- 
sistently for  as  long  a  period  as  is  neces- 
sary. 

This  is  best  illustrated  by  the  experi- 
ence of  a  prominent  New  York  merchant 
who  recently  inaugurated  a  novel  idea  at 
his  establishment.  He  instructed  the 
members  of  his  sales  force  to  take  the 
name,  address  and  birthday  ol  every 
child  accompanying  a  customer  to  the 
store.  This  information  is  noted  on  a 
separate  slip,  which  is  handed  to  someone 
in  the  manager's  office  at  the  end  of  the 
day.  The  information  is  transferred  to 
a  card,  which  is  filed  away  according  to 
the  birthday. 

On  each  birthday,  the  child  whose 
name  is  entered  on  one  of  these  cards 
receives'  a  handsome  birthday  greeting 
card  from  the  merchant.  This  continues 
on  each  successive  birthday,  up  to  the 
time  the  youngster  reaches  maturity,  and 
independent  buying  power.  By  that  time 
the  merchant  has  won  over  a  regular 
customer,  and  a  very  faithful  customer  at 
that. 

"When  I  first  inaugurated  the  idea," 
the  merchant  told  the  writer,  "people 
thought  that  I  was  making  a  flier  for 
infant  trade.  Though  that  partly  was  my 
purpose,  my  chief  aim  was  to  begin  build- 
ing up  trade  for  the  next  twenty  years. 
I  thought  the  best  way  of  doing  this 
would  be  to  start  building  up  my  pros- 
pective list  for  twenty  years  to  come." 

At  the  time  this  article  is  being  written 
the  merchant  has  on  file  something  like 
five  thousand  names  of  youngsters,  each 
of  whom  receives  a  birthday  greeting 
card,  and  each  of  whom  is  counted  a 
prospective  customer. 

There  are  many  other  classifications. 
Some  dealers  have  a  separate  file  for 
those  of  their  customers  and  prospects 
who  are  known  to  be  salaried  people, 
others  who  are  in  business  for  themselves, 
those  who  own  their  own  homes,  and  so 
down  the  list. 

Must  be  kept  Up  to  Date 

The  mailing  list  should  be  constantly 
revised,  so  that  changes  in  addresses,  due 
to  removals,  can  be  duly  noted.  Names 
of  those  who  have  removed  from  the 
territory,  the  names  of  deceased  persons, 
should  be  eliminated  immediately. 


BOOKSELLER   AND   STATIONER 


Weldon  Roberts 

Rubber    Erasers 


We    have    been    content    only    with    the    production    of    Erasers    that 

would     command     recognition     everywhere    as    the 

"WORLD'S    QUALITY    STANDARD" 

We  Produce  88  Styles. 


Weldon  Roberts  Rubber  Co.  Newark,  N.J.  U.S.A. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


The  McKinley  Edition  of  Ten  Cent  Music 


will   always    hold    first   place    as    an    Edition    of 

Standard,    Classic    and    Teaching    Music 
as    an    established    demand    for    this    line    of    Music    exists    throughout 
the    United    States    and    Canada. 

It   meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician.  v 

It  has  proved   itself   to  thousands   of   dealers   to  be   the   best   foundation 
for    a    sheet    music    department. 

Write   us   for   samples 


Every   copy   of   The  McKinley   Edition   sold   means   a  profit  of   over   150 
per  cent,  to  the  dealer. 

The  McKinley  Edition   (Revised  for  Canadian  Trade)   conforms  in  every 
detail   with    Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as   a   "Trade  Bringer"   is   the   cata- 
logues   bearing    the     dealer's     imprint    which     are    supplied     with     this 
Edition.      These    catalogues    will    attract   more    customers   to    you.-    store 
than   any   other  medium   you  could  employ. 
and    particulars   to-day. 


McKINLEY    MUSIC    CO.      New  York  City:  145  W.  45th  Street 

Chicago  :  1501-15  East  Fifty-Fifth  St. 


The  Largest  "Exclusively  Sheet  Music  House" 
in  the  World 


CANADIAN  MADE  PLAYING  CARDS 

When  ordering  from  your  jobber  specify  our  well-known  brands  : 

Good  Luck  St.  Lawrence  Golfer 

Oak  Leaf  Sports  Royal  Whist 

We  also  manufacture  playing  cards  for  advertising  purposes. 

CONSOLIDATED   LITHOGRAPHING   AND   MANUFACTURING   CO.,    LTD. 

Phone  LaSalle  393-4  284  Parthenais  St.,  Montreal,  Canada 
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BOOKSELLER     AND     STATIONER 


Good  Selling  Specialties  for  Toy  Trade 

Watch  This  Page  for  Novelties 


Dolls   Dolls 

Jockie  Dolls,  Cupie  Dolls,  Baseball 
Dolls,  Hair  Dolls,  Dolls  in  a  Barrel, 
Dolls  Naked,  Dolls  with  Movable 
Arms,  Hair  Dolls,  Beach  Flirts.  Send 
six  dollars  and  we  will  send  you  six 
samples.  We  make  Electric  Shade 
Lamp  Standards,  Black  Cats,  Horses, 
Dogs  and  a  large  assortment  of  Statu- 
ary. Lowest  prices  with  good  work. 
A  small  amount  will  hold  your  order 
till  the  Xmas  trade,  ready  waiting  ship- 
ping instructions.  If  you  do  not  want 
immediate  delivery  get  your  orders 
in  now.  We  have  10,000  dolls  in  stock. 
Last  Xmas  we  could  not  fill  all  orders. 

THE  BEAVER  DOLL  CO. 

200-2-4-6-8-10-12  Dundurn  St.  S. 
Hamilton  -  Ont.    -    Canada 


PLAYTHINGS 

The  American    Toy   Journal 

^fc^^fe^T  18th   year  of   pub- 

y^^^^^\  lication      and      the 

L~JB"i  largest  Toy  Maga- 

JH  ^m  The        e  d  i  torial 

pages  give  all   the 

news    of    the    In- 

^H  dustry    and     there 

ma  Jl    b^b  "'    50° 

^^^H        VBHI  An- 

nounceme  n  t  s     in 
every  issue. 

Subscription- -$2 .00  per  year 

Foreign  $3.00 

Send  your  subscription 

NOW 

PLAYTHINGS 


118  E.  28th  Street 


ZEW  YORK 


Keep 
YOUR 
Toy 
Line 


Constantly  Before 
the  Toy  Buyers  of 
Canada  by  Using 
One  of  these  Spaces 
Regularly  at 

$5  a  Month 


CHRISTMAS  TOY  PRICES 

The  cost  of  toys  for  this  Christmas 
will  be  'about  the  same  as  last  year  ac- 
cording to  the  predictions  of  the  Am- 
erican Association  of  Toymakers,  who 
recently  held  a  convention  in  Atlantic 
City. 


$100  AND  $1,000  TOY  ASSORTMENTS 

It  is  a  common  practice  in  the  toy 
trade  to  place  great  reliance  upon  the 
judgment  of  veteran  salesmen  as  to  the 
quantity  a  buyer  can  use  of  a  certain  toy 
or  a  certain  toy  line,  and  it  is  by  no 
means  unusual  to  find  a  salesman  plead- 
ing that  a  certain  order  be  drastically 
reduced  because  he  believes  it  too  large 
for  the  buyer's  territory. 

Conscientious  salesmen  pride  them- 
selves upon  this  policy,  and  hundreds  of 
times  they  are  able  to  save  a  too  en- 
thusiastic buyer  from  himself,  though  no 
matter  how  accurate  the  salesman's 
judgment  may  be  he  is  often  too  con- 
servative in  his  analysis.  But  be  that  as 
it  may,  he  realizes  that  he  does  not  want 
his  customer  to  make  any  mistakes  and 
he  will  go  to  any  diplomatic  lengths  to 
prevent  this  possibility. 

The  constant  stream  of  buyers  in  this 
industry  who  have  had  little  or  no  pre- 
vious training  makes  a  close  co-opera- 
tion and  relationship  not  only  desirable 
but  necessary  in  the  world  of  modern 
business. 

In  this  connection  the  writer  would 
suggest  a  more  extensive  use  of  $100, 
$500  and  $1,000  assortments  so  that  a 
buyer  could  get  a  good  average  selection 
of  toys  and  save  considerable  time  and 
money. 

Were  assortments  of  various  popular 
sizes  available  it  would  be  a  far  simpler 
task  to  start  a  new  toy  department  all 
over  the  country.  Toys  would  then 
be  retailed  by  men  .one  would  never 
believe  interested. 

A  word  to  the  wise  is  acted  upon! — 
Playthings. 


Nerlich  and  Co.,  of  Toronto,  are  show- 
ing a  new  line  of  oilette  paintings. 
These  are  imitations  of  oil-work  and 
are  copied  cleverly  from  old  and  modern 
masterpieces. 


Every  Season  Is  Toy  Season 

KIDDIE 
PO  N I ES 


Playthings     for     Children  are 

essential   at   all   seasons   of  the 

year  and  dealers  should  not 
neglect  this  profitable  line. 

KIDDIE  PONIES,  SHOO-FLY 
ROCKERS,  KINDERGARTEN 
SETS,  DOLLS'  BEDS,  ETC., 
are  all-year  sellers. 

Write      for    catalogue. 
Order     Christmas     goods    early. 

Toy  Woodworkers  Limited 

Minto  St.,  Winnipeg,  Man. 


BURGESS  &  CO. 

58  Church  Road 

Upper  Norwood,   London,  S.E.  19 

ENGLAND 

FRENCH 

TOYS 

FANCY  GOODS 

BRIAR  PIPES 

Write  for  Catalogue  and  Price* 


Your  Advertise- 
ment in  this  space 
will  give  you  a  high 
degree  of  publicity 
value  at  $5  a  month 
on  vearlv  contract. 
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BOOKSELLER     AND     S  T A  T I 0  N E R 


DEVELOPING 

=  a  n  d  =. 

PRINTING 

Special  Contract  Rates  to  Book- 
sellers.Quick  Service,  Dependable 
-       Work  ' 


224  Yonge  Street,  Toronto,  Ont. 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,  1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$2.50  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


"Sphinx" 

Show  Card  Colors 

A  Palette  of 
15  Selected 
Colors,  of 
great  depth 
and  brilliancy. 

Mat  drying 
and  ready  for 
use.  In  2- 
ounce  patent 
lid  jars  and 
larger  sizes. 
Sample  Card 
on  request. 

F.  WEBER  &  CO. 

Manufacturing   Artist    Colormen   since   1854 
Main  Office  and  Factory  : 

1220  Buttonwood  St.,  Philadelphia,  Pa. 

Baltimore  St.  Louis 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


NEW  FOUNTAIN  PEN 

A  companion  to  the  "Pen  with  the 
Magic  Button"  has  been  produced  and  is 
being  introduced  to  the  trade  by  the 
Modern  Pen  Company,  of  New  York. 
This  new  fountain  pen  resembles  the 
older  pen  in  many  respects. 

Its  distinguishing  characteristic  from 
the  other  pen  lies  in  the  "self-filling"  de- 
vice, which  is  in  the  form  of  a  lever  at- 
tached to  the  barrel  of  the  pen.  To  fill 
the  pen  one  has  simply  to  dip  it  in  ink, 
raise  the  lever  and  lower  it  again.  The 
old  pen,  as  is  generally  known,  is  filled 
by  twisting  th*  bottom  capping  it. 

The  manufacturers  have  moved  then 
quarters  to  533  Canal  Street,  N.Y., 
where  they  have  established  a  substan- 
tial up-to-date   working  plant. 

NOVELTIES   FOR   BANKS 

Benj.  D.  Benson  &  Sons,  Inc.,  of  New 
York,  in  preparation  for  their  Christ- 
mas season,  have  recently  added  a  large 
and  varied  line  of  Christmas  novelties 
appealing  especially  to  banks  and  trust 
companies.  This  line  includes  embossed 
cut-out  envelopes  for  the  insertion  of 
bank  notes  or  paper  currency,  pass 
book  envelopes,  savings  checks,  cur- 
rency envelopes,  special  Christmas 
checks  and  gold  and  silver  coin  holders 
The  line  also  includes  a  select  assort- 
ment of  birthday  and  anniversary  gift 
envelopes.  These  novelties  are  all 
suitable  for  bank  advertising  with  the 
bank  name  embossed  or  printed  as  de- 
sired and  appeal  especially  to  live  bank 
ing  institutions  who  desire  to  impress 
their  customers  with  their  service. 

A  NEW  SPECIALTY 

Something  new  in  the  line  of  type- 
writer cleaners  is  Typo-O-Lene,  a  pro- 
duct of  the  Peco  Manufacturing  Com- 
pany, 41  Perry  Street,  New  York,  N.Y. 
The  manufacturers  state  that  this  new 
cleaner  is  absolutely  non-inflammable, 
it  has  a  pleasing  odor,  dissolves  dust 
accumulations  and  does  not  stain.  It  re- 
tails for  50  cents  per  bottle. 


Pugh  Specialty  Co. 

LIMITED 

38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 

We  own  or  control  5  Factories 

Our  Lines 

French  Ivory. 

Pennants,    Cushions    and    Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'*  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising   Signs   and   Banners. 
Purses,  Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir   Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

[f  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth  having. 


RELIANCE  INK 

"The  Ink  You  Can  Rely  On" 


New 

Graceful 

Bottle 


New 

_  Attractive 

REtKffi?l     Label 
wiRimieFunsI 


Reliance  Ink  Co.,  Limited 

Winnipeg,  Man. 


INKSTANDS 

OF    ALL    STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  Unas. 
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Known  and   sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


The  Self-Filling 


'ILLARD 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. - 

Send  for  Illustrated  Catalog 
and   Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples   and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 


CASH   REGISTER   ENVELOPES 

From  the  Universal  System  Co.,  608 
S.Dear"oorn  Street,  Chicago,  comes  a 
sample  of  their  Petty  Cash  Register  Sys- 
tem, being  an  envelope  for  filing  bills 
and  vouchers.  When  payments  art 
made  for  items  not  requiring  any  bills 
payee  must  sign  in  space  provided  on 
the  envelope.  The  idea  is  then  to  issue 
cheque  for  total  amount  of  expenditures 
covered,  distribution  on  books  being 
made    accordingly. 

The  envelopes  retail  at  $2.50  per  hun- 
dred in  the  U.S. 
NOVELTY  PAPETERIES 

French  stationers  are  showing  boxed 
papers  that  are  quite  gay  in  color  and 
with  extra  large,  novel  cut,  envelopes. 
The  French  conceptions  are  very  attrac- 
tive in  coloring  and  the  envelopes  much 
larger  than  those  with  which  the  Cana- 
dian trade  is  familiar  and  more  novel  in 
design.  Each  box  contains  25  sheets 
and  25  envelopes  and  the  tops  are  par- 
ticularly appealing,  some  of  them  genu- 
inely steel  engraved.  The  envelopes  are 
all  tissue  lined  and  the  paper  bordered 
in  most  of  the  numbers. . 

Among  the  conspicuous  numbers  are 
Flore,  a  deep  orange;  La  Favori,  in  blue, 
orange,  khaki  and  cream;  Les  Lampions, 
in  green;  Les  Guiriandes,  a  dainty 
cream;  Ma  Mie  Roselle,  in  pearl  and 
orange;  Confidence  has  a  mauve  color; 
Deauville  is  a  cream,  with  orange  bor- 
der; La  Roseraire  is  "Nuzzard"— blue; 
Novoit  is  a  deep  crimson  color  with  deep 
black  tissue-lined  envelope;  Zephyr 
d'Alsace  has  a  paper  of  mauve  and  of 
azure  blue;  The  Paris  is  a  dark  blue  with 
a  red  border;  Sores  Bois  has  a  pearl, 
azure,  mauve  and  white  sheet  and  Coe- 
cilia  has  paper  of  the  same  color  and 
both  are  deckle  edged,  as  is  Les  Joutes, 
which  has  a  sheet  of  cream. 
PAPER    NAPKINS    SCARCE 

Years  ago  when  you  visited  a  restaur- 
ant and  got  your  "set  up"  preparatory 
to  securing  your  meal,  a  linen  napkin 
was  a  part  of  the  "set  up."  Then  the 
linen  napkin  disappeared  as  laundry 
bills  increased,  and  the  paper  napkin 
came  into  vogue.  Now  it  is  stated  that 
unless  something  happens  to  prevent, 
the  paper  napkins  are  doomed.  The 
American  Lace  Paper  Co.  declares  the 
production  of  paper  napkins  to  be  three 
fourths  less  than  the  demand  and  thai 
within  three  months  the  supply  will  be 
exhausted.  Underproduction  of  pulp 
is  held  responsible  for  these  conditions. 


HAVILAND'S 

SEMI-LIQUID  PASTE 

Pure  White 

A  splendid  adhesive  for 
use  in  office  and  home. 
A  strictly  Canadian  pro- 
duct. All  ingredients, 
bottles,  labels,  etc.,  made 
in  Canada. 
BUY  MADE-IN-CANADA  GOODS 

Good  Profit  for  dealers.  Made  in  the 
following  sizes:  5  oz.  and  8  oz.  bottles  with 
adjustable  brush  and  32  oz.  (quart,)  128 
oz.   (gallon)  Jars.     Send  for  Price   List. 

A.  R.  HAVILAND  &  CO.,   Mfrs. 

56  &  58  Lippincott  St.  TORONTO 


Rolon  Clip 


Merely  Start  from  the  Back  and 
ROLL  IT  ON 

The  RoLON  is  a  new  idea  in 
Steel  Binder  Clips,  and  has  been 
an  instant  success. 
Cannot  pick  up  other  papers. 
Packed  12  to  a  box,    1  gross  to  a  carton 
Cushman  &  Dennison  Mfg.  Co.,  New  York 


"Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 

Board  Clips 

Inkstands 

Automatic 
Wood 
Glass 

Defiance   Mfg.   Co. 

384  B'way,  N.Y. 
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BOOK  BUYERS'  GUIDE 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 

Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband  Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women:  — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 


What    a 
Know. 

Young    Wife     Ought    to 

What   a 
Know. 

Woman    of    45    Ought    to 

$1.20  Each. 

THE 

RYERSON  PRESS 

Publisher! 

Toronto 

CODE  WILLSiFORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  W«st  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and     Italian    Grammars 

MADE   IN   THE   U.S.A. 
Grammar  Separate,  $1.00 

Grammar  with  Key   $1.2$ 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 


oA  Fast  Seller 
40%  Profit 

There  is  a  real  profit  in  these 
books — and  they  sell  very 
fast.  Everyone  wants  a 
book  of  poems  when  sold 
at  such  a  low  price,  and 
when  it  contains  every  pop' 
ular  poem  that  they  want. 

101  Famous  cPoems 

is  such  a  desirable  book  that  a  display  of 
them  will  sell  every  one  in  your  stock. 
You  take  no  chances  because  in  lots  of 
25  or  over  we  allow  6  months  free  re- 
turn privilege. 

Prices:  Crash  cover  retails  25c,  costs  you 
15c.  Board  cover  retails  35c,  costs  you 
21c.  Rose  colored  silk  finish  cover  (for 
gift  purposes) — a  fast  seller — retails$i.50, 
costs  you  90c.  F.O.B.Chicago.  Sample  free. 

Our  Other  Books:  101  Best  Songs,  Every- 
day Songs,  Favorite  Songs  (Catholic). 

Cable  Co.,  1703  Cable  Bldg.,  Chicago 

qewual'ONLY*1-50 

wEA    KNOWLEDGE 

320  Pages     ILLUSTRATED 
By  Dr.WINFIELD  SCOTT  HALL, Ph.D. 

Noted  A  utkorily  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE— 

What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacber  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
Book  111  jn  piain  wrapper  for  only  $1  50 
Need  to  Read    postage  10  cents  extra. 

McClelland  &  stewart 

Limited 
215  Victoria  St.,  Toronto 


Our  Increased  Advertising  this 
fall,  means  Greater  Demand. 
We  have  already  sold  these  goods 
for  you.  Send  your  order  in  now 
No.i.to  avoid  disappointment  later. 

No.  25. 

With  our  more  than  doubled  production,  we  are  scarcely  able 
to  fill  our  orders  promptly.  We  therefore  suggest  that  you 
look   up  now 


Moore! 


Push-Pins 
Push-less   Hangers 
Push   Maptacks 
Push   Thumbtacks 


"  Standardized  and  Advertised  the  world  oner." 
Send    for    Samples    and   Prices  Advise    your    Jobber   or 

Moore    Push-Pin      Co., 

Berkley    St.,  Philadelphia,  Pa. 
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LANGUAGES 

fORLD-ROMIC  SYSTEM,  MASTERKEY 
to  All  Languages.  Six  Textbooks,  $1.44. 
French  Pronunciation-Chart,  37c ;  Spanish,  37c. 
Aviation  Dictionary,  $1.50.  French-English 
Aviation  Dictionary,  61c.  Languages,  143  West 
47th,  New  York. 


D  E  AL  OPPORTUNITY 

awaits  progressive  station- 
ery man  wishing  to  go  into 
business  for  himself.  Can  ac- 
quire an  interest  up  to  $5,000 
in  growing  concern  in  one  of 
chief  cities  of  the  West.  Act 
quickly.  Write  Box  3,  Book- 
seller and  Stationer. 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  th^  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


"T^ASY  FIX"  PATENT  POST  CARD  H0LD- 
ers.  Millions  already  sold,  wholesalers, 
send  60  cents  for  sample  dozen,  $5  per 
gross  post  free.  Orders  in  rotation.  Mayor 
Gabbott,  manufacturer,  "Enterprise  Works," 
Bradley    Place,    Southport,    England. 


FOR  SALE 

S  I  X-STATION  LAMPSON 
Airline  Cash  Carrier  System, 
good  as  new.  W.  T.  Well- 
ner,  Charlottetown,  P.E.I. 


TIT  ANTED —  RESPONSIBLE  SALARIED 
connection  with  opportunity  of  in- 
vestment by  practical,  progressive,  ex- 
perienced young  man,  manufacturing  or 
selling  blank  books  and  loose  leaf  goods. 
Address  "Confidential,"  Box  4,  Bookseller 
and    Stationer. 


YOUR  ADV. 

HERE 

WILL  BE 

RECEIVED  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 
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"GRIP" 

IS  THE   SUPREME   OFFICE 

ADHESIVE 

SEMI-FLUID,    STRONG,    CLEAN 

WRITE    US    ABOUT    THIS    PRO- 
FITABLE,   FAST-SELLING 
LINE 

RELIANCE  INK  CO.  LTD. 

WINNIPEG,  MAN. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


DESK  PADS 

Good    Merchandise — Fair    Prices 

Satisfaction     Guaranteed 

on   all    specialties 

Leather    and    Brass    Corner 

Desk     Pads 

SAINBERG    &    CO.,    Inc. 

65  WEST  HOUSTON  ST.  NEW  YORK 

Canadian  Representative 

Standard    Distributing    Co.,    Guy    Block 

Montreal,  Que. 


TRADE  DIRECTORY 

ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 
Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BELTS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BILL  FOLDS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK  BOOKS 
Boorum  &   Pease   Co.,   Brooklyn,   N.Y. 
Buntin,  Gillies  &  Co.,  Hamilton. 
The  Copp.  Clark  Co..  Toronto. 

Dawson  Ltd.,  W.  V.,  Montreal,  Toronto,  Winnipeg. 
Dominion   Blank   Book  Co..  Berthierville,  Que. 
National   Blank   Book    Co.,   Holyake,   Mass. 

BLANK   CARDS    (Programmes,   Menus,   etc.) 
Artistic   Stationery   Co.,   164  Berkeley  St.,  Toronto. 

BLOTTING   PAPERS 
Eaton-Dikeman  Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd..  Toronto. 

CASH    REGISTER    ROLLS. 
Paper  Manufacturers   Co.,  Inc.,  526   Cherry   Street, 
Philadelphia. 

CELLULOID  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 
Can.    Manufacturing   of   Novelty,    13   Boucher  St., 
Montreal,  Que. 

CODE  BOOKS 
The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable   Directory,    17    State   St.,    New 
York,  N.Y. 

CRAYONS 
Binney  &  Smith,  New  York. 

A.    R.    MacDougall    &    Co.,    468    King    St.    West, 
Toronto. 

DIE  WIPING  PAPER 
Pao>er  Manufacturers   Co.,   Inc.,  526   Cherry  Street, 
Philadelphia. 

ENGRAVING   (Steel  and  Copper  Plate) 
Artistic  'Stationery  Co.,   164  Berkeley  St.,  Toronto. 

ENVELOPES 
Barber-Ellis   Co.,   Toronto. 
Buntin.  Gillies  &  Co.,  Hamilton. 
Copp,  Clark   Co..  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Menzies  &  Co..  Ltd.,  Toronto. 

ENVELOPE    MACHINES 
David  Carlaw    &    Sons   Ltd.,    Glasgow,    Scotland. 

ERASERS 
Menzies  &  Co.,  Ltd..  Toronto. 
Weldon  Roberts   Rubber  Co..  Newark,  N.J. 

EYELETTTNG    MACHINES    AND    EYELETS 
Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd.,  Toronto. 

FANCY  PAPERS.  TISSUES  AND  BOXES 
Dennison  Manufacturing  Co.,   Boston. 
Menzies  &  Co.,  Ltd.,  Toronto. 
FILES 
Elbe  File  and  Binder  Co..  97  Reade  St.  New  York. 

FOUNTAIN  PENS 
Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 
A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 
L.  E.  Waterman.  Montreal.  Que. 

GREETING    CARD    CORDS 
Albion    Cotton    Sewing    Co. 

GREETING    CARDS,    POST    CARDS,    ETC. 
Artistic  Stationery  Co.,  .164  Berkeley  St.,  Toronto. 
W.  E.  Coutts,   145  Adelaide  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 
A.    R.    MacDougall    &    Co.,   Toronto. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Valentine  &  Sons  Publishing  Co.,  Toronto. 
INKS,  MUCILAGE  AND  GUMS 
Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 
The   Carter   Ink    Co.,   Montreal. 

W.  V.  Dawson,  .Ltd.,  Montreal,  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg    Man. 
S.  S.  Stafford  Co..  Toronto. 
"Glucine."     Menzies  &  Co.,  Ltd.,  439  King  St.  W., 

Toronto.  INDELIBLE  INK 

Carter's  Ink  Co..  Montreal. 
Payson's  Indelible  Ink. 
S.   S.  Stafford  Co.,  Toronto. 

INKSTANDS 
A.  R.  MacDougall  &  Co..  468  King  St.  W.,  Toronto. 

LEAD  AND  COPYING  PENCILS 
American   Pencil  Co.,  New  York. 
Wm.  Cane  &  Sons,  Newmarket,  Ont. 
A.  R.  MacDougall  &  Co..  468  King  St.  W.,  Toronto 
M°n7.jps  A.  Co..   T.td..  Tnn"^ 
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WATERSTON'S 


"BEE" 


BRAND 


SEALING   WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  bast  made 

The  Fred  J.  Meyer  Mfg.  Do. 

HAMILTON.  OHIO.  U.S.*. 


KEEP  POSTED 

Wholesalers  anxious  for  new  business 
can  secure  live  information  through  a 
regular  service  of 

PRESS      1 
CLIPPINGS 

These  include  the  whole  of  Canada  and 
cover  new  book  stores,  novelty  stores, 
drug  stores,  children's  goods  stores,  or 
any  branches  or  extensions  of  the  same. 
Write  for  full  information  to 

CANADIAN 
PRESS  CLIPPING  SERVICE 

143-153  University  Ave.,  Toronto 


SELL 

The  Financial  Post 

Business  men — the  men  of  stand- 
ing in  their  community  who  come 
to  your  store  for  their  magazines 
will  be  glad  to  buy  The  Financial 
Post. 

It  is  a  paper  published  just  for 
such  men  and  contains  a  mass  of 
information  every  week  along  busi- 
ness and  financial  lines.  There  is 
nothing  dull  about  The  Post. 

Sells  for  lOc. 

The  Financial  Post,143-153  University  Ave 
Toronto,  Ont. 
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Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 


TORONTO 


CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  erery- 
thinc  in  Picture  Framing  outfits.  $150.00 
will  start  tom  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  'Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low    prices.       I    manufacture' 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


••iliiillliAliiAUiiillAM 

"The  Guarantee  of  Quality" 


ULT0N 

Self-Inking 

3  Stamp  Pads 


Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


Manufactured  by 

FULTON  SPECIALTY  CO. 


EliMobelh., 


New  Jersey 


►YYYYYYYYYYYYYYYYYYYYYY»« 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 
turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Smnd  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


YOUR  ADV. 

HERE 

WILL  BE 

READ  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 


LEATHER  GOODS 

Can.    Leather   Products    Ltd.,    Toronto. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Julian    Sale    Leather    Goods    Co.,    Toronto. 
Wotern    Leather   Goods   Co.,    Ltd.,   Toronto. 
LOOSE  LEAF  BOOKS.   BINDERS  AND 
HOLDERS 
Boorum    &    Pease    Co..    B   00      yn. 
Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf.  Ltd.,  539  King  St.  W.,  Toronto 
National   Blank  Book  Co..   Holyoke,  Mas. 
Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 
R'nd.  McNally  &  Co.,  Chicago. 
The  Copp,  Clark  Co..  Toronto. 

MEMO    PADS 
Robinson   Mfg.   Co.,   Westfield,   Mass. 
Sainberg  &  Co.,  New  York. 

MAP    TACKS 
Moore   Push-Pin   Co.,    Philadelphia,    Pa. 
PAPER   BALERS 
Climax  Baler  Co.,  Hamilton.  Ont. 

PAPER  FASTENERS 
Noesting   Pin  Ticket  Co.,   Mt.  Vernon,  N.Y. 
O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES   AND  WRITING   PAPERS 
Barber-Ellis  Co.,  Toronto. 
Buntin,  Gillies  &  Co.,  Toronto. 
Clark  Bros.  &  Co.,  Winnipeg,  Man. 
The  Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto.  Winnipeg. 
A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd..  Toronto. 

PENNANTS 
Can.    Manufacturing    of   Novelty,    13    Boucher   St., 
Montreal,  Que. 

PHONOGRAPH     SUPPLIES 
H.   A.   Bemister,    10  Victoria   St.,  Montreal,   Que. 

PILLOW  COVERS 
Can.    Manufacturing    of   Novelty,    1    3Boucher   St., 
Montreal,  Que. 

PLATE     PRINTING 
Artistic  Stationery  'Co.,   164  Berkeley  St.,  Toronto. 

PLAYING  CARDS 
Consolidated    Litho.    Co.,    Montreal. 
A.   O.  Hurst   (GoodaJl's),  32  Front  St.,  Toronto. 
Standard  Playing  Card  Co.,  Chicago,  111. 
U.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

PUSH-PINS 
Moore   Push-Pin   Co.,   Philadeluhia,   Pa. 

PUSH-LESS  HANGERS 
Moore   Push-Pin   Co.,   Philadeluhia,   Pa. 

RUBBER  STAMPS.  STENCILS.  ETC. 
John  T.   Clark   &  Son,   Ltd.,   Manchester,   Eng. 
Fulton  Specialty  Co..  Elizabeth.  N.J. 

SCHOOL  BAGS 
Copp,    Clark     Co.,    Toronto. 
Warwick    Bros.    &    Rutter,    Toronto. 
Davis  Novelty  Co.,  Mappin  Bldg..  Montreal,  Que. 

SCHOOL   AND    OFFICE    RULERS 
Westcott  Rule   Company,   Inc..   Seneca  Falls,    N.Y. 

SHEET  MUSIC 
McKinley  Music  Co.,  1501-15  E.  55th  St.,  Chicago. 

SHORTHAND    BOOKS 
Sir  Isaac   Pitman   &   Sons,   Ltd.,   27  Simpson    Ave., 
Toronto. 

STATIONERS'  SUNDRIES 
Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers.    To- 
ronto. 
Clark  Bros.  &  Co.,  Ltd.,  Winnipeg.  Man. 
W.  V.  Dawson,  Ltd.,  Montreal.  Toronto.  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg..  Montreal. 

STEEL  WRITING  PENS 
John  Heath,  8  St.  Bride  St.  E.C..  London. 
Hinks,  Wells  &  Co.,  Birmingham,  Eng. 
Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,   Toronto, 

Canadian  Representatives. 
A.    R.    MacDougall    &   Co..   Toronto. 
(John    Mitchell's     Pens) 

THUMB    TACKS 

Moore    Push-Pin    Co..    Philadelphia.    Pa. 
Noesting    Pin   Ticket   Co.,    Mt.    Vernon,   N.Y. 

TOILET  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

TOYS.   DOLLS.   PUZZLES,   ETC. 
Beaver   Doll    Co.,    Hamilton,   Ont. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Ford  Co..   Ltd.,  R.   S..   Vancouver. 
A.    C.    Gilbert-Menzies    Co..    Ltd.,    Toronto. 

WALLPAPERS 
Roxer    Co..    Ltd.    R<~?     N..    Toronto. 


Excellent  for   holding   Essays.   Class   Notes, 

Lectures,       Forms,       Magazines,       Reports, 

Orders,    etc. 

Made   in    all   sizes.      Capacity   of   back,    %" 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

School  Rings. 

Elbe  No.   1   Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-21 7  Greene  St. 
New  York  City 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  Si.  -  Montreal 


20c  A  LINE 

PAYS  FOR 

NAME  and 
ADDRESS 

UNDER 

Directory  Headings 
Good  Advertising 

AT 

Minimum  Cost 
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British  Goods  Are  Standards  of  Value 


THE 

"Lightning"  Paper  Clips 

The  Best  British  Manufacture 

FLAT  OR  UPTURNED  LIP 
Made  in  2  sizes. 

Staples  on  Wood  Blocks 
for    stapling     machines. 

Specialities  in   Wire 
PRICES  ON  APPLICATION 

ROBT.  THORNTON 

PARAGON  WIRE  WORKS 
CLECKHEATON,       ENGLAND 


Your    Advertisement 
Here 

Would   be  Read 

by 

Retailers  and 

Jobbers  of 

Stationery 

Throughout 

Canada 

$5   a   month  on 
yearly  contract 


"Premier' 

(Reg.  No.  14345 

Paper 
Binder 


634  644 

Made  in  lengths  of  1/4"  to  6". 

Sole  Makers 

TWIGG   &  BEESON 

Ludgate  Works,  Birmingham 
England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London    Office  :    27  Paternoster  Square,  E.C. 


</////////MWM////W//W/M///W//S?77///////M. 


The   spaces   on   this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 

THE  RATE  IS 

£1  Os.  7d.  Per  Month 

on  Yearly  Contract 

Single  Insertion  £1  8s.  lid. 

A    Good    Live    Page— High 

value  in  publicity  at 

minimum  cost. 
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Hold  the  Line 

Here's  the  line  to  hold 
—John  Heath's  Tele-' 
phone  Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  write! 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole- 
sale Houses  in  Toronto  &  Montreal 

(Registered) 
London  (Eng.)  Eiport  Agency 

8  St.  Bride  Street 
LONDON,  E.C. 


THE    EYES    OF 
THE  TRADE 

ARE  ON 

THIS  SPACE 

EVERY 

MONTH 

MEET  THEM 

WITH  YOUR 

ADVERTISEMENT 

$5  a  month  on 
yearly  contract 


A  popular 

quick   selling  pen 

THE 

"ROB  ROY 


yy 


Made  from  fine  steel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  Ten  will  proTe  a  mighty 
fine  seller  for  rrery  lire  dealer. 


Be  sure  to  see  samples  before  jou  order  your  new  stock.    You'll 
find  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London.  Eng 

A.RAMSAY  &  SON   CQ 

EST'D.   18  42.    MONTREAL. 
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The  AIGNER  WAY 

Saves  Half  the  Time 

Aigner's  Patent  Cut  Index  Tabs  come  in  strips  or  gangs 
already  cut,  leaving  the  tabs  in  one  strip  with  a  1/16  at- 
tachment on  rear  edge.  One-half  turn  separates  the  tabs  — 
No  mixing  of  tabs,  as  they  come  in  alphabetical  order;  the 
next  letter  is  always  at  the  top  of  the  strip.  Tabs  are  linen- 
lined  on  inside,  gummed  and  ready  for  use. 
Stationers    and   manufacturers   come    to   us   for 

Index   Talis  of   all   kinds 

Index  Shields  for   reinforcing 

Name,  Law  and  Number  Labels  for  Law  Work 

Gold   Stamping   and   Embossing 

Special  Die  Cutting 

Cloth  for  reinforcing  Index  Sheets 

Index    Sheets   with    Tabs   attached   to   Sheets. 
Write  for   information   and   catalogue — it's   free. 

G.  J.  Aigner  &  Company 

Sole  Manufacturers  of  Patent  Cut  Index  Tabs 
Dept.  C.  521-523  W.  Munroe  Chicago,  111.,  U.S.A 


PROTECTS  YOUR  FINGER 


••ARGUS"  Paper  Fasteners/1 

New  patent — finger  guard   absolutely 
prevents  point  pricking.    Made  of  steel 
and  always  stays  in  place.     Cost  no' 
more    than    others    and    sell    readily. 
Write  for  FREE  sample. 

You  Can't  Lose  Pen  or  Pencil 

This  wonderful  UP-TO-DATE 
<a  combination  clasp  and  yearly 
jj  calendar  will  more  than  pay  for 
_  Itself  by  saving  pencil*  and 
,2  time.    At  all  good  stationers  or 

from  us  20c.  stamps  or  coins. 

ARGUS  MFG.  CO.  Dept.  30 

402-406  N.  Paulina  St,  CHICAGO,  ILL. 


State  for  Pen  or  Pencil 


TO  ALL  BOOKSELLERS  HANDLING 
PHONOGRAPH  SUPPLIES 

I  have  a  complete  stock  of  several  well-known  lines  of  high-grade  Phonograph 
needles  as  well  as  a  complete  stock  of  Accessories  for  Phonographs. 

I  would  be  pleased  to  hear  from  you    regarding  my  lines.     I  will  be  glad  to 
mail  my  catalogue  and  price  lists  on  request.    Please  let  me  hear  from  you  to-day. 

H.  A.  BEMISTER 

122  St.  Antoine  Street,  Montreal,  Que.         Main  7932 
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A  Silent  Salesman  that 

brings  in  Business 


is  this  attractive  display  stand. 

Put  in  a  conspicuous  place  it 
draws  attention  that  will  sub- 
sequently   mean    profit    to    you. 

The  youngsters  during  their 
play    hours    frequently    require 


pencils  and  this  medium  of  ad- 
vertising is  sure  to  bring  re- 
sults as  the  stand,  illustrated 
here,   is    in   colors. 

Cane's  pencils  are  "Canadian 
Made" — no  duty  or  exchange  to 
pay. 


The  Wm.  Cane  &  Sons  Company 

NEWMARKET,  ONT. 
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FEATHERWEIGHT     »»)>  _     ^ =>-      FLEXIBLE  RULER 


912 

This  Featherweight  Flexible  is  a  ruler  that  no  stationer  should  be  without.    It  is  light 
and  flexible  beyond  all  conception  of  the  strength  of  clean,  white  maple. 
Scaled  as  correctly  as  your  watch  dial  and  finished  as  nicely  as  your  piano. 

Westcott  Rule  Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS 


Aigner,    J.    G 65 

Albion    Cotton    Sewing    Co Inside   back    cover 

American  Lead   Pencil   Company    7 

Argus    Manufacturing    Company    65 

Artists'  Supply  Company 62 

B 

Barber-Ellis     Limited      3 

Beaver   Doll    Co 58 

Bemister,    H.    A 65 

Binney  &   Smith  Company    13 

Boorum    &    Pease 12 

Buntin,  Gillies  &  Co , Back  cover 

Burgess    &    Co 58 


61 
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Cable    Co 

Cane    &   Sons,    Ltd., 

Carlaw     &     Sons,     David     ... 

Carmichael    &    Co.,    Peter    .  . 

Carter  Ink   Company    

Clark   &   Son,   Ltd.,   John  T. 

Climax  Baler  Company   63 

Clyde   Rubber    Works    Co.,    Ltd 10 

Consolidated    Lithographing    and    Manufacturing    Co 57 

Copp-Clark   Company    22,  23,  61,   63 

Coutts,  W.  E 13 

Cushman    &    Denison    Manufacturing    Co 60 

D 

Dawson    Ltd.,    W.    V 2 

Defiance  Manufacturing  Company   60 

Dexter    &    Sons,    Inc..    C.    H 60 

Dominion    Blank    Book    Company 4 

E 

Eagle    Rubber    Company     31 

Eaton,   Crane   &    Pike    14 

Eaton-Dikeman     Company 57 

Elbe   File   and   Binder   Company    63 


F.    B.    Manufacturing    Company    59 

Fulton    Specialty   Company    63 

G 

Gabbott,     Mayor     61 

Goes  Lithographing  Co 14 

Gundy,    S.    B 24 

H 

Haviland   &  Co 60 

Heath  &  Co.,  John    64 

Higgins  &   Co.,   Charles  M 10 

Hinks,   Wells   &   Co 64 

Hoge  M  fg.   Co 25 


Irish,     G.     L. 


I 


M 

Mabie,    Todd    &    Co 17 

Macdonald    Wire    Goods    Company     - 6 

MacDougall,    A.    R 20,  21 

Maclean's      34 

Matthews,      B 8 

McClelland   &   Stewart,   Ltd 26,  27,  61 

McFarlane,  Son  &  Hodgson,  tLd ." 63 

McKinley    Music    Company 57 

Meilicke  Calculator  Company    .  . . •. 12 

Menzies    &    Co.,    Ltd s 32 

Mittag  &  Volger,  Inc Inside  back  cover 

Moore  Push  Pin  Company   61 

Musson  Book  Co Front  cover 

Meyers    Manufacturing    Co.,    Fred    J 62 

N 

National     Blank     Book     Company     4 

National   Cash   Register   Company    Inside    front   cover 

Noesting  Pin  Co 3 


Paper    Manufacturing    Company     10 

Payson's  Ink 61 

Pitman   &   Sons    , 33 

Playthings    . . .  , 58 

Pugh   Specialty   Company,    Ltd 59 


Ramsay    &    Son,    A 64 

Reliance    Ink    Company     59,  62 

Robinson    Mfg.    Co 33 

Ryan    &   Co.,   J.    F 30 

Ryerson   Press   1,  61 

S 

Sainberg,   L 62 

Sale.    Julian,    Leather    Goods  ^o 11 

Sinclair   &   Sons,    Ltd.,   William    30 

Stafford   Inc.,    S.    S Inside   back   cover 


Thornton,    Robert    

Toy    Woodenworkers,    Ltd.' 

Tucker    Mfg.    Co 

Twigg   &   Beeson    
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Languages   61 

Luckett  Loose  Leaf  Co.,  Ltd 15 


Valentine   &   Sons.   Ltd 

Volger    Manufacturing    Inc..    B.    S 

W 

Waterston    &    Sons,    Ltd.,    George    5,  62 

Weber   &   Co.,    F 59 

Weeks,   Ohas.    E 59 

Weeks    Manufacturing    Company,    Frank    A 60 

Weldon-Roberts  Rubber  Company   57 

Westcott  Rule  Company    65 

White   &   Wyckoff   19 

Willard    Pen    Company     60 

Wilson-Jones  Loose  Leaf  Company   6 

Work-Organizer   Specialties   Company    6 

Wycil    &    Co 61 
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"M  &  V"  Typewriter  Ribbons 
are  Profitable 


Why?  Because  they  are  dur- 
able, permanent  and  indelible 
and  offer  a  good  substantial 
profit  margin — and  repeat  sales. 

They  are  acknowledged  leaders 
in  this  field  and  as  a  satisfying 
selling  line  they  are  unequalled. 


Mittag  &  Volger,  Inc. 

Principal  Office  and   Factory 

Park  Ridge,  N.J.,  U.S.A. 


o$4 

% 
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Mucilages 

and  Paste 

are  Made 

in 

Canada 

trade  on  request. 

d  Offices  at 

Catalogues  mailed  to  the 

Canadian  Fac 

:ory  an 

9-11-13  Davenport  Road 

- 

Toronto 
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For  ARTISTIC  EFFECT 
USE 

The  ALBION 
SILKY  CORDS 

for  Tying 

::  BOOKLETS  :: 
GREETING  CARDS 
::     CALENDARS     :: 

The  Progressive  Stationer  uses  the  Albion 
Cords  every  day  for  innumerable  purposes. 

PLAIN  CALENDAR 
CORDS,  BOOK  SEW- 
ING   THREADS,  etc. 

Ask  for  Samples  from  the  Manufacturers. 

The  Albion  Sewing  Cotton  Co.  Ltd. 

Fawley  Mills,  Tottenham  I  laic 

LONDON.   ENGLAND 
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CANADA 


Vacation   Pictures 

Pleasant  memories  stored  away 
for  all  time 

How  many  have  not  had  a  vacation 
of  some  kind?  Perhaps  just  a  day  or 
so  in  the  woods  or  a  few  hours  in  the 
country  or  on  the  lake. 

And  the  camera  is  usually  there,  mak- 
ing records,  priceless,  perhaps,  which 
must  be  carefully  preserved,  or  lost. 


This  is  the  time  to  sell  Snapshot  Albums 

There  is  a  wonderful  field  to  work,  and  a  vigorous  effort  just  now, 
while  the  summer's  fun  is  still  fresh  in  the  mind,  will  reap  a  goodly 
harvest  of  dollars  for  vou. 


We  have  a  large  range  of  styles — 

BOUND    AND    LOOSE    LEAF 

Paper,    Cloth,    Leatherette    and    Leather    Covers 

Retail   Price,    10c.    to   $5   each. 

Order  to-day,  and  get  your  share  of  this  business. 


Sun  fin,  Gillies  6  Co. 


HAMILTON 


LIMITE   □ 


CANADA 
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AND  OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years  the  recognized  authority  for  those  interests. 


OL.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     OCTOBER,     1920 


Canadian  Winners 

The  Names  You  Know 


By  Arthur  Stringer 

Who    wrote    "The    Prairie    Wife." 

The  Prairie  Mother 

A  domestic  drama  of  the  West.  "The  most 
human  novel  that  ever  came  out  of  Canada." 

By  H.  A.  Cody 

Who   wrote  "The  Touch   of  Abner." 

Glen  of  the  High  North 

Adventure,    love,    da 
the  Yukon   goldfield? 

By  Robert  Watson 

Who  wrote  "My  Brave  and  Gallant  Gentleman," 
"The   Girl   of   O.   K.    Valley." 

Stronger  Than  His  Sea 

Highly  humorous  and  exciting  adventures  of 
a  dauntless  young  Scot  in  Scotland  and 
Canada. 


Adventure,    love,    danger,    and    humor    among 
the  Yukon   goldfields. 


By  Anison  North 

Who    wrote   "Carmichael." 

The  Forging  of  the  Pikes 

A   roman 
Toronto   : 

By  P.  O'D 


By  Arthur  Beverley  Baxter 

Who    wrote   "The    Blower   of    Bubbles." 

The  Parts  Men  Play 

An  international  romance  on  British  and 
U.  S.  relationships  during  and  after  the 
Great   War. 

By  Evah  McKowan 

Who   wrote   "Janet  of   Kootenay." 

Graydon    of  Windermere 

A  bright,  breezy  out  of  door  love  story  of 
the   Pacific   Province. 

By  Marshall  Saunders 

Who    wrote   "Golden    Dicky,"    "Beautiful   Joe."   etc. 

Bonnie  Prince  Fetlar 

A  delightful  story  of  a  Shetland  pony  and 
his  friends. 

By  Ethel  Penman  Hope 

Who    wrote    "Dr.    Paul." 


A   romance   of  the   rebellion    of   1837.     Set  in 
Toronto  and  surrounding  country. 


Imperfectly  Proper 

Amusing  sketches  on  everyday  subjects. 


The  Eyes  of  the  Law 

An  amusing  tangle  of  love  skeins  and   detec- 
tive  clues. 

By  Alice  Winlow  and  K.  Pocklington 

The    Morning  Glory  Girl 

An    amusing   tale   of   Canadian    ranch    life. 


McClelland  &  Stewart,   Limited 

PUBLISHERS 
215-219  VICTORIA  ST.  -        -        -  TORONTO.  CANADA 
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This  clerk  makes  no   mistakes  in  adding 

the  items  of  a  sale 

wHE  records  the  price  of  each  article  on 
^-^  the  new  kind  of  National  Cash  Register. 
The  register  does  the  adding.  The  total 
always  is  correct. 


No  mental  addition,  and  no  mistakes. 

The  register  also  does  many  other  important 
things  for  merchants,  clerks,  and  customers. 

Every  merchant  should  know  about  this  new 
cash  register. 

Let  our  branch  manager  explain  it  to  you. 


New  National  Cash  Register 
that  many  merchants  have 
been  looking   for 


We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL 

CASH    REGISTER    CO. 

OK    CANADA    LIMITED 
TORONTO,    ONT. 
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Announcing 

New   Doran   Publications 


A  Poor  Wise  Man,  by  Mary 
Roberts  Rinehart,  author  of 
"Dangerous  Days,"  "Affini- 
ties," etc.  A  fine  romance 
of  society,  from  steel  king- 
to  radical  leader. 

Lady  Lilith,  by  Stephen  Mc- 
Kenna,  author  of  "Sonia." 
An  engrossing  picture  of 
contemporary  English  soci- 
ety. 

The  Little  Warrior,  by  Pelham 
G.  Wodehouse,  author  of  "A 
Damsel  in  Distress."  A 
comic  opera  of  current  fic- 
tion. 

The  Captives,  by  Hugh  Walpole, 

author  of  "The  Secret  City," 
"The  Green  Mirror,"  etc. 
London  and  the  seaside — a 
study  of  a  girl  and  two  men. 


New  Fall  Fiction 

Eve  of  Pascua,  by  Richard  De- 
han,  author  of  "The  Dop 
Doctor."  Stories  of  Cock- 
ney London,  romantic  Spain, 
the  Syrian  desert,  and  Old 
Provence. 

In  the  Onyx  Lobby,  by  Carolyn 
Wells,  author  of  "The  Man 
Who  Fell  Through  the 
Earth."  .  A  huddled  figure 
lying  against  the  pillar  in 
the  palatial  Onyx  Lobby  is 
the  basis  of  a  mystery  story 
of  unflagging  interest. 

Pink  Gods  and  Blue  Demons,  by 
Cynthia  Stockley,  author  of 
"The  Poppy,"  "The  Claw."  A 
tale  of  the  diamond  mines  of 
Africa  and  of  the  witchery 
of  beauty. 

She  Who  Was  Helena  Cass,  by 
Lawrence  Rising.  An  un- 
usual mystery  story  set  in  a 
Spanish  inn. 


General  Literature 


A  Tale  That  is  Told,  by  Fred- 
erick Niven,  author  of  "The 
Lady  of  the  Crossing."  A 
mingling  of  realism  and  ro- 
mance presenting  the  car- 
eers of  a  Scottish  clergyman 
and  his  family. 

Abandoned  Farmers,  by  Irvin  S. 
Cobb,  author  of  "Speaking  of 
Operations,"  etc.  Humorous 
portrait  of  the  hero  farmer 
caught  in  the  lure  of  the 
"back-to-the-land"  passion. 

The  Wildcat,  by  Hugh  Wiley.  A 

care-free,  merry  negro  tale. 

The  Golden  Goat,  by  Frances 
Wilson  Huard,  author  of  "My 
Home  in  the  Field  of  Honor." 
A  delicately  beautiful  love 
story   of   Old    Provence. 


Our  Women,  by  Arnold  Bennett 

Chapters  on  sex  discord. 

Men  and  Books  and  Cities,  by  Robert  Cortes  Hol- 
liday 

Gossip  of  a  literary  pilgrimage  from  coast  to 
coast. 

The  Life  Beyond  the  Veil,  by  Rev.  G.  Vale  Owen 

The  most  complete  and  illuminating  record  of 
spirit  messages  yet  made  public. 

An  Anthology  of  Humorous  Verse,  by  Carolyn 
Wells 

From  Gelett  Burgess  to  Samuel  Johnson;  from 
W.  S.  Gilbert  to  Whitcomb  Riley. 

Three  Plays,  by  J.  Hartley  Manners,  Author  of 
"Peg  o'  My  Heart,"  "God's  Outcast,"  "All 
Clear,"  "God  of  My  Faith." 


Sacred  and  Profane  Love,  by  Arnold  Bennett 

A   dramatization   of  "The   Book   of   Car- 
lotta. 

The     Romance  of  Madame  Tussaud's,     by  John 
Theodore  Tussaud. 

The  memoirs  of  one  of  the  most  famous  in- 
stitutions of  Europe. 

The  Autobiography  of  Margot   Asquith,  by  Mrs. 
Asquith 

The  sensational  book  of  the  year. 

A  History   of   the  Japanese  People,   by   Capt.   F. 
Brinkley,  R.  A.,  and  Baron  Kikuchi. 

The  authoritative  source  of  information  about 
the  Japanese  people. 
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FICTION 

The  Top  of  the  World,  by  Ethel   M. 
Dell 

A  fascinating  love  story  of  Africa. 

The    Green     Eyes    of    Bast,     by    Sax 
Rohmer. 

An   amazing   mystery   story   of   London. 

The  Ancient  Allan,  by  H.  Rider  Hag- 
gard. 

The  weirdest  of  all  experiences  of  Allan 
Quatermain. 

The  Chaperon,  by  Mrs.  B.  M.  Croker. 

Anglo-Indian    Society,    Adventures      at 
Monte  Carlo. 

The  Vow  of  Silence,  by  Alice  Perrin. 

A  romance  of  India  by  one  who  knows 

it. 

Unreality,  by  "Bartimeus." 

A   charming   new   story  by    this  popular 
writer. 


GENERAL 

My  Fighting  Life,  by  Georges  Carpen- 
tier. 

Autobiography    of    famous    French    ace 
and  fighter. 

Dictionary    of    Napoleon,    by    Hubert 
Richardson. 

A  wealth  of  new  material. 

Biography  of  Archbishop  Benson,  by 
E.  F.  Benson. 

Life  of  a  noted  church  dignitary. 
Twells  Brex.  A  Conqueror  of   Death, 

by   Hamilton   Fyffe. 

A  memorial  volume  of  selected  articles. 
New  French  Dictionary,  Edited  by  E. 

A.  Baker,  M.A.,  D.Lit. 

An  entirely  new  phonetic  dictionary. 
Land   of  the  Hills  and   the  Glens,   by 

Seton  Gordon. 
Travels  in  Iona  and  the  Hebrides. 


WORK  HANDBOOKS 

By  Bernard  E.  Jones 

Magneto  Repair  and  Adjust- 
ment. 

Induction   Coils. 

Fishing   Tackle. 

Workshop  Arithmeti  •. 

Small  Electric  Apparatus. 

Patents,  Designs  and  Trade- 
marks. 


JUVENILE 

Brothers  of  the  Brown  Owl,  by 

Carpentier. 
Secret  of  the  Sargasso  Sea,  by 

Capt.  Frank  H.  Shaw. 
Brothers  of  the  Wild,  by  Eric 

Wood. 
Hurrah!    for   Merry   Sherwood, 

by  S.  Walkey. 
Mystery  of  Maybury  Manor,  by 

Eric  Wood. 
Roseleen    at    School,    by    May 

Wynne. 


WORKSHOP  SERIES 

By  Bernard  E.  Jones 
Die  and  Press  Tool  Work. 
Mechanical  Drawing. 
Screw  Cutting. 

Pattern      Drawing      for     Sheet 
Metal  Workers. 


ECONOMIC  SERIES 

Constructive  Socialism,  by  Ramsey  Macdonald. 

The  Triumph  of  Nationalization,  by  Sir  Leo  Chiozza  Money 

Wages  of  Labour,  by  Wi!!iam  Graham. 

Future  of  Local  Government,  by  G.  D.  H.  Cole. 


ANNUALS 

Chums.  Little  Folks 

Canadian  Boys'  Annual. 

Canadian  Girls'  Annual. 

Tiny  Tots.  Bo-Peep. 
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Publishers 
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THE  DEVIL'S  PAW 

By  E.  PHILLIPS  OPPENHEIM,  author  of  "The 
Great  Impersonation" 

Readers  of  "The  Great  Impersonation,"  a  lead- 
ing "best  seller"  for  Spring  and  Summer  (which 
broke  all  previous  Oppenheim  sales  records)  will 
enjoy  this  startling  new  disclosure  of  German 
intrigue  from  the  fertile  pen  of  "The  Prince  of 
Story-Tellers." 

MIDNIGHT  OF  THE  RANGES 

By  GEORGfi  GILBERT. 

A  lively  story  of  ranch-life  on  the  Texas  plains, 
in  which  men  settle  their  accounts  on  sight  with 
"six-guns." 


THE  QUIRT 

By  B.  M.  BOWER,  author  of  "Rim  of  the  World'* 

An  exciting  tale  of  the  Wild  West — a  most  ac- 
curate picture  of  the  cattle  country. 

A  WORLD  TO  MEND 

By   MARGARET   SHERWOOD,   author  of    "The 
Worn  Doorstep" 

Described  by  the  author  as  "the  journal  of  a 
workingman."  An  informal  record  of  the  ex- 
periences and  reflections  of  a  symbolic  "cobbler," 
a  man  who,  stung  by  the  war  to  an  intense  con- 
sciousness of  his  own  failure  as  a  citizen,  begins 
a  new  life  of  active,  homely  relationship  with 
humanity,  in  an  endeavor  to  discover  a  finer  citi- 
zenship. 


THE  BURGESS  ANIMAL    BOOK    FOR   CHILDREN 

By   THORNTON    W.   BURGESS. 

This  is  a  companion  volume  to  "The  Burgess  Bird  Book  for  Children,"  which  has  had  such  a  wonderful 
reception  since  its  publication  a  year  ago.  It  is  written  in  the  same  vein,  a  story  book  which  at  the 
same  time  is  an  authoritative  handbook  on  the  land  animals  of  America,  so  describing  them  and  their 
habits  that  they  will  be  instantly  recognized  when  seen.  Every  child  and1  not  a  few  adults  will  delight 
in   going  to   school  to   Old   Mother   Nature  with    Peter   Rabbit   and  his   friends. 

The  book  is  beautifully  illustrated  by  Mr.  Fuertes,  the  naturalist-artist,  whose  drawings  are  living  por- 
traits and  show  the  big  and  little  people  of  the  Green  Forest  and  the  Green  Meadows,  the  Smiling  Pool 
and   the    Great  Mountains,   as    they   actually   are   amid  home   surroundings. 

With  32  full-page  illustrations  in  color  and  16  full-page  illustrations  in  black-and-white  from  drawings  by 
Louis  Agassiz  Fuertes.       (For  boys  and  girls,   4  to  12.) 

Other  Books  by   Thornton  W.    Burgess 

OLD  GRANNY   FOX  THE   BURGESS  BIRD   BOOK  BOWSER,  THE  HOUND 


Other  Juveniles 
ADVENTURES  IN  MOTHER  GOOSE  LAND 

By    EDWARD    GOWAR 

Little  Noel  journeys  to  Mother  Goose  Land  and  makes  new  discoveries   about   the   people   there.      With   numerous   illustrations 
in   color  and   black-and-white.     (For  boys  and  girls,   8  to  10.)  I 


THE  AIRPLANE  SPIDER 


By  GILBERT  MURRAY 

The   amusing   story    of    Laura,    the    tarantula   spider.    With    colored   illustrations   by    Harrison   Cady. 
to  10.)     16  mo. 


(For   boys   and   girls,   6 


RELIGION  AND  HEALTH 

By   JAMES   J.   WALSH,    M.D., 

Author  of  "Health  Through  Will  Power." 
The  old-fashioned  Anglo-Saxon  words  health  and 
holiness  both  come  from  a  common  root,  "hal"  or 
"heel,"  and  hale  and  holy  meant  originally  ex- 
actly the  same  thing.  Dr.  Walsh  has  brought  out 
the  practical  elements  of  this  relationship  be- 
tween the  conditions  now  represented  by  the  words 
in   an   interesting    and   non-technical    manner. 


THE  NERVOUS  HOUSEWIFE 

By   ABRAHAM  MYERSON,   M.D. 

This  book  analyzes  the  source  of  the  Housewife's 
difficulties  and  traces  their  effect  in  her  aches 
and  pains,  her  complaints,  her  moods  and  changed 
emotions.  It  aims  to  discover  the  Housewife  to 
herself,  to  give  her  husband  understanding  and 
sympathy  and  to  teach  the  physician  and  society 
how  to  help  her. 


McClelland    &    Stewart,   Limited 

Publishers 

2 1  5-2 1  9  Victoria  Street  -  -  Toronto,  Canada 
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Henley's   New    Books    and    New    Editions 

ALL    GOOD     SELLERS 


MOTOR  BOATS  AND  BOAT  MOTORS  By  v.  w.  page 

A  comprehensive  work.     357  illustrations.     512  pages.  Price,  $4.50 

THE  MODERN  ELECTROPLATER  By  k.  m.  coggeshall 

A  complete  work  on  the  subject.     142  illustrations.     269  pages.  Price,  $3.50 

EXPERIMENTAL  WIRELESS  STATIONS  By  p.  e.  edelman 

Treats  all  recent  radio  improvements.    320  pages.    167  illustrations.      Price,  $3.50 

SHOP  PRACTICE  FOR  HOME  MECHANICS  By  r.  f.  yates 

A  thoroughly  practical  and  helpful  book.    314  pages.    309  engravings.  Price,  $3.50 

APPLIED  AERO-DYNAMICS  By  G.  p.  Thompson 

An  up-to-date  work.     312  pages.     142  diagrams.  Price,  $14.00 

STANDARD  ELECTRICAL  DICTIONARY 

By  T.  O'CONOR  SLOANE 

1920  revised  edition  just  off  the  press.    767  pages.    467  illustrations.     Price,  $5.50 

HOUSE  WIRING  By  T.  w.  poppe 

1920  revised  edition  just  issued.     200  pages,  fully  illustrated.  Price,  $1.10 

ARITHMETIC  OF  ELECTRICITY  By  T.  oconor  sloane 

1920. revised  edition  just  issued,  196  pages.  Price,  $1.65 

ELECTRICIANS'  HANDY  BOOK  By  T.  oconor  sloane 

Teaches  you  just  what  you  want  to  know  about  electricity.  Price,  $4.50 

SOLDERING  AND  BRAZING  By  r.  f  yates 

A  complete  work  on  the  subject.     Paper  cover.  Price,  90c 

HENLEY'S  TWENTIETH  CENTURY  RECIPE  BOOK 

By  G.  D.  HISCOX 

The  best  formulae  book  published.  Price,  $4.50 

LIQUID  AIR  AND  THE  LIQUEFICATION  OF  GASES 

By  T.  O'CONOR  SLOANE 

Third  revised  edition  just  issued.  Price,  $3.50 

HOME  MECHANIC'S  WORKSHOP  COMPANION 

Ey  A.  JACKSON,  Jr. 

A  valuable  work  of  reference.  Price,  90c 

HOW  TO  MAKE  AND  USE  A  SMALL  CHEMICAL  LABORA- 
TORY 

By  R.  F.  YATES 

Contains  instructions  for  construction  of  small  chemical  laboratory.         Price,  90c 

HINTS  AND  TIPS  FOR  AUTOMOBILISTS  By  v.  w.page 

Contains  many  money-saving  hints.  Price,  90c 

RADIO  HOOK  UPS  By  m.  e.  sleeper 

Just  off  the  press.  Price,  90c 

DESIGN  DATA  FOR  RADIO  TRANSMITTERS  AND  RE- 
CEIVERS B>  M.  B.  SLEEPER 

A  valuable  book  for  radio  experimenters.  Price,  90c 
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Page's   Automobile  Books   are  Always   in    Demand 

We  Can  Supply  the  1920  Editions  of  Them 

THE   MODERN   GASOLINE  AUTOMOBILE,    ITS   DESIGN, 
CONSTRUCTION  AND  OPERATION. 

By  Victor  W.  Page,  M.S.A.E.  This  is  the  most  complete,  practical  and  up-to-date  treatise  on  gaso- 
line automobiles  and  their  component  parts  ever  published.  In  the  new  revised  and  enlarged  1920 
edition,  all  phases  of  automobile  construction,  operation  and  maintenance  are  fully  and  completely 
described  and  in  language  anyone  can  understand.     1,000  pages.     1,000  illustrations.     Price,  $4.50 

AUTOMOBILE  REPAIRING  MADE  EASY 

By  Victor  W.  Page.  A  thoroughly  practical  book  containing  complete  directions 
for  making  repairs  to  all  parts  of  the  motor  car  mechanism.  Written  in  a 
thorough  but  non-technical  manner.  This  book  also  contains  Special  Instructions 
on  Electric  Starting,  Lighting  and  Ignition  Systems,  Tire  Repairing  and  Rebuild- 
ing, Autogenous  Welding,  Brazing  and  Soldering,  Heat  Treatment  of  Steel,  Latest 
Timing  Practice,  Eight  and  Twelve-cylinder  Motors,  etc.,  etc.  You  will  never  "Get 
Stuck"  on  a  Job  if  you  own  this  book.  1,000  specially  made  engravings  on  500 
plates.     1,056  pages  (5%  x  8).     11  folding  places.  Price,  $4.50 

STARTING,  LIGHTING  AND  IGNITION  SYSTEMS 

By  Victor  W.  Page.  A  practical  treatise  on  modern  starting  and  ignition  system  practice.  This 
practical  volume  has  been  written  with  special  reference  to  the  requirements  of  the  non-technical 
reader  desiring  easily  understood  explanatory  matter  relating  to  all  types  of  automobile  ignition, 
starting  and  lighting  systems.  It  can  be  understood  by  anyone  even  without  electrical  knowledge. 
Nearly  800  pages.     425  specially  made  engravings.    New  1920  edition.  Price,  $3.50 

QUESTIONS  AND  ANSWERS  ON  THE  AUTOMOBILE 

By  Victor  W.  Page.  A  self-educator  on  automobiling  without  an  equal.  This  practical  treatise 
consists  of  a  series  of  thirty-seven  lessons,  covering  with  over  2,000  questions  and  their  answers 
— the  automobile,  its  construction,  operation  and  repair.  The  subject  matter  is  absolutely  correct 
and  explained  in  simple  language.  Answers  every  question  asked  relating  to  the  modern  auto- 
mobile. A  popular  work  at  a  popular  price.  5%  x  7%.  Cloth,  650  pages,  392  illustrations,  3 
folding  plates.     1920  Edition  just  published.  ■  Price,  $2.75 

HOW  TO  RUN  AN  AUTOMOBILE 

By  Victor  W.  Page.  This  treatise  gives  concise  instructions  for  starting  and  running  all  makes  of 
gasoline  automobiles,  how  to  care  for  them,  and  gives  distinctive  features  of  control.  Describes 
every  step  for  shifting  gears,  controlling  engine,  etc.  Among  the  chapters  contained  are:  I.  Auto- 
mobile Parts  and  Their  Functions.  II.  General  Starting  and  Driving  Instructions.  III.  Typical 
1919  Control  Systems — Care  of  Automobiles.     Thoroughly  illustrated.     178  pages,  72  illustrations. 

Price,   $1.65 

GASOLINE  AND  KEROSENE  CARBURETOR,  INSTALLATION 
AND  ADJUSTMENT 

By  Capt.  V.  W.  Page.  All  leading  types  of  carburetors  are  described  in  detail,  special  attention 
being  given  to  the  forms  devised  to  use  the  cheaper  fuels  such  as  kerosene.  Carburetion  troubles, 
fuel  system  troubles,  carburetor  repairs  and  installation,  electric  primers  and  economizers,  hot 
spot  manifolds  and  all  modern  carburetor  developments  are  considered  in  a  thorough  manner. 
Methods  of  adjusting  all  types  of  carburetors  are  fully  discussed  as  well  as  suggestions  for  secur- 
ing maximum  fuel  economy   and  obtaining  highest   engine   power.      250    pages,   89   illustrations. 

Price,  $2.25 


FORD  CAR 
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The  Model  T  Ford  Car,  Its  Construction,  Operation  and  Repair,  Including  the 
Fordson  Farm  Tractor.  The  F.  A.  Starting  and  Lighting  System  and  the 
Worm  Drive  1-Ton  Truck. 

By  Victor  W.  Page.  This  is  the  most  complete  and  practical  instruction  book 
ever  published  on  the  Ford  car  and  the  Fordson  tractor.  Illustrated  by  specially 
made  drawings  and  photographs.  All  parts  of  the  Ford  Model  T  Car  are  de- 
scribed and  illustrated  in  a  comprehensive  manner — nothing  is  left  for  the  reader 
to  guess  at.  The  construction  is  fully  treated  and  operating  principle  made  clear 
to  everyone.    410  pages.    150  illustrations.  Price,  $2.25 

Automobile  Welding   with  the  Oxy-Acetylene  Flame. 

By  M.  Keith  Dunham.  Explains  in  a  simple  manner  apparatus  to  be  used,  its  care,  and  how  to 
construct  necessary  shop  equipment.  Proceeds  then  to  the  actual  welding  of  all  automobile 
parts,   in    a   manner   understandable   by   everyone.     167  pages,  fully  illustrated.  Price,  $1.75 
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A  Powerful  Plea  for  the  Single  Standard  of  Morality 


READY  IN  OCTOBER 


THE  BLUE 
ROOM 

By  COSMO  HAMILTON 

Author  of  "SCANDAL" 

In  this  powerful  plea  for  the  single  standard  of  morality  Cosmo 
Hamilton  has  done  his  best  work,  which  is  saying  a  great  deal.  For  this 
distinguished  writer  of  the  ultra-modernist  school  is  the  author  of 
"SCANDAL,"  the  outstanding  success  of  the  present  New  York  thea- 
trical season. 

Formerly  a  tabooed  subject,  the  single  standard  of  morality  has  gradu- 
ally become  a  topic  of  national  discussion.  Even  so  pronounced  a 
moralist  as  the  Honorable  William  Jennings  Bryan,  speaking  before 
the  Presbyterian  Church  Assembly  in  Philadelphia,  recently  predicted 
"an  amendment  to  the  Federal  Constitution  providing  a  single  standard 
of  morals  for  men  and  women,  and  inflicting  severe  penalties  for  im- 
morality." 

Could  any  one  write  a  more  powerful  plea  for  this  single  standard  of 
morality  than  Cosmo  Hamilton,  who  is  perhaps  the  most  acute  ob- 
server of  the  more  sophisticated  classes  of  our  complex  modern  life? 

While  "THE  BLUE  ROOM"  has  a  moral  purpose  back  of  it,  and  on 
this  account  will  be  widely  discussed,  it  is  above  all  else  a  novel  with 
interesting  characters  and  an  unusual  plot,  and  is  sure  of  a  large  sale  for 
its  charm  as  a  story  alone. 

|V  As  THE  BLUE  ROOM  represents  Cosmo 
Hamilton's  best  work  we  are  planning  to 
advertise  it  heavilv  in  the  newspaoers 
and  the  magazines.  ORDER  LIBERALLY 
IN  ADVANCE. 

With  frontispiece  by  Wilson  V.  Chambers  296  pages 

LITTLE,  BROWN  &  COMPANY,  PUBLISHERS,  BOSTON 

THOMAS  ALLEN,  TORONTO 

New  Address,  366  Adelaide  St.  W. 
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P.  McKishnie 
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BOOKSELLER     AND     STATION  Ell 


HOLIDAY  BOOK 
CA  TALOGUE 

The  Bookseller's  Own  Complete  Christmas 

Book  List 

Alphabetically  classified,  comprising  all  the  books  suit- 
able for  Christmas  gifts  published  this  season. 


If  your  order  is  not  already  in,  book  it  without  fail.  It  will  greatly  help 
Christmas  Book  sales  in  your  store. 

d*0  PA  DED  inn  POPIFQ  ^c*  per  huna<red  extra  with  your 
yO.DXJ      r£ii\       1UU      V/UriEiO        name    and    address    on    title    page 

F*  Y  T  D    At        ^  similar  section,  entitled   Holiday  Gift  Cata- 

M-Ji  S\    A    M\  f\    •  logue,    featuring    toys    and    other    Children's 

Goods,  Art  Publications,  Christmas  Papeteries,  Leather  Goods  and  Fancy 
Goods.  A  supply  of  these  (same  quantity)  will  be  included  with  orders  foi 
the  Holiday  Book  Catalogue  without  extra  charge. 

5 

1 ' 

1 

Date 

Bookseller  and  Stationer, 

143-153  University  Ave.,  Toronto,   Ont. 

Enter  our  order  for copies  of  the  Holiday  Book  Catalogue    (20  pages  or 

over)  as  in  November,  1920,  issue  of  BOOKSELLER  AND  STATIONER,  with  our  im- 
print on  title  page  and  all  names  of  wholesalers  omitted  from  the  advertisements 
appearing  in  the  catalogue.     Price,  $3.50    per  100  copies. 

For   50c    per    100   copies   extra   name   and   address   will  Name 

be   printed    on    outside   cover.       If   this    is   desired   put 
an   X  in  this  square. 
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FALL    LEADERS 

3rd  printing! 

THE  MAID  OF  MIRABELLE:  A  ROMANCE  OF  LORRAINE 

By  Eliot  H.   Robinson,  author  of 
SMILES:    A  ROSE  OF  THE  CUMBERLANDS  (8th  printing) 

The   Hero:    Daniel   Steel,  poised  and  self-reliant — but  human. 

The    Heroine:    The   "Maid"   Joan,   a   personality   just  as   real  and   lovable  as  was  "SMILES." 

Other   Characters:    The   little   orphan   Pierre   and    old  Barbette  will  especially  appeal. 

Mr.  Robinson's  last  novel,  "SMILES,"  established  its  author  in  the  front  rank  of  American  novelists,  and  the 
thousands  to  whom  "SMILES"  was  "the  best  loved  book  of  the  year,"  will  welcome  eagerly  a  new  story  by  this 
author. 

Profusely   illustrated   with   original   drawings   by   the  author.  Net  $1.75 

2nd  printing 
A  new  book  for  girls  by  a  famous  author 

HONOR    BRIGHT 

By  Laura  E.  Richards 

Author  of  "Captain  January,"  "The  Hildegarde-Margaret"  books,  etc. 

"Since  the  days  of  'Little  Women'  nobody  has  written  so  delightfully  and  so  sanely  and  humanly  of  girl  life 
as  does  Mrs.  Richards.  Her  girls  are  real  girls,  full  of  fun  and  frolic,  and  growing  up  into  beautiful  womanhood." 
— Dorothy  Dix  in  New  Orleans  Picayune.  Illustrated.     Net  $1.75 

Just  Published! 
Another  delightful  book  about  "The  Merrymakers" 

THE  MERRYMAKERS  IN  CHICAGO 

Uniform  with  "The  Merrymakers  in  New  York" 

By  Herschel  Williams 

The  Merrymakers  who  had  such  a  splendid  Christmas  vacation  in  New  York  enjoy  another  rollicking  good 
time — a  summer  vacation  in  Chicago.  "There's  much  real  humor  and  mirth  in  this  book.  It  is  a  book  of  children 
meant  to  be  read  by  grown-ups,  for  in  it  they  will  find  much  that  is  wholesome  and  good." — British  Whig,  King- 
ston, Ont.  Illustrated.     Net  $1.65 


Published 
By 


THE  PAGE  COMPANY 


53  Beacon  St. 
Boston 


ROBINSON  REMINDER 


Tear  Out 
When  At- 
tended To 


Each  memo  separate ; 
when  attended  to,  it  is 
torn  out.  This  leaves 
everything  ready  for  in- 
stant reference  and  re- 
moves the  last  excuse  for 
forgetting.  Has  handy 
pocket  in  cover.  Made  in 
three  sizes;  all  leathers. 


A  Million  Sold  and  Business 
Just  Getting  Under  Way! 

Demand  on  dealers  gets  stronger  every  day.  There 
is  no  limit  to  the  sales  possibilities.  Dealers  say 
they've  never  seen  anything  like  it.  Every  man  and 
woman  who  has  anything  to  remember  is  an  almost 
certain  prospect,  sooner  or  later  Write  for  our 
dealer's  proposition  and  discounts. 
Dealers  Write 

ROBINSON  MFG.  CO. 

74  Elm  Street,  Westfield,  Mass.,  U.S.A. 


Nationally  lAdvertised  In 

LITERARY 
DIGEST 
American 
System 

MacLean's 
Metropolitan 

McClure's 


And  Elsewhere 


NOTES 
ONLY 

1  Size 

?>  in.  x  5  in. 
Black    Leather     No.  344  $1.25 


Cross    Grain    Leather 

India    Calf    

Cowhide   

Genuine   Morocco    

Imitation  Leather    

Cloth    (without   extra    tiller). 


345  1.75 

:S46  2.50 

347  2.75 

34S  3.00 

343  .75 

:'.42  .25 


Size 
3Vi  in.  x  7  in. 
No.  464  $2.00 

465  2.75 

466  3.50 

467  3.75 
463  4.011 
463  1.00 
462       .50 


RETAIL 
PRICES' 


Ladies'    Shopping    Reminder   with    Pencil   and    Extra    Filler 

Size 
2%  in.  x  :{3i  in 
No. 

India    Calf    236  $2  25 

Cowtiide     237     2.2."> 

Morocco   2::s     2  25 

Extra  Fillers 
No.  340.  3"  x  5"  (4  coupons  to  page) ..  .$0.75  per  doz. 
No.  460.  3%"  x  7"  (6  coupons  to  page) . . .  1.00  per  doz. 
No.  230,  2%"  x  S%"  (3  coupons  to  page)...  0.70  per  doz. 
Name  in  gold  leaf  on.  cover — 25e  extra.  These  prices 
subject  to   change   without    notice. 


Size 
i%   in     \  3  [>    in 

No. 

Black   Leal  lie!    . .    iM  $1.50 

l'atent    Leather    .  .239  1  75 

Gross   Grain    2?..">  1.75 
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JEFFERY 
FARNOL 

Black  Bartlemy's 
Treasure 

Here  is  the  story 
Farnol  lias  want- 
ed to  write  for 
years.  The  kind 
he  revels  in — 
fighting  on  land 
and  sea,  scenes  of 
ruthless  warfare, 
pilots,  smugglers, 
love,  hate,  re- 
venge. Some  say 
this  is  even  bet- 
ter than  "The 
Broad  Highway." 


The  Authors'  Names  Alone 


on 


Mean   Big   Selling 
this  Unusually  Strong 
Quartette 


Other  strong  Writers 
and  Titles  in  our 
Fall  List: 


FLORENCE 
L.  BARCLAY 

Returned  Empty 

This  newest  hook 
by  the  author  of 
"The  Rosary  '■' 
deals  with  prob- 
lems  of  spiritual- 
ism and  after- 
d  e  a  t  h  appear- 
ances, which  are 
interesting  s  o 
many  people 
these  days.  When 
handled  by  this 
author  it  will  be 
m  o  s  t  warmly 
welcomed. 


Are  you  ready  for  the 
inevitable  big  demand 
for  these? 


BERTRAND 
W.  SINCLAIR 

Poor  Man's 
Rock 

One  r.e  v  i  e  w  er 

says :  "The  big- 
gest Canadian 
story  this  year  or 
for  many  years. 
It  is  strong  in 
Canadianism,  in 
romance,  in  at- 
tractive qualities, 
hound  to  be  one 
of  the  year's  big 
sellers." 


ARCHIBALD  MARSHALL— 

Anthony  Dare 
DAISY  ASHFORD— Her  Book 

MAXIMILIAN  FOSTER— 
The  Trap 

FRANCES  R.  STERRETT—  Nancy 

JAMES  B.   HENDRYX—  Prairie  Flowers 

GEORGE  BARR  McCUTCHEON— West  Wind  Drift 


ioes 


to  T 


own 


RIDGWELL 
CULLUM 

The  Heart  of 
Unaga 

In  the  far  North- 
west Cullum  goes 
this  time  with 
the  Mounte  d 
Policemen,  the 
Indians  and  a 
real  flesh  -  and  - 
blood  girl.  A 
vivid  story  you 
can  recommend 
to  people  who 
like  action. 


The  Ryerson 

Publishers 


Toronto 
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THE 

Stewart  &  Kidd  Books 
1920 


FIFTY    CONTEMPORARY    ONE    ACT 
PLAYS 

Edited  by  Frank  Shay  and  Pierre  Loving. 
This   volume  contains   representative   one-act 
plays    chosen    from    the    dramatic    works    of 
contemporary  writers  all  over  the  world. 
Large  8vo.   'Cloth.     Gilt  top  Net  $5.00 


PKOVINCETOWN  PLAYS 

Edited  by  George  Cram  Cook  and  Frank  Shay 

This  volume  contains  ten  of  the  best  plays 
produced  by  the  Provincetown  Players.  Every 
author  has  a  book  or  more  to  his  or  her 
credit — several  are  at  the  top  of  their  pro- 
fession. 

12mo.     Silk  Cloth.     Gilt  top    Net  $3.00 

SHAM :  A  Social  Satire  in  One  Act 
By  Frank   G.   Tompkins 

This  is  the  first  volume  in  the  new 

STEWART       KIDD  *    MODERN 

PLAYS  edited    by    Frank   Shay. 

Others  to  follow  shortly. 

Bound  in  Art  Paper   ....  Net  50c 
NUMBER   THIRTY— Being   some  re- 
lation of  what  happened  to  Chivvy 
By  Edward  A.  Jones 

An  unusual  novel  of  London  and 

Paris. 

12mo.     Silk  Cloth Net  $2.00 

SCRAMBLED  EGGS 

By  Lawton  Mackall 

With    six    full-page    illustrations 

by  Oliver  Herford. 

"A   Book    in    Fowl    Language" — 

The   season's    best    pun   pudding. 

Full      of      humor.        Artistically 

printed  and  bound Net  $1.25 

AUCTION  HELPS 

Helps  on  the  popular  game  of  Auction  Bridge. 

By  Lucy  Blackburn,  author  of  "Whist  Helps," 

"Bridge   Helps"  and  the   U.S.   Playing   Card 

Company's    Correspondence    Whist    Lessons. 

A  practical,  reliable  and  simple  help  for  the 

game  of  Auction  Bridge. 

Art  Paper Net  $1.00 


"GOIN'  FISHIN'  " 

By  Dixie  Carroll 
Author  of  "Lake  and  Stream  Game  Fishing" 
and  "Fishing  Tackle  and  Kits."  Introduc- 
tion by  Maj.  Gen.  Leonard  Wood. 
Fishing  facts  of  the  utmost  interest  to  all 
lovers  of  the  outdoors.  Many  illustrations 
from  photographs.     Colored  cover  jacket. 

Large  12mo.     Silk  Cloth Net  $3.00 

THE  IDYL  OF  THE  SPLIT-BAMBOO 
By  Dr.  Geo.  Parker  Holden 
With  foreword  by  Dr.  Henry  Van 
Dyke. 

A  valuable  addition  to  the  practi- 
cal literature  of  angling.  Elab- 
orately illustrated,  including  dec- 
orative title-page  by  Louis  Rhead. 
12mo.  Handsomely  Bound.  Net  $3 

CASTING  TACKLE  AND  METHODS 

By  O.  W.  Smith,.  Fishing  Editor 
of  "Outdoor  Life"  and  author  of 
"Trout  Lore." 

Valuable    to     the    old-timer    and 
tyro     alike.        Elaborately     illus. 
Colored  cover  jacket. 
Large  12mo.  Silk  Cloth.  Net  $3.00 
New   Edition 
THE  COMPLEAT  ANGLER 
By  Izaak  Walton 
15  full-page  illustrations  in  color  by  Thorpe. 
Handsomely   bound.          Large   8vo.        Cloth. 
Net  $3.50 

SKETCHES  OF  GREAT  PAINTERS 

By  Edwin  Watts  Chubb 

Pleasantly  untechnical  and  graphic  as  well  as 
accurate,  it  is  especially  a  book  for  laymen. 


Illustrated  with  reproductions  so  excellent  as 
to  merit  being  taken  out  and  framed. 

Colored  cover  jacket.    Large  12mo..Net  $3.00 


THE  RYERSON  PRESSJ0R0NT0 

Canadian  Representatives  for 

Stewart  &  Kidd  Co. 

PUBLISHERS  CINCINNATI,  U.S.A. 
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WILL  E.  INGERSOLL 

Author  of  "The  Road  That  Led  Home,"  »0  0| 
"The  Centenarian,"  Etc.  ■  d^m  > 
Will  E.  Ingersoll  was  born  at  High  Bluff,  Manitoba,  in 
1880,  moving  later  to  Shoal  Lake,  Manitoba,  where  his  father 
took  up  a  homestead.  Received  his  education  partly  from 
the  Anglican  clergyman,  who  was  a  friend  of  his  father, 
partly  at  the  village  school,  but  mostly  from  a  trunk  full 
of  books  which  his  mother  and  father  had  brought  from  the 
East.  Came  to  Winnipeg  in  his  early  twenties,  and  has  been 
in  journalism  ever  since.  He  is  now  on  the  Winnipeg  "Free 
Press."  That  he  has  great  ability  as  a  writer  is  apparent 
from  the  fact  that  O'Brien  selected  his  short  story,  "The 
Centenarian,"  which  originally  appeared  in  "Harper's  Maga- 
zine," as  one  of  the  best  twenty  published  in  American  maga- 
zines last  year.  His  new  book,  which  will  be  ready  in  Octo- 
ber,   is    incomparably   his    ablest   narrative.      It   is   called 


u 


DAISY  HERSELF" 


This  is  a  story  that  is  different.  It  relates  the  experiences 
of  a  vivacious  and  slangy  girl  who  drifts  into  Winnipeg  from 
a  prairie  farm.  She  has  an  adventure  in  a  cheap  hotel 
directly  after  she  arrives  in  the  city,  but  she  shows  from 
the  debonair  way  in  which  she  extricates  herself  from  a 
perilous  situation  that  she  is  perfectly  able  to  take  care 
of  herself  in  new  surroundings.  She  obtains  a  position 
as  parlormaid  in  the  home  of  a  self-made  knight,  and  through 
an  acquaintance  which  she  strikes  up  with  a  chauffeur  she 
is  introduced  to  what  might  be'  called  "high  life  below 
stairs"  in  the  big  prairie  city.  One  of  the  unique  features 
of  the  story  is  a  lively  description  of  a  sparring  match 
from  Daisy's  own  point  of  view.  Daisy  captivates  by  her 
personal  charm  a  wealthy  bachelor  friend  of  her  employer 
and,  although  he  is  much  older  than  herself,  she  marries 
him.  In  the  end,  however,  the  scene  shifts  to  country  places 
once  more  and  her  younger  lover,  the  chauffeur,  discovers 
the  truth  of  the  saying  that  love  will  find  a  way.  This 
story  is  a  remarkable  combination  of  realism  and  romance. 
It  is  full  of  gripping  and  novel  situations  and  depicts  a  sec- 
tion of  life  seldom  treated  by  makers  of  fiction. 

Full  colored  jacket.     Cloth,  $1.75  net. 
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FREDERICK  WILLIAM  WALLACE 

Author  of  "Blue   Water,"  "The  Shack  Locker,"  Etc. 

There  is  no  writer  in  Canada  who  has  a  better  right,  or 
stronger  qualifications  for  romancing  about  salt  water  than 
this  Montreal  author.  Born  in  Scotland,  he  followed  the 
sea  from  youthful  days.  He  has  made  many  cruises  with  the 
Canadian  fisher  folk,  who  pursue  the  cod  and  herring  off 
the  banks  of  Newfoundland  and  down  the  East  Atlantic 
coast.  He  knows  all  about  sailing  craft,  and  as  a  result  of 
years  of  voyaging,  holds  the  certificate  of  a  master  mariner. 
During  the  war  Mr.  Wallace  was  in  charge  of  an  auxiliary 
craft  of  the  British  Navy,  on  the  Gulf  of  St.  Lawrence,  and 
was  one  of  the  defenders  of  our  ocean  forts  from  the  at- 
tacks of  German  submarines.  He  is  editor  of  "The  Cana- 
dian Fisherman,"  and  an  authority  on  all  phases  of  our 
great  sea-going  industry.  Next  to  the  joy  of  sailing  and 
angling  he  loves  to  write  stories  of  sea  life.  His  new  book, 
which   will  be  ready  in   October,   is  called 

"THE  VIKING  BLOOD" 

When  a  boy's  father  is  captain  of  an  ocean  liner,  he  ie 
apt  to  be  born  with  a  passion  for  sailing.  This  was  true  of 
young  Mackenzie,  hero  of  this  story.  After  his  father's 
death,  while  the  boy  was  still  in  his  early  teens,  he  was  given 
a  berth  as  midshipman  by  a  rich  old  curmudgeon  of  a  Scotch 
uncle,  who  sent  him  on  one  of  his  own  ships  on  a  voyage 
round  Cape  Horn  to  Victoria.  Mr.  Wallace  describes  this 
long  and  terrible  voyage  with  the  fidelity  of  a  Dana  and 
the  humor  of  a  Captain  Marryatt.  The  boy  deserted  his 
uncle's  ship  at  Victoria  and  had  a  happier  trip  round  Cape 
Horn  on  a  voyage  from  Victoria  to  Halifax.  Here  he  was 
induced  to  leave  deep-sea  sailing  by  a  nautical  friend  and 
entered  upon  the  equally  exciting  life,  of  a  banks  fisherman. 
Every  side  of  the  many-sided  life  of  the  Nova  Scotian  fi  her- 
man,  with  a  charming  romance  thrown  in,  is  described 
in  this  wholesome,  entertaining,  and  informing  story.  It 
describes  with  great  verve  and  freshness  the  kind  of  adven- 
turous life  which  falls  to  the  lot  of  thousands  of  the  hardy 
breed  of  sailors  in  the  Maritime  Provinces.  Mr.  Wallace 
is  not  only  a  great  hand  at  describing  storms  at  sea  and 
dramatic  episodes,  but  his  characters  are  real  men  and 
women,  and  his  dialogue  is  racy  with  the  phrases  and 
peculiar  turns  of  expression  in  vogue  among  down-east  fish- 
ermen. The  pathos  and  humor  of  the  sea  have  never  been 
better  depicted  than  in  this  absorbing  novel  of  Canadian 
fishing    life. 

Full  colored  jacket.    Cloth,  $1.75  net. 


A  Grade  Mark 

that  is  better 

than  a 

Trade  Mark 


ALL  CANADIAN  PRODUCTION 


OTHER   NEW  FICTION 

CHERRY    ISLE.      By   Evelyne   Close.      $1.75. 
WANTED:     A  FOOL.     By  Philip  Curtiss.     $2.00. 
ALL-WOOL  MORRISON.      By  Holman  Day,   $2.00. 
CALIBAN.      By    W.    L.    George.      $2.25. 
WHAT'S    THE    WORLD    COMING    TO?      By    Rupert 

Hughes.      $i!.00. 
SWEET  ROCKET.      By  Mary  Johnston.     $2.00. 
THE  THREAD  OF  FLAME.     By  Basil  King,  $2.25. 
THE  VANITY  GIRL.     By  Compton  MacKenzie.   $2.25. 


BIOGRAPHY  AND    TRAVEL 

RECOLLECTIONS  OF  A  POLICE  MAGIS- 
TRATE.    By  Colonel  George  T.  Denison.     $3. 

LEADERS  OF  THE  CANADIAN  CHURCH. 
Second  series.  By  Canon  Wm.  Bertal  Heeney, 
B.A.,    B.D.      $3.00. 

JOHN  WEST  AND  HIS  RED  RIVER  MIS- 
SION. By  Canon  Wm.  Bertal  Heeney,  B.A., 
B.D.      75c. 

NOW  IT  CAN  BE  TOLD.  By  Philip  Gibbs. 
$3.50. 


THE  MUSSON  BOOK   CO.,  LIN 
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HOPKINS  MOORHOUSE 

Author  of  "Deep  Furrows,"  Etc. 

Hopkins  Moorhouse  is  a  Winnipeg  author  who  has  a  con- 
tinental reputation  as  a  journalist  and  short  story  writer. 
For  some  years  he  has  lived  in  the  "West,  but  he  was  edu- 
cated at  London,  Ontario ;  is  a  graduate  of  the  Western 
University  in  that  city,  and  served  on  different  newspapers 
in  Eastern  Canada.  His  knowledge  of  both  East  and  West 
has  given  him  a  splendid  command  of  the  local  color  and 
other  conditions  of  Canadian  life.  He  is  first  and  fore- 
most a  maker  of  fiction.  Although  he  has  contributed  many 
short  stories  to  American  magazines,  this  is  his  first  regular 
novel.  In  vividness  of  phraseology,  in  racy,  oftentimes 
humorous  dialogue,  and  in  swift  descriptive  power,  both  in 
etching  characters  and  scenes,  he  must  now  be  regarded  as 
one  of    Canada's    most   gifted    authors. 

"EVERY  MAN  FOR 


HIMSELF" 


This  is  not  an  "ought-to-read"  novel,  it's  the  kind  you 
cannot  help  reading  whether  you  ought  to  or  not.  It  car- 
ries the  charm  of  the  outdoors,  the  intimacy  of  Canadian 
politics,  and  extraordinary  type  of  Canadian  heroine,  the 
matched  wits  of  big  business  men,  a  young  man  learning  the 
game  of  life — a  constant  interweaving  of  different  elements, 
situations  and  flashing  change.  The  story  is  mainly  a  politi- 
cal one,  with  the  setting  in  Toronto  and  the  district  between 
Toronto  and  North  Bay,  and  to  anyone  who  knows  Toronto, 
the  bay  and  the  island,  the  story  has  an  immense  fascination. 
There  is  a  cabinet  minister,  an  editor,  a  pretty  lady  re- 
porter, a  railway  president,  a  banker  and  a  bunch  of  political 
crooks  all  taking  an  active  part  in  the  story,  to  say  nothing 
of  a  $50,000  campaign  fund  that  gets  lost  among  the  bunch 
and  plays  a  kind  of  "who's  got  the  button"  game  among 
the  lot.  It  is  the  story  of  an  honest  politician  putting  up  a 
strong  fight  to  save  his  reputation  and  his  party  from  a 
bunch  of  crooked  heelers,  and  with  a  plot  with  a  setting  and 
characters  like  that  in'  the  hands  of  a  story  teller  with  the 
ability  of  Hopkins  Moorhouse,  a  stirring  story  is  bound  to 
follow.  The  story  is  clean  and  well  told,  the  characters  are 
strong,   and  you  are  kept  guessing  all  the   way  to  the  finish. 

Full  colored  jacket.    Cloth,  $1.75  net. 
MISCELLANEOUS 

THE     CHEERY     WAY.       By     John     Kendrick 

Bangs.      $2.25. 
IN   BERKSHIRE   FIELDS.     By   Walter   Prich- 

ard  Eaton.     $4.00. 
PEOPLE     OF    DESTINY.       By    Philip    Gibbs. 

$2.50. 
PYLE'S    BOOK    OF    PIRATES.      By    Howard 

Pyle.     $7.50. 
PRACTICAL    ILLUSTRATION.      By    John    D. 

Whiting.     $3.50. 


ROBERT  STEAD 

Author  of  "The  Homesteaders,"  "The  Cow  Puncher,"  Etc. 

Robert  Stead,  whose  reputation  is  now  securely  estab- 
lished as  one  of  Canada's  foremost  novelists,  is  an  Easterner 
by  birth  but  a  Westerner  by  experience  and  training.  Hav- 
ing lived  for  many  years  in  Manitoba  and  Alberta,  he  is 
saturated  in  the  many  colored  stuff  of  life  that  is  to  be 
found  in  the  prairie  country  of  our  great  West.  He  is 
always  true  to  life  of  the  people  who  throng  his  pages. 
The  immense  success  achieved  by  his  last  noved,  "The  Cow 
Puncher,"  which  had  its  largest  sale  in  the  West,  is  ample 
proof  that  his  faithful  pictures  of  the  realism  and  romance 
that  are  so  strangely  intermingled  in  the  prairie  country 
have  been   appreciated  by  those  best  able  to  judge. 

"DENNIS0N  GRANT" 

The  story  leads  off  with  a  graphic  description  of  a  big 
fight  between  two  gangs  of  ranchmen  for  the  hay  rights  of 
a  valley  in  the  foot  hills.  Here  Transley,  foreman  of  the 
Y.D.  ranch,  old  Y.D.  himself,  a  peculiar  old  frontiersman 
who  has  made  a  million  in  the  cattle  country,  Dennison  Grant, 
foreman  of  the  rival  gang,  and  Zen,  Y.D.'s  spoiled  daughter, 
take  their  places  in  the  opening  chapter  of  tHe  story,  which 
goes  with  a  bing  from  the  first  paragraph.  Grant  and 
Transley  fall  in  love  with  Zen  and  the  story  of  her  winning 
makes  a  heart-interest  novel  that  is  different  from  anything 
you  have  ever  read.  The  story  moves  from  West  to  East  and 
Dennison  Grant,  who  succeeds  to  his  father's  business  and 
great  wealth  in  Eastern  Canada,  tries  to  put  into  effect  a 
new  rule  for  the  distribution  of  riches  that  shocks  conven- 
tional money-grubbers.  Grant  calls  it  the  "Big  Idea."  It 
has  to  do  with  the  development  of  the  prairie  country  and 
all   Canadians   will   be   greatly    interested    in    its    unfolding. 

Full  colored  jacket.    Cloth,  $1.75  net. 


NEW  JUVENILES 

THE    GIRLS    OF    MISS    CLEVELANDS.      By 

Beatrice  Embree.     $1.75. 
THE  TRAIL  MAKERS  BOYS'  ANNUAL.    $2.50. 
PETER  PAN  AND  WENDY.     By  J.  M.  Barrie. 

$7.50. 
LABOULAYE'S  FAIRY  BOOK.     $3.50. 
A    CHILD'S    BOOK    OF    MODERN    STORIES. 

Illustrated  by  Jessie  Wilcox  Smith.     $4.00. 


A  Grade  Mark 

that  is  better 

than  a 

Trade  Mark 


ED Publishers TORONTO      Ml 


1®M 

.  CANADIAN  PRODUCTION 


13 


BOOKSELLER     AND     STATIONER 


Rodder  &  Stoughton's 


Bull-Dog  Drummond 

By  "SAPPER"  (CYRIL  McNEILE) 

Author   of    "The    Human    Touch,"    "No   Man's    Land," 
"Men,    Woman    and   Guns." 

The  famous  "Sapper"  takes  on  the  mantle  of  the 
civilian  novelist.  "Bull-Dog  Drummond"  is  "Sapper" 
in    his    merriest    mood. 

Cloth,  $1.75 


Captain  Hugh  Drummond,  otherwise  "Bull-Dog  Drum- 
mond," being  demobilized,  finds  peace  too  dull  to  be  borne, 
and  advertises  for  a  job  of  any  sort — lawful  or  unlawful 
— so  long  as  it  has  a"  spice  of  adventure.  Among  numer- 
ous replies  is  one  from  a  girl  who  is  in  dire  distress  and 
needs  help  against  two  amazing  masters  of  crime,  heads 
of  a  gang  of  international  anarchists,  Bolshevists  and  other 
ruffians,  whom  they  are  using  to  their  own  ends.  Drum- 
mond meets  the  girl,  promptly  devotes  himself  to  her 
service,  and  is  forthwith  involved  in  a  breathless  whirl  of 
intrigue,  robbery,  violence  and  murder,  that  gives  him  and 
the  reader  enough  excitement  to  have  made  the  fortune 
of  half  a  dozen  novels. 


The  Summons 


By  A.  E.  W.  MASON, 

Author    of    "The    Four    Feathers,"    "The    Witness    for 
the     Defence,"     "Running     Water,"     etc. 

It    is    some    years    since    this    master-craftsman    wrote 
a    new   novel. 

Cloth,  $1.75 


The  expert  hand  of  that  master-craftsman,  Mr.  A.  E.  W. 
Mason,  has  here  achieved  a  romance  of  remarkable  and 
absorbing  attractions.  Around  the  combined  themes  of 
love,  authorship,  travel,  espionage,  and  treachery,  he  has 
woven  an  intricate  story — touching  tragedy  on  the  one 
side,  and  farce  on  the  other,  whilst  the  main  thread  is  that 
of  thrilling  drama.  Joan  Whitworth,  the  beautiful  and 
spirited  heroine,  is  an  admirable  pendant  to  Stella  Croyle, 
the  unhappy  divorcee,  and  their  love  for  the  same  man  is 
the  mainspring  of  action  in  both. 


The  First  Sir  Percy 


By  BARONESS  ORCZY, 

Author  of  "Flower  O'  the  Lily,"  "Leatherface,"   "The 

Scarlet  Pimpernel,"  etc. 
Is  there  any  reader  in  any  part  of  the  world  who  has 
not    heard    of    Sir    Percy    Blakeney,    otherwise    "The 
Scarlet     Pimpernel"  ?       Here     is    a    great    adventure 
story    of    the    first    Sir    Percy. 

Cloth,  $1.75 


This  present  true-chronicle  tells  of  a  thrilling  adventure 
which  befell  the  first  Sir  Percy  on  his  wedding  day,  and 
which  not  only  cost  him  his  life  and  more,  but  threatened 
to  rob  him  of  what  he  held  dearer  than  life — his  beautiful 
young  wife.  It  puts  on  record  the  fact  that  the  machina- 
tions of  the  Lord  of  Houtenburg  for  the  overthrow  of  the 
independence  of  Holland,  as  well  as  for' the  possession  of 
the  richest  heiress,  would  have  been  entirely  successful  but 
for  the  marvellous  pluck,  endurance  and  resourcefulness 
of  the  intrepid  adventurer  who  foils  him  at  every  turn. 


Spring  Shall  Plant 


By  BEATRICE  HARRADEN, 

Author  of   "Ships   That   Pass    in    the    Night." 

"Spring  Shall  Plant"  is  a  very  remarkable  novel  by 
Beatrice  Harraden,  author  of  "Ships  That  Pass  in 
the  Night."     It  is  a  genuine  study  of  life. 

Cloth,  $1.75 


Patuffa,  the  heroine,  is  a  naughty  little  girl,  the  despair 
of  her  parents  and  teachers;  but  she  is  fascinating  in  the 
extreme  by  dint  of  her  indomitable  pluck,  sheer  honesty 
and  latent  genius.  The  steps  by  which  she  approaches  her 
career  as  a  great  violinist — we  leave  her  on  its  threshold — 
are  described  with  unfailing  sympathy  and  unflagging  in- 
terest. The  development  of  Patuffa  affords  a  charming 
and  illuminative  study  of  life  in  general,  and  of  the  child- 
mind  in  particular,  while  the  novelty  of  the  tale  in  plot  is 
equalled  by  its  freshness  of  detail. 


Oh,  Joshua! 


By  "TAFFRAIL," 

Author   of    "The    Sub." 

Joshua  Billings,  "Pincher"  Martin,  Mrs.  Billings, 
a,nd  Emmeline — Pincher's  wife,  all  of  whom  figured 
in  '  ''Taffrail's"  "Pincher  Martin,  O.D.,"  are  here 
reintroduced    in   a   new  setting. 

Cloth,  $1.75 


"Oh,  Joshua!"  a  new  book  by  "Taffrail,"  the  writer  of  many 
naval  books,  breaks  away  from  this  author's  usual  subject 
and  style,  in  that  it  has  nothing  to  do  with  the  war  or  the 
sea.  Joshua  Billings,  "Pincher"  Martin,  Mrs.  Billings, 
and  Emmeline — Pincher's  wife,  all  of  whom  figured  in 
"Taffrail's"  well-known  "Pincher  Martin,  O.D.,"  are  here 
reintroduced  in  a  new  setting.  The  two  principal  char- 
acters, having  left  the  Navy,  are  now  gentlemen  at  large 
engaged  in  the  motor-hiring  business  in  the  seaside  town 
of  Selcombe,  and  "Oh,  Joshua!"  is  an  amusing  recital  of 
their  adventures  and  escapades. 


The  Sweat  of  Thy  Brow 

By  JOSEPH  HOCKING, 

Author  of  "The  Everlasting  Arms,"   "All  for  a   Scrap 

of  Paper,"   "Dearer  Than   Life,"   etc 
Joseph    Hocking's    new    novel    deals    with    one    of   the 
greatest  problems   which   face  our   nation   and    Empire 
at  this  moment. 

Cloth,    $1.65 


Mr.  Hocking  has  been  quick  to  fasten  upon  the  great 
seething  thoughts  of  our  times,  and  to  work  them  into  the 
thread  of  his  narrative  in  "The  Sweat  of  Thy  Brow."  It  is 
first  and  foremost  a  story  of  adventure,  plot,  intrigue  and 
movement.  Every  chapter  teems  with  quick-moving  inci- 
dents, every  page  throbs  with  the  spirit  of  romance.  But 
it  is  more  than  a  romance,  it  is  a  study  of  the  times  in 
which  we  live,  and  deals  with  one  of  the  greatest  problems 
which  face  our  nation  and  Empire  at  this  moment. 
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Big  Fall  Leaders 

John  Seneschal's  Margaret 


In  their  new  novel  the  authors  present  a  strikingly  original 
situation.  A  young  man  who  finds  himself,  through  a  eon- 
catenation  of  extraordinary  circumstances,  in  the  home  of 
John  Seneschal,  surrounded  by  John  Seneschal's  family, 
heir  to  the  Seneschal  estates  and  importance,  and  in  pos- 
session of  the  love  of  John  Seneschal's  Margaret,  and  yet 
is  not  John  Seneschal  at  all,  has  to  go  through  poignant 
vicissitudes  before  the  mystery  and  the  confusion  are 
solved.     It  is  essentially  a  love  story. 


By  AGNES  AND  EGERTON  CASTLE, 

A  new  novel  by   the  brilliant  authors   of  "Rose  of  the 
World,"  and   "Incomparable   Bellairs." 

Cloth,  $1.75 


"The  Girl  in  Fancy  Dress"  is  a  love  story  with  a  high- 
spirited  heroine  and  a  very  human  hero.  The  action  is 
brisk  and  lively;  there  is  abundant  comedy  and  a  good  deal 
of  dialogue,  and,  what  will  specially  recommend  the  book 
to  many,  there  is  a  certain  delicate  and  fanciful  humor 
running  through  the  whole  and  becoming  more  pronounced 
as  the  story  develops.  Without  being  in  any  sense  a  novel 
with  a  purpose,  it  incidentally  shows  the  effect  of  money 
on  certain  kinds  of  people,  and  the  extreme  difficulty  of 
remaining  unhurt  spiritually  by  the  possession  of  wealth. 


The  Girl  in  Fancy  Dress 

By  J.  E.  BUCKROSE, 

Author  of  "Young  Hearts,"  "The  Gossip  Shop,"  etc. 
If  you  are  "nervy" — if  life  is  not  looking  particu- 
larly rosy — you  are  sure  to  get  heart-ease  from  J.  E. 
Buckrose's  delightful  stories.  "Heart-easing  Mirth" 
— that    is   the    secret   of   this   author's   popularity. 

Cloth,  $1.75 


An  elderly  baronet,  just  about  to  be  married  to  a  pretty 
young  Frenchwoman,  is  found  dead  on  a  Yorkshire  moor, 
under  conditions  which  point  to  deliberate  murder.  In  the 
course  of  the  story  strong  suspicion  attaches  to  more  than 
one  person.  But  the  real  secret  of  the  murder  is  far  away 
from  the  evidence  brought  out  by  police  inquiry,  coroner's 
inquest,  and  detective  investigation,  and  the  fixing  of  the 
guilt  on  the  real  criminal — a  man  of  great  wealth  and  posi- 
tion— and  on  the  catspaws  he  has  seduced  into  assisting 
him  is  worked  out  with  great  ingenuity. 


Exterior  to  the  Evidence 

By  J.  S.  FLETCHER, 

Author   of    "The    Lost   Mr.    Linthwaite,"    "The    Valley 

of    Headstrong    Men,"    etc 
One    can    always    rely   upon    Mr.    Fletcher   for   a    good 
my  tery   story.     His    new    novel   is   full    of   action   and 
real  genuine  power. 

Cloth,  $1.75 


"Penny-Plain"  is  a  story  of  life  in  a  little  town  on  the 
banks  of  the  Tweed.  Jean  Jardine,  the  heroine,  who  looks 
after  her  brothers  in  their  queer  old  house,  "The  Rigs,"  and 
is  in  turn  looked  after  by  the  old  servant,  Mrs.  McCose 
(from  Glasgow),  and  Peter,  the  fox-terrier,  describes  her- 
self and  life  as  "penny-plain,"  but  with  the  coming  of 
Pamela  Reston  and  her  brother  (who  was  what  Mrs. 
McCose  called  "a  Lord — no  less,"  everything  is  changed. 
There  is  love  in  the  book  and  laughter. 


Penny-Plain 


By  O.  DOUGLAS, 

Author    of   "The    Setons,"    "Olivia,"   etc. 
Do  you   remember   "The   Setons"  ? — a   novel   by   a   new 
writer   which   went   into  five   editions.     O.   Douglas   is 
now    famous,    and    "Penny-Plain"    is    just   as    delight- 
ful   as    "The    Setons." 

Cloth,  $1.75 


This  Temarkable  and  important  book  deals  with  the  events 
in  South  Africa  of  1895-6,  and  through  it  is  woven  a  most 
fascinating  and  sensational  romance.  The  author  possesses 
the  gift  of  presenting  historical  facts  in  a  palatable  and 
most  interesting  form,  and  his  description  of  the  part 
played  by  the  German  Secret  Service  in  South  Africa  in 
the  "nineties"  and  the  conditions  which  preceded  and  in- 
duced the  Uitlander  Raid,  are  set  forth  clearly  and  suc- 
cinctly. 


Cords  of  Vanity 


By  DAVID  HENNESSEY, 

Author  of   "The  Outlaw,"   etc. 
A    new    novel    by    the    famous    author    of    the    prize 
story,   "The  Outlaw." 

Cloth,  $1.75 


"There's  a  sweetheart  waiting  somewhere  in  the  world 
for  everyone,  they  say.  All  I  say  is,  if  there's  the  sweet- 
heart, why  can't  I  meet  him?"  This  is  the  complaint  of 
the  little  heroine,  who  lives  alone. 

The  other  side  of  the  picture  is  given  by  the  young  hero 
of  the  book,  who  knows  absolutely  no  girls.  Straight, 
simple-hearted  and  affectionate,  without  any  home  of  his 
own,  what  has  life  to  offer  him  ?  It  seems  to  be  nobody's 
business  to  introduce  him  to  the  right  girl.  This  story 
states  a  problem  of  youth  in  all  our  great  cities.  It  is  a 
plea  for  those  who  do  not  speak  out  for  themselves;  the 
lonely  lads  and  girls,  the  unloved  lovers  of  the  world, 
sweethearts  unmet. 


Sweethearts  Unmet 


By  BERTA  RUCK, 

Author    of    "In    Another    Girl's    Shoes,' 
Disturbing    Charm,"    etc. 


"The 


Here  is  another  of  those  delightful  romances  which 
Bcrta  Ruck  knows  so  well  how  to  write.  One  of 
the   big    successes   of   the   year. 

Cloth,  $1.75 


Cloth 

MYSTERIES    OF   A    GREAT  CITY,   by    William    Le   Queux $1.75 

THE  LAMP  OF  FATE,  by  Margaret  Pedler 1.75 

OH!    MISS   MAGINTY.   by   Mrs.   W.    B.   Nash    1.65 

THE  RAMSHACKLE    ADVENTURE,   by  Jessie   Champion    1.65 

THE  GATES   OF  TIEN  T'ZE,  by  Leslie  Gordon    1.75 

THE   SCAR,    by    Ruby   M.    Ayres    1.75 

DEREK    GASCOYNE,    by    Clive    Desmond 1.75 

PEREGRINE  IN   LOVE,   by  C.   Fox    Smith    1.75 

GOD   AND   WOMAN,   by   Johan   Bojer    1.75 


Other  Popular 
Novels 
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Make  Your  Stock 
A  Profitable  One 


School  Books  that  Show  a 
Good  Profit 

Below  is  a  list  of  all  our  books 
which  are  authorized  or  recommended 
for  reading  and  study  in  English 
Literature. 

Pick  out  the  titles  required  in  your 
locality  and  get  in  touch  with  the 
right  teacher  at  once. 

There  is  money  in  this. 

You  ensure  a  margin  of  from  30%- 
40%  by  buying  from  us. 

Our  supplies  are  ample  but  not 
unlimited.  We  therefore  suggest  im- 
mediate action. 

Legend  of  Sleepy  Hollow, 

Rip  Van  Winkle  and  other  tales, 

Sharp  Eyes, 

Evangeline, 

Shorter  poems  (Longfellow), 

Merchant   of   Venice, 

As  You  Like  It, 

Julius  Caesar, 

A  Christmas  Carol, 

The  Cricket  on  the  Hearth, 

Oliver  Twist, 

A  Tale  of  Two  Cities. 

David   Copperfield, 

The  Great  Stone  Face, 

The  King  of- the  Golden  River, 

Sesame  and  Lilies, 

The  Lady  of  the  Lake, 

Ivanhoe, 

The  Talisman, 

Waverley. 

How  is  your  stock  of  Highroads 
Dictionary? 


Lots  of  Fine  Books  at 
Fifty  Cents 

Although  some  series  have  gone  to 
a  dollar  or  more  we  still  have  hundreds 
of  titles  both  for  young  and  old  at 
fifty  cents. 

For  example: — 

Nelson  Novels.  One  hundred  copy- 
right novels  by  authors  of  world-wide 
repute,  well  printed,  strongly  bound, 
coloured  picture  cover. 

A  bigger  profit  and  less  risk  than 
on  new  fiction. 

Nelson  Classics.  Sixty  titles  of  the 
old  favourites,  seven  of  which  are 
among  those  listed  in  the  left-hand 
column.  These  are  suitable  either  for 
school  or  for  general  use. 

Juvenile  Library.  Copyright  stories 
for  boys  and  girls.  Coloured  illustra- 
tions and  picture  covers. 

These  are  now  ready: — 

Highway   Pirates, 

Prester  John, 

Kitty  Trenire, 

Bosom  Friends, 

Doing  His  Bit, 

Olive  Roscoe, 

Secret   Service   Submarine, 

Waste   Castle, 

Sale's  Sharpshooters, 

Doris  Hamlyn, 

How  We  Baffled  the  Germans, 

The  Girls  of  Cromer  Hall. 


Thomas  Nelson  &  Sons  Limited 

Toronto  Ontario 
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Page  Suggestion  of  Useful  and  Pleasing  Gifts 


P  S  Ch/4  Ingenuine  Ecru.e   Leather  Box,  $25.00 

The  "Swan"  pen  and  pencil  set  sells  at  sight,  as 

it  combines  usefulness  and  elegance.    Other  sizes 

and  designs  from  $14.00  up. 


WA> 


% 


P.B.L./2 

$10.00 


Complete    with 

Clip    from 

$4.50  op 


With    Gold    Filled 

Mount  and   Lever 

$4.00  up 

Each  supplied  in  handsome  presentation  case. 
Plain  "Swan"  pens  without  gold  mountings  are  made  in  a  variety  of  sizes  and  types 

from  $2.50  up. 
Write  for  literature  and  discounts. 

MABIE,   TODD    &    CO. 

MANUFACTURERS 


Chatelaine  Type 
from 
$3.50  up    ■ 


P.C.L./7 

*12.50 


London 


Paris 


TORONTO 


New  York 


Chicago 
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UK.  Letter  Opener 

Hand  and  Electric 

Saves  time,  can't  cut  enclosure; 
never  out  of  order. 


"The 

Clip 
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Grip"5 
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I  tmeO.K.Manufacturing  Co.SymcujeNYusa. 

&OLC     MAKCKS 


3  Sizes  ~3  Models 


"O.K."  PRODUCTS  GIVE  SATISFACTION 

When  a  business  man  once  puts  "O.K."  Products  in  his  office  he  is  satisfied  with  them  because  they  are  all 
"time  savers."  When  he  wants  more  he  expects  you  to  have  them  for  him.  Are  you  prepared  ?  Have  you 
a  sufficient  stock  of  our  products  on  hand  NOW? 

We  are  big  advertisers  and  always  with  request  to  "buy  from  YOU."  We  are  drumming  up  trade  for  YOU 
and  all  we  ask  is  that  you  keep  up  your  stock  and  be  able  to  handle  the  orders  when  received. 

"O.K."  products  are  all  we  say  they  are  —  and  more.  We  have  put  our  money,  our  brains  and  energy 
nto  making  the  best  office  time  savers  ever  devised,  and  we  are  advertising  and  telling  the  people  about  them. 

Check  them  up  NOW: 

.  .  .  .  Washburne's  "O.K."  Paper  Fasteners  -  3  Sizes  -  Brass  and  Nickel  Finish. 

....  Sanitary  "O.K."  Erasers,  Typewriter  -  Ink  -  Pencil. 

.  .  .  .Ries*  "O.K."  Letter  Opener,  Hand  and  Electric;  3  Sizes  -  3  Models. 

These  three  Graces  will  knock  out  three  disgraces;  pins,  dirty  erasers  and  knives  which  mutilate  your  maiL 
Write,  for  illustrated  and  descriptive  literature  with  prices. 


® 


MADE     BY 

THEO.K.MANUFACTURINGC0. 

SYRACUSE,  N.Y,    U.S.A. 
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PELOUBET'S 


SELECT  NOTES 

The  World's  Greatest  Commentary  on  the  International  Sunday-school  Lessons 
By  AMOS  R.  WELLS,  Litt.D.,  LL.D. 

IT    IS 


SCHOLARLY 
CONDENSED 


COMPREHENSIVE 
PRACTICAL 


These  four  words  sum  up  its  true  value 


Let  us  send  you  a  pamphlet  containing  the  first  lesson  taken  from  the  volume  of  1921,  so  you 
can  apply  this  test.  Is  it  interesting?  Is  it  inspiring?  Does  it  supply  your  every  need  as  a 
commentary  on  the  Sunday-school  lessons? 

If  so,  we  commend  the  volume  as  a  whole  to  you  as  the  highest  type  of  book  published — 
issued  annually  for  forty -seven  consecutive  years  with  increased  sales  each  year,  establishing 
a  reputation  surpassed  only  by  the  Bible  itself. 


Volume  for  1921  Now  Ready 


Price,  $2.00  Net;  $2.10 Delivered 


W.  A.  WILDE  COMPANY 


120  Boylston  Street,  BOSTON,  MASS. 
Rand-McNally     Building,     CHICAGO 

FOR  SALE  AT  ALL  BOOKSTORES 


LAIRD  &  LEE'S 

DICTIONARIES   AND   BOOKS 

For  All  Needs 

are  backed  by  thirty-three  years  of  good  standing  as 
book  publishers.  Dealers  in  all  parts  of  the  world 
have  found  that  the  name  means  goodwill.  You  can 
share  in  this  by  recommending  dictionaries  for  home 
and  business  use  that  are  prepared  with  special  pur- 
poses in  view  and  from  Vest  Pocket  size  to  Encyclo- 
pedic Library  Edition  are  adapted  perfectly  to  meet 
the  need. 

Foreign-Language    Dictionaries 

The  Laird  &  Lee  line  includes  Vest-Pocket  editions  of 
Spanish-English,  English-Spanish;  French-English, 
English-French;  Italian-English,  English-Italian; 
German-English,  English-German;  Swedish-English, 
English-Swedish;  Danish-English,  English-Danish. 

SOME  IMPORTANT  BUSINESS  and  TECHNICAL 
BOOKS 

The  Successful  Salesman,  by  Frank  Farrington,  $2. 
Endorsed  by  sales  managers  and  schools  of  sales- 
manship.    Practical  and  authoritative. 

Controlling  Profits,  by  Eugene  Herz,  C.P.A.,  $1.50. 
How  to  keep  records  that  are  simple  and  accu- 
rate and  eliminate  wasteful  methods. 

The  Standard  American  Show  Card  Book,  by  Peter 
Idarius,  $2.50.  A  practical  and  up-to-date 
manual  of  instruction  for  the  beginner  in  show 
card  work  with  brush  and  pen. 

The  Standard  American  Drawing  and  Lettering  Book, 
by  Peter  Idarius,  $2.50  and  $3.00.     For  experi- 


enced sign  workers.  Covers  designing,  laying 
out,  color  harmony,  etc.  36  plates  of  alphabets, 
monograms,  etc. 
Modern  Penmanship,  by  C.  L.  Ricketts,  $1.25  and 
$1.50.  Lessons  in  penmanship,  card  writing, 
artistic  lettering,  use  of  different  styles  of 
alphabets. 

The  New  Standard  Business  and  Social  Letter 
Writer,  75c  and  $1.  A  model  for  every  occasion 
in  business,  family,  social  and  sentimental  cor- 
respondence.    Very  popular. 

The  World's  Ready  Reckoner  and  Rapid  Calculator, 
50c  and  75c.  288  pages  of  tables  and  condensed 
information  of  value  to  farmers,  contractors, 
workmen,  engineers,  etc.  This  book  sells 
steadily  through  all  seasons. 

Lee's  Priceless  Recipes.  A  collection  of  famous 
formulas  for  use  in  the  home,  farm  and  labora- 
tory. 3,000  secrets  representing  the  life  work  of 
a  famous  scientist.  Present  edition  60c  and  $1. 
New  edition  under  way. 

THE  KING  OF  DIARIES 

Laird  &  Lee's  Diary  and  Time-Saver,  1921  edition, 
keratol  35c,  art  leather  $1.  A  fifteen-month 
diary  starting  October,  1920,  sixteen  colored 
maps,  business  law,  interest  tables,  medical 
hints,  and  many  other  important  features.  For 
many  years  this  diary  has  shown  a  steady 
growth  in  distribution. 


It  is  our  policy  to  take  care  of  the  dealer, 
for  complete  catalogue  and  terms. 


Write 


LAIRD  &  LEE  INC. 

1732  Michigan  Ave. 
Chicago,   III.,  U.S.A. 
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S.  B.  GUNDY 

Oxford  University  Press 


Retrospect  and  Prospe 


One  year  ago  we  took  over  the  Canadian  repre- 
sentation of  Doubleday,  Page  &  Co.,  of  Garden 
City,  N.Y.,  and  for  the  immense  success  that  has 
been  achieved,  our  thanks  are  due  in  large 
measure  to  the  retail  booksellers  throughout 
Canada. 

Our  travellers,  Messrs.  Henry,  Mainprice, 
Thompson,  and  special  representative,  Mr. 
Bell,  are  always  smiling,  and  no  wonder;  the 
fine  lists  of  good,  strong  books  with  which  they 
have  been  privileged  to  go  to  the  book  trade  of 
Canada  have  made  them  welcome  everywhere. 

Greater  things  and  still  higher  enthusiasm  are 
ahead  for  the  Autumn  and  Christmas  selling 
season  and  for  192 1. 

Our  customers  may  look  forward  to  a  con- 
tinuous stream  of  good  books  of  the  highest 
grade,  as  regards  both  literary  qualities  and  tech- 
nical finish,  supplied  through  Gundy's,  from 
The  Garden  City  Press,  the  largest  book  pub- 
lishing: concern  in  America. 


Make  Increased  Book  Sales 
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DOUBLEDAY,  PAGE  &  CO. 

Helpfulness  HI  Country  Life  Press 


Autumn  Headliners 

Fiction,  humor,  poetry,  biography,  history  and  business  are 
all  represented  in  this  season's  new  books  that  will  be  good 
Christmas  sellers.  Three  Canadian  writers  will  dominate 
the  Christmas  gift  books  —  Stephen  Leacock's  "Winsome 
Winnie;  Ralph  Kendall's  "Luck  of  the  Mounted,"  and 
Murray  Gibbon's  "Conquering  Hero." 


THE  DRUMS  OF  JEOPARDY 

—By  Harold  McGrath,  $1.90 

IN  THE  MOUNTAINS 

— Anonymous,  $1.90 

$1,200  A  YEAR 

— By  Edna  Fer ber  and  Newman  Levy,  $1 .50 

SON  OF  POWER 

— By   Will   Levington    Comfort    and 

Zamin  Ki  Dost  -  -  $1.90 

THE  SHADOWY  THIRD 

— By  Ellen  Glasgow,  $1.50 

CAPTAIN  MACEDOINE'S 

DAUGHTER— By  William  McFee,  $1.90 

THE  JUNKMAN  (and  Other  Poems) 

— By  Richard  le  Gallienne,  $1.75 

0.  HENRY  MEMORIAL 

AWARD         —Prize  Stories,    1919,  $1.90 

BUSINESS  MAN'S  DICTIONARY 

—(And  Guide  to  English),   $3.00 


HARRIET  AND  THE  PIPER 

—By  Kathleen  Norris,' $1.90 

THE  ROSE  DAWN 

— By  Stewart  Edward  White,  $2.00 

THE  TURNSTILE  OF  NIGHT 

—By  William  Allison,  $1.90 

THE  SCHOOLMASTER  OF 

HESSVILLE— By  Helen  R.Martin,  $1.90 


PIPEFULS  —By  Christopher  Morley,  $2 


00 


DOGS  FROM  "LIFE" 

— By  Tom  Masson,   $1.90 

SUNBEAMS,  INC. 

— By  Julian  Street,   $1.25 

SURPRISES  OF  LIFE 

— By  Georges  Clemenceau,  $1.90 
JOHN  BURROUGHS  (Boy  and  Man) 

— By  Clara  Barrus,  M.D.,    $3.50 


HISTORY    OF    THE    WORLD    WAR 

By  Frank  L.  Simonds 
An  ideal  gift  for  every  home.     Five  volumes.     Five  dollars  each. 


Pay  This  Year's  Store  Rent 
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ih  m-nry~K*t\vt9     y 


SIR  GILBERT  PARKER 

Oft  LEADING  TITLES 

*"v   FOR    AUTUMN    SELLING 

No  Defence,  by  Sir  Gilbert  Parker $2.00 

The  Valley  of  Silent  Men,  by  Curwood   2.00 

In   Chancery,   by   Galsworthy    2.00 

The  Trumpeter  Swan,  by  Temple  Bailey    .  .  .  2.00 

Children  of  Storm,  by  I.  A.  R.   Wylie    2.00 

The  Great  Demonstration,  by   K.   M.   Roof    .  .  2.00 

The  White  Moll,  by  Packard    2.00 

Brite  and  Fair,  by  Judge  Shute 2.00 

Flappers    and   Philosophers,   by   Fitzgerald...  2.00 

The  Rapids,   by   Alan   Sullivan    2.00 

The  Elfin  Artist,  by  Alfred  Noyes   2.50 

Collected   Poems   of  Alfred   Noyes    (Vol.   Ill)  2.50 

Canadians  in   France,  by  *Capt.  Steele    5.00 

Glinda   of   Oz,   by   L.   Frank    Baum 2.00 

Westward  Ho!   illustrated  by  Wyeth   4.00  ' 

Grimm's   Fairy   Tales,   illustrated   by   Elinore 

P.  Abbott    4.00 

Robinson   Crusoe,   illustrated   by  Wyeth 5.00 

Old   French   Fairy   Tales,   illustrated    by   Vir- 
ginia    Sterrett     5.00 

The  Gingerbread   House,  illustrated  by  Ruth 

Brown    MacArthur    3.00 

A   Little  Boy   Lost,  by  W.   H.  Hudson,  illus- 
trated  by    Dorothy   P.   Lothrop    5.00 


"MM  SIHEffi  OF 
IPAEMDII 


"■ 


JRPBINSON 
i  GRUSOE 


THE    COPP,   CLARK    CO.,   LIMITED 

PUBLISHERS,    TORONTO 
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DOMINION   DIARIES 


FOR   1921 


Alberta 


Saskatchewan 


OFFICE  AND  POCKET  DIARIES 

This  year  we  place  before  you  an  entirely  new  line, 
eliminating  all  the  unnecessary  features  and  produc- 
ing an  article  which  is  cheaper,  more  saleable,  and 
much  more  satisfactory  to  the  customer. 


//  you  haven't  a  copy  of 

our  special  catalogue 

of  diaries  for  1921, 

send  for  one. 


USE   IT  JUDICIOUSLY  TO   BREAK  ALL   PREVIOUS 
RECORDS  IN[SELLING  OFFICE  AND  POCKET  DIARIES 

Open  an  Advance  Order  List  for  the  1921  Canadian  Almanac. 
EVERY  Business  Man  Should  Own  One. 


New  BfUNswitk 


Manitoba 


Ontario 


Queb 


ec 


THE  COPP,  CLARK  CO.,  LIMITED 

517  Wellington  St.  West  TORONTO,  CANADA 
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The  Master  Story-  Teller — 

VICENTE  BLASCO IBANEZ 

presents  to  the  reader  still  another  entrancing  novel  full  of  the  power,  the  imagination, 
the  skill  in  narration,  which  have  made  him  the  most  prominent  of  the  fiction  writers 
of  his  time. 

The  Enemies  of  Women 

which  appears  this  October,  tells  the  story  of  what  happens  when  a  Russian  Prince 
and  a  curiously  assorted  group  of  friends — a  soldier,  a  gambler,  a  scientist  and  a 
musician — retire  to  his  villa  in  Monte  Carlo,  agreed  only  in  subscribing  to  Prince 
Michael's  dictum  with  which  the  story  opens: — 

"Man's  greatest  wisdom  consists  in  getting  along  without  women." 
Which  failed  to  take  into  account  Alicia  ! 


BLASCO  IBANEZ'  novels,  price  per  volume  $2.50. 

THE  FOUR  HORSEMEN  OF  THE  APOCALYPSE 

"When  America  read  'The  Four  Horsemen'  all  other  fiction  of  the  war  became  negative." 
— Herald. 

MARE  NOSTRUM  (Our  Sea) 

"To  all  lovers  6i  the  sea,  one  of  the  greatest  novels  of  all  time." — New  York  Sun. 

BLOOD  AND  SAND.     (A  novel  of  the  Spanish  bull-ring) 

"Vivid,  colorful  and  dramatic,  with  an  extraordinarily  rich  background." — New  York 
Times. 

LA  BODEGA    (The  Fruit  of  the  Vine) 

"For  the  reader  who  desires  to  know  the  complete  Blasco  Ibanez,  'La  Bodega'  is 
necessary;  as  pure  fiction  it  is  absorbing." — Boston  Transcript. 

THE  SHADOW  OF  THE  CATHEDRAL 

The  novel  which  William  Dean  Howells  praised  as  a  "masterpiece  of  art." 

WOMAN  TRIUMPHANT.     (The  Story  of  an  Artist's  career) 

The  Chicago  Daily  News  describes  it  as  "Full  of  dash,  full  of  emotion  that  won't  stay 
repressed,  glowing  with  color." 

Besides  these  novels  there  is  the  remarkable  record  of 
MEXICO  IN  REVOLUTION  Price  $2.00 

which  puts  the  reader  more  fully  in  command  of  the  conditions  which  have  made 
Mexico  a  thorn  in  the  side  of  the  United  States  than  a  dozen  volumes  of  histories, 
reports  and  statistics. 

Two  Striding  Novels  of  American  Life 

Each  is  a  perfectly  genuine  slice  of  life,  yet  they  are  poles  apart. 


THE  BOOK  OF  SUSAN 


By  LEE  WILSON  DODD 

Pictures  a  cultivated,  leisurely,  up-to-the-minute  socially  stratum  of  life  in  a  university 
town,  and  in  New  York,  beautifully  written)  with  touches  of  sentiment,  flashes  of 
insight,  and  an  ironic  humour  that  is  delicious.     And  Susan  is  adorable. 


STEEL  PREFERRED 


$2.00 


By  HERSCHEL  S.  HALL 

Nothing  could  be  more  genuine  than  this  picture  from  the  inside  of  the  great  open- 
hearth  furnaces  in  which  Wally  Gay  grew  up,  heart  and  soul,  more  and  more  fascin- 
ated by  the  great  mill  which  made  him  a  man,  and  which,  in  turn,  he  largely  made. 
It  is  a  big  story  vividly  told. 

These  books  may  be  obtained  in  Canada  from 


$2.00 


J.  M.  DENT  &  SONS,  86  Church  St.,  TORONTO 
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SYSTEM'S  famous   How -Books 

=  Now    Released 


All  lines  of  business  have  been  circularized — extensive  advertising  has  awakened  keen 
interest  and,  now  that  the  famous  HOW-BOOKS  are  released  for  sale  through  the 
trade,  an  exceptional  opportunity  is  open  to  every  bookseller. 

Cash  In  on  the  Popularity  of  Shaw's  Business  Books 

HOW  TO  RUN  A  RETAIL  BUSINESS  AT  GREATER  PROFIT 

(Keeping  Up  With  Rising  Costs) 

By  Wheeler  Summons 

Reveals  the  inside  method  of  1,560  retail  stores — shows  you  how  they  cut  down  and 
prevent  competition  from  eating  into  their  profits.  How  costs  are  watched  and 
expenses  cut  down.  Increasing  turn-overs  and  pushing  slow-profit  lines.  All  the 
methods  they  use  and  HOW  they  use  them. 

A  Book  for  Every  Retail  Merchant    ....     $2.50 


How  to   Write  Advertisements   That  Sell 

Charts  scientifically  arranged,  tell  what 
kind  of  copy  to  write  for  each  specific  pro- 
position— exactly  how  to  plan  and  write 
ads.  that  make  the  prospect  willing  to  come 
to  you — willing  to  write  a  letter — willing 
to  buy.  The  book  reveals  the  methods  by 
which  146  of  America's  shrewdest  adver- 
tisers plan,  lay  out  and  place  their  copy — 
methods  that  you  can  use.  128  pages  ;  size 
5"x7V;>"  '•  bound  in  vellum  cloth.  Illus- 
trated.     Net,    $1.25. 

How  to   Finance  a  Business 

Gives  in  simple,  concise  words  the  plans 
and  methods  found  right  by  America's 
most  successful  business  men.  How  to  go 
about  getting  capital — how  to  use  it — how 
to  use  credit — how  to  get  bank  loans — stock 
and  bond  issues — how  to  finance  any  kind 
of  business.  128  pages  ;  size  5"x7%"  ;  bound 
in  vellum  cloth.      Illustrated.     Net,  $1.25. 

How   to   Collect   Money   by   Mail 

Methods  in  use  by  129  unusually  success- 
ful credit  men.  You  see  how  to  write  per- 
suasive collection  letters — how  to  get  the 
right  appeal — how  to  cut  collection  costs — 
how  to  handle  and  collect  all  kinds  of 
accounts.  Here  are  327  tested  and  proved 
plans  and  schemes  that  make  the  mail 
bring  back  more  money  on  slow  accounts. 
128  pages;  size  5"x7%";  bound  in  vellum 
cloth.     Illustrated.      Net,   $1.25. 

161   Store  Plans  to  Win   New  Trade 

Campaigns  for  moving  seasonal  and  out- 
of-season  stocks  ;  for  pushing  high  and  low- 
priced  lines  ;  for  getting  more  holiday  busi- 
ness ;  for  selling  to  men,  women  and  child- 
ren ;  for  meeting  out-of-town  competition. 
128  pages;  size  5"x7%";  bound  in  vellum 
cloth.     Illustrated.     Net,  $1.25. 

How  to   Run  a  Store  at  a  Profit 

Complete   systems   used    by    40   successful 
retailers     for     calculating     selling     prices 
fixing   cost  of  running;   figuring   overhead 
stopping    leaks.      128    pages;    size    5"x7V£" 
bound    in    vellum    cloth.      Illustrated.      Net, 
$1.25. 

How  to  Sell  More  Fire  Insurance 

Contains  67  proved  schemes  for  writing 
more  policies,  explained  down  to  the  small- 
est detail,  ready  for  immediate  use.  128 
pages;  size  5"x7%":  bound  in  vellum  cloth. 
Illustrated.     Net,  $1.25. 


How  to  Manage  an   Office 

How  managers  have  revolutionized  the 
running  of  offices,  large  and  small  depart- 
ments— how  to  get  rid  of  details — how  to 
keep  track  of  stocks  and  supplies — the  best 
way  for  handling  mail,  filing  coryspond- 
ence,  keeping  records — in  all,  307  timely 
suggestions  for  saving  time  and  money. 
128  pages;  size  5"x71/!";  bound  in  vellum 
cloth.     Illustrated.     Net,  $1.25. 

How    Scientific   Management   is    Applied 

Methods  by  which  scientific  management 
has  been  applied  in  eight  factories.  Not 
only  reveals  the  principles  of  scientific 
management  as  worked  out  by  Taylor, 
Gantt,  Emerson,  and  others,  but  points  out 
how  you  may  adopt  these  principles  to  your 
work.  128  pages  ;  size  5"x7%"  ;  bound  in 
vellum  cloth.     Illustrated.     Net,  $1.25. 

How  to   Get  More   Out  of  Your   Factory 

Here  are  93  methods  for  cutting  factory 
costs,  described  clearly  and  fully  so  that 
you  can  use  any  or  all  of  them  in  your 
plant.  128  pages  ;  size  5"x7Vi"  ;  bound  in 
vellum  cloth.     Illustrated.     Net,  $1.25. 

How  to  Sell  Real  Estate  at  a   Profit 

Contains  43  complete  plans  and  cam- 
paigns ready  for  immediate  use.  Describes 
vividly  methods  for  selling  farm  and  city 
properties,  for  renting  vacant  houses,  apart- 
ments and  business  locations.  128  pages  ; 
size  5"x7%"  ;  bound  in  vellum  cloth.  Illus- 
trated.     Net,    $1.25. 

78  Proved  Plans  for  Handling  and  Closing 
Real  Estate  Deals 
Here  are  complete  advertising,  letter  and 
personal  solicitation  campaigns  for  selling 
or  renting  all  kinds  of  property.  Here,  too, 
are  short  cuts  for  handling  real  estate  office 
work,  collections  and  lists  of  properties. 
128  pages ;  size  5"x7%"  ;  bound  in  vellum 
cloth.      Illustrated.      Net,   $1.25. 

How    to    Systematize   Your    Factory 

Gives  129  practical  ways  to  reduce  costs 
and  speed  up  schedules.  Here  are  plans 
that  reduced  waste  in  materials  15% — 
cut  an  office  force  from  45  to  20  men — 
saved  one  hour  a  day  in  piece-work — took 
a  complete  and  accurate  inventory  in  one 
day.  There  are  129  such  time  and  money- 
saving  schemes.  64  pages ;  size  5"x9" ; 
bound  in  vellum  cloth.  Illustrated.  Net, 
$1.00. 


How  to  Manage  Men 

Specific  information  on  handling  grudges 
and  settling  complaints — how  to  introduce 
new  plans — show  men  how  to  do  more — how 
to  "dock"  for  spoiled  work — when  to  trans- 
fer and  when  to  "fire" — figure  each  man's 
earning  power — fix  wages,  and  so  forth. 
64  pages ;  size  5"x9" ;  bound  in  vellum 
cloth.      Illustrated.      Net,    $1.00. 

How    to    Get    Workmen 

A  practical  book  for  the  practical  factory 
executive.  Tells  where  to  go  for  labor ; 
how  to  handle  applicants ;  how  a  factory 
weeded  out  a  hundred  men.  Describes  15 
tested  ways  to  secure  laborers,  helpers  and 
skilled  workmen.  64  pages ;  size  5"x9f' ; 
bound  in  vellum  cloth.  Illustrated.  Net, 
$1.00. 

How  to   Advertise  a   Bank 

The  experiences  of  122  successful  bank- 
ers. How  they  increased  deposits,  built 
up  confidence  and  prestige.  133  actual 
plans — 41  letters,  forms  and  advertisements. 
A  book  every  banker  should  have.  128 
pages;  size  5"x71/4";  bound  in  vellum  cloth. 
Illustrated.     Net,   $1.25. 

How  to  be  Personally  Efficient  in  Business 

Inside  personal  methods  of  43  success- 
ful business  men,  practical  suggestions 
that  you  can  put  to  use  to  increase  your 
own  earning  power.  128  pages ;  size  5"x 
7%";  bound  in  vellum  cloth.  Illustrated. 
Net,  $1.25. 

How  to  Increase  Your  Sales 
Contains  126  used  and  proved  selling 
secrets  not  for  salesmen  alone,  but  of  prac- 
tical dollar  interest  to  every  business  man. 
Shows  how  to  approach  a  subject — how  to 
introduce  yourself  or  your  proposition — 
how  to  size  up  a  man  —  how  to  find 
the  point  of  contact  —  how  to  interest 
the  indifferent  —  how  to  remove  pre- 
judice —  how  to  answer  objections  —  how 
to  keep  in  touch  with  prospects  and 
customers  between  calls.  128  pages ;  size 
5"x7%"  :  bound  in  vellum  cloth.  Illustrated. 
Net,  $1.25. 

How  to  Talk  Business  to  Win 
The  book  contains  detailed  information 
on  how  to  manage  an  interview — handle 
complaining,  angry,  domineering  or  eva- 
sive men — win  your  points  and  bring  the 
talk  to  a  successful  close.  Here  are  192 
ways  to  meet,  persuade  mid  convince  men 
in  business.  128  pages;  size  B"x7%/"  i  bound 
in  vellum  cloth.     Illustrated.     Net,  S1.25. 


A.  W.  SHAW  COMPANY,  PUBLISHERS,  CHICAGO 

MUSSON    BOOK    COMPANY,    Ltd. 

TORONTO 
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ANNO  UNCING 
Mr.  H.  G.  WELLS'S 


OUTLINE 


OF 


HISTORY 


THE  ONLY  EDITION    :     2  Volumes,  $10.00 


This  is  a  Macmillan  Book 


St.  Martin's  House,  Toronto 
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MOTOERMNDTR 


ION 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 
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Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303,  SOUTHAMPTON  STREET. 
CAMBERWELL,  LONDON.  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
'Encarmicom,  Camb,  London.' 


wwumu 


Met 


WATERSTON'S 


BEE" 


BRAND 


SEALING 
WAX 


Established 
1752 


"Banker's 
Specie ' 


is   the    banker's   fav- 
orite quality.     It  is  a 
thorou  g  h  1  y    reliable 
wax,  possessing  a  bril- 
liancy  of   colour,    com- 
bined with  the  greatest 
adhesiveness,  and  has  the 
additional    advantage    of 
being  sold  at  a  moderate 
trice. 


S 


fcXRIUSTONROAD 

EDINBU 


8  St.Bride  Street- Ludcate  Circus-         *,... 

^boo  LONDON- EX- !>U 


BOOKSELLER     AND     STATIONER 


The  Tucker  Manufacturing  Co.,  Ltd. 

.,      ~.,„. .„  MANUFACTURERS  OF 

Specify  TUCKER'S 

"hand  grip  brand-       PAPER  FASTENERS,  DRAWING  PINS  AND  GENERAL 


on  all  Orders  and  Indents 


STATIONERS'  SUNDRIES 


SELF-PIERCING 

43  42  41 


PAPER     FASTENERS 
40  633  S  1 


"S"  SERIES 

S  2  S3  S  4 


S  5 


Registered    Trade    Mark 

CALENDAR   SUSPENDERS 


V 


ONE     PIECE    STEEL    DRAWING    PINS 


"GRIPON"    CLIP 


HOLDFAST        SCREW        DRAWING  PIN 
TICKET  BINDERS    "BEST   OF  ALL" 

201  400 


REQUIREMENTS    OF    ALL    MARKETS    SPECIALLY    STUDIED 

CRESCENT    WORKS,    HARLESDEN,   LONDON,  N.W.,  ENG. 

For  Catalogue  and  Prices  Write  our  Representative 

AUBREY  O.  HURST,  32  FRONT  ST.  WEST,  TORONTO 


Erasers  of  Highest  Quality 


The  standard  of  quality  is 
the  highest  and  terms  are 
the  best  obtainable. 


Inquiries  Invited. 


THE  CLYDE  RUBBER  WORKS  CO.,  LTD. 

RENFREW,  SCOTLAND 


—  n        "THE       CVYDt' 
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THE  STORY  OF 
NEWFOUNDLAND 

By  the  Right  Hon.  the 

LORD  BIRKENHEAD 

(Lord  High  Chancellor  of  Great  Britain) 

Tn  his  preface,  Lord  Birkenhead  writes:  "I 
shall  be  well  rewarded  for  any  trouble  I 
have  taken  if  it  is  recognized  by  my  friends 
in  Newfoundland  that  the  reproduction  of 
this  little  book  places  on  record  an  admira- 
tion for,  and  an  interest  in,  our  oldest  colony 
which  has  endured  for  considerably  more 
than  twenty-one  years." 

"A  model  of  what  such  a  book  should  be. 
Invaluable  to  students  of  colonial  history." 
— Daily  Telegraph. 

"Probably  the  most  handy  reference  book  on 
the  Dominion." — Canada. 

Cloth,  Cr.  8vo.     $1.75 
ORDER  TO-DAY 

Published  by* 

Horace  Marshall  &  Son,  London,  Eng. 

Agents  : 

The  Musson  Book  Co.,  Ltd.,  Toronto 


Story  Books 
Toy  Books 
Painting  Books 


See  the  new  Dainty 
WEE  SERIES  and 
M  O  N  DAY'S 
CHILD  SERIES 


SEND  FOR  LATEST 
LIST 

Canadian    Representative 

W.  C.  B.  WADE 

Carlaw  Building 

28-30  Wellington  St.  W. 

Toronto 

GALE  &  POLDEN  Limited 

2  Amen  Corner,  London,  E.C. 

Aldershot  Portsmouth 


For  ARTISTIC  EFFECT 
USE 

The  ALBION 
SILKY  CORDS 

for  Tying 

::  BOOKLETS  :: 
GREETING  CARDS 
::     CALENDARS     :: 

The  Progressive  Stationer  uses  the  Albion 
Cords  every  day  for  innumerable  purposes. 

PLAIN  CALENDAR 
CORDS,  BOOK  SEW- 
ING  THREADS,  etc. 

Ask  for  Samples  from  the  Manufacturers. 

The  Albion  Sewing  Cotton  Co.  Ltd. 

Fawley  Mills,  Tottenham  Hale 

LONDON,  ENGLAND 


"ALPHA" 

for  ART 

Novelty  -  Humour 


-  in 


Calendars 

Christmas  Cards 

Post  Cards 


The  "Alphalsa"  Publishing  Co., 
Limited 

2-4,  Scrutton  St.,  Finsbury,  London,  E.  C.  2, 
England 
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GOODALL'S 

English 

PLAYING  CARDS 
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The  superfine  finish,  the  artistic 
designs,  and  the  high  quality  of 
the  clean-cut  "Goodall"  boards 
always  win  the  approval  of 
card  players. 

Their  extremely  smooth  finish 
makes  them  a  delight  to  shuffle 
and  from  the  fact  that  a  pack  of 
Goodall's  will  outlast  three  of 
any  other  make,  it  is  obvious  that 


Goodall's  will  win  you  a  greater 
measure  of  that  customer  satis- 
faction you  are  striving  for. 

Fall  ushers  in  the  social  season 
and  few  affairs  there  are  at 
which  card-playing  is  not  a  fea- 
ture, so  Mr.  Merchant  keep  your 
stock  of  Goodall  Playing  Cards 
well  displayed  and  make  the 
most  out  of  this  approaching 
demand. 


Aubrey  O.  Hurst 

Representa  five 

32  Front  Street  West 
TORONTO 
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PUBLISHED  BY  BLACKIE  &  SON  LIMITED 


EARLY  ITALIAN  LITERATURE 

With  critical  introductions.  By  Ernesto  Grillo, 
D.Litt.,  LL.D.,  Director  of  Italian  Studies  in  the 
University  of  Glasgow.  Volume  I.  Pre-Dante 
Poetical  Schools.  Demy  8vo.  Price,  10s.  6d.  net. 
i :  Volume  IT,  Prose.    In  the  press). 


"The  book   is   the   production  of  a   scholar.' 


'Athenaeum.' 


SCIENCE  AND  THEOLOGY 

THEIR  COMMON  AIMS  AND  METHODS 

By  F.  W.  Westaway.   Royal  8vo.   Pri£e,  15s.  net. 

"This  book  travels  through  wide  spheres  of  human  knowledge  in 
philosophy,  science,  and  religion.  There  are,  indeed,  few  branches  of 
science  which  Mr.  Westawray  does  not  touch  upon  ;  and  he  success- ; 
fully  maintains  throughout  the  work  a  high  standard  of  accuracy  and 
interest.  As  a  survey  of  the  main  results  of  modern  science  it  ii 
admirable.  .  .'  .  Mr.  Westaway  is  an  able  and  lucid  writer." — "New 
Statesman." 

".  .  .  An  introduction  to  the  study  of  Philosophy  as  well  as  of 
Science  and  Theology.  It  is,  moreover,  a  remarkably  well  informed 
introduction  to  all  these  disciplines.  And  its  limpid  clearness  is  an 
irresistible    attraction." — "Expository    Times." 

SCIENTIFIC  METHOD 

ITS  PHILOSOPHY  AND  ITS  PRACTICE 

By  F.  W.  Westaway.  New  Edition.  Demy  8vo. 
Price,  10s.  6d.  net. 

"Mr.  Westaway  has  a  singularly  acute  and  active  mind  which  has 
engaged  itself  with  almost  all  branches  of  human  study;  and  he  has  the 
rarest  of  all  gifts  among  English-speaking  philosophers,  that  of  direct- 
ness and  lucidity  of  style.  The  problems  at  metaphysics ;  probability 
and  causation  :  the  higher  principles  of  physics ;  space,  time,  and 
infinity ;  the  origin  of  the  earth,  and  of  the  universe ;  the  evolution 
of  the  animal  species,  and  of  man ;  life's  consciousness ;  instinct  and 
intuition,  all  these  are  treated  with  an  assured  knowledge,  a  candour 
and  a  lucidity  which  will,  we  think,  have  a  real  fascination  for  any 
intelligent    enquirer." — "Times." 

LIFE  AND  ITS  MAINTENANCE 

A  SYMPOSIUM  ON  BIOLOGICAL 
PROBLEMS  OF  THE  DAY 

The  contributors  include:  W.  M.  Bayliss.  F.  G. 
Hopkins,  E.  Margaret  Hume,  A.  R.  Cushny,  K.  J.  J. 
Mackenzie,  E.  J.  Russell,  R.  G.  Stapledon,  A.  S. 
Home,  Sydney- J.  Hickson,  A.  G.  Tansley,  Lt.-Col. 
Martin  Flack,'  R.  C.  M'Lean,  F.  W.  Oliver,  H.  M. 
Vernon,  Henry  Kenwood.    Price,  5s.  net. 

"One   of   the  most   interesting   books   of   the   year." — "Spectator." 
"These  essays   are   excellently   written,   and    full   of   direct  or    indirect 

interest  to  all  of  us.     We  wish  this  symposium  the  success  it  deserves." 

— "British  Medical  Journal." 

MEDICINAL   HERBS 

AND  POISONOUS  PLANTS 

By  David  Ellis,  D.Sc,  Ph.D.,  F.R.S.E.,  Profes- 
sor of  Botany  in  the  Royal  Technical  College,  Glas- 
gow. Fully  illustrated  with  diagrams.  Crown  8vo. 
Price,  2s.  fid.  net, 

"It  has  rarely  been  our  experience  to  meet  with  such  a  delightfully 
written  book  on  medicinal  plants." — "Medical   World." 

TIDAL  LANDS 

A  STUDY  OF  SHORE  PROBLEMS 

By  Alfred  E.  Carey,  M.Inst.C.E.,  Fellow  of  the 
Royal  Geographical,  Geological,  and  Chemical 
Societies,  and  F.  W.  Oliver,  F.R.S.,  Quain  Pro- 
fessor of  Botany  in  University  College,  London. 
Copiously  illustrated  with  29  full-page  plates  in 
addition  to  figures  in  the  text.  Demy  8vo.  Price, 
12s.   fid.   net, 

"To  the  engineer,  the  subjects  discussed  in  this  work  are  of  the 
greatest  possible  importance,  and  whether  he  may  be  interested  in  the 
facts  here  recorded  from  the  point  of  view  of  river  control,  or  of  the 
reclamation  of  the  foreshore,  or  of  the  arrest  of  sand  dunes,  he  will 
find  much  matter  for  serious  thought  and  consideration,  and  many 
details  likely  to  aid  him  in  his  undertaking." — "Times  Engineering 
Supplement." 


A  HISTORY  OF  THE 
UNITED  KINGDOM 

By  Robert  S.  Rait,  C.B.E.,  M.A.,  Histriographer 
Royal  for  Scotland;  Professor  of  Scottish  History 
and  Literature  'in  the  University  of  Glasgow,  for- 
merly Fellow  and  Tutor  of  New  College,  Oxford. 

IN  TWO  VOLUMES 

Crown   8vo.       Price   5s.   net  each. 
Volume     I.  ENGLAND  AND  SCOTLAND  TO  THE   UNION  OF  1707. 
Volume  II.  THE  UNITED   KINGDOM,   1707-1919. 

THE  SOCIAL  AND  INDUSTRIAL 
HISTORY  OF  SCOTLAND 

FROM  THE  EARLIEST  TIMES  TO  THE  UNION 

'By  James  MacKinnon,  Ph.D.,  D.D.,  Regius  Pro- 
fe.-sor  of  Ecclesiastical  History  in  the  University  of 
Edinburgh.    Demy  8vo.    Price,  9s.  net. 

"Professor  Mackinnon's  new  work  admirably  fills  a  gap  in  Scottish 
historical  literature,  and  provides  the  student  with  a  useful  guide  to  the 
main  outlines  of  the  subject.  .  .  .  The  book  is  pleasantly  written, 
and  wears  its  learning  with  an  easy  grace." — "Scotsman." 

SIDELIGHTS  ON   THE   HISTORY, 

INDUSTRIES,    AND   SOCIAL   LIFE 

OF  SCOTLAND 

By  Louis  A.  Barbe,  Officier  d'Academie;  Author 
of  In-  Byways  of  Scottish  History,  etc.  Demy  8vo. 
With  frontispiece.    Price,  10s.  6d.  net. 

"The  researches  of  M.  Barbe  into  the  social  history  of  Scotland  are 
of  the  keenest  possible   interest." — "Pall    Mall   Gazette." 

MARGARET  OF  SCOTLAND 
AND  THE  DAUPHIN  LOUIS 

An  Historical  Study  based  mainly. on  original 
documents  preserved  in  the  Bibliotheque  Nationale. 
By  Louis  Barbe,  B.A.,  Officier  d'Academie.  Demy 
8vo.     Price,  6s.  net. 

"Mr.  Barbe's  fine  monograph  .  .  .  bears  witness  to  the  most 
scholarly  research.  .  .  .  He  has  from  the  point  of  view  of  the 
average  reader  a  still  better  thing  to  offer  them  in  a  charm  of  style 
that  makes  of  the  facts  a  vivid  and  moving  piece  of  fifteenth  century 
life."— "Outlook." 

IONA 

A  History  of  the  Island.  With  descriptive  notes 
by  F.  M.  M'Neil,  M.A.  Large  Crown  8vo.  With 
illustrations  and  maps.    Price,  3s.  6d.  net. 

"The  author  has  succeeded  in  conveying  to  her  readers  a  sense  of 
the  glamour  and  spell  which  hangs  over  Iona,  while  she  has  drawn 
a  true  and  arresting  picture  of  St.  Columba  and  his  times.  We  have 
no  hesitation  in  recommending  thoroughly  this  admirable  handbook." — 
"Aberdeen    Free    Press." 


LADY  MIDDLETON'S  NEW  BOOK 
THE  MAKING  OF  MICHAEL 

The  Story  of  a  Broken  Holiday.  Illustrated  by 
Frank  Gillell,  R.I.  Large  Crown  8vo.  Price,  6s. 
net. 

ARCHIE  FAIRFAX'S  FIRST  BOOK 
MOTHER,  DAD,  AND  THE  REST  OF  US 

Illustrated  by  Frank  Wiles.    Large  Crown.  8vo. 


Price,   6s. 


BLACKIE  AND  SON  LIMITED,  LONDON  AND  GLASGOW 

HECTOR  PRENTER,  33  RICHMOND  ST.  WEST,  TORONTO 

31 


BOOKSELLER     AND     STATIONER 


BENNETT    &   JENNISON,    LTD. 

GRIMSBY,    ENGLAND 
Photo  -  Frames 

In  Polished   Rose- 
wood,   Walnut, 
Ebony  and  Gilt 

All   sizes,  complete    with 
glass  and  struts,  boxed. 


Work  stands     *n  Chippendale  or  Solid  Oak,  fitted  with  Art 
===^^^=     Cretonne  and  Sateen. 

SPECIAL  TERMS  FOR  IMPORTERS  who  are  in  a  posi- 
tion to  distribute  these  among  the  Stationery  and  Furnishing  Trades. 

EARLY  SHIPMENT  CAN  BE  GIVEN 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Mad«  from  fine  steel  and  made 
in  one  of  Birmingham'!  best 
equipped  factories,  thii  dandy 
writing  pen  will  proTe  a  mighty 
fine   seller   for  every    lire  dealer. 


ROB    ROY     PE 


Be  sure  to  see  samples  before  you  order  your  new  stock.    You'll 
find  our  prices  are  right. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 

Aqents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C<3 

ESTD.   1842.    MONTREAL. 


THE  21st  ISSUE 

A  FINE  NUMBER 


St^W00D'sAnnual 


Contains  upwards, of  30  full-page 
and  16  half-page  illustrations  by 

STARR  WOOD 


PLACE  YOUR  ORDER  IMMEDIATELY 
WITH  YOUR  WHOLESALER 
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Why? 


should  I  send  my  Real  Photo  Post  Card  Printing,  Enlarging,  etc., 
to  Matthews,  Bradford 


Because! 


i. 

2. 
3. 
4. 
5. 

6. 

7. 


I  cannot  get  better  work  elsewhere. 

I  can  rely  on  getting  prompt  delivery  always. 

I  cannot  get  equal  service  at  such  reasonable  prices. 

I  can  rely  on  courteous  attention  to  my  requests. 

The  factory  is  the  best  equipped  and  organized  in  Great 

Britain. 
Best  grade  materials  only  are  used. 
The  present  rate  of  exchange  is  considerably  in  my  favour. 


B.  Matthews 

Telegrams: 
Postcards,  Bradford 


Trade  Photographic  Works 

Idle  Road,  Bradford 

England 
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he  Marl  of  Master  Makers 


'T^O  give  people  something  by  which  to  remember  a 
product  is  good  business.  It  is  good  for  you  and  good 
for  us.  We  have  made  up  this  simple  monogram  mark  by 
which  we  are  going  to  make  it  easy  for  the  public  to  identify 
White  &  Wyckoff's  distinctive  social  stationery.  We  are 
going  to  impress  this  "master  mark"  upon  the  public 
through  adequate  advertising.  As  the  public  comes  to  know 
White  &  Wyckoff's  quality  by  this  distinguishing  mark,  it 
will  become  more  and  more  profitable  for  you  to  standard- 
ize on  a  complete  White  &  Wyckoff  line. 

Write  for  full  information  regarding 
our  new  lines 

WHITE    &    WYCKOFF    MFG.  CO.,  Holyoke,   Mass. 

Master    Makers    of  Distinctive    Social    Stationery, 
Writing  Tablets,     Composition    Books 


White 


Distinctive  <Mm  Stationery 


A.  R.  MacDougall  &  Co.,  Limited 

468  King  Street  W.,  Toronto,  Ont. 


The  Schofield  Paper  Company 

23-25  Prince  William^  Street,  St.  John,  New    Brunswick 


% 
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SETTEN  &  DURWARD 
IN  CANADA 


The  developments  since  the  first 
of  the  year,  when  this  firm 
began  marketing  their  line  in 
Canada  and  Newfoundland,  have 
been  such  as  to  substantiate  the 
reference  in  the  announcement 
early  in  the  year  of  the  manner  in 
which  this  important  connection 
rounds  out  the  Aro-mac  lines. 

SETTEN     &     DURWARD 

occupy  a  premier  position  as  the 
largest  manufacturers  in  Great 
Britain  of  stationery,  metal  sun- 
dries and  wood  sundries  for  sta- 
tioners. This  commanding  position 
is  now  true  of  Canada  as  well. 

There  are  two  Setten  and  Durward 
factories  in  Birmingham.  One  is  devoted  to 
the  manufacture  of  a  varied  line  of  products 
of  wood,  such  as  Stationery  Cases,  bases  for 
Ink  Stands,  etc. 

In  the  other  factory  are  manufactured  metal 
specialties,  such  as  Brass  Paper  Fasteners, 
Compasses,  Dividers,  Protractors,  and  the 
various  items  going  to  make  up  Drawing 
Sets,  as  well  as  other  School  Supplies.  Cash 
Boxes  and  Deed  Boxes  are  extensively 
manufactured.  Still  another  important  line 
comprises  various  carded  goods  for  sta- 
tioners. 


s^ISESjBRsn. 


THE  WORKS  AT  BIRMINGHAM 


AD        lV/f««  /<n/Mi/vnl        JP_     Z"^.**.  \    4- J         Representatives  for  Canada  and  Newfoundland 

.   K.    MaCUOUgall   &    L.O.,    Ltd.     468  King  St.  West  Toronto,  Ont. 
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BOO  K S K  L  L  ER     AND     S  T ATJONER 


The  Chicago  Giant  Sharpener  is  a  count- 
erpart of  the  "Chicago,"  except  that  it 
sharpens   all   sizes  of  pencils  and   crayons. 

Sturdy,    staunch,    attractive. 


This  is  a  high-grade,  hand-feed  sharpener. 
Heavily  nickeled  throughout.  Maue  with 
automatic  point-adjuster,  producing  fine, 
medium  or  blunt  point. 

"As  you  like  it." 


The  Ideal  Pencil  Sharpener  is  the  "Dex- 
ter," with  the  automatic  feed  added.  This 
makes  waste  of  pencils  impossible.  The 
very  best  to  be  had  from  the  quality 
standpoint. 

No   waste. 


PENCIL  SHARPENER  WEEK 

A  good  scheme  to  put  into  practice  in  order  to  interest  prospective  customers  in 
the  advantages  of  using  automatic  pencil  sharpeners,  is  to  conduct  a  "Pencil  Sharp- 
ener Week,"  during  which  window  and  counter  displays  of  Automatic  Pencil  Sharp- 
eners, newspapers  advertising  of  these  time-saving  office  specialties  should  be  com- 
bined  with    personal    canvassing   of   customers. 

Not  only  should  each  customer  coming  into  the  store  during  that  week  have  his 
attention  directed  to  these  sharpeners,  but  all  offices  in  the  town  should  be  can- 
vassed. 

A  good  grist  of  business  cannot  fail  to  result. 


They  Make  Every  Customer 
a  Booster 

"Sengbusch"  office  specialties  have  proved  their  merit 
by  successful  performance  through  years  of  hard,  prac- 
tical use.  That's  why  they  make  every  customer  a  booster 
for  your  good  judgment  and  your  store. 

SENGBUSCH  SELF-CLOSING  INKSTAND 

The  sure  way  to  keep  ink  clean  and  fresh.  Prevents  evaporation. 
Saves  75(A  of  your  ink  bill.  Saves  pen  points,  time,  worry,  and 
expense. 


IDEAL  SANITARY  MOISTENER 

The  "Quick  and  Easy"  way  to 
moisten  fingers,  stamps,  envelopes, 
labels,  etc.  Durable,  clean,  and 
handsome.  Made  of  glazed  white 
porcelain,  with  nickel  bearings. 
Nothing  to  wear  out. 


SENGBUSCH 

y*g    Self-  Closing    •• 

MucilaceAppuek 


SENGBUSCH  SELF-CLOSING  MUCILAGE  APPLIER 

The  sensible  way  to  use  mucilage.  Clean,  convenient,  economical, 
efficient.  Easily  refilled.  Moulded  in  one  piece  of  genuine  hard  rubber, 
with  nickel-plated  cap. 

Get  our  catalog  and  circulars  with  your  imprint  FREE. 


A.  R.  MacDougall  &  Co.,  Ltd.  JerKTn^srwest 


Representatives  for  Canada  and  Newfoundland 

Toronto 
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BOOKSELLER   AND   STATIONER 


The  Word  Universal 

means  "recognized 
as  fitted  for  every 
need  and  preference 
everywhere." 

Amongst  pencils  it 
means 

ELdoradO 

"the  Jtiasler  drawing  pencil" 


ELd^)0 

"THE  MASTER  DRAWING  PENCIL" 
Made  in  17  Leads— one  for 


JOSEPrf  DIXON  CRUCIBLE  CO.,  P 

Canadian  Distributors: — A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 
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QUALITY 


Crayel — Highest  quality 
wax  crayon  for  general 
school   use. 


A  complete  variety  of 
school  crayons  carried 
in  stock  in  Toronto. 
NONE  BETTER  MADE. 
Ask  your  jobber  for 
prices. 


STANDARD 

CHALKS     AND     CRAYONS 


..:s1.,\VHiff,-'l,Al.S 
*J  CRAYONS 


Omega  Dustless  Chalk — A  dustless  chalk  that  is 
dustless.  Omega  is  entirely  free  from  grit,  erases 
easily   and   will   not   scratch    the   board. 


VALUE 


A.  R.  MacDougall  &  Co.,  Ltd.  XricEJ&wi? 


Artco  Pastel — Especially 
adapted  for  advanced 
color  work  in  paper 
drawing.  They  can  also 
be  used  with  water  and 
produce  a  delicate  water 
color  effect. 

Standard  White  and  Yel- 
low Enamelled  School 
Chalk— NONE  BETTER 
MADE. 


Canada  and  Newfoundland 

Toronto,  Ont. 
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BOOKSELLER     AND     STATIONER 


STRONG     SANITARY 
SMOOTH    ATTRACTIVE 
LIGHT       GUARANTEED 


INVESTIGATE  THESE 

VUL-COT  Selling  Points 

AND  TELL  YOUR  CUSTOMERS 
ABOUT  THEM. 


fWl 


GUARANTEED 


A  window  display  of  Vul-Cots  will   bring  you   good  business  —  they 
look  so  good  that  every  office  man  will  want  one. 

We  will  help  you  with  a  supply  of  imprinted  circulars  upon  request. 


Stylographic  Pens    JEW£L  p£N  CoMPANY>  Lm 


THE  FINEST  STYLOS 

Gold  and  Palladium 
Point,   Gold  Spring 
Needle 

From 


$1.25 


u 


a 


(Established  1884) 

Makers  of  the  following  well-known 
Fountain   and   Stylo  Pens  :— 

JEWEL,"  "CALTON," 

RECORDER,"        "RED  GIANT." 


76,  Newgate  Street,  London,  E.C.   1,  Eng. 


Send   for  Price  Lists.     They  will   interest  you. 

We  are  the  makers. 

Pens   specially  made  and  boxed    to  customers'   requirements. 


AT\        JLJf  T*V  O       /"»  I     i     ')        Representatives  for  Canada  and    Newfoundland 

.   K.    MaCLJOUgall   &    %^0.,    Ltd.    468  King  St.  West  Toronto,  Ont. 
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Editorial  Comment 
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PIONEER  HISTORY 

A  BRANCH  of  the  book  business  in  Canada 
that  has  been  too  much  neglected  is  that  of 
local  historical  records.  Booksellers  in  every 
locality  should  encourage  the  publication  of 
such  works  and  when  published  should  get  be- 
hind them  with  the  best  that  is  in  them 
toward  getting  copies  of  such  publications 
into  all  homes  of  the  community.  Every 
county  should  have  its  historical  society  similar 
to  the  York  Pioneer  and  Historical  Society  or 
something  akin  to  it — like  the  Grand  River 
Historical  Society,  in  the  formation  of  which 
W.  H.  Breithaupt,  of  Kitchener,  was  one  of  the 
leading  spirits. 

Premier  Drury  speaking  at  a  meeting  of  the 
first-named  organization  at  Sharon,  Ont.,  on 
Sept.  11th,  said : 

"The  history  of  the  pioneers  strikes  the  key- 
note of  all  Canadian  life.  If  we  ever  lose  that 
keynote  a  great  national  calamity  will  come 
upon  us." 

The  premier  emphasized  the  importance  of 
preserving  something  of  the  romance  of  pioneer 
life  for  succeeding  generations.  He  felt  that 
by  so  doing  a  strong  national  life  would  be  built 
up  to  a  higher  degree.  He  contended  that  every 
county  should  have  an  organization  similar  to 
that  of  the  York  Pioneers,  whose  business  it 
would  be  to  collect  and  record  all  the  old  stories 
and  tales  of  their  grandfathers.  These,  he  said, 
were  in  a  large  measure  being  forgotten.  His- 
tory suffered  through  the  lack  of  such  organiza- 
tions. In  such  tales  as  these  was  written  the  true 
history  of  Canada,  telling,  as  they  did,  of  the 
struggles,  the  hardships  and  the  triumphs  of 
sturdy  forefathers. 

The  premier  made  a  strong  appeal  for  the 
compilation  of  a  real  pioneer  history  before  it 
was  too  late.  He  considered  the  present-day 
history  books  reflected  in  a  very  dim  manner  the 
real  life  of  the  early  settlers  in  the  country. 
"Such  a  history  will  not  be  merely  a  preserva- 
tion of  sentiment,  but  a  real  work  inspiring 
family,  neighborhood  and  race  continuity." 

Chief  Big  Canoe,  a  descendant  of  the 
original  Canadians  and  one  of  the  oldest  mem- 
bers of  the  association,  was  reminiscent  in  the 
speech  he  delivered.  He  told  the  audience  that 
he  was  86  years  of  age,  though  he  did  not  know 
when  his  birthday  was.     From  his  mother  he 
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learned  that  he  was  born  "at  the  time  the  frost 
leaves  its  .winter  quarters."  With  him  the  chief 
brought  relics  of  his  tribe  and  presented  a  toma- 
hawk which  had  belonged  to  his  great-grand- 
father to  the  society.  The  tomahawk  bore  the 
dark  stains  of  paleface  blood.  The  relics  were 
examined  with  much  interest  by  those  present, 
as  was  also  his  picturesque  and  war-like  head- 
gear, which  he  announced  he  would  present  to 
the  society  on  a  future  occasion. 

Every  county  has  interesting  figures  whose 
reminiscences  are  worthy  of  permanent  records 
that  will  be  worthy  additions  to  every  local 
library. 

Booksellers  thoughout  Canada  should  feel  a 
high  degree  of  personal  responsibility  in  promot- 
ing the  attainment  of  these  ends  in  their  respec- 
tive counties  or  districts. 


BUY  NOW 

THE  retailer  is  in  business  to  do  business;  if 
he  has  nothing  to  sell  it  follows  that  his  cus- 
tomers will  see  nothing  to  buy.  It  is  the  belief 
of  the  veterans  in  the  trade  that  nothing  can  be 
gained  by  holding  off  between  now  and  Christ- 
mas. When  the  rush  comes,  as  it  surely  will, 
the  merchant  who  has  overdone  caution  will  find 
his  shelves  sadly  unattractive  to  the  holiday 
shopper.  It  is  easy  enough  to  order,  but  it  takes 
some  time  to  manufacture,  and  even  if  the  re- 
tailer is  willing  to  pay  further  advances  the 
manufacturer  may  have  to  refuse  his  orders 
on-short-notice,  which  arrive  at  the  last  minute. 


BRITISH  EXPORT  ACTIVITY 

IT  IS  authoritatively  stated  that  for  1921 
orders,  the  British  concerns  manufacturing 
leather  fancy  goods,  toys  and  games,  will  be  in 
a  better  position  to  care  for  export  orders  than 
they  have  been  since  before  the  war. 

It  is  consequently  anticipated  that  the  devel- 
opment of  trade  in  Canada  by  such  firms,  from 
this  time  forward,  will  be  far  more  vigorous 
than  for  several  years  past. 

It  has  taken  some  time  for  many  of  these 
Old  Country  firms  to  get  into  a  position  to  ade- 
quately supply  Colonial  and  foreign  markets  by 
reason  of  the  handicaps  they  faced  at  the  end 
of  the  war  together  with  the  shortage  of  goods 
to  be  made  up  in  order  to  satisfy  the  insistent 
demands  of  the  home  market. 


BOOKSELLER     AND     STATIONER 


SHOW  CARDS 

IKE  the  window,  the  show  card  is  one  of 
-L'  best  advertisers  the  bookseller  has,  and 
every  man  in  the  business  would  do  well  to  get 
the  most  out  of  this  link  between  himself  and 
the  public.  There  is  no  doubt  but  that  the  mer- 
chant, like  every  one  else,  has  to  keep  in  the 
public  eye.  Should  he  "fall  down"  on  this  he 
runs  a  chance  of  being  forgotten  by  the  public. 

As  a  general  rule,  certain  articles  in  the 
bookstore  are  purchased  because  people  hap- 
pen to  see  them.  Neat  and  attractive  signs 
function  in  much  the  same  way  as  displays  in 
the  window  or  on  the  counter.  Certainly  the 
customers  know  that  the  bookseller  handles  the 
lines  he  does  but  it  pays,  just  the  same,  to  re- 
mind them  that  certain  things  are  kept  in  stock. 
The  chain  store  never  loses  an  opportunity  to 
profit  by  show  cards.  The  latter  take  the  pla^e 
of  the  spoken  word  in  the  display  of  merchan- 
dise, and  a  certain  number  of  them  can  always 
be  used  to  advantage.  Cards  can  always  be 
fashioned  to  be  of  general  use.  and  if  given  a 
rest  between  times  they  will  always  appear  new 
when  used  again. 


LIBRARY  LEGISLATION 

THERE  has  been  a  decided  step  forward  in 
public  library  legislation  in  the  Province 
of  Ontario  in  which  there  are  at  present  over 
four  hundred  public  libraries.  The  Drury 
Government  has  enacted  legislation  whereby  the 
Public  Library  Board  may  demand  from  the 
Municipal  Council  that  a  rate  be  levied  to  pro- 
duce an  amount  equal  to  fifty  cents  per  capita 
of  the  population  of  the  municipality,  police 
village  or  school  section,  as  shown  by  the  latest 
assessment  roll.  This  may  be  increased  to 
seventy-five  cents  per  capita  by  a  vote  of  the 
majority  of  the  council  present  and  voting 
thereon.  In  addition  to  the  amount  secured  in 
the  rates,  the  council  may  support  the  library 
by  making  a  grant  in  money,  lands  or  buildings. 
Again,  the  new  Act  makes  possible  the  estab- 
lishment and  maintenance  of  public  libraries  in 
rural  districts  and  subsidizes  libraries  whch  are 
operated  in  an  intelligent  manner.  It  also  pro- 
vides for  a  Government  library  school  wherein 
those  who  desire  to  enter  library  work  may  be 
trained  and  gives  the  Minister  of  Education 
and  the  superintendent  of  public  libraries  wider 
powers  for  aiding  the  work. 


day  with  Bookseller  and  Stationer.  He  said 
the  time  had  gone  when  the  trade  was  learned 
•in  the  hard  school  of  experience.  A  young  man 
himself,  he  said  that  he  had  been  bound  to  his 
trade  for  five  years,  beginning  his  work  with 
a  salary  of  two  dollars  a  week  which  was  not 
raised  to  three  until  he  had  completed  two 
years!  Girls  were  then  engaged  for  one  dollar 
and  fifty  cents.  No  matter  how  clever  the  ap- 
prentice, he  was  never  allowed  to  touch  all 
parts  of  the  work  in  less  than  the  prescribed 
time.  Now-a-days  the  young  lad  received 
ten  dollars  a  week  to  begin  with.  He 
wasn't  spoken  of  as  an  apprentice.  As 
fast  as  he  had  the  will  to  go,  he  moved  along 
until,  very  often  in  less  than  a  year,  he  had 
worked  on  the  most  difficult  machines.  If  he 
was  not  then  satisfied  with  the  treatment  shown 
him,  he  sought  out  another  leather  goods  firm, 
declared  himself  a  finished  leather  goods 
maker  and  demanded  a  munificent  salary. 
This  was  one  of  the  many  reasons  why  leather 
"goods  are  costly. 


WHAT  BRITAIN  NEEDS 

EVERYBODY  knows  about  the  big  concerns 
that  have  grown  from  small  beginnings 
and  each  individual  is  especially,  familiar  with 
men  who  have  built  up  big  establishments  from 
modest  initial  efforts.  Almost  invariably  these 
successes  have  been  attributable  in  large  meas- 
ure to  consistent  advertising.  Recently  the 
Canadian  Commissioner,  in  the  Board  of  Trade 
Journal  of  England,  pertaining  to  this  import- 
ant question  of  advertising,  said  that  the  great 
headway  made  by  large  U.S.  manufacturers  in 
building  up  trade  with  Canada  was  due  to  a 
very  high  degree  to  the  notable  advertising 
campaigns  of  these  U.S.  concerns.  They  ad- 
vertised continuously  and  effectively.  The 
point  he  made  was  that  British  exporting  firms 
were,  for  the  most  part,  not  so  keen  in  this  dir- 
ection, which  accounted  for  the  fact  that  Bri- 
tish products  were  not  as  strong  as  they  ought 
to  be  in  Canadian  trade  nor  as  they  would  be 
were  the  British  houses  to  boost  their  products 
by  good  strong  Canadian  advertising.  The 
Commissioner  summed  up  his  opinion  in  these 
words:  "Spasmodic  advertising  is  of  little  value. 
A  well  prepared  and  properly  conducted  cam- 
paign, occupying  a  long  period,  then  to  be  re- 
newed, gives  the  greatest  service." 


REMEMBER   your   obligations   and   then   go   a 
step  farther. 


WHY  COSTS  INCREASE 

^pHE  foreman  of  one  of  the  largest  manufac 
1  turers    of    leather    goods    in    Canada    was     A  SALE  is  never  completed  until  the  customer 
recently  discussing  the  leather  situation  of  to-     comes  back  again. 
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Sydney,  N.S.  —  Murphy's  Bookstore 
advertises  receipt  of  a  large  shipment 
of  Gaelic  books  direct  from  Edinburgh, 
Scotland.  Other  booksellers  in  Highland 
Scotch   settlements   please   note. 

NEW   ARRIVALS 

There  has  just  appeared  a  new  steel 
cash  box  which  will  be  a  profitable  ar- 
ticle for  stationers  to  handle.  The  cash 
box  is  equipped  with  a  plated  lock,  fully 
supported  by  pockets  and  riveted  to  the 
body.  It  is  made  in  various  sizes  and 
can  be  used  for  either  a  cash,  bond  or 
money  box.  The  box  is  neatly  made  and 
finished  in  gun  metal. 
THE  NAME  IS   MIDDOWS 

In  the  September  issue  an  article  ap- 
peared on  page  55  referring  to  the  open- 
ing of  a  Canadian  branch  of  Middows 
Bros.  &  Co.,  Ltd.,  of  Chancery  ,,  Lane, 
London,  W.C.  Unfortunately  the  initial 
"W"  was  used  instead  of  "M."  The  name 
thus  appearing  as  "Widdows"  instead  of 
"Middows."  We  publish  this  correction 
so  that  the  Canadian  trade  may  be 
properly  posted  regarding  the  correct 
name  of  this  firm.  The  Canadian  branch 
is  at  81  Victoria  Street,  Toronto. 

COMMON    SENSE    NOTES    ON    FIRE 
PREVENTION 

1.  Every  time  there  is  a  fire  loss  it 
comes  out  of  your  pocket. 

2.  The  greater  the  risk  the  higher  the 
rate  of  insurance. 

3.  Your  own  carefulness  will  not  pre- 
vent another's  negligence. 

4.  Keep  your  store  free  from  inflam- 
mable rubbish  but  see  that  your  neigh- 
bor does  the  same. 

5.  See  that  all  fire  apparatus  is  in 
working  order  and  always  ready  for  in- 
stant use. 

6.  It  is  to  your  interest,  as  a  business 
man  and  as  a  citizen,  to  protect  your- 
self and  your  community. 

THAT  PAPER  SHORTAGE 

"One  regret  of  the  book-lover  is  the 
difficulty  of  finding  books  that  are  out 
of  print,"  says  E.  Montizamber,  writing 
of  London's  quaint  bookshops,  in  the 
"Montreal  Gazette."  "One  is  told  that 
the  shortage  of  paper  is  the  reason  why 
it  is  no  longer  possible  to  buy  books  like 
Mr.  Hilaire  Belloc's  delightful  'Avril,'  and 
yet  the  counters  of  Messrs.  W.  H.  Smith 
are  weighed  down  with  new  editions  of 
the  works  of  Miss  Ethel  M.  Dell,  whose 
output  no  world  shortage  is  allowed  to 
diminish.  Perhaps  I  may  be  lucky  enough 
to  find  the  former,  my  own  copy  having 
been  'borrowed,'  alas,  these  many  years, 
among  the  second-hand  book-stalls  in 
Farringdon  Street  or  in  the  Caledonian 
Road." 

Gross  sales  of  the  American  Writing 
Paper   Company   are   running   well   over 


$3,000,000  a  month,  or  at  the  rate  of 
close  to  $40,000,000  a  year,  a  volume  of 
business  far  surpassing  those  in  any 
previous  year  in  the  company's  history. 
In  1919  the  gross  business  was  $16,936,- 
000.  Present  indications  are  for  a  profit 
of  $4,000,000  in  the  current  twelve 
months,  before  deducting  Federal  taxes. 

SCHOOL  BOOK  FAMINE 

As  indicated  weeks  ago  by  Bookseller 
and  Stationer,  there  is  a  school  text  book 
famine.  School  opening  came  but  the 
crop  of  text  books  was  woefully  poor. 
Among  the  missing  were  arithmetics, 
grammars, 'fourth  readers,  spellers,  and 
the    histories    of    England    and    Canada. 

Teachers  have  been  advised  that  the 
books  will  go  forward  as  soon  as  pub- 
lished. Meantime,  it  is  up  to  the  teacher 
to  supplement  the  prescribed  work  with 
books  of  her  own,  allowing  two  pupils  to 
read  from  the  same  book,  and  to  depend 
largely  on  blackboard  work  and  the  pu- 
pils  taking  notes. 

"The  paper  and  school  book  situation 
is  the  worst  ever  this  year,"  said  Secre- 
tary Kerr,  of  the  Toronto  Board  of  Edu- 
cation. "We  were  not  notified  as  early 
as  usual  this  year  what  firms  had  the 
Government  contract  for  school  books, 
and  before  the  Government  decided  upon 
that,  this  critical  newsprint  and  paper 
situation  arose.  As  for  the  price,  we  are 
paying  far  more  than  ever  we  dreamed 
of,  and  then  the  supply  is  so  short  that 
to  provide  sufficient  is  task  enough  with- 
out laying  in  any  extras." 

The  situation  in  Winnipeg  as  to  the 
school  book  shortage  was  summed  up 
as  follows  by  the  "Tribune"  of  that  city: 

"Shortage  of  paper  and  continued  ex- 
port by  Canadian  manufacturers  into  the 
United  States  has  resulted  in  a  school 
book  shortage  in  Winnipeg.  Book  dealers 
said  to-day  they  were  forced  to  refuse 
orders  for  certain  books  which  are  not 
procurable.  In  some  cases  the  texts 
have  been  more  cheaply  produced  and 
are  selling:  at  the  prices  charged  for  the 
good  quality  productions  a  year  or  two 
ago. 

"Second-hand  books  are  heing  sold  by 
graduates,  for  the  prices  they  paid  for 
them,  according  to  reports.  During  the 
last  two  years  school  books  have  in- 
creased in  price  from  10  to  20  per  cent." 

COST  AND  WAGE  RATE  BOOK 

A  new  book  which  has  just  been  is- 
sued by  the  Special  Purpose  Book  Co., 
of  217  Fulton  Street,  New  York  City, 
is  a  combined  cost  and  wage  rate  book, 
which  shows  *4  and  1-10  hour  divisions 
and  rates  from  10  cents  to  $1.50  per 
hour.  These  books  may  be  obtained  in 
either  bound  volumes  or  loose  leaf  form. 
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DISASTROUS   FIRE  AT  GUELPH 

Charles  E.  Nelles  informed  Bookseller 
and  Stationer  directly  following  the  dis- 
astrous fire  which  destroyed  his  fine  book 
and  stationery  store  in  Guelph  on  the 
night  of  Thursday,  Sept.  2nd,  that,  hav- 
ing always  been  a  firm  believer  in  fire 
insurance,  that  the  $15,000  damage 
done,  was,  on  account  of  the  in- 
surance, not  a  serious  loss  in  a 
pecuniary  sense,  but  from  another  stand- 
point it  was  very  serious  for  him,  as  it 
would  be  a  long  time  before  he  could 
do  very  much  in  the  way  of  decent  busi- 
ness owing  to  the  damage  to  the  build- 
ing and  the  balance  of  the  stock  being- 
smoked  and  soiled  from  the  intense  heat. 

The  first  letter  he  wrote  was  one  to  the 
editor  of  Bookseller  and  Stationer  ask- 
ing that  his  thanks  be  expressed  to  the 
many  members  of  the  trade  who  had 
written  to  him  upon  hearing  of  the  fire. 
It  was  a  great  help  and  source  of  satis- 
faction to  him  to  find  so  many  eager  to 
assist  him  in  the  resumption  of  business. 
He  suggests  that  wholesale  houses  for- 
ward price  lists  and  catalogues  to  re- 
place those  destroyed  in  the  fire. 

Mr.  Nelles  worked  all  day  Labor  Day 
to  see  what  could  be  done  for  the  schools 
and  for  the  opening  day  on  September 
7th.  It  was  "Labor"  day  for  himself 
and  three  assistants  in  the  true  sense 
of   the   word. 

A  considerable  proportion  of  the  stock 
destroyed  consisted  of  school  books  and 
supplies  that  had  been  ordered  for  school 
opening  trade.  Much  of  this  was  sal- 
vaged and  supplied  at  a  discount  to  his 
customers. 
HIGHER   PAPETERIES? 

According  to  a  leading  firm  of  pape- 
terie  manufacturers  a  continued  shortage 
of  raw  material  will  exist  for  some  time, 
and  everything  points  to  higher  prices 
for  the  year  1921;  surely,  there  will  be 
no  drop  in  prices  as  long  as  the  entire 
world  is  depending  on  us  for  paper,  with 
no  new  mills  or  large  additions  being 
erected  to  offset  the  demands.  Their 
advice  to  retailers  is  to  have  a  reasonable 
size  stock  (not  speculating)  to  meet  re- 
quirements, as  with  manufacturing  diffi- 
culties, prompt  delivery  is  problematical. 
BACK  FROM  THE  WEST 

A.  R.  MacDougall,  just  back  after  a 
two  months  trip  through  Western  Can- 
ada, including  a  visit  to  Prince  Rupert, 
is  most  enthusiastic  in  his  praises  of 
what  he  saw  and  the  hospitality  of  the 
members  of  the  stationery  trade  whom 
he  met.  It  is  hoped  to  have  in  the 
November  issue  more  extended  impres- 
sions of  the  great  West  which  he  gained 
in  this  trip.  On  October  6  Mr.  Mac- 
Dougall leaves  on  a  trip  to  England. 


Merchants  Protest  Low   Postal  Rates 

Dominion  Executive  .of  R.M.A.,  on  Behalf  of  the  Merchants  of  Canada,  Make  Representa- 
tions to  the  Postmaster-General — Points  Out  That  Public  Money  Enables  Mail 

Order  Houses  to  Deliver  Goods. 


REPRESENTATIONS  on  behalf  of 
the  retail  merchants  of  Canada 
have  been  made  to  the  Honorable 
P.  Blondin,  Postmaster-General,  Ottawa, 
by  the  officers  and  executive  of  the  Do- 
minion Board  of  the  Retail  Merchants' 
Association.  Attention  is  drawn  to  the 
dissatisfaction  and  unrest  that  is  felt 
among  retail  merchants  generally,  owing 
to  the  great  development  of  a  few  mail 
order  houses  who,  in  the  opinion  of  the 
Dominion  executive,  have  become  im- 
mensely wealthy  by  taking  advantage  of 
the  low  postal  and  railway  rates  at  the 
expense  of  the  general  public,  for  the 
reason,  it  is  pointed  out,  that  they  have 
been,  and  are  using,  public  money  to  en- 
able them  to  have  their  goods  delivered 
in  all  parts  of  Canada,  at  what,  is  it 
considered,  is  a  direct  loss  to  the  Govern- 
ment and  against  the  best  interests  of  the 
citizens  and  tax-payers  of  every  munici- 
pality of  Canada. 

Making  Canada  Prosperous 

It  is  urged  that  Canada  can  only  be- 
come prosperous  by  having  prosperous 
cities,  towns  and  villages  located  in 
convenient  parts  so  as  to  be  of  service 
to  the  agricultural  community,  and  to 
those  engaged  in  mining,  fishing  and 
other  productive  pursuits,  as  well  as  to 
serve  all  those  who  are  engaged  in  all 
sorts  of  occupations  and  professions  and 
who  make  up  the  civil  life  of  the  com- 
munity. 

As  an  association  of  retail  merchants, 
it  is  asserted  that  the  occupation  of  the 
retail  merchant  is  absolutely  necessary, 
and  that  his  services  cannot  be  dispensed 
with.  He  therefore  claims  the  same  pro- 
tection from  the  Government  of  Canada 
that  is  tendered  to  every  other  class. 

Present  Conditions 

From  facts  the  Dominion  Board  has 
been  able  to  secure,  it  is  claimed: 

(1)  That  the  contract  made  between 
the  Postal  Department  of  the  Dominion 
Government  and  the  railway  company  of 
Canada  for  carrying  mail  matter,  in- 
cluding parcel  post,  is  much  below  the 
cost  of  carrying  the  same  and  conse- 
quently, now  that  a  large  part  of  the 
railway  corporations  have  been  taken 
over  by  the  Government,  the  loss  to  be 
sustained  is  coming  directly  out  of  the 
public  treasury  of  Canada,  to  the  de- 
triment of  the  growth  and  development 
of  the  cities,  towns,  and  villages  of  Can- 
ada, and  for  the  special  advantage  of  a 
few  mail  order  house  proprietors. 

(2)  That,  in  the  oninion  of  this  board, 
if  the  proper  cost  for  carrying  parcels 
•by  mail  was  charged  against  the  said 
parcel  post,  that  the  cost  of  postaee 
stamps  on  letters  would  be  greatly  re- 
duced. 


(3)  That,  the  present  rates  of  wages 
and  commissions  that  are  being  paid 
to  the  rural  postmasters,  mail  carriers 
and  postal  clerks  are  not  in  proportion 
to  the  service  they  render,  and  as  this 
large  army  of  people  is  being  underpaid 
they  are  suffering  at  the  expense  of  the 
public  of  Canada,  and  the  mail  order 
houses  are  receiving  the  benefit  to  the 
detriment  of  the  growth  of  the  cities, 
towns  and  villages  of  Canada. 

(4)  That  when  the  Post  Office  Act  was 
amended  creating  zones  of  twenty  miles 
radius,  each  increasing  the  cost  of  the 
mail  service  the  further  they  proceeded 
from  the  point  of  mailing,  it  was  under- 
stood at  that  time  that  thfs  plan  would 
be  carried  out  in  reference  to  mail  order 
house  catalogues  as  well  as  to  all  articles 
sent   by   parcel    post.     Since   then,    it    is 


learned,  that  mail  order  houses  send 
their  catalogues  by  freight  or  express 
from  their  central  warehouses  to  the  cen- 
tral post  office  within  the  twenty  mile 
zone,  and  from  this  point  they  are  de- 
livered, thus  defeating  the  original  pro- 
posal. 

In  conclusion  the  Postmaster-General 
is  reminded  that  a  resolution  was  passed 
at  the  last  meeting  of  the  Dominion 
board,  requesting  the  Dominion  execu- 
tive officers  of  the  association  to  inter- 
view the  Postmaster-  General  on  this 
important  matter,  and  to  request  him, 
along  with  other  members  of  the  Dom- 
inion Cabinet,  to  appoint  a  special  com- 
mittee from  the  members  of  the  House 
of  Commons  to  hear  evidence  on  this 
subject  and  investigate  the  same,  and 
provide  the  necessary  remedy. 


Useful  Information 

TABLE  OF  WEIGHTS  AND  MEASURES 


LONG  MEASURE 

12   Lines    1   Inch 

12  Inches   1  Foot 

4  Inches 1  Hand 

3  Feet > 1  Yard 

6  Feet   1  Fathom 

5y2  Yards  1  Rod  or  Pole 

40  Rods   1-  Furlong 

8  Furlongs   1   Mile 

3  Miles   1  League 

69  V2  Miles 1  Degree 

1,760  yards  or  5,280  feet 1   Mile 

6,075.81  Feet 1  Nautical  Mile 

SQUARE    OR   LAND    MEASURE 

144  Square  Inches 1  Sq.  Foot 

9  Square  Feet   1  Sq.  Yard 

30%  Yards 1  Sq.  Rod 

40  Poles  or  Rods - 1  Rood 

4  Roods  1  Acre 

640  Acres 1  Sq.  Mile 

CUBIC   OR   SOLID   MEASURE 

1,728  Inches 1  Solid  Foot 

27  Feet 1  Solid  Yard 

42  Feet     1  Ton  Shipping 

128  Feet 1  Cord  Wood 

LAND   SURVEY    MEASURE 

7.92  Inches 1  Link 

100  Links , 1  Chain 

1  Chain   66  Feet 

10  Square  Chains   1  Acre 

ENGLISH    MONEY   TABLE 

4  Farthings 1  Penny 

12  Pence   1  Shilling 

20  Shillings    1  Pound 

AVOIRDUPOIS    WEIGHT 

16  Drams  1  Ounce 

16  Ounces 1  Pound 

14  Pounds  1  Stone 

25  Pounds  1  Quarter,  C 

28  Pounds 1  Quarter,  E 

4  Quarters 1  Hundredweight 

20   Hundredweight    I 

2,000  lbs.,  Can -     1  Ton 

2,240  lbs..  Eng I 

PAPER 

24  Sheets  1  Quire 

20  Quires 1  Ream 


••  APOTHECARIES     WEIGHT 

20   Grains    1   Scruple 

3  Scruples 1  Dram 

8  Drams 1  Ounce 

12  Ounces   1  Pound 

TROY  WEIGHT 

24  Grains 1  Pennyweight 

20  Pennyweights    1  Ounce 

12  Ounces 1  Pound 

CLOTH    MEASURE 

2%  Inches 1  Nail 

4  Nails 1  Quarter 

3  Quarters   1  Flemish  Ell 

4  Quarters   1  Yard 

5  Quarters 1  English  Ell 

6  Quarters 1  French  Ell 

37  Inches 1  Scotch  Ell 

MEASURE   OF    CAPACITY 

4  Gills   1  Pint 

2  Pints 1  Quart 

4  Quarts 1  Gallon 

9  Gallons 1  Firkin 

36  Gallons 1  Barrel 

63  Gallons 1  Hogshead 

DRY    MEASURE 

2  Pints 1  Quart 

4  Quarts    1  Gallon 

2  Gallons  1  Peck 

4  Pecks   1  Bushel 

36  Bushels   1  Chaldron 

TIME   MEASURE 

60  Seconds   1  Minute 

60  Minutes  1  Hour 

24  Hours   1  Day 

7  Days     1  Week 

4  Weeks 1  Month 

12  Months,  or  365%  Days 1  Year 

100  Years 1  Century 

DAYS  IN  THE  MONTH 
30  days  hath  September, 
April,  June  and  November; 
February  has  28  alone. 
And  all  the  rest  have  31; 
But  Leap  Year  coming  once  in  four, 
February  then  has  one  day  more. 
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Inspiration  for  the  Junior  Clerk 

On  the  Development  of  Self-Confidence  and 
Self-Control — The  Value  of  Enthusiasm. 


SELF-CONFIDENCE 

If  you  are  a  failure,  if  you  are  unhappy 
and  despondent,  you  may  see  the  person 
who  is  most  to  blame  by  stepping  to 
the   looking-glass! 

It's  sad,  but  true! 

When  you  begin  to  succeed  you  may 
put  it  down  as  a  sure  that  you  have 
commenced  to  believe  in  yourself. 

Through  the  principle  of  Auto-Sugges- 
tion you  are  constantly  urging  yourself 
on  to  greater  achievement  or  defeating 
your  aims,  to  the  extent  that  you  have 
faith  in  yourself  or  lack  it. 

Wrapped  up  iv  that  wonderful  brain 
of  yours  you  have  all  the  potential 
ability  which  you  need  to  succeed 
in  any  undertaking  that  is  possible  of 
accomplishment. 

You  are  the  only  person  on  earth  who 
can  cut  the  fetters  which  bind  that  force 
and  withhold  it  from  use. 

The  thoughts  which  you  hold  in  your 
own  mind  are  being  constantly  registered 
in  the  minds  of  those  with  whom  you 
come  in  contact.  This  is  a  scientifically 
proven  fact.  Can  you  not  see,  then,  how 
necessary  it  is  for  you  to  think  well  of 
yourself?  Can  you  not  see  why  you 
ought  to  believe  in  your  ability  to  ac- 
complish all  that  you  undertake  ? 

The  line  which  marks  the  difference 
between  the  successful  and  the  unsuccess- 
ful man  is  definite  and  easily  removed. 
One  believes  he  can  do  all  that  he  under- 
takes and  goes  ahead  and  does  it;  the 
other  one  believes  he  cannot  accomplish 
anything,  so  he  never  begins! 

If  y,ou  want  to  witness  a  marvellous 
transformation  in  yourself  commence 
now  and  for  ten  days  stand  before  a 
mirror  for  ten  minutes  each  day,  look 
yourself  squarely  in  the  eyes  and  say— 
"I  believe  in  you;  you  can  finish  every- 
thing you  start;  you  can  induce  people 
to  like  you;  you  can  get  people  to  favor 
you  by  first  favoring  them;  you  can  win 
people's  confidence  by  placing  your  con- 
fidence in  them."  The  result  will  be 
startling. 

SELF-CONTROL 

You  can  never  become  a  great  leader 
nor  a  person  of  influence  in  the  cause 
of  justice  until  you  have  developed  great 
self-control. 

Before  you  can  be  of  great  service  to 
your  fellowmen  in  any  capacity  you  must- 
master  the  common  human  tendency  of 
anger,    intolerance    and    cynicism. 

When  you  permit  another  person  to 
make  you  angry  you  are  allowing  that 
person  to  dominate  you  and  drag  you 
down  to  his  level. 


To  develop  self-control  you  must  make 
liberal  and  systematic  use  of  the  Golden 
Rule  philosophy;  you  must  acquire  the 
habit  of  forgiving  those  who  annoy  and 
arouse  you  to  anger.  * 

Intolerance  and  selfishness  make 
very  poor  bed-fellows  for  self-control. 
These  qualities  always  clash  when  you 
try  to  house  them  together.  One  or 
the  other  must  get  out. 

The  first  thing  the  shrewd  lawyer 
usually  does  when  he  starts  to  cross-ex- 
amine a  witness  is  to  make  the  witness 
angry  and  thereby  cause  him  to  lose 
his    self-control. 

Anger  is   a   state   of  insanity. 

The  well-balanced  person  is  a  person 
who  is  slow  at  anger  and  who  always 
remains  cool  and  calculating  in  his  pro- 
cedure. He  remains  calm  and  deliberate 
under  all  conditions. 

Such  a  person  can  succeed  in  all  legi- 
timate undertakings.  To  master  condi- 
tions you  must  first  master  self.  A  per- 
son who  exercises  great  self-control 
never  slanders  his  neighbor.  His  ten- 
dency is  to  build  up  and  not  to  tear  down. 
Are  you  a  person  of  self-control  ?  If 
not  why  do  you  not  develop  this  great 
virtue  ? 

A  DEFINITE  AIM  IN  LIFE- 

Careful    analysis    of    more    than    ten 
thousand   people   disclosed   a   remarkable 
weakness  which  ninety-five  per  cent,  of 
them    had   in   common — 
— they  had  no  definite  aim  in  life. 

Another  notable  fact  disclosed  by  these 
ten  thousand  analyses  was  that  those 
who  were  financially  successfully  had  a 
definite  aim  and  a  well-formulated  plan 
for  achieving  it. 

As  far  as  this  writer  has  ever  been 
able  to  ascertain,  there  are  two  steps 
which  every  successful  person  must  take; 
first,  he  must  formulate  a  very  definite 
aim  as  an  objective  for  which  to  strive, 
and  secondly,  he  must  reduce  that  aim  to 
a  concrete  plan. 

If  you  wish  to  witness  a  miracle  which 
will  equal  anything  that  happened  during 
Biblical  days,  write  out  on  paper  a  clear, 
concise  statement  of  your  aim  in  life, 
then  memorize  that  which  you  have  writ- 
ten. 

Each  night,  just  before  you  go  to  sleep, 
repeat  your  definite  aim  aloud  several 
times,  then,  during  the  day,  do  every- 
thing within  your  power  to  further  the 
achievement  of  that  aim.  In  a  short 
time  the  forces  of  the  whole  universe  will 
seem  to  conspire  to  the  end  that  you 
may  realize  your  aim.  Try  it,  doubting 
brother,  try   it. 

43 


ENTHUSIASM 

Enthusiasm  is  one  of  the  most  desir- 
able of  qualities.  It  attracts  people  to 
you  and  causes  them  to  co-operate  with 
you. 

Enthusiasm  is  the  spark  which  touches 
off  that  dormant  power  which  is  housed 
in  your  brain  and  puts  it  into  action. 

Enthusiasm  is  a  sure  antidote  for  lazi- 
ness and  procrastination;  it  is  the  main- 
spring which  keeps  your  mental  machin- 
ery in  action. 

Enthusiasm  overcomes  despondency 
and  generates  hope,  self-confidence  and 
courage.  Enthusiasm  stirs  up  your  liver 
and  puts  it  to  work,  thereby  helping  it 
to  carry  on  its  vital  function  of  cleans- 
ing your  blood. 

Enthusiasm  arouses  your  whole  being 
and  causes  you  to  transform  your  dreams 
into  reality. 

If  you  are  not  enthusiastic  over  your 
work  you  do  not  love  it,  therefore  you 
are  trying  to  perform  work  for  which 
you  are  ndt  fitted. 

Enthusiasm  is  contagious.  Uncon- 
sciously you  pass  it  on  to  those  with 
whom  you  come  in  contact  and  it  arouses 
them  to  act  and  think  as  you  do. 

An  enthusiastic  person,  when  guided 
by  a  sense  of  justice  toward  others,  is 
usually  a  great  asset  in  any  organization, 
business,  family  or  community. 

Are  you  a  person  of  enthusiasm  ? 

THE  LAW   OF   RETALIATION 

Like  attracts  like! 

We  see  concrete  evidence  of  this  prin- 
ciple in  every  act  and  in  every  thought. 
Failure  attracts  failure,  while  success  at- 
tracts  success. 

All  down  the  ages  the  philosophers, 
seers  and  prophets  have  told  us  of  this 
law,  but  generally  they  have  stated  it 
in  axiomatic  terms  which  have  seemed 
to  us  abstract  and  more  or  less  in  the 
nature  of  preachments. 

If  you  want  evidence  that  such  a  law 
really  exists,  criticize  the  preacher,  the 
lawyer,  the  doctor  or  the  average  lay- 
man and  see  whether  he  retaliates  in 
kind   or  not. 

Reverse  the  rule  and  speak  in  compli- 
mentary terms  of  one  of  these  and  see 
whether  or  not  he  responds  in  kind. 


HARD  TO  BELIEVE! 

"She  was  diligent  in  good  works,  and 
no  one  trusted  her  goodness.  This  may 
have  been  due  to  the  ardent  color  of  her 
hair.  It  is  very  difficult  to  believe  in  the 
piety  of  an  excessively  pretty,  red-haired 
woman." — From  "Happily  Married,"  by 
Corra  Harris. 


How  the  Careful  Traveller  Scores 

Heedless   Speed    Sometimes   Defeats   Salesman's    Own    Efforts 
While  the.  Steady  Plodder  Scores  Higher  Percentage  of  Sales. 


THE  sales  manager  of  a  large 
manufacturing  concern,  on  mak- 
ing- up  his  recommendations 
for  promotions  for  the  year,  was 
surprised  to  find  that  one  of  his 
brightest  salesmen  had  fallen  very 
low  on  the  list  of  actual  sales,  while  an- 
other, who  was  rated  as  a  very  ordinary 
type,  scored  high.  He  .  considered  it 
worth  while  to  go  into  the  matter,  and 
brought  to  light  the  following  reasons 
for  these  results. 
Points -in  favor  of  the  brilliant  salesman: 

1.  He  received  two  large  orders  be- 
cause of  his  convincing  manner. 

2.  He  beat  out  his  competitor  on  one 
occasion  by  rushing  a  town  ahead  of 
schedule. 

Points  against  him: 

1.  He  lost  one  good  prospect  by 
neglecting  to  note  a  change  of  train 
time,  thus  missing  a  manager  by  one 
hour.  Several  large-sized  "kicks"  were 
registered  against  him  by  firms  who 
found  that  he  had  sold  them  articles  at 
wrong  prices. 

2.  He  left  his  advertising  matter  and 
price  lists  behind  in  several  towns  and 
was  forced  to  work  the  next  places  with- 
out them. 

■  3.  Three  orders  were  delayed  and  con- 
sequently cancelled  through  giving  the 
wrong  address  to  his  firm. 

The    salesman    who    possessed    no    un- 
usual qualifications    had    the    following 
record : 
Points  in  his  favor: 

1.  His  care  in  railroad  schedules  re- 
sulted in  a  proportionately  low  expense 
account  for  the  firm,  during  the  year 
under  consideration. 

2.  There  was  not  one  case  of  an  in- 
complete report  or  a  misquoted  order. 

3.  He  received  orders  from  practically 
all  parts  of  his  district,  the  result  of 
steady  and  careful  work. 

Points  against  him: 

1.  Had  no  orders  to  his  credit  which 
were  out  of  the  ordinary.  These  com- 
parative reports  should  make  the  care- 
less salesman  sit  up.  The  man  who  may 
not  be  able  to  set  the  woods  on  fire  with 
speed  may  show  a  high  average  in  the 
long  run  because  he  can  be  absolutely 
depended  upon. 

On  the  subject  of  careless  salesmen, 
a  writer  in  the  "Standard"  says: 

"Upon  receiving  instructions  from  the 
house  he  merely  skips  over  them  care- 
lessly— fails  to  catch  their  true  and 
simple  meaning,  and  has  to  be  reminded 
that  he  'has  failed  to  carry  out  instruc- 
tions.' 

"He  fails  to  either  acknowledge  re- 
ceipt of  supplies  sent  him  by  the  house 
or  notify  them  that  they  have  not  been 
received,  which  would  enable  the  home 
office   to   trace   the   shipment  promptly. 

"In  his  careless  anxiety  to  reach  a 
distant  town  to  sell  some  particular 
"dealer   he    fails    to    clean    up    the    inter- 


mediate territory,  and  his  assignment 
soon  becomes  "spotted"  so  far  as  his  in- 
dividual  efforts   indicate. 

"He  carelessly  trusts  everything  to  his 
unreliable  memory,  although  a  small 
note  book  would  greatly  assist  him  in 
remembering    very    important   matters. 

"He  is  careless  about  keeping  track  of 
his  correspondence  to  and  from  the 
house — he  carries  it  around  in  his 
pockets  in  an  unsystematic  manner,  and 
finally  throws  it  away  just  about  the 
time  he  needs  it  most. 

He  will  assure  the  dealer  in  all  sin- 
cerity that  he  will  write  the  house  at 
once  with  regard  to  some  detail,  then 
forget  all  about  it,  and  thus  place  both 
the  house  and  the  customer  in  a  false 
light. 

Is  Not  Systematic  or  Thorough 

During  the  day  he  gathers  much  in- 
formation that  would  be  valuable  to  his 
house,  yet  when  he  makes  out  his  report 
he  forgets  to  mention  it.  Carelessness 
prevents  his  appreciating  the  importance 
of  keeping   his  house  fully  informed. 

"The  best  way  to  overcome  his  handi- 
cap it  to  think,  and  cultivate  a  habit  of 
deliberate  and  careful  movement.  He 
should  not  leave  his  room,  a  store,  street 
car,  train,  or  seal  a  letter  for  mailing, 
until  he  has  calmly  taken  a  mental  in- 
ventory of  himself — asked  himself  if  he 
is  all  set,  or  if  he  has  forgotten  some- 
thing." 


FOR  TRAVELLERS 

Borrowing  a  book  from  the  public 
library  in  one  city  and  returning  it  to 
the  library  in  the  next  town  where  he 
makes  a  stop  may  be  arranged  for  the 
benefit  of  the  travelling  man  jn  the 
United  States. 

The  national  council  of  travelling 
men's  associations  has  appointed  a  com- 
mittee to  see  what  can  be  done  along  this 
line  and  has  asked  the  American  Library 
Association  to  appoint  a  similar  commit- 
tee to  confer. 

The  library  association,  accepting  the 
invitation,  has  just  constituted  its  own 
committee.  John  Adams  Lowe,  vice- 
librarian  of  the  Brooklyn  Public  Library, 
is  its  chairman. 


BAKER  MAKES  A  CHANGE 

E.  Howard  Baker,  who  for  the  past 
five  and  a  half  years  has  represented 
Menzies  &  Co.  and  the  A.  C.  Gilbert- 
Menzies  Co.,  on  the  road,  is  severing  his 
connection  with  that  firm  to  enter  the 
automobile  accessory  field  as  manager 
for  Hercules  Bumpers  Limited,  a  Cana- 
dian concern  with  a  factory  on  Spadina 
Ave.,  Toronto.  Mr.  Baker's  many  friends 
among "  booksellers  and  stationers  will 
miss  him  very  much  but  will  join  in  ex- 
tending him  every  success  in  his  new 
field. 
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Organizing  a  Book  Week  for  Children 

Successful  Observance  of  Children's  Book  Week  in  United  States 
Should  Be  Stimulated  in  Canada — Some  Suggestions  as  to  Start- 
ing the  Movement. 


THROUGHOUT  their  country  our 
neighbors  to  the  south  of  us  are 
planning  the  observance  of  a 
Children's  Book  Week  for  the  week  of 
November  15th  to  20th.  The  work  has 
been  organized  under  the  chairmanship 
of  a  prominent  man  connected  with  the 
trade  and  chairmen  of  sub-committees 
have  been  appointed,  these  committees 
to  be  extended  tc  cover  fully  the  needs 
of  the  work  as   it  develops. 

The  interest  on  all  sides  has  been  very 
prompt  in  its  expression  as  a  result  of 
last  year's  success.  As  before,  the  effort 
is  being  made  to  get  complete  co-opera- 
tion between  all  the  forces  in  different 
communities  that  are  interested  in  child 
reading,  libraries,  schools,  women's  clubs, 
boy  scouts,  and  booksellers.  Special  post- 
ers are  being  prepared  for  distribution  in 
September  and  cards  and  other  material 
for  store  use.  Many  cities  organized 
special  observances  last  year,  and  *it  is 
hoped  that  local  committees  will  be  set 
up  as  formerly.  There  will  be  issued  a 
syllabus  for  the  retail  book  stores,  telling 
them  how  to  play  their  part  in  this, 
movement. 

Canada  Should   Follow  Suit 

Owing  to  the  lack  of  organization 
among  Canadian  booksellers  it  would  be 
impossible  to  organize  a  movement  on 
exactly  the  same  lines  as  are  being  fol- 
lowed in  the  United  States,  but  there  is 
no  reason  why  an  effective  campaign 
should  not  be  followed  out  by  the  live 
booksellers  in  each  town.  In  some  dis- 
tricts of  Canada  a  campaign  was  started 
and  achieved  considerable  success  last 
year,  but  there  is  no  reason  why  its 
should  not  become  a  nation-wide  affair. 
A  little  of  the  co-operative  and  commun- 
ity spirit,  and  success  is  assured.  Each 
merchant  can  if  necessary  institute  a 
campaign  of  his  own,  but  the  movement 
would  carry  much  greater  weight  with 
the  public  if  it  were  observed  simultan- 
eously by  all  the  book  dealers  in  your 
district. 

You,  Mr.  Reader,  are  no  doubt  one  of 
the  go-ahead  men  in  your  own  district. 
Take  the  initiative,  then  go  and  see  two 
or  three  of  your  nearest  competitors. 
Ask  them  to  join  you  in  working  along 
the  lines  here  suggested.  The  fact  of  the 
suggestion  coming  from  Bookseller  and 
Stationer  will  refute  any  possible  idea 
that  you  yourself  have  any  special  axe  to 
grind  other  than  to  promote  the  interests 
of  the  bookselling  fraternity  in  general. 
You  have  your  date  already  fixed  for 
you;  let  it  be  the  week  of  November 
15th  to  20th.  If  any  of  your  competitors 
ate  first  in  the  field  and  come  to  you  for 
your    support,    meet    them    in    the    same 


spirit  as  you  would  like  to  be  met  had 
you  first  gone  to  them. 

How  to  Start  the  Campaign 

First  of  all,  it  will  be  necessary  to  dis- 
play notices   in  all   your  windows: 

LOOK  OUT  FOR  CHILDREN'S  BOOK 
WEEK,  NOV.  15  TO  20. 

or  something  after  that  style  would  do 
very  well  for  a  start.  We  would  get  the 
public  used  to  the  idea. 

Then  go  carefully  through  your  stock 
and  prepare  a  list  of  all  the  books  you 
have  which  are  suitable  for  the  boys  and 
girls  and  classify  them  according  to  age. 
The  boy  of  fifteen  will  not  be  interested 
in  the  same  book  as  the  girl  of  seven  or 
eight.  Prepare  show  cards  of  your 
various  books  giving  a  short,  snappy 
description  of  them,  and  saying  for  what 
age  boy  or  girl  they  are  suitable.  Keep 
these  show  cards  in  hand  till  Children's 
Book  Week  arrives,  and  then  make  a 
great  display  with  them  in  your  window 
and  in  your  store.  Seek  the  co-operation 
of  the  local  librarian  in  making  the 
movement  a  success. 

Attract  the  Children 

If  possible  arrange  a  meeting  between 
all  the  booksellers  in  your  district,  talk 
the  matter  over;  and  give  one  another 
suggestions.  One  of  your  principal  ef- 
forts must  be  directed  towards  getting 
as  large  a  percentage  as  possible  of 
children  to  the  store.  It  is  true  that  a 
large  part  of  the  book  buying  for  chil- 
dren is  done  by  the  parents,  by  the 
fathers  and  especially  by  the  mothers, 
and  a  great  mass  of  Christmas  buying 
for  the  boys  and  girls  is  done  by  rela- 
tives, but  it  is  extremely  desirable  that 
the  children  themselves  form  the  book- 
store habit.  Remember  that  your  cam- 
paign has  a  further  object  in  view  than 
simply  selling  as  many  children's  books 
as  possible  in  this   particular  week.     It 


Various  industries  in  Canada 
have  of  late  years  instituted  a 
movement  fixing  upon  a  certain 
day  or  week  to  bring  prominently 
before  the  public  some  particular 
activity  advantageous  to  their  own 
particular  line  of  business.  We 
have  had  a  National  Fish  Day, 
Bicycle  Week,  Clean-Up  and  Paint- 
Up  Week,  and  so  on.  Why  should 
not  booksellers  adopt  the  idea  in 
their  own  interests  ?  Here  is  a 
suggestion  in  this  direction  which 
the  trade  might  well  adopt.  Book- 
seller and  Stationer  is  prepared  to 
support  the  movement  by  every 
method   in   its  power. 


goes  beyond  that.  "You  must  have  in 
view  the  idea  of  making  each  boy  and 
girl  to  whom  you  may  sell  a  book  a 
future  customer,  to  inculcate  in  them  the 
love  of  reading  good  books,  so  that  you 
may  build  up  the  foundation  of  a  future 
book  business  among  the  rising  genera- 
tion of  your  town. 

Several  of  the  publishers  over  the  bor- 
der are  considering  getting  up  little- 
novelties  such  as  book  marks,  that  might 
be  advantageously  distributed  by  tht 
retailer  to  the  children  and  the  book- 
seller could  not  do  better  in  his  local 
planning  than  to  prepare  some  special 
souvenir  which  he  could  announce  would 
be  given  to  every  child  who  came  to  the 
store. 

Besides  forming  the  book-store  habit 
among  the  children,  a  book  department 
with  children  in  it  is  a  much  more  at- 
tractive thing  to  the  older  people  and 
suggests  to  them  that  children  are  most 
genuinely   interested   in  books. 

Endeavor    to      interest    the     women's 
clubs    in   your   campaign,   also   the    Sun- 
day schools  and  the  school  teachers. 
Story  Telling  An  Attraction 

If  you  have  a  room  which  could  be 
used  as  an  auditorium  or  if  your  store 
is  large  enough  it  would  be  an  excellent 
idea  to  have  a  story  teller  tell  stories 
to  the  young  people  at  specified  hours 
during  the  week. 

Many  ideas  will  occur  to  you  once  you 
have  started  to  work  on  the  movement. 

The  chief  thing  at  present  is  to  make 
a  start.  There  is  no  time  to  be  lost.  If 
you  start  now  you  have  six  clear  weeks 
ahead  of  you  in  which  to  make  your 
preparations,  and  in  which  to  work  up 
the  children's  curiosity  and  enthusiasm 
for  the  Book  Week. 

Do  not  neglect  the  opportunity  of 
adopting  an  idea  which  has  already  had 
good  results  elsewhere  and  which  is 
bound  to  bring  you  good  business  not 
only  in  the  immediate  future  but  in 
vears   to   come. 


CHILDREN'S  BOOK  EXHIBIT 

The  Book  Committee  of  the  Toronto 
Public  Library  are  arranging  for  the 
usual  annual  exhibit  of  juvenile  books  as 
a  guide  to  parents  who  contemplate  lit- 
erary gifts  to  their  children  for  Christ- 
mas. This  exhibit  will  be  collected  and 
arranged  immediately.  The  Book  Com- 
mittee is  also  to  call  for  tenders  for  the 
supply  of  magazines  and  stationery  to 
the  Library  for  next  year,  and  a  special 
committee  composed  of  Dr.  R.  Bray  and 
Mr.  Lamont  was  appointed  to  look  after 
the  supply  of  coal  for  the  coming  year. 
All  accounts  submitted  were  approved 
and  will  be  paid  immediately. 


Engraving  Branch  of  Stationery  Trade 

Some  Good  Pointers  on  How  to  Build  It  Up — Difference  in  Appeal 
to  Men  as  Compared  with  Advertising  Address  to  Women. 


A  I  1  LYING  with  special  force  to 
the  stationery  business,  there 
are  four  fundamental  principles 
that  are  paramount  in  importance, 
whether  newspaper,  direct  or  letter  ad- 
vertising.     These  four  principles  are: 

Attract  Attention; 

Arouse    Interest; 

Establish  Reader  Confidence; 

Move   to  Action. 

Newspaper  advertising  for  retailers 
is  most  advisable,  and  in  dealing  with 
this  subject  as  applying  to  the  business 
of  selling  engraved  wedding  announce- 
ments, invitations,  visiting  cards,  etc., 
D.  W.  Webb,  at  the  recent  convention 
of  the  National  Association  of  Engrav- 
ers of  the  U.  S.,  said  that  in  building 
copy  for  such  an  advertisement,  the  first 
thing-  to  consider  was  attractiveness  of 
layout,  the  type  face,  the  proper  size, 
and  the  peculiar  design  of  border,  etc. 
The  reader  must  be  attracted  to  the 
"ad"  by  the  typographical  appearance 
before  the  ad  has  started  on  its  way  to 
create  a  sale. 

"The  next  important  selling  power  of 
your  copy  is  to  arouse  intei'est  or  curi- 
osity, which  lies  more  or  less  active  in 
the  heart  and  mind  of  every  descendant 
of  Adam  and  Eve,  particularly  so  if 
your  copy  is  appealing  to  the  social 
trade.  Without  proper  interest  being 
created  in  your  copy,  your  first  point  is 
lost.     In  the  art  of  creating  interest  you 


draw  your  psychological  force  into  the 
copy;  for  example,  your  heading  could 
begin  with  such  a  phrase  as  "Nouveau, 
This  Season's  Social  Surprise."  Im- 
mediately the  active  mind  calls  loudly 
to  awaiting  curiosity,  then  the  descend- 
ency  begins.  Whereupon  the  next  step 
of  the  artful  copy  writer,  v.ho  must  be 
alert,  else  he  fails  to  hold  the  grasp 
he  has  upon  the  reader.  You  must  then 
establish  that  wily  trick  of  all  trades — 
Confidence.  You  must  relate  in  con- 
vincing language  that  Nouveau  is  lc^lly 
the  season's  big  hit,  and  that  the  fair 
reader  will  be  far  behind  Dame  Fash. on, 
unless  her  next  party  '  avJtation^  nre 
adorned  with  this  wonderful  creation  of 
the  modish  artists,  passed  upon  Ly  'he 
critical  judges  of  the  fashion  department 
of  the  Court  of  Research,  which  is  the 
N.  A.  S.  &  C.  P.  E. 

So  far  you  have  held  within  your 
grasp  the  cherished  customer,  and  when 
you  impart  the  final  thrust  it  must  be 
a  complete  victory;  in  simple  and  demure 
type  display  you  will  give  the  cus- 
tomer the  information  where  this 
latest  decree  of  fashion  can  be  secured. 
If  the  reader  is  not  in  the  market  at  this 
particular  time  for  her  invitations,  she 
possesses  the  impression  that  this  ad- 
vertisement has  created  to  her  subcon- 
cious  mind,  to  be  revived  at  the  will  of 
the  active  mind. 

Now  in   advertising   there   must  be   a 


distinct  difference  between  commercial 
and  social  engraving  copy.  This  must  be 
built  along  different  ideas.  For  instance, 
the  first  demand  or  requirement  of  the 
Adam  side  of  the  race  is  quality.  Drive 
this  thought  home  after  you  have  got.- 
ten  his  attention;  then  design  or  style 
should  be  introduced,  and  lastly  the 
price. 

Quite  different  for  Eve's  sisters.  After 
you  have  secured  the  coveted  attention 
your  copy  should  appeal,  first,  to  the 
style,  and  this  point  should  be  particular- 
ly elaborated  upon,  but  not  overdone,  for 
fear  of  creating  suspicion.  Should  you 
be  advertising  an  article  that  suggests 
the  naming  of  a  price,  it  would  be  well 
to  mention  the  price  of  the  article  right 
here.  Woman  does  not  demand  so  much 
of  quality.  Quality  is  the  last  argument 
that  appeals  to  woman  in  her  purchasing 
requirements. 

The  purchasing  power  of  advertising 
— correct  advertising — truthful  advertis- 
ing— is  tremendous,  and  this  wonderful 
agency  of  the  merchant  should  always 
be  safeguarded  by  those  who  recognize 
this  fact.  The  unscrupulous  user  of 
newspaper  and  magazine  space  would  bo 
eliminated  from  the  •  community,  the 
same  as  would  any  other  pest  that  would 
destroy  the  progress  of  your  business. 
Untruthful  and  misleading  advertising 
destroys  reader  confidence,  and  without 
reader  confidence  your  advertising  does 
not  draw  its  full  purchasing  power." 


You  Can  Double  Your  Sales  of  Society  Stationery 

Here  Are  Some  Practical  Points  for  Your  Immediate  Action — 
What  Are  You  Doing  to  Serve  People  Who  Want  Embossed 
Correspondence   Paper?— HOW   ABOUT   ENGRAVED    WED- 
DING INVITATIONS  AND  ANNOUNCEMENTS? 


STATIONERS  in  even  small  towns 
can  build  up  good  trade  in  engraving 
orders  by  diverting  to  their  own 
stores  orders  that  people  in  their  own 
towns  are  now  sending  out  in  the  way  of 
mail-orders  to  large  stores  or  specialty 
stores  in  the  cities. 

Think  of  the  numerous  weddings  that 
take  place  each  year  in  every  community. 
With  the  spread  of  the  "home  journal" 
type  of  magazine  and  the  growing  in- 
sistence upon  engraved  invitations  and 
announcements,  visiting  cards,  etc.,  re- 
placing the  more  modest  type-set  in- 
vitations which  were  deemed  adequate  in 
former  years  in  rural  localities  and  with 
most  people  even  in  the  larger  towns, 
there  have  been  valuable  additions  to 
the  items  for  regular  and  profitable  sell- 
ing in  stationery  stores. 

If  the  stationer  reading  this  article 
has  been  lax  in  following  up  engraving 
prospects,  he  will  do  well  to  right  this 
laxity  at  once  and  decide  to  let  no  more 
of  this  business  get  away  from  him  that 
he  can  put  himself  in  way  of  getting. 


Besides  the  wedding  requisites  referred 
to  in  the  foregoing,  there  is  good  busi- 
ness to  be  done  in  booking  orders  for 
embossed  notepaper.  The  use  of  em- 
bossing on  notepaper  is  growing  rapidly. 
The  dealer  should  in  this  connection  fea- 
ture one  or  two  particular  brands  of 
writing  paper  of  the  quality  and  surface 
most  suitable  for  embossing.  These 
should  be  brought  to  the  attention  of 
customers,  and,  this  done,  the  stationer 
will  be  most  agreeably  surprised  at  the 
big  volume  of  sales  of  high-grade  writ- 
ing paper  that  will  ensue.  Besides  this 
there  will  be  the  additional  profit  on  the 
order  for  the  embossing.  This  is  an- 
other good  illustration  of  the  "plus" 
method  of  selling  stationery  referred  to 
elsewhere  in  this  issue. 

In  the  majority  of  cases  it  will  be 
found  that  the  people  who  place  these 
orders  for  embossing  are  the  ones  who 
previously  were  satisfied  with  lower 
grades  of  writing  papers.  The  station- 
ery salesman,  makes  a  big  mistake  when 
he  assumes  that  it  is  only  the  wealthy 
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people  who  will  buy  the  more  expensive 
correspondence  papers.  In  fact  it  is 
only  too  true  that  stationers  have  been 
standing  in  their  own  light  by  not  show- 
ing and  advertising  the  best  grades  and 
bringing  influence  to  bear  upon  the  pub- 
lic in  this  manner,  impressing  upon 
people  that,  in  a  large  measure,  each 
letter  they  send  away  is  a  personal  re- 
flection of  themselves,  not  only  111  v  i  at 
they  write  but  also  in  the  appearance  of 
the  paper  upon  which  the  letter  is  writ- 
ten. Nothing  is  more  personal  than  a 
letter  written  by  one  individual  to  an- 
other. There  is  wide  scope  for  convinc- 
ing and  impressive  advertising  that  will 
bring  good  business  to  stationers  if  they 
will  but  give  due  attention  to  points 
such  as  these. 

It  is  no  exaggeration  to  say  that  the 
volume  of  annual  sales  of  society  sta- 
tionery can  be  doubled  if  the  retailers 
will  only  determine  to  assiduously  de- 
velop this  branch. 


Big  Card  Business  Grew  from  Small  Beginning 

One  Commercial  Stationer  Added  Card  Department  in  1911  and 
His  Orders  for  1920  Trade  Were  For  Over  130,000  Cards. 


THE  greeting  card  men  across  the 
line  are  aggressively  at  work  to 
assure  good  greeting  card  sales 
or  the  Christmas  season.  Recently  a 
onference  took  place  between  A.  M. 
)avis,  Fred  Rust  and  E.  D.  Chase,  all 
members  of  the  Greeting  Card  Associa- 
ion,  and  Ralph  Bauer,  president  of  the 
tationers'  Association  of  the  U.  S.,  to 
ind  out  in  what  ways  the  two  associa- 
jons  could  get  together  for  their  mutual 
enefit. 

The  members  of  the  Greeting  Card  As- 
ociation  felt  that  the  greeting  card  pub- 
shers  were  selling,  very  satisfactorily, 
lost  of  the  stationery  stores.  There 
iras,  in  addition,  a  great  deal  of  interest- 
ng  data  gathered  in  regard  to  what  t  le 
ommercial  stationers  are  doing  with 
reeting  cards.  Many  commercial  sta- 
ioners  seem  to  feel  that  the  greeting 
ard  business  is  something  that  can  be 
andled  best  through  the  society  sta- 
ioners,  the  book  stores  and  the  depart- 
lent  stores,  and  do  not  realize  the  gift 
nd  art  shops  volume  of  business  that 
hey  themselves  could  do  if  they  went 
fter  this  business  properly. 

The  committee  from  the  Greeting  Card 
Association  wrote  to  one  of  the  most 
rogressive  commercial  stationers  in  the 
diddle   West,   whose   stove   is   strictly   in 

business  district,  far  removed  from 
lie  regular  official  shopping  district,  and 
eceived  the  following  reply,  which  ought 
o  be  of  great  interest  to  every  commer- 
ial  stationer  in  the  country: 

"We  started  in  a  small  way  to  handle 
>ersonal   and  counter   greeting  cards   in 


1911.  Our  business  since  that  date  has 
increased  from  year  to  year.  I  will  give 
you  a  list  of  the  number  of  cards  sold 
in  1917,  1918  and  1919,  the  records  be- 
fore this  date  not  being  available  at  th.s 
time. 

"In  1919  we  sold  54,100  personal  cards 
ing  car:ds,  and  9,450  counter  cards.  We 
wish  to  state  that  the  personal  cards 
mentioned  included  a  large  number 
which  were  used  for  business  greetings 
and  are  included  in  this  number.  Since 
this  date  we  have  been  making  our  own 
business  greetings,  therefore  the  follow- 
ing tabulations  are  on  personal  cards  as 
well   as   counter  cards: 

"In  1918  we  sold  26,400  personal  cards 
and    11,050   counter  cards. 

"In  190)  we  sold  54,100  personal  cards 
and  17,325  counter  cards. 

"Our  total  sales  of  greeting  cards 
through  the  stationery  department  in  the 
way  of  personal  and  counter  cards  for 
1919  was  $8,146,  giving  us  a  handsome 
profit  of  almost  100  per  cent.  Our  sales 
on  business  greetings  for  1919  was 
$14,047.  This  showed  a  net  profit 
of  about  50  per  cent. 

"We  pushed  this  part  of  the  business 
very  strong,  having  our  traveling  men 
carry  sample  books  of  our  entire  line 
with  them.  We  also  used  newspaper  and 
local   advertising. 

"We  are  looking  forward  to  a  much 
larger  trade  for  1920,  and  have  ordered 
the  following,  which  we  hope  to  dispose 
of:  92,800  personal  cards  and  40,800 
counter  cards. 


"We  trust  that  the  above  information 
will  help  you  in  your  report,  and  be  of 
some  benefit  to  the  stationery  trade  in 
general. 

In  Canada  neither  the  society  or  com- 
mercial stationers  have  the  inspiration 
of  a  national  organization  of  booksellers 
and  stationers,  but  none  the  less  they 
can  derive  inspiration  by  digesting  the 
propaganda  of  the  organizations  across 
the  international  border  as  frequently 
recorded    in   "Bookseller  and   Stationer." 


UP  GO  CALENDARS 

A  seriods  shortage  of  paper  in  litho- 
graphing plants  may  result  in  their  clos- 
ing down  temporarily  in  the  near  future. 

Paper  has  almost  doubled  in  price. 
Some  grades  cannot  be  bought.  Accord- 
ing to  local  managers,  calendars  are  like- 
ly to  almost  double  in  price. 

The  manager  of  one  lithographing  firm 
said:  "If  the  shortage  continues  we  will 
have  to  revert  to  newsprint." 


NEW  FOUNTAIN  PEN 

A  new  model  fountain  pen  has  just 
been  put  out  by  the  Willard  Pen  Co.,  318 
''  ■  I  39th  Street,  New  York.  This  pen 
is  self-fillin<r,  self -cleaning,  non-leakable, 
non-sweating,  and  fitted  with  a  patented 
self-regulating  automatic  feed  which 
prevents  dropping  and  flooding.  It  fills 
easily,  automatically,  and  instantly  at 
any  inkwell  without  muss  or  bother. 
There  are  no  projections  on  the  barrel, 
and  the  pen  is  equipped  with  the  electric 
silver  "Grip-Clip." 


Interior   view  of  one  of  the   finest  book   and   stationery   stores   in   the   West,   that  of   F.   S.      Osborne.   Calgary. 
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Novel   Schemes 

1        That  Have  Helped 

Business 


SCRIBBLER  GUESSING  CONTEST 

Moose  Jaw,  Sask. — F.  J.  Pearce  and 
S.  R.  Stephens,  the  new  proprietors  of 
the  Nixon  Book  and  Wallpaper  Co.,  Ltd., 
offered  six  valuable  prizes,  three  to  girls 
and  three  to  boys,  for  those  guessing 
nearest  the  correct  number  of  scribblers 
in  their  school  opening  window  display. 
One  guess  was  given  with  each  25  cent 
purchase.  The  contest  closed  September 
8. 

SELLING  COMPLETE  DOZENS 

From  the  Work  Organizer  Co.,  of  De- 
troit,   comes    a    special    circular    on    the' 
subject  of  "Well  Balanced  Stock."     Here 
is  a  gem  of  wisdom  from  it: 

"The  dealer's  entire  net  profit  is  in 
the  sale  of  the  12th  item  in  each  dozen. 
If  he  buys  a  million  dozen  of  an  article 
and  has  one  of  each  dozen  left,  he  will 
never  make  a  cent  for  himself." 

BOOKSTORE  SELLS  CLOTHES! 

Kingston,  Ont. — A  surprising  feature 
of  a  recent  advertisement  of  the  College 
Bookstore  was  the  announcement  of  an 
agency  for  the  Tip  Tcp  Tailors. 

Kingston,  Ont. — The  College  Bookstore 
advertises:  "Premium  on  American 
Money — We  Pay  7  per  cent,  on  U.  S. 
Silver  and   10  per  cent,  on  U.  S.  Bills/' 

MOOSE  JAW   DISPLAYS 

The  two  windows  reproduced  here- 
with are  displays  recently  featured  at 
the  Nixon  Bookstore,  Moose  Jaw,  Sask. 
It  will  be  observed  that  this  store 
makes  a  specialty  of  souvenirs  as  in- 
dicated by  the  lettering  on  each  window. 

Each  window  tiai  a  composite  display 
on  the  principle  t:;  it  it  is  well  to  have 
the  show  window  serve  as  an  index  to 
what  merchandise  is  carried  inside  the 
store.  It  will  be  observed  that  toys, 
dolls,  games,  flags  and  pennants  are 
prominently  shown,  while  books  are  aJso 
well    represented. 

Considerable  ingenuity  was  shown  in 
the  arrangement  of  these  displays,  an:l 
the  representative  of  Bookseller  &  Sta- 
tioner who  saw  th»m  and  obtained  the 
photographs,  said  that  they  attracted  a 
great   deal    of   attention   that   the   photo- 


graphs really  did  not  do  full  justice  to 
their   fine    appearance. 

The    same    evidence    of    care    to    giet 
maximum    display    for    goods    was    evi- 


denced inside  the  store  as  regards 
show  cases,  counters  and  tables,  mak- 
ing this  store  a  model  one  in  these 
respects. 


Good  Windows  Bring  Big  Business 

Do  Not  for  a  Minute  Overlook  the  Force  of  This 
Agency  for  Attracting  Trade 


WHILE  a  marked  improvement  is 
observable  in  window  dressing 
and  in  the  very  style  of  the  store 
fronts  and  the  windows  that  are  dressed, 
I  still  wander  into  towns  and  cities  where 
this  most  important  phase  of  modern 
merchandising  is  either  lost  or  has  never 
been  found.  Twenty-five  years  ago  when 
hydro-electric  or  other  electrical  power 
had  not  made  of  our  town  and  city  streets 
a  pathway  as  light  as  day,  that  should 
be  trodden  by  many  thousands  of  feet 
after  the  day's  work  was  done,  window 
dressing  had  little  place  in  the  store 
management  Now  a  thousand  electrical 
signs  blaze  the  way  to  theatres  and  other 
places  of  amusement  in  the  very  heart 
of  the  city.  The  store  may  close  its 
doors  at  six  o'clock  in  the  evening,  but 
there  is  no  reason  why  it  should  stop  do- 
ing business  at  that  hour.  More  people 
will,  in  all  probability,  look  into  your 
window  after  your  doors  are  closed  than 
when  they  are  open.  Yet  I  find  many 
merchants  not  taking  all  possible  advant- 
age of  this  fact.  I  was  surprised  in  go- 
ing into  a  Western  Ontario  city  a  short 
time  ago  to  find  that  only  one  store  in 
that  whole  city  had  a  store  front  tha'. 
was  at  all  modern,  or-  whose  windows 
were  dressed  up  to  the  mark.  I  have 
never  talked  with  a  merchant  who  really 
had  a  good  store  front  and  well-dressed 
windows   who   did  not   tell   me   the   samp 


thing — that  his  windows  were  the  best 
paying  investment  he  had  made.  They 
bring  results.  There  are  department 
stores  in  this  country  charging  the  var- 
ious departments  throughout  the  store  for 
the  use  of  the  windows;  and  department 
managers  are  so  convinced  of  the  value 
of  a  good  window  trim  to  the  sale  of  the 
merchandise  in  their  departments  that 
they  pay  the  price  gladly.  I  would  say 
to  some  merchants  in  Ontario  that  they 
might  well  invest  a  few  hundred  dollars 
in  good  fixtures  and  a  more  up  to  date 
store  front.     It  will  soon  pay  for  itself. 

Clerics   Interested    in   Window   Trimming 

Among  the  clerks  in  many  of  the  smal- 
ler stores  into  which  I  go,  I  find  a  lively 
interest  being  taken  in  window  dressing. 
The  impression  I  get  from  them  in  talk- 
ing about  the  matter  is  that  they  do  not 
get  any  too  much  encouragement  from 
their  employers  in  this  work.  It  seems 
to  me  that  it  would  be  well  worth  the  em- 
ployer's while  to  discuss  this  matter 
with  his  clerks  to  see  if  something  can- 
not be  done  to  improve  both  the  clerk 
and  the  windows  in  your  store.  One  of 
the  new  departments  being  opened  by 
the  National  Association  in  the  United 
States  is  window  trimming;  free  courses 
are  to  be  provided  for  clerks.  When  a 
national  association  is  formed  here,  it  is 
to  be  hoped  that  this  step  will  be  follow- 


Two  effective  window   displays  by  Nixon's,   of  Moose  Jaw. 
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Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers 
and  Stationers  in  All  Parts  of  Canada 


Toronto,  September  2. — In  advertising 

ipplies  for  schools,  Bibles  should  not  be 
rerlooked.  Following  is  a  list  as  in- 
uded  in  a  recent  advertisement  of 
hool  supplies  by  the  Robert  Simpson 
o.: 

School  Bibles 

Cambridge    Pocket    Bible,    good    type, 

d   edges,  cloth  bound    65 

Collins'     Pocket     Bible,    illustrated     in 

lor,  cloth  bound   85 

Collins'  Clear  Type   Bible,  with  maps, 

oth    bound    1.00 

Collins'   School   Bible,  large   print,   red 

Iges,   cloth  bound    1 .  25 

Collins'  Reference  Bible,  colored  il- 
strations,  clear  type,  cloth  bound  1.35 
Collins'  Reference  Bible,  colored  il- 
strations,  clear  type,  leather  bound  2.00 
Special   School   Bible,   with  colored    il- 

strations,  large   type    1.50 

Toronto,  September  1. — Real  cowhide 
hool  bags  at  $7,  $8  and  $10  each  were 
Ivertised  at  school  opening  time  by 
aton's,  of  Toronto.  It  is  a  good  idea 
>  carry  articles  of  highest  grade,  even 
lough  they  may  not  be  fast  sellers. 
hey  serve  to  encourage  the  purchase 
:  higher  grades  of  goods  than  would  be 
le  case  were  the  best  grades  not  shown 
t  all,  and  many  a  merchant  is  agree- 
bly  surprised  by  the  goodly  number  of 
lies  which  are  often  effected  of  the  best 
rocurable  articles. 

It  is  possible,  of  course,  to  sell  such 
igher  grades  from  catalogues,  but  this 
i  not  very  satisfactory  and  only  a  mihi- 
lum  number  of  sales  are  made,  whereas, 
!  the  goods  are  actually  carried  in  stock, 
le  penchant  of  a  goodly  proportion  of 
eople  for  "the  best"  is  so  strong  that 
hey  will  buy  the  highest  priced  the 
alesman  shows  them.  The  dealer  must 
f  course  see  to  it  that  these  articles 
arry  the  proper  margin  of  profit,  not 
oo  high  and  not  too  low.  Then  the  pur- 
haser  tvill    get    real    value    and    will   be 

satisfied  customer,  even  more  so  than 
he  customer  who  purchases  the  article 
f  the  lowest  grade,  which  naturally  does 
tot  wear  well  and  consequently  cannot 
'Ossibly  give  the  purchaser  much  satis- 
action. 


iCHOOL  SUPPLY  ADVERTISING 

Russell-Lang's  Bookshop,  Winnipeg, 
.dvertised  school  supplies  in  newspaper 
pace  two  columns  wide  full  length  of 
>age,  in  the  Winnipeg  newspapers  in  the 
atter  part  of  August.  At  the  bottom 
if  the  page  appeared  this  footnote: 

Russell-Lang's  complete  school  bul- 
etin  and  price  list  of  teachers'  aids, 
school  reference  and  library  books,  sup- 
dementary  readers,  primary  and  kinder- 
rarten  supplies,  stencils,  etc.,  is  in  active 
'reparation,  and  will  be  gladly  sent,  when 
•eady,  to  any  address. 


1 

New  Stationery 


We  have  just  placed  in  stock  a  large 
amount  of  new  stationery  which  we 
would  like  you  to  look  over. 

It  is  a  little  better  than  has  ever  been 
shown  in  Bolton  before,  and  is  intend- 
ed for  those  who  want  something  just 
a  little  different. 

We  also  carry  good  values  in  the 
lower  priced  lines,  and  you  cannot  af- 
ford to  pass  them  by  when  you  are 
looking  for  writing  material. 

Visiting  Cards.    Tissue  Paper  Napkins. 
Mourning  Note  and  Envelopes. 
Office  Supplies.       Fountain  Pen  Ink. 
Moore's  Non-Leakable  Fountain  Pens. 
Hymn  Books.  Bibles. 


i 


The  Enterprise  Book  Store 

Bolton         -         Ontario 


j^i^,l,^,lr^i^l^,l^fr^^ 


Thi; 


is    an    especially    fine-appearing    stationery  advertisement  which   will  serve  as  a 
gestion    for    other    merchants    as    regards    typographical   ettect. 


good  sug- 


A  TIME  SAVER 

Parkhill,  Ont. — E.  A.  Benham,  who 
conducts  a  thoroughly  up-to-date  book- 
store, finds  Bookseller  and  Stationer  a 
great  benefit  to  him  in  keeping  tab  on 
what  is  being  introduced  to  the  trade. 
The  paper  paid  for  itself  over  and  over 
again.  This  was  particularly  true  at 
Christmas  time  in  connection  with  the 
book  lists  published  in  the  paper.  He 
was  quite  enthusiastic  about  the  manner 
in  which  the  trade  paper  helped  him  as 
a  "time  saver." 

INITIATIVE 

An  ingenious  advertiser  at  the  Exhibi- 
tion this  year  hit  on  a  very  good  method 
of   attracting   the   crowds.     His   position 
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in  one  of  the  many  aisles  of  the  Manu- 
facturers' Building  was  not  particularly 
prominent  as  many  miss  an  aisle  alto- 
gether in  going  through  the  building. 
He  used  part  of  his  booth  as  a  passage- 
way and  so  drew  many  people  who  were 
anxious  to  cut.  through  from  one  aisle  to 
the  next.  On  the  walls  of  this  passage 
he  displayed  pictures  of  his  advertise- 
ment which  nearly  everyone  stopped  to 
look  at  on  the  way  through. 

Preston,  Ont. — Matthews,  "The  New 
Store,"  does  some  good  advertising  in 
single  column  space,  five  inches  deep,  in 
the  Preston  and  Hespeler  newspapers. 
This  store  is  closed  every  Wednesday 
afternoon  and  open  every  Friday  even- 
ing. 


BOOKSELLER     AND     STATIONER 


Kamloops,  B.C. — "We  are  keeping 
prices  down  in  school  supplies,"  was  the 
main  appeal  of  a  good  school  opening 
display  advertisement  by  Taylor's  Big 
Bookstore  in  the  Kamloop's  "Standard." 
The  advertisement  included  this  para- 
graph: .. 

"Although  paper  has  advanced  50  per 
cent,  in  the  last  year  and  still  advancing, 
we  have  bought  so  we  can  still  sell  scrib- 
blers of  same  size  and  thickness  as  last 
year  for  5  cents." 

Camrose,  Alta. — "Count  the  pages — 
that  will  tell  the  tale,"  was  the  effective 
appeal  in  an  advertisement  of  scribblers 
and  exercise  books  by  the  Camrose  Book 
and  Music  store. 

Watford,  Ont. — McClaren's  Bookstore 
in  school  opening  advertising  strongly 
featured  fountain  pens  for  High  School 
students. 

Chatham,  Ont. — In  a  good  school  trade 
newspaper  advertisement  by  Judd, 
Fraser  and  Cochrane,  the  following  para- 
graphs were  included: 

School  Bags 

In  these  days  when  all  leather  sup- 
plies are  so  high  priced,  we  are  proud 
of  the  large  range  of  school  bags  we 
bought  some  months  ago  for  this  school 
opening.  All  styles,  all  prices,  and  every 
one  good  value. 

Water   Colors   and   Crayons 

We  carry  a  large  assortment  of  water 
.colors,  our  favorites  being  those  put  up 
especially  to  suit  requirements  of  the 
St.  Thomas  teachers  and  public  school 
inspector.  There  are  35c  for  4  color  and 
60c  for  8  color,  and  we  have  other,  boxes 
at  25c  and  50c. 

In  crayons  we  also  have  a  good  variety 


such  as  "Crayola"  in  10c  and  15c  boxes, 
"Blendwell"  at  10c,  and  Reeves'  "Grey- 
hound" pastels  at  15c. 

Ink 

Any  kind  of  ink  you  require  in  the. 
very  best  makes.  Fountain  pen  ink, 
copying  ink,  stamping  ink,  India  ink,  in 
all  colors,  and  all  sized  bottles.  Indelible 
ink  for  marking  linen — in  fact,  anything 
you  require  in  the  ink  line. 

Here  are  two  paragraphs  which  ap- 
peared in  a  Chatham  bookseller's  school- 
opening  advertisement.  Booksellers 
shculd  have  a  special  file  for  advertising 
suggestions  such  as  these,  having  them 
come  up  at  the  particular  date  in  the 
future  when-  they  can  be  used  to  best 
advantage. 

Book   Covers 

We  have  had  made  for  us  several 
thousand  special  book  covers.  They  are 
very  useful  to  keep  your  books  in  good 
shape  and  save  wear  and  tear.  When 
you  buy  your  books  be  sure  and  ask  for 
them.     They  are 

Free! 
Blotters 

We  have  had  several  thousand  blotters 
made  to  jrive  away  at  this  school  opening 
time.  You  don't  need  to  buy  blotting- 
paper  if  you  get  your  school  supplies 
from  us.  We  give  them  to  our  custom- 
ers 

Free! 

Welland,  Ont. — Here  is  a  I  quotation 
from  a  newspaper  advertisement  run  by 
Perry's  Bookstore: 

"Just  a  few  years  ago  we  were  com- 
pelled to  import  fine  stationery.  There 
was  none  made  in  Canada.     But  to-day 


we  offer  you  the  finest  society  stationery 
made  in  America,  and  it  is  made  in  Can- 
ada." 


WINDOW  EFFICIENCY 

A  retailer  whose  window  displays  are 
reproduced  oftener,  perhaps,  than  those 
of  any  other  dealer  in  the  country,  gives 
the  following  ten  rules  for  preparing  a 
window  so  that  it  will  pull  trade,  says 
"System"  magazine: 

1.  Have  window  glass  so  clean  that  it 
sparkles.  For  permanent  lettering  on 
outside   use  bronze  with  black. 

2.  See  that  floor,  sidewalks  and  back 
present   a   fresh,   wholesome   appearance. 

3.  Display  one  thing  at  a  time.  If 
two  or  more  articles  are  shown,  separate 
them.  , 

4.  Make  displays  seasonable.  Place 
samples  in  window  and  distribute  over 
counter. 

■5.  Don't  overcrowd;  practice  reserve. 
Some  goods  permit  lavish  display.  When 
in  doubt,  choose  simplicity. 

6.  Have  a  color  scheme.  If  small 
goods  are  displayed,  white  ought  to  pre- 
vail. With  other  goods  frequently  har- 
monious colors  can  be  used.  A  window 
with  a  background  of  blue  is  sometimes 
to  be  desired. 

7.  Use  leaders — for  the  same  reason 
that  one  would  use  them  in  a  speiial 
sale — to, get   immediate    action. 

8.  Post  price  lists  or  use  cards  wher- 
ever prices  are  as  low  or  lower  than  in 
other  stores.  , 

9.v  Change  displays  weekly. 
10.   Make  displays  simultaneously  with 
announcements  of  advertisements. 


Plus  System  of  Increasing  Sales 

Here  is  Something  of  Practical  Value  for  the  Stationer  to  Im- 
mediately Pass  on  to  All  His  Sales  Assistants. 


AN  increase  in  the  average  saje  of 
almost  50  per  cent.,  while  the  per- 
centage of  costs  of  selling  has  re- 
mained stationary,  is  the  result  of  a  co- 
related  sales  plan  carried  out  by  a  chain 
of  retail  stores,  according  to  an.  article 
by  Otis  R.  Tyson  in  Business.  Increased 
prices,  of  course,  have  played  a  part  in 
increasing  the  amount  of  the  average 
sales,  but  as  an  offset  to  increased  prices 
there  has  been  the  factor  of  increased 
salaries. 

Increasing  the  average  amount  sold  to 
each  customer  may  be  accomplished  in 
two  ways:  by  "trading  up"  the  unit— 
that  is  by  selling  the  customer  an  article 
of  a  higher  quality  and  price  than  the 
one  asked  for — or  by  selling  him  other 
articles  in  addition  to  the  one  which  was 
the  specific  object  of  his  visit.  The 
second   is  known   as   the  "plus   method." 

In  the  organization  referred  to  by  Mr. 
Tyson  the  executives  work  on  the  theory 


that  25  per  cent,  of  the  sales  checks 
should  contain  at  least  two  items.  If 
this  ratio  is  fair  in  a  retail  drug  store 
organization,  it  should  be  equally  fair  in 
the  stationery  business. 

The  success  of  the  plan  requires  only 
that  the  sales  people  have  the  merchan- 
dise classified  in  their  mind  as  to  co- 
relations,  and  persistently  watch  for  op- 
portunities. 

The  managers  keep  what  they  call  the 
"second  time"  campaign  alive  every  min- 
ute of  every  business  hour.  It  is  a 
frequent  topic  at  salespeople's  meetings. 
Sales  charts  showing  groups  of  core- 
lated  articles  are  prepared  for  the  sales- 
people, and  window  and  interior  displays 
are  often  built  along  the  same  lines. 
The  same  idea  is  embodied  in  the  com- 
pany's newspaper  advertising. 

If  the  salesperson  is  not  over  aggres- 
ive  and  does  not  try  to  impose  his  will 
on  the  customer,  his  suggestions  are  ac- 
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cepted  as  given  in  a  spirit  of  helpful- 
ness. The  "plus"  plan  should  very  well 
be  a  part  of  every  effort  to  hold#down 
the  cost  of  selling  merchandise  and  in- 
creasing volume  in  retail  stores — parti- 
cularly stores  that  are  not  too  closely 
departmentalized. 

In  England 
The  toy  manufacturers  of  Great  Bri- 
tain have  decided  to  undertake  a  co- 
operative advertising  campaign  that  will 
follow  somewhat  the  lines  of  the  cam- 
paign of  American  toy  manufacturers 
last  fall.  So  far  the  sum  to  be  expended 
has  been  fixed  at  £5,000.  This  appro- 
priation will  be  increased  later,  it  is  re- 
ported. The  need  of  the  campaign  arises 
from  the  flow  of  German-made  toys  into 
Great  Britain — a  flow  that  "has  already 
assumed  propoi'tions  that  may  threaten 
the  coming  season's  demand  for  the 
British  toys,"  according  to  "The  Adver- 
tiser's Weekly,"  of  London. 


ENGLISH  NOVELISTS 

Among  the  season's  attractive  arrivals 
n  fiction  are  "Black  Bartlemy's  Treas- 
re,"  by  Farnol;  "Returned  Empty,"  by 
Florence  Barclay,  and  "Anthony  Dare," 
>y  Archibald  Marshall. 

Fafnol's  tale  presents  a  plot  that  was 
ong  in  his  mind.  Indeed,  he  outlined  it 
o  some  of  his  friends  whilst  writing  his 
never-to-be-forgotten  story,  "The  Broad 
highway."  Mr.  Farnol  here  gives  us  his 
nimitable  descriptions  of  fighting  on 
joth  land  and  sea — scenes  of  savage  and 


ruthless  warfare,  pirates,  smugglers, 
love,  hate,  <revenge — indeed,  everything 
calculated  to  hold  the  reader's  interest 
and  attention. 

Miss  Barclay's  book  deals  with  the  im- 
portant problems  of  reincarnation  and 
spiritualism,  and  is  strongly  against  in-  > 
terference  with  the  dead.  It  is  a  thrill- 
ing story  of  an  unusual  kind;  daring  in 
its  conception.  It  will  bring  consolation 
and  help  to  those  who  are  sorrowing  for 
loved   ones   whom   they   have   lost. 

Archibald  Marshall  is  gaining  in  popu- 
larity in  Canada  in  keeping  with  his 
reputation  in  the  Old  Country.  The 
scenes  of  this  story  are  chiefly  in  Lon- 
don, Ont.;  there  are  also  country  scenes, 
and  as  a  journalist  Anthony  goes  a  good 
deal  about  the  world.     The  time  is  some 


Government  Helps  Bookselling 

Encouragement  of  Reading  by  Department  of 

Education  at  Washington — Plan  is  Worthy  of 

Adoption     by     Provincial     Governments     in 

Canada 


BOOKSELLING  promises  to  get 
very  valuable  encouragement  by 
the  activities  of  the  Bureau  of 
Education  of  the  Department  of  the  In- 
;erior  of  the  U.  S.  Government  at  Wash- 
ngton,  which  has  inaugurated  a  subsec- 
ion  on  home  education  and  reading 
ourses,  a  departure  that  might  well  be 
emulated  by  the  education  departments 
»f  the  Provincial  Governments  through- 
lut  Canada. 

One  of  these  courses  of  reading  com- 
irises  the  following  30  books  of  fiction: 
ddam  Bede,  by  George  Eliot;  Arabia?i 
lights;  A  Modern  Instance,  by  W.  D. 
lowells;  Clarissa  Harlowe,  Samuel 
lichardson;  David  Copperfield,  Dickens; 
Juy  Mannering,  Scott;  Henry  Esmond, 
Thackeray;  Ivanhoe,  Scott;  Joseph 
fance,  William  De  Morgan;  Kidnapped, 
L.  Stevenson;  Lorna  Doone,  R.  D. 
ilackmore;  Luck  of  Roaring  Camp,  Bret 
larte;  Ordeal  of  Richard  Feverel,  George 
Meredith;  Pilgrim's  Progress,  John  Bun- 
ran;  Pride  and  Prejudice,  Jane  Austen; 
tobmson  Crusoe,  Daniel  Defoe;  Romola 
ieorge  Eliot;  Tale  of  Two  Cities,  Dick- 
ns;  The  Cloister  and  the  Hearth,  Charles 
teade;  Vanity  Fair,  Thackeray;  Vicar 
f  Wakefield,  Oliver  Goldsmith;  Last  of 
be  Mohicans,  Fenimore  Cooper;  Scarlet 
setter,  N.  Hawthorne;  The  Pilot,  Feni- 
nore  Cooper:  Les  Miserables,  Victor 
lugo;  The  Thr°e  Musketeers,  Dumas; 
'ere  Goriot.  Bal-fc*  Anna  Karenina,  Tol- 
toi;  With  F;--p  ?i^  Sword,  Henryk  Sien- 
:iewicz;  Tr°acu'-p  Inland,  Stevenson. 

These  are  supplemented  by  four  helps 


as  follows:  "What  Can  Literature  Do 
For  Me?"  by  A.  Alphonso  Smith;  Great 
Books  as  Life  Teachers,  by  Newton 
Dwight  Hillis;  Literature  and  Life,  by 
W.  D.  Howells;  and  World's  Literature 
and  its  Place  in  General  Culture,  by  R. 
G.  Moultin. 

It  is  such  a  simple  matter  to  take  the 
course  that  all  one  needs  is  the  time 
and  the  inclination.  There  are  few 
people  who  cannot  find  a  few  minutes 
each  day  which  they  can  devote  to  read- 
ing, and  there  is  no  set  period  included 
in  connection  with  the  coursfi.  For  ad- 
mission it  is  necessary  only  to  write  to 
the  bureau,  giving  name,  address,  and  a 
brief  report  of  education  received-  and 
occupation.  That  enrolls  the  student, 
who  then  secures  the  books  either  from 
a  lending  library  or  from  a  shop  if  it  is 
the  desire  to  retain  them,  and  proceeds 
to  read  each  carefully  in  turn.  When 
each  book  is  read  a  summary  of  it,  ac- 
cording to  a  form  provided  by  the  bu- 
reau, is,  made  and  sent  to  Washington. 
At  the  expiration  of  the  course,  if  satis- 
factory evidence  has  been  submitted  that" 
the  books  were  read,  a  certificate  bear- 
ing the  signature  of  the  Commissioner 
of  Education  and  the  United  States  .seal 
is  awarded. 

While  the  course  is  one  which  could 
be  carried  through  without  any  refer- 
ence to  the  bureau  beyond  the  securing  of 
the  list  of  books,  yet  at  the  same  time 
many  persons  who  take  advantage  of 
the  proposal  would  never  fulfil  the  con- 
ditions without  the  incentive  which  it 
carries. 
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BEST    SELLING    BOOKS    IN    CANA1 
Fiction 

The  Valley  of  Silent  Men.     Curwood.. 

3A 

198 
180 
156 
102 
98 
90 

80 
64 

64 

64 
64 

The  Top  of    Ihe   World.      Dell    

Mrs.  Warren's  Daughter.     Johnson.... 
Every  Man  for  Himself.     Moorhouse  .  . 

Non-Fiction 

Now   It  Can   Be  Told.     Gibbs. 

Westward    With    the    Prince    of    Wales 

Newton 

A   Straight   Deal.      Wister    

Life  and  Times  of  Gait.     Skelton 

years  before  the  war.  It  tells  the  early 
history  of  a  clever,  attractive  boy  with 
a  zest  for  life  and  a  great  love  of  beauty, 
but  is  early  thrown  upon  his  own  re- 
sources, and  is  very  unhappy  for  a  time 
in  uncongenial  work  and  surroundings. 
Then  he  breaks  loose  and  gradually  builds 
up  his  own  life,  going  through  various 
adventures,  making  many  friends,  also 
many  mistakes,  until  he  finds  himself 
as  a  novelist.  He  is  impressionable,  and 
his  love  affairs  are  numerous.  He  near- 
ly makes  a  great  mistake  in  his  mar- 
riage, but  is  saved  from  it  and  is  left 
with  the  right  girl  as  his  fife  partner. 


OLD  WALT 

The  giant  rock  overlooking  Lake  Mas- 
sanoga,  Bon  Echo,  Ont.,  which  has  long 
been  familiarly  known  as  "Old  Walt," 
has  been  officially  dedicated  to  the  mem- 
ory of  Walt  Whitman. 

The  work  of  inscribing  the  memorial" 
on  the  rock  has  just  been  completed. 
The  sculptors  spent  more  than  one  month 
in  the  process  of  carving  the  following 
inscription,  which  is  done  in  simple  let- 
ters standing  from  one  to  two  feet  high: 

OLD  WALT 

1819-1892 

Dedicated    to    the    democratic    ideals    of 

WALT   WHITMAN 
by 

HORACE     TRAUBEL     AND      FLORA 
MACDONALD. 

"My  foothold  is  tenon'd  and  mortis'd  in 
granite. 
I  laugh  at  what  you  call  dissolution 
And  I  know  the  amplitude  of  time." 

It  is  the  intention  of  Flora  Mac- 
Donald  to  have  a  permanent  committee 
appointed  to  act  as  trustees  of  the 
memorial.  She  is  also  planning  to  erect 
a  Whitman  Library  at  Bon  Echo  which 
will  be  a  part  of  the  permanent  founda- 
tion. 

Flora  MacDonald  is  the  founder  of 
the  Whitman  Club  of  Bon  Echo  and 
owner  of  the  property  which  includes 
the  giant  "Old  Walt"  reck. 


Canadian  Writers  Get  Preferment 

T.  B.  Costain,  Editor  of  MacLean's  Magazine,  Assumes  Managing 

Editorship  of  Ladies'  Home  Journal  —  Peter  O'Donovan  Joins 

Arthur  Beverley  Baxter  on  London  Daily  Express. 


CANADIAN  writers  continue  to 
forge  ahead  in  the  literary  world, 
the  latest  announcement  being  the 
appointment  of  T.  B.  Costain,  editor  of 
MacLean's  Magazine,  to  the  managing 
editorship  of  the  "Ladies'  Home  Jour- 
nal," which  position  he  took  up  begin- 
ning with  this  month.  Mr.  Costain,  who 
is  a  native  of  Brantford,  Ontario,  start- 
ed on  his  career  with  the  Brantford 
"Courier,"  later  going  to  the  "Exposi- 
tor" in  the  same   city. 

His  first  out-of-town  change  took  him 
to  the  Guelph  "Herald,"  when  Joe  Dow- 
ney was  editor  of  that  paper.  Later 
he  did  general  assignment  work  on  the 
Ottawa  "Journal,"  going  from  there  to 
the  local  staff  of  the  Toronto  "Mail  and 
Empire."  He  left  Toronto  for  the  Guelph 
"Mercury,"  which  he  edited  for  a  couple 
of  years.  He  then  joined  the  MacLean 
organization  about  ten  years  ago,  start- 
ing on  "Hardware  and  Metal."  He  made 


T.    B.    COSTAIN 

a  success  in  the  specialized  field,  and 
later  held  the  position  of  general  man- 
aging editor  of  the  MacLean  publica- 
tions. About  four  years  ago  he  took  over 
"MacLean's  Magazine,"  and  since  then 
has  centred  his  attention  on  this  publi- 
cation, and  he  has  been  largely  respon- 
sible for  the  rapid  national  growth  of 
that  paper.  In  the  MacLean  organiza- 
tion Mr.  Costain  is  deservedly  popular. 
He  was  a  leading  spirit  in  the  Mac- 
Lean  Club,  especially  fond  of  the  social 
gatherings  staged  by  this  body,  a  keen 
debater  ai'.d  always  interested  in  the 
development  of  a  cordial  atmosphere  in 
the  organization  with  which  he  was  con- 
nected. 

There  is  a  feeling  of  regret  at  his  de- 
parture all  through  the  MacLean  staff 
that  is  nr'xed  with  one  of  pleasure  at 
the  compliment  that  has  been  paid  to 
Mr.  Costain  and  the  firm  with  which  he 
has   been   associated. 

Booksellers    will    recall    that    Mr.    Cos- 


was  engaged  in  newspaper  work  on  var 
ous  papers  including  the  Montre 
"Star,"  Toronto  "Star,"  Ottawa  "Jou 
nal,"  Lethbridge  "Herald,"  etc.  He  r 
turns  to  Canada  to  take  up  his  work  tl 
middle  of  October. 

SOCIAL  CONSCIENCE 

Twenty  years  of  feeling,  thought,  ai 
labor — on  the  part  of  a  keen  student 
life — produced  the  contents  of  "Soci 
Conscience,"  a  volume  of  story,  verse  ai 
essay  by  Adam  Abet,  published  by  ti 
Co-operative  Publishing  Co.,  of  Bridg 
port,  Conn.  Its  sub-title  is  "Homocrai 
vs.  Monocracy."  It  is  dedicated:  '" 
lovers  of  sincerity  everywhere  in  t 
cause  of  humane  progress.  The  volui 
contains  something  of  interest  to  almc 
everybody,    from    the    story-reader    w 


PETER  O'DONOVAN,  "P.O.D." 

tain  collaborated  with  Hugh  S.  Eayrs 
in  the  authorship  of  "The  Amateur  Dip- 
lomat," published  in  1915. 

J.  Vernon  McKenzie  has  been  appoint- 
ed editor  of  "MacLean's  Magazine,"  to 
succeed  T.  B.  Costain.  He  was  formerly 
associate  editor  of  "MacLean's  Maga- 
zine," and  has  been  for  the  past  year 
Canadian  Trade  Commissioner  at  Glas- 
gow, Scotland.  He  served  in  the  R.A.F. 
during  the  war  and  was  wounded  in  a 
crash  shortly  before  the  Armistice  was 
signed.      Previous    to   going    overseas   he 


J.    VERNON     McKENZIE 


ARTHUR   BEVERLEY    BAXTER 

likes  to  watch  the  flutter  of  a  heart.l 
the  professor  of  phsychology  who 
lights  in  dissecting  the  human  mind, 
it  appeals  to  all,  from  fresh-blown  rej 
lutionary  apostles  on  the  war-pj 
against  injustice  to  gray-haired  stat 
men  on  the  watch  for  ways  and  me^ 
of  allaying  social  unrest. 

"P.  O.  D." 

Peter  O'Donovan,  for  many  years 
member  of  the  staff  of  "Saturday  Nig! 
of  Toronto,  to  whose  readers  he  is  kno 
as  the  inimitable  "P.  0.  D.,"  is  leav 
Toronto  for  London,  England,  wh 
he  will  be  associated  on  the 
torial  staff  with  another  Canadian  lit 
ary  light,  Arthur  Beverley  Baxter,  v 
recently  became  chief  editor  of  the  I 
don  "Daily  Express."  P.  O.  D.'s  be 
"Imperfectly  Proper,"  just  issued, 
characterized  as  being  "one  continu 
chuckle    from    beginning   to    end." 
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Plan  to  Increase  the  Outlet  for  Books 

Retail   Booksellers  Are   Here   Presented   with   Practical   Ideas 
Which  They  Can  Immediately  Act  Upon 


AEOUT  this  tima  of  the  year  when, 
sufficiently  recreated  in  body, 
we  look  forward  to  the  longer 
evenings  of  autumn  in  a  spirit  of  pleas- 
ing anticipation,  the  impulse  seizes  some 
of  us  to  map  out  a  programme  which 
will  fill  up  some  of  the  unaccountable 
gaps  which  exist  in  our  literary  reper- 
toire. All  of  us  have  these  gaps;  even 
those  among  us  who  are  in  the  habit 
of  conveying  in  writing  the  impression 
of  almost  encyclopaedic  knowledge.  Who 
would  willingly  confess,  for  instance, 
that  he  had  never  read  a  word  of  Spen- 
ser's "Faery  Queen."  Pick  up  a  list  of 
the  "Hundred  Best  Books"  and  you  will 
probably  find  that  over  half  of  them 
are  known  to  you  by  name  only.  An- 
nually we  plan  out  a  cruise  of  explora- 
tion among  the  unknown  havens  which 
beckon  to  us  so  imperatively  and  an- 
nually if  we  set  sail  at  all  we  put  back 
nto   harbor. 

Here  is  the  bookseller's  opportunity. 
Let  it  be  his  care  to  see  that  those  of 
his  customers  who  are  so  minded,  aje 
safely  embarked  upon  their  journey,  well 
equipped  for  a  good  cruise,  and,  once 
embarked,  let  him  do  his  best  to  keep 
them  at  sea  until  part,  at  any  rate,  of 
their  programme  -is  acomplished. 

Old   Books   Worth   Reading 

In  another  column  in  this  issue  will  be 
found  a  list  of  books  over  a  hundred 
years  old  that  are  well  worth  reading. 
It  will  be  to  the  bookseller's  advantage 
to  make  a  mental  note  of  these  and  to 
bring  up  the  names  of  any  of  them  he 
has  in  stock  in  the  course  of  conversa- 
tion with  his  customers,  especially  those 
of  a  literary  turn  of  mind,  whose  pro- 
clivities do  not  tend  towards  the  modern 
novel.  They  will  probably  be  surprised 
to  find  how  many  standard  works  there 
are  of  which  they  have  heard  throughout 
their  lives  and  which  they  have  never 
read.  Macaulay's  Essays;  The  Ingolds- 
by  Legends,  The  Rivals  and  the  School 
for  Scandal,  She  Stoops  to  Conquer  and 
The  Good  Natured  Man,  mention  these 
and  a  few  others  taken  at  random,  and 
you  will  rarely  find  a  man  who  has  read 
them  all.  And  yet  they  are  all  classics 
in  their  way. 

Give  Advice  With  Discretion 

In  friendly  discussion  with  his  cus- 
tomers many  an  opportunity  occurs  for 
recommending  what  they  should  read. 
Suitable  advice,  of  course,  demands  some 
consideration  and  discretion.  The  case 
of  the  busy  man,  for  instance,  who  uses 
his  brain  all  day,  is  a  very  interesting 
one.  What  shall  he  read  for  enjoyment 
in  his  leisure  hours?  Equally  intelli- 
gent men  will  give  extraordinarily  di- 
vergent answers  to  such  a  question. 
Some  will  seek  relaxation  in  a  return 
to  Homer,  some  drink  refreshment  from 
the  deep  well  of  English  poe.try,  some 
fine'    tl^at    biography    and    travels    best 


su.t  their  taste,  while  others — and  they 
are  many — would  rather  bolt  a  model  n 
detective  story  whole  than  any  more  re- 
fined or  subtle  delicacy.  It  is,  of  course, 
largely  a  matter  of  temperament  '  in 
what  direction  a  man  turns  for  his  liter- 
ary recreations,  but  it  is  also  a  matter 
of  training  and  environment  in  early 
years. 

Some  F'refer  Fiction 
The  number  of  elderly  people  who  have 
almost  entirely  lost  their  taste  for  read- 
ing what  booksellers  call  "standard  lit- 
erature" is  amazing.  Many  of  these 
have  well  filled  libraries,  yet  in  default 
of  something  new  from  the  circulating 
libraries  they  will  miserably  complain 
that  they  have  nothing  to  read.  To  such 
tastes,  of  course,  the  wide-awake  book- 
seller will  cater  intelligently,  and  give 
them  what  they  want,  not  what  he 
thinks  they  ought  to  want. 

For  those,  however,  who  show  a  de- 
sire to  make  a  more  complete  acquaint- 
ance with  standard  literature,  the  book- 
seller can  offer  timely  advice.  The  weak- 
ness of  the  programmes  usually  mapped 
oue  is  that  they  are  too  ambitious  and 
would  require  a  whole  winter  of  assidu- 
ous application  to  carry  them  out.  Let 
the  bookseller  rather  plan  for  his  clients 
a  series  of  short  cruises,  returning  after 
each  one  to  the  accustomed  haunts  of 
to-day,  which  should  be  by  no  means 
neglected. 

The  foregoing  advice,  of  course,  ap- 
plies more  to  the  older  generation  of 
readers,  but  there  is  the  younger  man 
or  woman   also  to  be  considered. 

The  young  man  just  starting  in  family 
life  affords  an  excellent  prospect  if  the 
bookseller  can  once  get  in  touch  with 
him  and  can  instil  in  him  the  idea  of 
building   up   a   library  for  the  home. 

A   Timely    Warning 

And  here  an  opportunity  occurs  to 
render  a  real  service  to  the  coming 
family  man  whose  natural  ambition  is  to 
possess  something  in  the  form  of  a  lib- 
rary. Let  the  bookseller  use  every  atom 
of  influence  he  can  command  to  warn 
the  inexperienced  readers  whom  he  may 
number  among  his  clients  against  the 
insidious  system  of  acquiring  a  library 
by  purchasing  a  set  of  books  purport- 
ing to  consist  of  all  the  best  authors 
in  the  world,  and  which,  upon  investi- 
gation, will  be  found  to  consist  of  noth- 
ing but  a  few  extracts  from  the  princi- 
pal works  of  these  authors,  and  will 
not  enable  the  luckless  purchaser  to  read 
in  its  entirety  a  single  work  by  any  one 
of  them.  The  seemingly  attractive  sys- 
tem of  payment,  "a  dollar  down  and  a 
dollar  when  you  catch  me,"  is  no  doubt 
responsible  in  many  cases  for  the  cap- 
ture of  the  unwary,  who  are  lured  on 
by  the  prosoect  of  acquiring  at  one 
coup  a  complete  library  containing  "the 
works  of  the  best  authors  in  the  world." 
but    who    afterwards   find    to    their    d;s- 
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gust  that  they  have  paid  a  sum  far  be- 
yond any  equivalent  value  they  have 
received  for  a  set  of  books  which,  ex- 
cept for  a  perfunctor^  perusal  on  ar- 
rival, they  never  again  look  at. 

All  such  methods  of  acquiring  a  ready- 
made  library  are  a  snare  and  a  delusion 
and  the  bookseller  can  render  no  greater 
service  to  his  younger  clients  and  to  lit- 
erature, incidentally  working  at  the 
same  time  in  his  own  interests,  than  by 
saving  the  uninitiated  from  the  misfor- 
tune of  becoming  the  possessor,  at  a 
heavy  cost,  of  such  a  travesty  of  a  lib- 
rary as  the  usual  type  of  collection  re- 
ferred to  generally  proves  to  be. 

Foster  Idea  of  Home  Library 

Booksellers  as  a  rule  are  apt  not  to 
realize  the  innate  desire  in  most  young 
couples  starting  housekeeping  to  possess 
a  library.  Once  they  realize  this  laud- 
able ambition  and  lay  themselves  out  to 
cater  for  it  they  will  be  surprised  at 
the  scope  it  offers  for  profitable  busi- 
ness. The  dollar  a  week  which  the  in- 
experienced seeker  of  good  literature 
pays  to  the  peddler  of  nondescript 
"complete  libraries"  would  be  far  bet- 
ter spent  with  the  local  bookseller,  but 
the  latter  must  be  prepared  to  give  reli- 
able advice  as  to  the  best  way  to  start 
a   library. 

He  might,  with  advantage,  initiate  a 
"Home  Library  Club,"  with  a  subscrip- 
tion rate  of  a  dollar  a  week.  Let  him 
advertise  this,  pointing  out  how  many 
volumes  the  members  would  possess  at 
the  end  of  a  year,  and  at  the  same  time 
offering  to  give  advice  in  the  selection 
of  suitable  books.  In  this  way  the  as- 
pirant for  the  possession  of  a  library 
would  read  each  book  as  it  came  into 
his  possession,  and  there  is  no  library 
that  will  afford  its  owner  more  grati- 
fication than  one,  every  volume  of  which 
has  been  read  by  him. 

One   Book  a   Week 

"One  Book  a  Week,"  would  be  an  ex- 
cellent slogan  for  a  bookseller  to  adopt 
in  a  campaign  to  promote  the  idea  of 
acquiring  a  library  for  the  home.  In_ 
his  advertising  he  should  encourage  the 
idea  of  buying  only  good  books,  and 
should  call  attention  to  the  excellence 
of  his  stock  in  this  respect.  The  estab- 
lishment of  a  Home  Library  Club  as 
suggested  above  would  also  give  him  the 
opportunity  of  writing  a  personal  letter 
to  all  his  prospects  explaining  its  ad- 
vantages and  inviting  them  to  become 
members. 

There  are  good  profits  to  be  made  in 
selling  books,  but  the  trade  has  to  be 
cultivated;  in  fact,  it  depends  largely 
on  the  bookseller  himself  to  create  the 
trade  in  his  own  district.  Let  him  lose 
no  opportunity  of  preaching  books  on 
every  occasion;  judiciously  selecting  the 
type  of  book  to  suit  the  varied  tastes 
of  his  clients  and  the  results  will  eve:  3- 
ally  be  all  that  he  can  wish. 


Educating  People  to  Buy  More  Books 


Booksellers  Should  Strike  New  Note  in  Their  Newspaper  Adver- 
tising so  as  to  Whet  Appetite  of  People  to  Possess  Good  Books 
and  Build  Up  Home  Libraries 
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)0OKS     first"     is     as     good     a 
slogan      to-day      as      it      was 
for      Erasmus      in      mediaeval 
days.  Unfortunately      there      is      as 

yet  no  great  evidence  of  a  wide- 
spread book  advertising  campaign  be- 
ing launched  in  Canada  for  this  year's 
Christmas  book  trade  as  is  being  launch- 
ed across  the  border.  People  are  not 
buying  enough  books.  What  is  the  rea- 
son? Is  it  that  too  much  attention  is 
being  devoted  to  buying  clothes,  or  auto- 
mobiles, or  is  the  rent  hog  too  severe 
in  his  demands  on  the  financial  resources 
of  tenants?  Perhaps  limited  home 
space  is  considered  a  reason  for.  not 
buying  books.  Are  any  of  them  legiti- 
mate reasons? 

One  thing  sure  is  that  widespread  edu- 
cation by  means  of  advertising  would 
bring  home  to  people  not  only  the  ad- 
visability but  the  actual  necessity  for 
having  plenty  of  good  books  in  the  home. 
Erasmus  of  old,  in  one  of  his  letters 
wrote: 

"Now  that  I  have  some  money  I  shall 
buy  me  some  books,  and  after  that  some 
clothes."  The  prevailing  fashion  in  this 
day  and  age  and  place  is  to  reverse  the 
order  of  Erasmus.  When  all  our  ma- 
teria! wants  have  been  satisfied  we  be- 
gin to  heed  the  appetite  of  the  mind — 
or  not,  as  the  case  may  be.  Books,  like 
everything  else  these  days,  are  expen- 
sive. Light  reading — very  light  reading 
for  the  most  part — can  be  obtained  in 
cheap  magazines  or  public  libraries,  and 
serious  books  are  in  demand  by  only  a 
limited  audience. 

Why  so  limited? 

Let  us  confess  it;  great  books  are  a 
land  of  wonder,  but  the  paths  leading 
into  that  land  are  often  baffling.  The 
most  inveterate  reader  must  admit  that 
many  is  the  time  when  he  has  stood  in 
the  midst  of  a  library,  great  or  small, 
bewildered  by  the  profusion  of  riches 
around  him  and  dazed  with  wondering 
which  way  to  go  to  fill  the  pockets  of 
his  mind  with  all  this  portable  gold, 
<like  the  wicked  brother  in  Ali  Baba's 
cave,  starving  amid  treasurer  for  the 
want  of  an  "Open,  Sesame."  No  wonder 
inexperienced  readers  feel  that  they  are 
going  it  blind. 

Where  to  begin  ? 

The  counsel  of  good  sense  is,  "Begin 
anywhere."  One  learns  as  he  goes.  There 
is  value  in  reading  even  a  silly  book;  one 
is  just  that  much  less  likely  to  read 
another  as  silly.  And  nothing  is  surer 
•than  that  one  good  book  leads  to  an- 
other, for  the  appetite  grows  by  what  it 
feeds  upon. 

It  is  often  a  good  thing  to  throw  one- 
self on  the  mercy  of  the  bookseller. 

One  of  the  curious  facts   about  books 

'    w    many    peonle    love    poetrv    and 

hew  few  read  it.     Especially  young  men 


snd  young  women.  Poetry  is  their 
natural  language,  and  the  very  mirror 
of  their  thoughts.  Youth  thinks  in  poe- 
try naturally,  as  it  draws  breath.  Leave 
these  young  folks  alone  with  a  good 
anthology  like  Palgrave's  Golden  Trea- 
sury or  the  Oxford  Book  of  English 
Verse  and  they  devour  it.  There  seems 
to  be  a  foolish  impression  abroad  among 
young  men  that  it  is  unmanly  to  read 
poetry.  Yet   these   very   young   men, 

when  they  open  a  page  of  the  poets, 
find  it  like  reading  their  own  thoughts 
and  seeing  the  'dreams  of  their  own 
imaginations.  And  if  they  want  a  man's 
poet,  let  them  try  any  volume  of  John 
Mansefield,  but  especially  the  Salt 
Water  Ballads  and  "The  Everlasting 
Mercy." 

The  most  encouraging  part  of  all 
about  pilgrimages  into  these  primeval 
forests  of  great  books  is  that  the  far- 
ther in  one  goes  the  clearer  grow  the 
paths.  Though  one  may  have  to  force 
an  entrance  by  smashing  through  dense 
thickets  of  trash,  presently  little  paths 
begin  to  appear.  They  broaden;  they 
take  direction;  they  turn  into  logging 
roads   with  a   faintly   discernible   wheel- 


tracks  in  their  turf,  and  finally  the  ex 
plorer  finds  himself  still  in  the  forosfl 
but  among  the  giant  redwood  trees  a 
all  the  classics  of  the  ages,  and  walkinj 
a  broad  highway  which  stretches  s^traigh 
back  into  the  past  and  straight  i'orw;  r< 
into  the  future. 

These  are  all  arguments  'hat  pub 
lishers  and  retailers  of  books  shoulc 
bring  to  bear  upon  the  oublic.  The  ;.-.  tr 
age  advertisements  of  books  in  news 
papers  is  woefully  lacking  in  impres 
siveness  and  originality.  Usually  the 
are  merely  lists  that  the  aveiage  reade 
passes  over  as  uninteresting.  There  ar 
occasional  oases  —  announcements  tha 
strike  a  new  note  of  interest  and  te 
something  of  such  genuiae  interest  aDou 
individual  books  or  their  authors  tha 
sales  for  these  books  are  created.  The 
again  one  sees  occasional  ;;dv?rtiseiuent 
that  whet  the  appetite  for  good  litera 
ture  and  for  the  possession  of  goo 
books  and  a  home  library  that  will  b 
a  credit  to  the  home-makers.  Tha 
is  a  note  that  should  repeatedly  b 
sounded  in  the  newspaper  advertise 
ments  of  retail  ■booksellers. 


FREDERICK    WILLIAM    WALLACE. 


ROBERT  J.    C.    STEAD. 


Two    Canadian    authors    who   are    represented    in    the    season's    new    books,    the 
former   with    "The    Viking    Blood,"    the    latter    with    "Dennison    Grant." 


A  SEAFARING  TALE 

Frederick  William  Wallace,  whose  pic- 
ture appears  herewith,  has  written  a 
book,  "The  Viking  Blood,"  that  will  add 
"»w  friends  to  the  many  he  made  with 
h:s  earlier  fin-?  sea  story,  "Blue  Water." 
This  new  book  will  be  ready  next  month. 
It  tells  the  story  of  a  Scotch  lad  who 
took  sail  on  a  large  four-masted  barque 
that  voyaged  from  the  Clyde  to  Van- 
couver, and  who,  upon  the  vessel's  return 
to  Halifax,  joined  tv,p  bank  fishing  fleet 
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there,  finding  the  real  romance  and  fas 
cination  of  the  seafaring  life. 


STEADS    CANADIANISM 

Among  the  season's  interesting  Can; 
dian  novels  is  Robert  J.  C.  Stead's  "Dei 
nison  Grant."  Mr.  Stead  is  by  man 
considered  the  mainspring  of  the  mov< 
ment  in  Canada  amounting  to  a  literar 
Declaration  of  independence,  having  h 
books  printed  in  Canada,  a  theme  r« 
garding  which  he  frequently  waxe 
eloquent. 


BOOKSELLER     AND     STATIONER 


CARNEGIE 

Andrew  Carnegie's  autobiography  is  to 
come  this  month.  The  story  begins  with 
Carnegie's  birth  and  childhood  in  Scot- 
land. We  are  then  told  about  the  little 
"white-headed  boy"  and  his  valiant  mo- 
ther and  brother  who  came  to  America 
to  seek  their  fortunes.  The  story  then 
goes  steadily  on,  instilled  from  page  to 
page  with  dramatic  and  humorous  in- 
terest, as  the  boy  begins  work  in  the  fac- 
tory, becomes  a  telegraph  messenger  boy, 
goes  into  the  railroad  service,  becomes 
superintendent  of  a  division  of  the  Penn- 
sylvania, serves  the  country  as  Associate 
Director  of  Railroad  Operations  during 
the  Civil  War,  undertakes  bridge  build- 
ing, and  then  by  rapid  stages  rises  to  be 
the  great   iron   master. 

Then  comes  an  entirely  different  phase 
in  the  story,  —  the  "gospel  of  wealth," 
the  powerful  formulation  of  the  doctrine 
that  private  wealth  is  a  public  trust  and 
the  prompt  and  imposing  acting  on  this 
belief.  There  are  wise  chapters  based 
on  personal  experience,  on  such  subjects 
as  "Mills  and  Men,"  "The  Problems  of 
Labor";  but  perhaps  the  interesting 
chapters  for  the  general  reader  are  the 
concluding  ones  in  which  Mr.  Carnegie 
tells  of  the  friendships  of  his  later  years, 
of  his  intimate  relations  with  men  like 
Lord  Bryce,  Lord  Morley,  Matthew  Ar- 
nold, Viscount  Grey,  John  Hay,  etc. 

VENIZELOS  | 

This  month  comes  "Venizelos,"  by  Her- 
bert Adams  Gibbons,  whose  books  upon 
European  affairs  have  given  him  a  lead- 
ing position  among  American  writers  on 
European  diplomacy,  and  who  was  in 
Paris  throughout  the  war.  During  the 
Peace  Conference  he  was  in  close  touch 
with  Venizelos,  and  writes  from  the  ful- 
est  possible  knowledge.  His  book  is  a 
notable  contribution  to  international  bi- 
ography and  is  as  readable  as  it  is  im- 
portant. Another  important  book  in  pre- 
paration is  "Clemenceau,"  by  Morton 
Fullerton. 

REPINGTON'S  BOOK 

At  the  outbreak  of  the  war,  Colonel 
Repington,  the  famous  military  corres-  ' 
pondent  of  the  London  "Times"  was  for- 
tunately inspired  to  keep  a  full  diary  of 
his  experiences.  He  was  in  intimate  .re- 
lation with  the  British  commanding  of- 
ficers, and  had  exceptional  facilities  for 
learning  the  most  closely  guarded  secrets 
of  the  time.  He  was  present  during  most 
of  the  great  battles.  In  London  he  was 
on  intimate  terms  with  the  great  figures, 
all  of  whom  appear  vividly  in  his  pages. 
There  are  exact  memoranda  of  historic 
conversations  with  Lloyd  George,  As- 
quith,  Balfour,  etc.  His  relations  with 
the  French  were  not  less  close,  and  he 
reports  in  full  interviews  with  Foch, 
Petain,  Joffre,  Clemenceau,  Briand,  etc., 
that  make  a  most  important  contribution 
to  the  inside  history  of  the  great  conflict. 
Indeed,  we  are  in  this  book  for  the  first 
time  taken  behind  the  scenes  of  the  war 
and  get  down  to  the  realities  of  things 
and  the  honest  opinions  of  living  men. 


WINGS  OF  WAR 

An  interesting  story  of  the  achieve- 
ments .of  the  contributions  of  the  U.S. 
to  aircraft  invention  is  "Wings  of  War," 
by  T.  M.  Knappen.  It  presents  a  history 
of  America's  part  in  the  aeroplane  pro- 
duction and  action  in  the  Great  War. 
The  author  is  fair  and  painstaking, 
though  at  times  naturally  critical  of  de- 
lay and  "red  tape."  A  book  for  the 
student,  the  technician,  and  the  man  in 
the  street. 

RAINE  FINDS  HIMSELF 

The  tentative  adventures  of  a  writer 
in  the  field  of  his  material  are  interest- 
ing because  it  is  by  means  of  these  ap- 
proaches into  bypaths  that  he  finally 
finds  the  road  he  travels.  William  Mac- 
Leod Raine,  the  popular  author  of  "The 
Big  Town  Round-Up,"  which  will  soon 
appear,  began  his  writing  with  short 
stories  of  the  "Sword  and  Gadzooks" 
period  in  McClure's,  Everybody's,  Amer- 
ican, and  other  magazines.  His  first 
novel  was  a  romance  of  the  days  of 
Prince  Charlie,  published  both  in  America 
and  England.  From  White's  Coffee 
House  he  traveled  to  the  swamps  of  Ar- 
kansas, lingered  there  a  time,  did  some 
political  short  stories,  and  then  with  a 
hop,  skip,  and  a  jump  landed  in  the  West 
that  he  has  made  his  own  ever  since. 

RAINBOW  GOLD 

In  the  Collingwood  "Bulletin"  of  Sep- 
tember 9  an  interesting  tribute  is  paid 
to  a  new  novelist  whose  home  is  in  that 
town.  Her  book,  "Rainbow  Gold,"  is  de- 
scribed as  a  thoroughly  feminine  novel, 
intended  to  appeal  to  young  people,  es- 
pecially girls  in  their  'teens. 

NOTED  NOVELIST  PASSES 

London. — Egerton  Castle,  English  au- 
thor and  newspaper  writer,  died  in  Lon- 
don yesterday. 

Egerton  Castle  was  a  prolific  writer 
of  novels  and  plays,  his  first  works  mak- 
ing their  appearance  in  the  early 
eighties.  Most  of  his  books  were  writ- 
ten in  collaboration  with  Agnes  Castie. 
Some  of  his  plays,  among  them  "The 
Pride  of  Jennico,"  and  "The  Bath 
Comedy,"  were  produced  in  American 
theatres.  His  play,  "Desperate  Reme- 
dies," was  written  especially  for  Richard 
Mansfield. 

ALGERNON  BLACKWOOD 

It  is  not  for  lack  of  matter-of-fact  ex- 
perience that  Algernon  Blackwood  is  a 
mystic.  The  son  of  the  late  Sir  Arthur 
Blackwood  and  Sydney,  Duchess  of  Man- 
chester, widow  of  the  sixth  duke,  he  went 
early  in  manhood  to  Canada,  farmed 
there,  took  part  in  a  rush  to  the  gold- 
fields,  ran  an  hotel,  went  into  the  dried 
milk  business,  worked  on  New  York 
daily  papers  before  he  ever  wrote  mys- 
tical fiction.  Personally  he  has  no  airs 
of  being  in  any  secret  that  is  not  the 
whole  world's,  has  no  eccentricities,  and 
is  a  quiet,  humorous,  and  entirely  sen- 
sible companion  in  everyday  life.  He  is 
represented  with  a  new  novel  in  this  sea- 
son's new  books. 
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BOOK  TRADE  GOSSIP 

'  George  Bernard  Shaw,  H.  G.  Wells, 
Sidney  Webb,  and  other  Fabians  have 
been  invited  by  the  British  Labor  Party 
to  stand  as  Labor  candidates  at  the  next 
general  election. 

HONORED  SIR  GILBERT" 

Sir  Gilbert  Parker,  who  is  a  prominent 
member  of  the  Masonic  order  in  England 
was  honored  by  the  Freemasons  of  Bell- 
ville  recently  when  the  distinguished 
author  was  a  visitor  to  that  city,  of 
which  he  was  a  resident  in  his  early 
days.  The  affair  was  largely  attended 
and  the  most  distinguished  citizens  were 
among  the  speakers  who  eulogized  Sir 
Gilbert. 

A  NEW  NATURE  BOOK 

A  warm  welcome  will  be  extended  by 
all  nature  lovers  to  the  new  volume  by 
Seton  Gordon,  F.Z.S.,  entitled  "The  Lanu 
of  the  Hills  and  the  Glens:  Wild  Life  in 
Iona  and  the  Inner  Hebrides."  It  is  a 
work  in  which  the  author  portrays  with 
that  delicate  but  sure  touch  which  char- 
acterized "The  Charm  of  the  Hills" 
some  of  the  varying  moods  of  the 
Hebridean  coasts,  as  well  as  their  won- 
drous splendour  and  fascination.  There 
are  57  choice  illustrations  from  the  au- 
thor's own  photographs,  which  alone  are 
a  source  of  rich  interest. 

THE  GREEN  EYES  OF  BAST 

"The  Green  Eyes  of  Bast,"  by  Sax 
Rohmer,  is  a  story  of  the  weird  and  un- 
expected, revealing  remarkable  power  in 
depicting  the  strange  and  mysterious. 
The  detective  element  is  of  an  unusual 
quality  and  brilliantly  developed,  and 
there  is  woven  into  the  story  a  delightful 
romance  of  love. 

"Encore"  is  the  title  of  a  new  book 
by  the  platform  favorite,  Jessie  Alex- 
ander, whose  popularity  is  widespread 
throughout  Canada. 

A  new  edition  has  been  issued  this 
year  of  Cassell's  French-English  dis- 
tionary. 

A  new  commercial  volume  is  Heaton's 
Directory  of  Canadian  Export  Trade. 

IDEAL  BROWSING 

The  experiment  of  serving  afternoon 
tea  was  tried  in  the  Literary  Lounge, 
Clifford  Street,  London,  a  retreat  where 
booklovers  may  browse  at  will  without 
any  obligation  to  buy.  The  experiment 
was  a  failure  because  the  genuine  book- 
lovers  were  frightened  off  by  the  people 
who  only  came  as  to  a  convenient  meet- 
ing-place to  gossip.  Now  a  peaceful 
silence  again  reigns,  only  broken  by  some 
low-voiced  customer  asking  a  question 
and  an  attendant  giving  a  reply. 

LIBRARY  FOR  RENFREW 

Renfrew. — The  town  council  has  decided 
to  purchase  a  lot  on  Raglan  Street  as  a 
site  for  the  Carnegie  Library,  plans  for 
which  have  already  been  approved  by 
the  Carnegie  Commission.  The  amount 
of  the  grant  is  $16,000  and  a  lot  can  be 
had  for  $5,000.  The  work  of  building 
will  be  proceeded  with  at  once,  the  struc- 
ture to  cost  in  the  neighborhood  of 
$6,000. 
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PREFERS  LONDON 

The  Toronto  author,  Arthur  Beverley 
Baxter,  whose  book  "The  Blower  of  Bub- 
bles," has  been  so  well  received,  recently 
received  an  offer  from  Sir  Charles  Green- 
way,  head  of  the  Anglo-Persian  Oil  Co., 
in  which  the  British  Government  is  the 
principal  shareholder,  of  an  appointment 
to  the  position  of  manager  of  his  pub- 
licity department  at  a  salary  of  £2,000  a 
year.  He  declined  this  post,  however, 
in  favor  of  the  post  of  literary  editor  in 
charge  of  the  editorial  page  of  the  Daily 
Express,  Lord  Beaverbrook's  London 
newspaper. 

ODDS  ON 

'Odds  On"  is  a  story  by  Nat  Gould, 
published  by  John  Long,  London.  It 
deals  with  love,  mystery  and  racing. 
The  tale  centres  about  a  horse  called 
Lucifer  and  his  master,  his  trainer  and 
his  trainer's  daughter.  For  excite- 
ment and  interest  it  equals  anything 
that  has  come  out  for  some  time.  The 
John  Long  Company  has  also  published 
three  other  books  which  promise  to  sell 
well:  The  Vision  of  the  Years  by  Curtis 
Yorke;  Coming  of  Age  by  Richard 
Marsh  and  The  Man  About  Town  by 
William   LeQueux. 

THE  VALLEY  OF  SILENT  MEN 

James  Oliver  Curwood's  new  novel, 
just  published  by  the  Copp  Clark  Co., 
"The  Valley  of  Silent  Men,"  is  another 
tale  of  the  Far  North.  Death  by  hang- 
ing grinned  in  the  face  of  Sergeant 
Kent,  of  the  Royal  Mounted.  This  situ- 
ation had  been  brought  about  by  hal- 
lucination. With  him,  down  those  fabled 
rivers  flowing  north  to  the  frozen  Arc- 
tic sped  the  girl,  whose  own  secret 
winds  like  a  •  thread  of  wild  magic,  to 
the   hidden   Valley   of   Silent   Men. 

THE  RAPIDS 

From  the  Copp  Clark  Co.,  comes  Alan 
Sullivan's  "The  Rapids."  This  is  the 
story  of  Robert  Clarke,  who  comes  to 
St.  Mary's,  a  village ,  of  Arcadian  sim- 
plicity. Lulled  by  the  voice  of  the 
rapids,  he  visions  the  town  transformed 
into  a  mighty  city.  By  his  own  remark- 
able compelling  power  he  achieves  the 
support  of  practically  unlimited  funds. 
Then  with  the  assistance  of  his  chief 
engineer,  Belding,  he  plans  a  tremendous 
programme  of  construction.  He  builds 
mills  and  bridges  and  discovers  iron  and 
gold.  The  only  disturbing  influence  in 
Clark's  glorious  progress  is  Elsie  Wor- 
den.  Clark  loves  her  and  so  does  Beld- 
ing, and  Elsie  doesn't  know  which  man 
is  her  choice.  And  then  Clark's  affairs 
come  to  a  crisis,  and  he  faces  a  tre- 
mendously difficult  alternative. 

HAROLD  BELL  WRIGHT 

Harold  Bell  Wright  used  to  be  a  minis- 
ter and  on  this  account  and  because  of 
the  highly  moral  quality  of  his  books, 
his  admirers  were  greatly  shocked  to 
learn  not  long  ago  that  he  was  seeking 
a  divorce  on  the  stated  ground  that  his 
•  wife  did  not  sympathize  with  his  liter- 
.  ary   efforts.      However,   the    charge    has 


raised    Mrs.    Wright    in    the    opinion    of 
some  of  the  critics. 

DIAMOND   ROMANCE 

For  Loree  Temple  there  was  enchant- 
ment in  the  flashing  lights  that  burned 
in  the  heart  of  the  diamond,  and  one  day 
at  Kimberley  "where  men  slaved  and 
wore  ou  their  lives  for  the  little  imper- 
ishable counters  of  passion,"  the  spell 
took  hold  of  her.  This  story  is  told  in 
"Pink  Gods  and  Blue  Demons."  by  Cyn- 
thia Stocklev. 

This  romance  of  a  rugged  country, 
with  its  fierce  heats,  its  languorous  blue 
nights  and  its  feverish  quest  of  the  white 
stones  is  a  story  of  exotic  beauty  and  of 
the  lure  that  held  a  woman  and  a  man. 

FREDERICK    NIVEN 

Frederick  Niven,  English  novelist  and 
journalist,  has  been  revisiting  Canada, 
being  commissioned  by  the  London 
"Daily  News"  and  "Sunday  Times"  to 
contribute  letters  about  Canada.  His 
new  book,  "A  Tale  That  is  Told,"  is 
among  this  season's  offerings.  It  is  a 
realistic  novel,  and  like  all  Niven's  books 
is   reulete   with   fun   and   beauty. 


FREDERICK  NIVEN 

POETRY  BOOKSHOP 

One  of  the  most  unique  shops  in  Lon- 
don is  the  "Poetry  Book  Shop"  that 
hides  itself  away  in  a  narrow,  dingy 
street  off  Theobald's  Road  in  the  Blooms- 
bury  district.  It  was  founded  by  its 
present  owner,  Harold  Monro,  about 
seven  years  ago,  "with  the  object  of  es- 
tablishing a  practical  Telation  between 
poetry  and  the  public."  The  end  is  ach- 
ieved by  readings  of  poetry  that  are 
given  every  Thursday  at  six  o'lock,  ex- 
cept during  July,  August  and  September. 

FOREIGN  LITERATURE 

There  has  been  an  extraordinary 
growth  in  the  interest  taken  in  foreign 
literature  in  London  in  the  last  few 
years.  The  works  of  Dutch,  Spanish  and 
Scandinavian  writers  are  being  translated 
and  eagerly  read  and  the  vogue  of  the 
latter  has  induced  a  well-known  Scan- 
dinavian firm  to  open  a  bookshop  in 
Covent  Garden,  where  translations  of 
Norwegian,  Danish  and  Finnish  authors 
may  be   found. 

56 


BOOKS  WITH  ONLY  RIGHT  HAND 
PAGE. 

Why  not  print  all  books  in  such  a  way 
that  every  page  is  a  right  hand  page? 
asks  D.  I.  Winslow,  of  Boston,  who 
claims  a  patent  for  his  conception  of 
how  to  do  it.  He  holds  that  if  one  has 
to  read  pages  on  one  side  of  a  book 
only,  this  will  be  held  more  easily,  the 
eyes  will  not  wander,  there  will  be  no 
necessity  for  changing  the  position  of 
head  and  neck  when  passing  from  one 
page  to  another.  Thus  reading,  es- 
pecially of  big,  heavy  volumes,  will  be 
less  fatiguing  not  only  to  the  eyes,  head 
and  neck,  but  also  to  the  arms  and 
hands. 

Mr.  Winslow's  idea  is  to  print  a  book 
so  that  you  read  straight  ahead  from 
right  hand  page  to  right  hand  page, 
these  being  numbered  consecutively; 
then,  when  you  have  read  through  to 
the  last  right  hand  page,  you  turn  the 
book  upside  down  and  continue  reading 
as  before,  what  in  ordinary  books  are 
left  hand  pages  now  being  right  hand 
pages.  This,  of  course,  involves  print- 
ing all  left  hand  pages  upside  down  and 
numbering  them  consecutively  from  the 
back  of  the  book.  This  would  easily  be 
arranged  by  the  printer  in  laying  out 
the  forms,  though  to  get  the  pagination 
of  a  large  book  correct  would  require 
some  nice  calculation  on  the  printer's 
part. 

POOR   MAN'S   ROCK 

A  new  Canadian  novel  of  gripping 
interest  is  Bertrand  Sinclair's  "Poor 
Man's  Rock,"  a  Ryerson  Press  issue. 

"Poor  Man's  Rock,"  a  sunken  menace 
at  any  stage  of  the  water,  will  not  be 
fpund  on  a  Canadian  Government  map, 
but  any  Vancouver  salmon  fisherman 
will  tell  you  it  lies  off  Squitty  Island, 
in  the  Gulf  of  Georgia,  just  between  the 
mainland  and  Vancouver  Island.  In  sea- 
son the  Pacific  salmon  swim  in  vast 
schools  around  its  base,  seeking  the  baby 
herring  which  take  refuge  in  its  sur- 
rounding shoals  and  kelp  beds;  and  since 
only  rowboats  may  safely  brave  its 
treacherous  currents  and  floating  kelp, 
hither  come  lone  fishermen  in  scores.  Old 
men,  broken  men,  adventurous  men,  and 
those  seeking  sport  never  fail  of  their 
catch  in  salmon  season. 

"Poor  Man's  Rock"  has  given  many  a 
man  his  chance,  and  it  gave  Jack  McRae 
his  opportunity  when  he  came  back  from 
France  to  find  his  father  dead,  his  ex- 
pected inheritance  lost  and  himself  dow- 
ered with  the  legacy  of  his  father's  hate 
toward  the  successful  rival  of  his  youth, 
now  a  wealthy  cannery  man  of  the  dis- 
trict. With  Scotch  clannishness  and  ten- 
acity of  purpose,  Jack  took  upon  himself 
the  avenging  his  father's  disappoint- 
ments and  losses  and  heartbreak. 

Quickly  he  took  his  enemy's  measure 
and  quickly  he  formulated  his  plans  to 
break  the  man  financially.  To  this  end 
he  entered  the  field  of  buyers  for  the  fish 
canneries  as  an  independent  operator,  and 
the  author  presents  a  stirrins:  picture  of 
the  struggle  between  the  factions  of  this 
tremendous  industry. 
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GLINDA  OF  OZ 

Thousands  of  children  who  have  been 
delighted  by  Frank  L.  Baum's  Oz  books 
will  warmly  welcome  this  year's  issue, 
the  title  of  which  is  "Glinda  of  Oz." 
Ever  since  the  original  Oz  characters 
captured  the  public  in  the  comic  opera, 
"The  Wizard  of  Oz,"  books  of  the  do- 
ings of  the  Oz  people  have  been  appear- 
ing and  gaining  new  devotees  among 
boys  and  girls  as  well  as  parents.  The 
Oz  books  now  constitute  quite  a  juve- 
nile library  in  hundreds  of  homes,  and 
booksellers  find  that  sales  of  new  is- 
sues to  new  customers  invariably  lead 
to  additional  sales  of  previous  Oz  books. 

THE  DRAGON 

From  the  Putnams  comes  "The 
Dragon,"  a  wonder  play  by  Lady  Gre- 
gory. It  is  another  really  funny  play 
considered  Lady  Gregory's  best  since 
"The  Workhouse  Ward."  being  a  mix- 
ture of  ancient  and  modern  fun  which 
only  Lady  Gregory  could  piece  together 
and  make  "stageable."  There  are  no 
dull  moments  in  this  strange  conception. 

THE  MERRYMAKERS 

Following  up  the  adventures  of  "The 
Merrymakers  in  New  York,"  comes  "The 
Merrymakers  in  Chicago,"  by  Hei^chel 
Williams,  a  Page  Company  issue.  It  is 
an  illustrated  volume  of  especially  fine 
appearance  and  has  over  300  pages.  The 
story  is  well  told  and  will  appeal  to  boy 
readers. 

HONOR  BRIGHT 

From  the  Page  Company  comes 
"Honor  Bright,"  by  Laura  E.  Richards, 
author  of  the  "Hildegarde-Margaret" 
series.  This  author  has  achieved  a  strong 
position  in  the  hearts  of  thousands  of 
girls  with  her  fine  stories,  and  this  new 
book  ranks  with  the  best  of  them. 

INJUN  AND  WHITEY 

That  moving  picture  favorite.  William 
S.  Hart,  beloved  of  boys,  has  written  a 
book  for  boys,  the  title  of  which  is 
"Injun  and  Whitey."  It  is  represented 
as  being  a  story  of  the  West  that  shows 
the  West  as  it  really  is.  It  is  a  tale  of 
the  adventures  on  a  Montana  cattle- 
ranch  of  a  white  boy  and  his  Indian 
chum,  of  how  Whitey  learns  to  ride, 
shoot  man-fashion,  of  their  capture  by  a 
band  of  cattle-rustlers,  and  of  how  they 
escaped  and  turned  the  tables  by  round- 
ing up  the  band  after  a  series  of  desper- 
ate and  exciting  adventures. 

MOTHER   GOOSE    ADVENTURES 

"Adventures  in  %  Mother  Goose  Land" 
is  the  novel  title  of  a  new  juvenile  by 
Edward  Gowar.  Little  Noel  was  very 
fond  of  stories,  especially  about  children, 
and  he  wished  he  might  be  put  in  one 
and  have  such  gay,  good  times  as  all 
the  story-book  children  seem  to  have. 
One  fine  night,  just  before  the  Sandman 
came,  once  in  a  blue  moon  when  wishes 
come  true,  he  was  whisked  off  to  Mother 
Goose  Land. 

CHILDREN'S   BOOKS 

"The  Crystal  Ball,"  by  Mary  D.  Gor- 
don,  just    ready,    is    a    boys'    and    girls' 


story  of  the  magical  garden  of  the  sun 
and  the  adventures  therein  of  Joan  and 
Jack. 

"Sergeant  Jane"  is  a  girls'  book  by 
Margaret  Matlock,  telling  the  story  of 
a  girl  mascot  in  a  marine  corps. 

BRUCE 

"Bruce,"  by  Albert  Payson  Terhune, 
is  the  story  of  a  Scotch  collie,  a  superb 
specimen  of  his  wonderful  race.  How  he 
got  to  "The  Place,"  and  how  he  develop- 
ed from  an  "ugly  duckling"  into  the  joy 
and  pride  of  his  master  and  mistress, 
and  how  he  went  overseas  and  did  his 
noble  best  in  saving  life  and  honor  for 
his  friends — all  this  you  will  read  in 
this  book.  And  as  you  read  you  will 
realize  the  wonder  and  beauty  of  a  dog's 
devotion,  and  also,  perhaps,  something 
of  what  it  means  to  be  a  dog  lover. 


KATHLEEN    NORRIS, 
Author   of    "Harriet   and   the    Piper." 

ONTARIO'S  LIBRARIES 

The  sight  of  many  books  gathered  to- 
gether in  suggestion  collections,  some  for 
children,  some  on  technical  subjects, 
others  for  general  reading,  instinctively 
drew  the  lover  of  books  towards  a  cor- 
ner of  the  Department  of  Education  ex- 
hibit in  the  Government  Building  at  the 
Fair. 

Travelling  libraries  are  not  new  in 
Ontario,  but  there  is  much  that  is  not 
generally  known  about  these  books  and 
the  libraries  in  general.  For  instance, 
any  reading  club  in  the  Province  can 
make  a  request  for  any  books  which  they 
desire  to  peruse,  and  the  same  will  be 
dispatched  at  once,  and  may  be  retained 
for  a  period  of  six  months. 

There  are  in  Ontario  400  libraries  in 
circulation,  these  going  to  clubs,  women's 
institutes,  and  also  to  association  librar- 
ies. Of  the  latter  there  are  286  out  of 
426  libraries   in   all. 

Practically  90  ner  cent,  of  the  libraries 
of  Canada  are  in  the  province  of  On- 
tario. 


THE   AIRPLANE  SPIDER 

Gdbert  Murray  has  written  a  most 
amusing  story  for  boys  and  girls  from 
6  to  10  years.  The  tarantula  spider 
(Laura,  the  author  names  her)  is  one  of 
the  most  interesting  members  of  the 
spider  family,  and  does  the  most  strange 
and  amusing  things  from  the  time  she 
is  a  little  baby  spider.  At  first  she 
spends  most  of  her  time  on  her  mother's 
back  with  her  three  or  four  hundred 
brothers  or  sisters  to  keep  her  company, 
but  just  as  soon  as  she  can  spin,  she  goes 
sailing  off  by  herself  on  a  slender  thread 
just  like  an  aviator  in  a  flying  machine, 
until  the  wind  gives  out  or  the  thread 
breaks.  Then  she  drops  to  earth  and 
proceeds  to  take  care  of  herself  for  the 
rest  of  her  life.  And  an  exciting  time 
she  has  of  it.  for  she  has  many  enemies 
to  avoid  or  conquer  and  many  dangers  to 
escape.  She  is  one  of  the  busiest  little 
animals  imaginable..  Her  life  is  adven- 
turous enough  to  suit  the  most  eager 
child  reader,  and  the  author  has  a  most 
clever  and  amusing  way  of  telling  about 
her  queer  doings.  The  pictures  are  un- 
usually attractive.  There  are  illustra- 
tions in  color  by  Harrison   Cady. 


A  handsome  new  illustrated  list  has 
come  from  the  Alphalsa  Publishing  Co., 
Ltd.,  2-4  Scrutton  Street,  Finsbury, 
London,  E.C.2  The  principal  series  of 
pictures  published  recently  are:  The 
hand-printed  colourgravure  cards  pro- 
duced by  the  most  artistic  and  up-to- 
date  process  of  color  printing  in  Great 
Britain.  The  series  comprises  head  and 
figure  studies,  landscapes,  and  repro- 
ductions of  modern  French  paintings. 
In  the  same  style  of  printing  a  variety 
of  artistic  calendars,  Christmas  cards 
and  postcards  are  also  produced,  appeal- 
ing   to    the   cultured    taste. 


ONE  OF   A   SELECT  COMPANY 

Peter  McArthur,  author  of  "The  Af- 
fable Stranger,"  which  will  soon  be 
published,  is  one  of  the  few  Canadian 
writers  who  have  been  regular  contri- 
butors to  London  "Punch."  As  far.  back 
as  is  known,  Artemus  Ward  and  Judge 
Haliburton,  author  of  the  Sam  Slick 
papers,  were  the  only  two  writers  from 
this  side  of  the  Atlantic  who  were  regu- 
lar contributors  to  this  most  exclusive 
of  British  journals  before  Mr.  McArthur 
was  admitted  to  the  charmed  circle.  He 
contributed  regularly  during  the  two 
years  that  he  spent  in  London. 


First  clerk. — "Did  you  ever  see  Oliver 
Twist?" 

Second  cloik. — "No,  but  I  saw  Fatima 
wriggle!" 
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REPRINTS 

From  John  Murray,  the  London  pub- 
lisher, come  reprint  editions  of  such 
old  favorites  as  F.  Anstey's  "Vice 
Versa";  H.  Rider  Haggard's  "Jess";  Mrs. 
Hungerford's  "Molly  Bawn";  Katharine 
Tynan's  "Hon.  Molly";  Henry  Seton 
Merriman's  "From  One  Generation  to 
Another";  David  Christie  Murray's 
"Rainbow  Gold."  In  a  two  shilling  series 
are  S.  Baring-Gould's  "Mehalah,"  first 
printed  in  1890,  fourteenth  impression 
19Q6;  Maud  Diver's  "Unconquerei."  first 
printed  in  1917,  reprinted  in  1917  and 
1918.  and  others  once  eaually  popular. 


More  About  Good  Old  Books 

Bookselling  Data  That  Can  Be  Effectually  Used  to  Arouse  Interest 
in  "Durable  Books" — Macaulay's  Poor  Prophecy. 


STARTING  with  Shakespeare,  a  Bos- 
ton newspaper  submits  the  following 
list  of  books  written  over  a  hundred 
years  ago  which  may  be  looked  upon  as 
durable: 

First    appeared   the    Shakespeare   list: 
The  Tempest. 
Hamlet 
King  Lear 
Macbeth 

Romeo  and  Juliet 
Othello 

Measure  for  Measure 
Merchant  of  Venice 
Much  Ado  About  Nothing 
Taming   of  the   Shrew 
As  You  Like  It 
Henry  IV. 
Henry  V 
The   Sonnets 

Midsummer   Night's   Dream 
Richard   III. 

The  Other  List 

The  Pilgrim's   Progress 

Paradise  Lost 

Grace  Abounding 

Bacon's  Essays 

Tom  Jones 

Amelia 

Tristram   Shandy 

Sentimental  Journey 

Robinson   Crusoe 

Gulliver's  Travels. 

Religio  Medici 

Boswell's    Johnson 

Pepys's   Diary 

Pride  and   Prejudice 

Mansfield  Park 

Sense   and    Sensibility 

Waverley 

Guy   Mannering 

Heart  of  Midlothian 

Bride   of   Lammermoor 

Keats's  Poems 

Byron's  Don  Juan 

Tale  of  a  Tub 

Irving's    Sketch-Book 

Wordsworth's    and    Coleridge's     Lyrical 

Ballads 
The  Wealth  of  Nations 
Decline  and  Fall  of  the  Roman  Empire 
Leviathan 

On  the  Human  Understanding 
Hume's  Essays 
Analogy  of  Religion 
The  Beggar's  Opera 
Hero  and  Leander 
On  the   Sublime   and  Beautiful 
^Esop's  Fables 
Lay  of  Marmion 
Areopagitica 
Jeremy   Taylor's    Holy   Living   and    Holy 

Dying 
Izaak  Walton's  Compleat  Angler 
Peregrine  Pickle 
Humphrey  Clinker 
Rape  of  the  Lock 
Mallory's  Morte  d'Arthur 
She    Stoops   to   Conquer 
'The  Rivals 


The   School  for  Scandal 

The   Vicar  of  Wakefield 

Addison's  Essays 

Joe  Miller's  Jest-Book 

Shelley's    Alastor   and    Other   Poems 

Southey's  Life  of  Wesley 

Percy's  Reliques 

Grey's  Poems 

Herrick's  Hesperides 

Blake's  Poems 

Burns's    Poems 

Walpole's  Letters 

Moore's    Irish    Melodies 

Castle  Rackrent 

Hazlitt's  Essays 

Wesley's  Journal 

Canterbury  Tales' 

Vathek 

Froissart's   Chronicles 

Pamela 

Clarissa  Harlowe 

Samson    Agonistes 

Comus 

Hudibras 

Cowper's   Letters 

Everyman 

Marco  Polo's  Travels 

Sir  John  Mandeville 

Cobbett's  Rural  Rides 

Law's    Serious    Call    to    a    Devout    and 

Holy  Life 
Burton's  Anatomy  of  Melancholy 
Childe   Harold 

Mary  Wortley  Montague's  Letters 
Evelyn's  Diary 
Fanny  Burney's   Recollections 
Utopia 

Erasmus's  Praise  of  Folly 
Dr.  Johnson's  Dictionary  of  the  English 

Language 
Alexander  Cruden's  Concordance 

The  compiler  of  this  list,  R.  Ellis 
Roberts,  of  London,  England,  in  refut- 
ing the  prophecy  of  Macauiay  that 
"Nothing  had  been  written  between  the 
years  1800  and  1850  which  would  be 
read  in  1920,"  submitted  the  following 
list  of  books  written  in  that  half  cen- 
tury: 

The  Waverley  Novels,  the  poems  of 
Shelley,  of  Keats,  of  Byron;  the  novels 
of  Jane  Austen,  the  essays  of  Lamb,  of 
Hazlitt,  and  De  Quincey;  Carlyle's 
"Sartor  Resartus";  Coleridge's  Essays, 
notably  the  "Biographia  Literaria"; 
Newman's  Sermons,  and  the  essay  "On 
the  Development  of  Christian  Doctrine"; 
Leigh  Hunt's  volume,  "The  Town"; 
Keble's  "Christian  Year";  and,  to  end 
with  three  very  different  books,  appeal- 
ing to  different  readers,  Marryat's  "Mr. 
Midshipman  Easy,"  Stanley's  "Life  of 
Arnold,"  and  the  Ingoldsby  Legends. 
Tennyson's  "In  Memoriam"  was  only 
published  in  1850,  but  Browning's  "Bells 
and  Pomegranates"  came  out  in  1841  «ir.:l 
Tennyson's  poems  in  1842." 

All  of  this  is  interesting  to  booksellers 
following  up  recent  articles  appearing 
in  Bookseller  and   Stationer  on  the   ad- 
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visability  of  keeping  the  good  old  books 
to  the  fore  in  bookselling.  Such  tables 
as  the  foregoing  might  well  be  includ- 
ed in  the  bookseller's  advertising  in  the 
newspapers.  That  sort  of  advertising 
will  serve  the  double  purpose  of  awaken- 
ing and  re-awakening  the  definite  in- 
terest of  the  newspaper  reader  in  these 
particular  books  and  at  the  same  time 
promoting  sales  of  one  or  more  volumes 
to  each  of  many  of  the  people  whose 
interest  is  thus  aroused. 

NEW  TEXT  BOOKS 

The  Department  of  Education  has  just 
issued  two  very  interesting  booklets  for 
use  in  the  schools  of  the  Province. 

"How  the  Fight  Was  Won,"  85  pages, 
gives  in  brief  but  word  form  a  general 
sketch  of  the  Great  War.  This  little 
book  has  for  frontispiece  a  portrait  of 
the  King. 

"Geographical  Changes  Due  to  the 
Great  War,"  40  pages,  is  a  companion 
for  the  former  book.  It  contains  three 
excellent  maps  of  the  new  Europe,  Asia 
and  Africa.  It  is  said  of  these  two  pub- 
lications that  they  are  timely,  and  will 
fill  a  very  real  want. 

CHRISTMAS  CARD'  CAMPAIGN 

At  the  Greeting  Card  Association  con- 
vention in  New  York  this  month  there 
will  be  addresses  and  discussion  on  the 
development  of  the  greeting  card  trade 
from  both  the  retailers'  and  manufac- 
turers' viewpoints,  and  a  furtherance  of 
the  plans  for  putting  the  greeting  card 
publicity  campaign  for  this  year's  Christ- 
mas trade  across  with  a  bang!  Retail- 
ers will  benefit  by  suggestions  and  plans 
to  be  passed  on  to  them  to  help  along 
the  good  work. 

THE  WEDDING  AND  YOU 

At  a  conservative  estimate  there  are 
125,000  weddings  a  year  in  Canada.  Of 
the  millions  of  dollars  spent  for  wedding 
gifts,  it  is  estimated  that  stationers  get 
three  million.  How  much  do  you  re- 
ceive? 

Of  course  you  will  share  in  the  profits 
that  come  from  wedding  invitations  and 
announcements,  but  what  of  the  other 
lines  ?  There  are  the  cards  that  go  with 
the  gifts,  those  that  are  sent  with  the 
bride  cake,  invitations  to  the  first  "at- 
home,"  and  personal  cards  for  the  young 
couple.  Wedding  stationery  is  usually 
the  best  that  can  be  had,  and  stationers 
should  stock  up  with  good  lines  that  will 
create  beaten  paths  to  their  stores  for 
these   events. 

Every  day  in  the  year  is  a  wedding 
day,  and  every  wedding  is  attended  with 
the  usual  whirr  of  breathless  excitement; 
if  you  carry  the  right  stationery  your 
store  will  soon  come  to  be  considered 
an  essential  source  of  supply. 


Holiday-Book  Catalogue  for  Retailers 

Nominal  Cost  Made  Possible  by  Clubbing  of  Booksellers  in  All 
Parts   of  Canada — A   Good   Illustration   of  the   Value   of   Co- 
operation. 


ON  another  page  will  be  found  an 
announcement,  together  with  an 
order  form  to  be  filled  out  for  a 
supply  of  this  year's  Holiday  Book  Cata- 
logues, providing  a  complete  Christmas 
book  list,  alphabetically  classified,  c6m- 
prising  all  the  books  suitable  for  Christ- 
mas gifts  that  are  being  published  this 
season. 

This  has  become  an  annual  event  of 
importance  to  many  booksellers  in  all 
parts  of  Canada,  a  number  of  whom  have 
sent  warm  testimonials  to  Bookseller  & 
Stationer  telling  of  the  great  help  these 
Holiday  Book  Catalogues  have  been,  not 
only  in   promoting  sales,  but  in  saving 


much  valuable  time  in  tne  busy  weeks 
immediately  preceding  Christmas,  be- 
cause many  people  come  in  with  books 
checked  in  this  list  that  they  wish  to 
buy.  alternate  selections  being  marked 
in  the  event  of  the  first  choice  titles 
being  out  of  stock.  The  advisability  of 
marking  alternate  choices  will  be  em- 
phasized in  this  year's  catalogue.  The 
time  that  is  thus  saved  the  bookseller 
and  assistants  in  the  Christmas  rush  is 
inestimable  and,  on  this  score  alone,  it 
will  pay  every  bookseller  in  Canada  to 
make  sure  this  year  of  having  a  supply. 
It  is  interesting  to  add  that  a  similar 
catalogue  is  to  be  issued  to  be  devoted  to 


toys  and  other  children's  goods,  also  art 
publications,  Christmas  papeteries,  leath- 
er goods  and  fancy  goods. 

A  most  important  feature  of  these 
catalogues  is  that  the  only  firm  name 
appearing  on  them  is  the  dealer's  own 
name.  All  names  of  publishers  are  omit- 
ted so  that,  to  all  intents  and  purposes 
they  are  the  bookseller's  own  individual 
Christmas  catalogues.  But  for  the 
nominal  price  that  is  made  possible  by 
this  clubbing  of  booksellers  in  all  parts 
of  the  country,  the  cost  of  issuing  so 
large  and  comprehensive  a  holiday  cata- 
logue would  be  prohibitive  to  individual 
retailers. 


Monthly  Record  of  New  Books 

Published  by  Firms  Established  in  Canada 


THE  COPP  CLARK  CO..  LIMITED 
Fiction 

No  Defence,  Sir  Gilbert  Parker,  cloth, 
$2.00;  The  Trumpeter  Swan,  Temple 
Bailey,  cloth,  $2.00;  Brite  and  Fair, 
Judge  Henry  A.  Shute.  cloth,  $2.00; 
Flappers  and  Philosophers,  F.  Scott 
Fitzgerald,  cloth..  $2.00;  In  Chancery, 
John  Galsworthy,  cloth,  $2.00;  Children 
of  Storm.  Ida  A.  R.  Wylie,  cloth,  $2.00. 
Juvenile 

Westward  Ho!  Charles  Kingsley,  illus- 
trated by  Wyeth,  cloth,  $4.00;  Grimm's 
Fairy  Tales,  illustrated  by  Elenore  P. 
Abbott,  cloth,  $4.00;  Robinson  Crusoe,  il- 
lustrated by  Wyeth,  cloth,  $5.00, 

HODDER  &  STOUGHTON,  LIMITED 
Fiction 

The  Scar,  Ruby  M.  Ayres,  cloth,  $1.65; 
The  Timber  Wolves,  Cronin,  cloth,  $1.75; 
McGlusky  the  Gold  Seeker,  A.  G.  Hales, 
cloth,  $1.75;  The  Blind  Marksman,  Edith 
Moore,  cloth,  $1.75;  Intriguers,  Le 
Queux,  cloth,  $1.65;  Penelope,  Elizabeth 
Kirby,  cloth,  $1.65;  Man  With  Rubber 
Soles,  Sir  Alexander  Bannerman,  cloth, 
$1.65;  A  Western  Delilah,  Frank  Hough- 
ton, cloth,  $1.75. 

Non-Fiction 

Peeping  Pansy,  Queen  of  Roumania, 
gift  book,  $7.50;  Fairy  Book,  illustrated 
by  Edmund  Dulac,  gift  book,  $7.50;  Pic- 
ture Book,  illustrated  by  Edmund  Dulac, 
gift  book,  $7.50;  Tales  from  Hans  An- 
dersen, illustrated  by  Edmund  Dulac, 
gift  book,  $7.50;  Stories  from  the  Ara- 
gian  Nights,  illustrated  by  Edmund  Du- 
lac, gift  book,  $7.50;  The  Tempest,  il- 
lustrated by  Edmund  Dulac,  gift  book, 
$7.50;  Golden  Book  of  Famous  Women, 
illustrated  by  Eleanor  Fortescue,  gift 
book,  $7.50;   Golden  Book  of  Songs  and 


Ballads,    illustrated   by    Eleanor    Fortes- 
cue,  gift  book,  $7.50. 

The  following  books  were  listed  in 
error  last  month  under  the  name  of 
McClelland  &  Stewart  instead  of  Hodder 
&   Stoughton: 

Fiction 

Bernard  Treves  Boots,  Laurence 
Clarke,  cloth,  $1.65;  Elizabeth  Kirby, 
Penelope,  cloth,  $1.65;  Man  With  Rubber 
Soles,  Sir  Alexander  Bannerman,  cloth, 
$1.65;  Peregrine  in  Love,  C.  Fox  Smith, 
cloth,  $1.65;  The  Camp  of  Fear,  Leslie 
Gordon,  cloth,  $1.65;  The  Intriguers, 
Wm.  Le  Queux,  cloth,  $1.65;  Lost  Mr. 
Linthwaite,  J.  S.  Fletcher,  cloth,  $1.65; 
Desborough  of  the  Northwest,  Joan 
Sutherland,  cloth,  $1.65;  Buckrose,  J.  E., 
Young  Hearts,  cloth,  $1.65;  The*  Broken 
Fang,  Uel  Keys,  cloth,  $1.65;  Woman  of 
the  Picture,  G.  F.  Turner,  cloth,  $1.65. 

Non-Fiction 

Aerial  Transport,  G.  Holt  Thomas, 
cloth,  $7.50;  Story  cf  the  Fifth  Austral- 
ian Division,  Capt.  A.  D.  Ellis,  cloth, 
$4.50;  For  Remembrance,  A.  St.  John 
Adcock,  cloth,  $3.00;  Story  Book  of 
Birds  and  Beasts,  J.  Henri  Fabre,  cloth, 
$2.00;  Story  Book  of  Science,  J.  Henri 
Fabre,  cloth,  $2.00;  Story  of  Australia 
for  Boys  and  Girls.  Rev.  Jos.  Bryant, 
cloth,  $1.50. 

S.  B.  GUNDY 
Fiction 

Conquering  Hero,  John  Murray  Gib- 
bon, cloth,  $2.00;  Drums  of  Jeopardy, 
Harold  MacGrath,  cloth,  $1.90;  The 
Turnstile  of  Night,  William  Allison, 
cloth,  $1.90;  Jan,  M.  Morgan  Gibbon, 
cloth,  $1.90. 

Non-Fiction 

In  the  Mountains,  Anonymous,  cloth, 
$1.90;   The  Junkman,  and   Other  Poems, 
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Richard  Le  Gallienne,  cloth,  $1.75;  His- 
tory of  the  World  War,  5  vols.,  Frank 
H.  Simonds,  cloth,  large  4to,  $5.00  per 
volume. 

Juvenile 

Little  Heroes  of  France,  Kathleen 
Burke,  cloth,  $1.75;  Wonder  Stories, 
Carolyn  Bailey,  cloth,  $2.50;  The  Lost 
River,  Allen  Chafee,  cloth,  $1.50;  Trail 
and  Tree  Top,  Allen  Chafee,  cloth,  $1.25; 
Rick  and  Ruddy,  Howard  R.  Garis,  cloth, 
$1.50. 

THE   RYERSON   PRESS 
Fiction 

The  Heart  of  Unaga,  Ridgwell  Cullum, 
$2.00;  Daisy  Ashford:  Her  Book,  Author 
"Young  Visiters,"  $2.00;  Returned  Emp- 
ty, Florence  L.  Barclay,  $2.00;  An  Im- 
perfect Mother,  J.  D.  Beresford,  $2.00; 
The  Road  to  Endor,  E.  H.  Jones,  .$2.00; 
The  Hand  in  the  Dark,  Arthur  J.  Rees, 
$2.00;  The  Watchdog  of  the  Crown,  John 
Knipe,  $2.00;  The  Wider  Way,  Diana 
Patrick,  $2.00;  Rachel  Comforted,  Mrs. 
Maturin,  $2.00;  A  Pawn  in  Pawn,  Hilda 
M.  Sharp,  $2.00;  Madeline  of  the  Desert, 
Arthur  Weigall,  $2.00;  The  Master  of 
the  Commandery,  S.  N.  Sedgwick,  $1.75; 
Happy  House,  Jane  D.  Abbott,  $2.00; 
The  White  Pope,  S.  R.  Crockett,  $1.75; 
The  Trap,  Maximilian  Foster,  $2.00;  The 
Door  of  the  Unreal,  Gerald  Biss,  $2.00; 
The  Great  Leviathan,  D.  A.  Barker, 
$2.00;  Molly's  Substitute  Husband,  $2.00; 
In  the  Shadow  of  the  Mosque,  $2.00. 

Non-Fiction 

Relativity,  Einstein,  $1.75;  A  Study 
in  Canadian  Immigration,  W.  G.  Smith, 
B.A.,  $3.00;  Rubaiyat  of  Omar,  illus- 
trated by  Tagore,  $3.00;  Sniping  in 
France,  Hesketh  Pritchard,  $3.00;  Par- 
liament and  Revolution,  J.  Ramsay  Mac- 
donald,  $1.75;  Elsie's  Girlhood,  Martha 
Finley,  75  cents. 


BOOKSELLER    AND   STATIONER 


A  MODEKN  RENDERING 

A  Montreal  school  teacher,  who  for 
years  had  been  setting  "Young  Loehin- 
var"  as  a  subject  for  English  composi- 
tion for  a  long  succession  of  juvenile 
classes,  thought  that  the  youthful  au- 
thors had  exhausted  all  the  possible 
variants  on  the  lines  of  Scott's  familiar 
ballad,  but  she  acknowledged  that  a  new 
twist  had  been  given  to  "He  swam  the 
broad  river,  for  ford  there  was  none," 
when  a  few  weeks  ago  one  of  her  pupils 
rendered  it,  "He  had  to  swim  across  the 
river  because  there  was  no  automobile." 
— "Saturday  Night." 


GOING  ONE  BETTER 

The  elder  of  two  farm  boys  left  the 
old  home  place  for  the  bright  lights. 
After  working  a  while  at  his  job  in  the 
city,  Jie  wrote  his  brother  out  on  the 
farm  telling  him  the  joys  of  city  life, 
and  said: 

"Yesterday  we  autoed  out  to  the  coun- 
try club,  where  we  golfed  till  dark.  Then 
we  motored  to  the  beach  and  Fridayed 
there." 

The  big  brother  on  the  farm  wrote: 

"Yesterday  we  buggied  to  town  and 
baseballed  all  afternoon.  Then  we  went 
out  to  Bill's  and  pokered  until  morning. 
To-day  we  muled  out  to  the  cornfield 
and  gee-hawed  until  sundown.  Then  we 
suppered,  and  then  we  piped  and  Ethel 
M.  Delled  for  a  while.  After  that  we 
staircased  up  to  our  bedroom  and  bed- 
steaded   until   the   clock   fived." 


Billy  —  We've  got  something  you 
haven't  got  in  your  house;  we've  got  an 
•  encyclopaedia. 

Johnny  —  My  dad  was  going  to  buy 
one  but  he  was  afraid  I'd  hurt  myself 
trying  to  ride  it. 


The  college  youth  and  the  summer 
girl  had  been  getting  along  very  fast 
after  a  two  days'  acquaintance.  As  they 
strolled  along  the  shore  they  tried  to 
hit  upon  points  of  common  interest. 
"Do.  you  like  Rex  Beach?"  he  asked 
her.  "No,"  she  said,  "mamma  simply 
refuses  to  go  there  because  she  doesn't 
like  the  people." 


Harry  Brown  was  dippy  about  collect- 
ing specimens  of  butterflies  nd  moths. 
He  worried  his  friends  so  much  th*t 
they  advised  him  to  procure  a  book  on 
them.  He  nnallv  V"~M  ie  which  he 
saw  advertised  in  a  Yonge  Street  book- 
store. After  several  days  he  returned 
and  demanded  a  refund  because  he  could 
find  nothing  in  the  whole  book  about 
moths.  The  name  of  the  book  was,  "Ad- 
vice to  Young  Moth-ers." 


Father:  Is  the  teacher  satisfied  with 
you? 

Son:  Yes,  because  she  said  to  me  the 
other  day,  "If  all.  my  pupils  were  like 
you  I  would  shut  up  the  school  this  verv 
day." 


"Try    that    again,"    said    the    teacher. 
"Notice  that  mark  at  the  end." 
.  And  the  obedient  pupil  read:  "Where 
are  you  going,  buttonhook." 


WINNIPEG,  Sept.  19th.— Professor  A. 
B.  Clark,  of  Winnipeg,  lecturing  to  his 
senior  class,  in  political  economy  deplored 
"monopolistic  powers."  He  told  his  stu- 
dents that  they  would  have  to  pay  $5.60 
for  a  copy  of  Marshall's  "Industry  and 
Trade." 

"I  suppose  the  monopolistic  powers 
of  the  publishers  are  responsible  for 
this    outrageous    price,"    he   declared. 

Prices  of  all  text  books  used  by  under- 
graduates are  much  higher  than  last, 
according  to  students.  Notebooks  which 
cost  60  cents  last  year  are  $1.25  this 
year. 

Johnniekellyisms:  Johnnie  bewails  the 
departure  of  his  only  male  teacher — 
"Soon  there  will  be  nothing  but  skirts 
and  there  all  sour  and  the  poor  kids 
have  to  look  at  sum  faces  like  a  dry 
prune  all  day  long,  ain't  it  fierce." 

Johnnie  answers  questions  on  an  ex- 
amination paper:  "The  skin  is  a  layer  of 
meet  with   holes   in." 

"A  Savagery  is  one  who  lets  his  hair 
grow  wild,  a  Barberism  is  one  who 
shaves  his  dome  all  except  one  bush  so 
his  enemy  can  lift  his  roof." 


The  John  C.  Winston  Co.'s  Toronto 
branch  is  now  located  in  the  Spadina 
Building.  129-139   Spadina  Avenue. 


HANDBALL 

Handball  recently  got  the  following 
boost  by  way  of  an  editorial  in  the  To- 
ronto "Mail  and  Empire": 

"From  youth  to  age,  mankind  in 
search  of  sport  pursues  a  ball.  As  a  baby 
he  has  a  soft  worsted  or  rubber  ball, 
and  when  he  becomes  a  boy  he  takes  to 
the  baseball,  the  cricket  ball,  the  foot- 
ball, the  basket  ball  or  the  pool  ball. 
Later  on  he  unrelentingly  pursues  the 
golf  ball,  and  have  adventures  with 
the  tennis  ball  or  the  polo  ball.  Not  as 
often  as  we  should  like  to  see  does  he 
make  acquaintance  with  one  of  the  most 
interesting  of  all  balls,  to  wit,  the  one 
that  is  banged  against  a  wall  with  the 
open  hand.  The  game  of  hand  ball  is 
not  nearly  as  well  known  nor  as  gen- 
erally practised  as  the  sport  deserves. 
Those  who  once  acquire  a  taste  for  it 
continue  to  play  almost  as  long  as  a 
man  adheres  to  golf,  for  one  may  play 
hand  ball  as  a  boy  and  keep  up  the 
game  with  profit  to  one's  general  health 
far  into  middle  life." 

This  suggests  that  handball  might  re- 
ceive more  attention  by  dealers  in  sports 
goods,  thus  adding  still  further  to  the 
sales  and  profits  in  the  sports  goods 
department. 
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The  Wall  Street  Explosion  Should  Help  to  Arouse  the  Public  in  America. 
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Every  Merchant  a  Trustee 

To  Handle  Credits  Successfully  He  Must  Have  Firm  Principles — Sound  Rules  Are  Needed 

— Their  Practical  Application. 

By  HENRY  JOHNSON,  JR. 


CONTINUALLY  men  ask  me  how 
to  handle  their  customers'  ac- 
counts. I  read  of  schemes  and 
plans  all  the  time,  too,  but  whether  talk- 
ing or  reading,  I  always  find  that  ques- 
tions and  resolutions  all  treat  of  methods. 
None  that  I  know  of  strike  the  funda- 
mentals, the  roots  of  scientific  credit 
handling,  so  I  want  to  have  you  think 
with  me  along  lines  which  will  begin 
with  the  right  "mental  slant"  on  this 
problem  and  sc  lead  us  toward  a  real 
settlement   of   this    question. 

It  is  a  recognized  fact  that  no  man 
can  get  very  far  without  character. 
Character  must  be  founded  on  principles, 
whether  consciously  adopted  or  not.  It 
is  the  same  with  business.  It  must 
have  character,  and  it  must  rest  on  prin- 
ciples, else  will  its  life  be  short  and  its 
usefulness  nil.  And  just  as  a  man  must 
respect  and  live  up  to  the  high  exactions 
of  his  principles,  so  must  a  business  have 
principles,  or  rules,  which  everybody,  in- 
cluding the  man  at  the  top,  respects  as 
rigidly  as  he  does  his  own  honor  and 
integrity. 

You  cannot  sell  goods  haphazard.  You 
cannot  make  deliveries  without  a  sys- 
tem. You  cannot  "guess"  at  the  prices 
you  will  charge  nor  the  service  that  can 
be  given  with  your  prices,  if  you  are  to 
be  successful.  And  you  certainly  cannot 
extend  credit  without  a  plan  of  action, 
carefully  laid  down  and  then  lived  up 
to  as  rigidly  as  any  bank,  and  make  a 
success  of  the  credit  business.  But, 
given  sound  rules  and  rigid  observances, 
the  credit  business  is,  to  my  mind,  the 
finest  business  there  is  from  the  stand- 
point both  of  the  merchant  and  his 
customer. 

What  Kind  of  Rules  or  Principles? 

The  first  principle  is  that  credit  is  a 
service.  As  such  it  is  surrounded  with 
certain  limitations.  Just  as  the  hours  of 
business  are  clearly  limited,  so  must 
be  the  term  of  credit.  For  you  can  only 
give  just  the  service  you  set  out  to  give 
— no  more,  no  less — if  you  are  to  be 
successful.  Let  us  say,  then,  that  credit 
is  to  be  extended  for  thirty  days.  That 
means  30  days.  It  does  not  mean  35 
days,  nor  40  days,  but  30  days.  In- 
evitably and  logically  that  means  that 
the  bill  is  to  be  paid  at  the  end  of  30 
days.  Automatically  that  cleans  up  the 
question  whether  there  shall  be  any  bal- 
ance.    There   must  never  be   a   balance. 

Certain  matters  of  practical  applica- 
tion must  come  in  for  handling  credits 
on  this  plan.  At  the  outset  the  under- 
standing must  be  had,  thai  the  bill  is 
payable  every  first  of  the  month.  It  is 
understood  that  you  send  it  out  or  not, 
just  as  your  custom  may  be,  or  as  your 


customer  may  desire.  Then  it  is'  to  be 
paid  some  time  within  the  first  and  the 
tenth  of  the  succeeding  month.  That  is 
a  practical  matter,  made  necessary  be- 
cause it  would  hardly  be  practicable  for 
you  to  insist  the  money  be  right  there 
on  the  dot  or  you  would  not  send  any 
more  goods.  It  might  rain,  or  snow,  or 
people  be  ill,  so  the  first  to  the  tenth 
is  a  good  arrangement;  but  that  must 
end  it.  Bills  not  paid  by  the  tenth  are 
liable  to  immediate  stoppage. 

Next,  goods  are  money,  therefore  you 
must  be  as  careful  loaning  them  as  you 
would  be  about  loaning  money.  An  ap- 
plicant for  credit  must  be  told  that  you 
are  certainly  glad  to  take  all  the  good 
accounts  you  can  get,  putting  strong 
emphasis  on  the  good.  Get  all  record 
and  references.  Then,  before  the  first 
purchase  is  delivered  to  the  customer, 
investigate  that  record.  If  anv  flaws 
appear,  do  not  take  the  account.  Never 
mind  that  it  is  unpleasant.  It  will  be 
pleasanter  than  to  have  a  big  loss  later 
on. 

If,  in  spite  of  all  precautions,  you  get 
in  bad  and  find  your  self  stung,  take 
your  loss  at  once.  Stop  the  account.  Wipe 
out  the  bill.  Lose  $25  now  rather  than 
$40   later   on. 

Never  make  any  bones  about  letting 
it  be  known  that  you  invite  no  laxity 
with  accounts,  that  you  expect  your  cus- 
tomers to  pay  just  as  they  have  agreed 
and  live  up  to  that  rule. 

Practical   Operation   of   the   Plan 

"Yes,"  you  say,  "but  that  is  old  stuff. 
Those  are  usual  rules."  True;  there  is, 
in  fact,  nothing  new  about  the  right  way 
to  handle  credit.  The  point  comes  in  the 
proper  handling  thereof  and  obeying 
your  own  rules — living  up  to  your  own 
principles   and  character. 

You  will  not  go  far  before  somebody 
will  seek  to  have  you  make  an  exception 
to  your  rules.  Perhaps  it  will  be  a  very 
fine,  high  grade,  thoroughly  respectable 
customer,  a  professional  man  who  wants 
you  to  carry  him  through  the  summer 
while  he  goes  on  a  trip.  It  is  going  to 
test  your  character  to  refuse.  It  is  go- 
ing to  test  your  diplomacy  to  decline  in 
such  a  way  as  will  stop  the  account.  But 
you  must  refuse.  Whether  you  do  it 
smoothly  or  roughly,  whether  you  re- 
tain or  lose  the  account,  the  desideratum 
is  that  you  refuse. 

Why?  Because  on  your  ability  to  re- 
fuse rests  your  title  to  be  regarded  as 
a  credit  man.  Just  as  you  succeed  in 
living  up  to  your  rules  you  will  succeed 
in  extending  credit — and  to  no  greater 
extent. 
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Suppose  you  do  not  steal.  Why  do  you 
not?  Because  your  principles  do  not 
admit  of  stealing.  Further,  you  would 
not  steal  just  once,  as  a  sort  of  excep- 
tion to  your  rules,  would  you?  No. 
Why?  Because  instinctively  you  know 
that  a  single  lapse  is  so  dangerous,  so 
terribly  liable  to  undermine  your  whole 
character,  that  you  would  shrink  back 
in  horror  at  the  suggestion. 

Yet  to  steal  once — just  once — would 
be  no  more  dangerous  to  your  character 
and  no  more  demoralizing  than  to  lapse 
once  in  your  rules  will  be  to  your  entire 
scheme  of  credit  giving. 

How   to   Prevent    Lapses 

Here  is  where  the  correct  "mental 
slant"  comes  in.  You  must  approach 
this  tremendous  problem  with  a  heavy 
sense  of  responsibility — for  you  are  re- 
sponsible far  beyond  what  vou  are  apt 
to  think.  Your  habit  is  to  think  of  your 
business  as  your  own,  to  do  with  as  you 
please.  But  it  is  not.  In  fact  you  are 
only  a  temporary  tenant.  You  are  a 
trustee  to  whom  that  business  has  been 
handed  for  safe  keeping  and  skilful 
handling.  You  are  the  servant  to  whom 
has  been  given  certain  talents  for  which 
you  must  later  render  the  strictest  ac- 
count. And  who,  then,  is  the  owner  to 
whom    you   must   account? 

The  owner  is  the  man  you  will  be  in 
thirty  or  forty  years  from  now,  and  his 
old  wife.  That  man  is  beyond  the  age 
of  useful  work,  and  he  is  now  looking 
to  you  to  provide  a  competence  on  which 
he  can  live  in  independence  until  he 
passes  on  down  the  long  slope.  His  wife 
— surely  you  want  to  safeguard ,  ther< 
from  any  danger  of  dependence,  priva- 
tion or  want! 

So  just  regard  yourself  as  the  em- 
ployee of  that  man  and  woman,  en- 
trusted with  their  entire  possessions,  in- 
structed to  run  that  business  with  cer- 
tain well-defined  limitations,  and  go  to 
it  that  way. 

A  very  successful  man  stood  in  his 
store  one  day  and  I  stood  beside  him. 
We  were  looking  over  the  busy  crowds, 
and  I  asked  him  something  about  his 
methods.  He  said:  "You  know,  our  rules 
do  not  permit  us  to  do  that" — replying 
to  some  question  I  asked.  I  forget  the. 
question,  but  1  have  never  forgotten  the 
answer.  "Our  rules" — yet  he  was  the 
sole  owner  of  the  store!  What  did  it 
mean?  It  meant  that  he  had  character 
in  himself,  based  on  principles,  and  he 
made  rules  and  respected  them. 

That  is  the  only  way  you  can  succeed 
in  handling  credits. 


German  Toys  Lacking  in  Quality 

Points  of  Interest  for  the  Retail  Trade  and  for  the  Guidance  of 
Canadian  Toy  Makers  in  Printers'  Ink's  Size-Up  of  the  Present 

Situation. 


GERMAN-MADE  toys  are  on  the 
American  market  again.  They 
are  being  handled  by  most  of 
the  leading  jobbers  and  importers  and 
by  the  retail  mail-order  houses. 

Two  years  ago,  when  there  was  much 
agitation  over  the  supposed  efforts  of 
German  toy  manufacturers  to  get  back 
some  of  their  trade  in  this  country, 
"Printers'  Ink"  quoted  some  leading 
merchandising  authorities  as  declaring 
that  the  place  of  origin  of  the  toys 
should  not  be  considered  in  the  buying 
of  them — that  a  woman  getting  a  doll 
for  her  little  daughter  would  purchase 
it  from  a  standpoint  of  appearance  and 
price  and  would  neither  know  nor  care 
whether  American  or  German  makers 
produced  it.  This,  of  course,  is  the 
exact  truth  and  represents  accurately 
the  way  the  thing  is  working  out  now. 

In  the  midst  of  the  hatreds  brought 
about  by  war,  business  men  say  some 
things  they  do  not  mean.  They  may 
i  honestly  believe  that  what  they  say 
represents  their  true  sentiments.  But 
after  the  trouble  is  over  they  begin  do- 
ing business  on  a  business  basis  again 
and  are  no  longer  ruled  by  prejudice. 
Certain  English  and  American  jobbers 
declared  they  never  again  would  handle 
German  goods.  In  the  light  of  this  as- 
•  sertion  it  is  interesting  to  note  the  situ- 
ation to-day,  both  in  this  country  and 
in   England. 

So  many  German  toys  have  gone  to 
England  during  the  summer  that  Bri- 
tish manufacturers  have  asked  the  Gov- 
ernment to  take  steps  to  check  such  im- 
ports. Owing  to  the  exchange  rates  the 
German  toys  undersell  the  domestic 
product,  thus  demonstrating  that  value 
is. the  only  thing  that  counts. 

One  large  American  importing  house 
created  a  sensation  during  the  war  by- 
refusing  to  accept  a  large  consignment 
of  German  toys  which  it  had  bought  and 
paid  for  previous  to  the  beginning  of 
hostilities.  The  shipment  was  held  up 
by  the  English  blockade  for  more  than 
a  year  and  then  finally  got  through. 
This  house  spurned  the  big  shipment  en- 
tirely and  would  have  nothing  to  do 
with  it.  It  was  left  on  the  hands  of  the 
customs  officials,  and  what  became  of 
it  never  was  made  public.  It  might 
have  been  auctioned  off  and  possibly 
was. 

This  same  house  to-day  is  selling  Ger- 
man toys  to  its  trade.  At  the  time  it 
refused  the  shipment  it  was  profuse  in 
its  declarations  to  the  effect  that  it 
would  be  an  insult  to  American  children 
to  ask  them  to  play  with  toys  fashioned 
by  the  hands  of  their  country's  enemies. 
.  This  is  mentioned  here  not  in  a  spirit 
of  criticism,  but  merely  to  show  what 
.an   unsentimental   thing  business  is  and 


how  quickly  it  reaches  out  along  logical 
lines,  even  though  officially  and  techni- 
cally America  is  still  at  war  with  Ger- 
many. 

However,  it  is  highly  gratifying  to 
know  that  the  situation  here  is  quite 
radically  different  from  that  in  England. 
Instead  of  German  toys  seriously  inter- 
fering with  home  manufacturers,  as  is 
the  case  there,  they  are  here  coming  up 
a  bad  second. 
American   Toys   Selling   on   Their   Merit 

American  makers  are  selling  all  the 
toys  they  can  produce.  But  absolute 
fairness  compels  the  statement  that  their 
toys  are  being  sold  as  toys,  and  not  as 
American  toys.  The  same  rule  works 
both  ways,  you  see. 

A  "Printers'  Ink'"  representative,  in 
investigating  this  peculiar  condition,  in- 
terviewed toy  buyers  in  two  large  jobbing 
concerns,  a  chain-store  company  and  two 
retail  mail-order  houses.  He  also  talked 
to  a  buyer  in  a  big  department  store 
which  buys  its  goods  direct.  Most  of  the 
buyers  talked  with  the  utmost  frankness, 
although  naturally  they  did  not  want 
their  names  used  or  their  houses  men- 
tioned. The  writer  predicts  that  by  an- 
other year  they  will  have  overcome  this 
modesty. 

The  investigation  brought  out  these 
important  facts: 

While  German  toys  are  here  in  con- 
siderable quantities,  they  are  not  serious- 
ly competing  with  the  American-made 
products,  either  in  quality  or  price. 

Also,  there  are  not  complete  lines  of 
German  toys  on  the  American  market. 
The  goods  here  are  in  the  nature  of  pick- 
up or  fill-in  propositions. 

And.  most  important  of  all,  the  Ger- 
man toys  are  inferior  and  are  consider- 
ably below  the  standard  of  the  goods 
sent  out  from  that  country  before  the 
Kaiser  began  his  war. 

The  toy  buyer  in  one  big  house  that 
has  been  foremost  in  opposing  German 
toys  during  the  war  expressed  a  willing- 
ness to  tell  "Printers'  Ink"  exactly  what 
is  what  as  he  understands  it. 

"Yes,"  he  said,  "we  are  handling  Ger- 
man toys — principally  small  dolls,  stuff- 
ed animals  and  Christmas  tree  orna- 
ments. These  are  being  sold  to  our  cus- 
tomers just  as  we  sold  them  before  the 
war,  without  reference  to  where  they 
were  made.  I  honestly  believe  that  not 
one  retailer  in  a  dozen  stops  to  think 
about  where  toys  or  tree  ornaments 
were  made. 

"We  are  not  buying  anv  full  lines  of 
Gorman  plaything's.  In  fact,  so  far  as 
I  know,  no  full  lines  are  available.  I 
have  an  idea  that  the  natural  difficulties 
attending  trade  with  Germany  because 
of  our  failure  to  ratifv  the  neace  treaty 
has  something  to  do  with  this.     But  the 
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main  reason  as  I  see  it  is  that  German 
manufacturers  in  these  lines  are  positive- 
ly unable  to  compete  with  American 
makers.  You  know  very  well  I  am  not 
bragging  when  I  say  this.  Our  natural 
inclination  would  be  to  favor  the  Ameri- 
can manufacturer.  At  the  same  time  if 
the  Germans  would  come  along  with  bet- 
ter goods  at  a  lower  price  we  would  buy 
them  just  as  anybody  else  would  do. 
When  I  say,  therefore,  that  the  Ameri- 
can goods  are  better,  I  am  saying  what  1 
want  to  say  as  an  American,  and  also 
•what  is  actually  true  as  established  by 
our  buying  experiences. 

Prices  High  and  Quality  Low 

"The  big  fear  of  American  manufac- 
turers all  along  has  been  that  the  Ger- 
mans could  undersell  them,  especially  on 
the  lower-priced  toys.  Well,  they  haven't 
up  to  date.  Take  this  little  talking  doll, 
for  instance — an  item  of  which  we  sofd 
thousands  of  gross  every  season  before 
the  war.  It  has  been  a  standard  ten-cent 
retail  seller  all  over  America.  We  used 
to  sell  at  as  low  as  forty-five  cents 
a  dozen.  This  year  our  price  has  raised 
all  the  way  from  ninety-five  cents  to  a 
dollar  and  ten  cents  a  dozen,  thus  making 
it  a  fifteen-cent  retail  seller  at  the  very 
lowest.  Another  thing,  this  doll  is  not 
nearly  the  quality  it  was  six  years  ago. 
The  material  is  of  a  much  lower  grade 
and   the   workmanship   imperfect. 

"Similar  imperfections  are  seen  in  the 
stuffed  animals,  the  wooden  toys  and  the 
tree  ornaments.  The  material  used  is 
away  below  what  it  ought  to  be.  Perhaps 
association  with  the  better  made  Ameri- 
can toys  for  the  last  few  years  has  warp- 
ed my  judgment  and  made  me  incapable 
of  passing  an  unbiased  verdict  upon  Ger- 
man goods.  But  I  do  not  think  so.  The 
German  goods  simply  do  not  have  the 
quality  and  they  by  no  means  have  price 
advantages  that  will  give  them  very- 
much  of  an  edge  over  American  goods. 

"Along  about  1915,  as  I  remember  it, 
there  were  practically  no  tree  ornaments 
to  be  had  in  this  country.  This  item  al- 
ways has  been  imported  from  Germany. 
American  manufacturers  started  to  pro- 
duce them.  Their  product  the  first  year 
was  almost  a  joke,  so  far  did  it  fall  below 
the  German  ornament.  The  ouality  kept 
improving  until  to-day  the  German  or- 
nament is  forced  to  take  a  second  place. 
We  sell  the  German  ornament,  of  course, 
but  it  is  the  cheaper  product  designed 
for  the  cheaper  trade — which  is  just  what 
the  American  ornament  was  before. 

"Will  we  continue  selling  American 
plavthin.es?  Undoubtedly.  Rieht  now. 
as  I  have  already  explained,  such  Ger- 
man goods  as  we  have  are  used  merely 
to  fill  in  our  line.  When  complete  lines 
of  German  toys  are  available  we  probably 
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ill  handle  them  if  we  can  find  a  place 
r  them  in  our  selling  scheme.  Toys  are 
ys.  We  want  our  line  complete,  with 
full  range  of  items  and  prices.  To 
ing  about  this  condition  we  naturally 
*e  going  to  buy  where  we  can  buy  to 
e  best  advantage." 

Right    after    the    armistice,    American 

y  manufacturers  began  to  express  fear 

a  possible  inundation  of  German  made 

oods.    Some  of  them,  in  their  apprehen- 

on,  enthusiasm,  or  whatever   it  might 

e  called,  proposed  a  national  advertising 

mpaign  to  bring    home    the    idea     of 

merican  toys  for  American  children." 

uch  a  campaign  might  possibly  suceed, 

s  was  said  in  "Printers'  Ink"  a  couple  of 

mes.    But  it  would  cost  much  more  than 

;  could  be  worth. 

People  do  not  buy  goods  that  way  very 
ang  at  a  time.     Such  an  advertising  ap- 


peal is  in  pretty  much  the  same  class  as 
the  advertising  done  by  or  in  behalf  of 
retailers  urging  that  people  buy  from 
them  to  "build  up  the  neighborhood"  or 
"help  the  town." 

When  the  proposition  is  stripped  of  aU 
its  glamor,  American  toy  manufacturers 
will  recognize  it  as  being  not  particular- 
ly beneficial  to  them  in  the  long  run  to 
have  the  American  jobbers  and  the 
American  people  accept  their  goods  from 
sentimental  consideration.  It  is  far  and 
away  better  that  American  toys  be  ac- 
cepted from  a  standpoint  of  merit  and 
price — which  is  exactly  the  case  now. 

Everybody  who  sells  toys  in  this  coun- 
try will  be  glad  from  a  patriotic  stand- 
point to  see  American  goods  taking  the 
lead.  The  fact  that  quality  and  price, 
rather  than  appeals  to  provincial  pride 
or  racial  hatred,  have  brought  about  this 


pleasing  condition  does  not  lessen  their 
satisfaction.  On  the  direct  contrary  it 
makes  their  satisfaction  something  tan- 
gible and  solid. 

A  couple  of  seasons  ago  Sears  Roe- 
buck &  Company  received  some  German 
toys,  bought  before  the  war.  It  frankly 
admitted  them  to  be  such  and  proposed 
to  sell  them  in  a  special  way  so  that  all 
the  profits  could  go  to  the  American 
Red  Cross.  A  storm  of  criticism  came 
in  from  all  directions.  To-day  this  con- 
cern could  sell  German  toys  just  as  easily 
as  the  American  kind — if  the  quality  and 
the   price   were   right. 

People  forget.  They  won't  stand 
hitched  very  long  when  it  comes  to  buy- 
ing merchandise  on  any  other  consider- 
ation save  value.  This  is  why  a  lot  of 
perfectly  good  advertising  effort  some- 
times goes  to  waste. — "Printers'  Ink." 


Story  of  the  Canadian  Toy  Trade 

Substantial  Progress  That  Has  Been  Made  is  an  Indication  of 
Further  Enormous  Development  That  Will  Surely  Follow 


~T\  OY-MAKING  in  Canada  has  reach- 
I    ■         ed  proportions,  placing  it  among 
I  ■*•       the  considerable  industries  of  this 
ountry.    Up  to  the  time  of  the  war  Cana- 
dian   toy-making    did    not    amount    to 
uch,   although   in  the   matter   of   such 
roducts  as  wheeled  goods,  board  games, 
hoo-fly  rockers   and  card-board  games, 
anadian-made  products  were  even  then 
uite  in  evidence. 

Since  then,  not  only  have  these  goods 
een  manufactured  on  a  greatly  increas- 
d  scale,  but  many  toy  lines,  notably 
oils  and  construction  toys,  have  been 
dded  to  the  Canadian-made  list  and  the 
argesf  of  these  concerns  now  does  a 
usiness  of  over  half-a-million  dollars  a 
ear.  This  concern  exports  largely  to 
ritain  as  to  certain  other  Canadian  toy- 
laking  firms.  These  Canadian  products 
ave  been  well  received  in  the  British 
arket  and  the  demands  from  that 
ource  this  year  are  far  in  excess  of  the 
upply.  Part  of  this  is,  of  course,  attri- 
utable  to  he  fact  that  practically  all  the 
oy  factories  in  Britain  are  behind  in 
;heir  orders,  being  unable  to  cope  with 
the  demands  of  the  home  market.  A  few 
of  them  have  made  some  effort  to  fill 
xport  orders,  and  the  total  of  toys  im- 
ported from  Britain  by  Canada  for  the 
!ast  fiscal  year,  figures  for  which  are  not 
yet  available,  will  show  an  enormous  in- 
crease over  the  $28,000  worth  of  toys 
which  represented  Canada's  imports  from 
Britain  for  the  fiscal  years  ending  March 
31,   1919. 

Imports  from  Japan  have  been  falling 
off  but  it  is  estimated  that  imports  from 
the  U.  S.  now  reach  a  million  dollars 
for  the  year  as  compared  with  $708,459 
in  1898. 

The  healthy  state  of  the  toy  trade  in 
Canada  is  indicated  by  the  fact  that 
nothwithstanding  these  considerably  in- 
creased imports,  the  volume  of  Canadian- 
made  toys  is  showing  an  appreciable  in- 
crease each  year.  In  1898  it  was  re- 
ported to  be  about  $800,000,  which  would 


represent  at  least  $1,250,000  retail  value 
and  for  1920  the  slogan  for  retailers  is 
$2,000,000  for  Canadian-made  toys  this 
year. 

In  reviewing  the  development  of  Cana- 
dian toy-making,  men  in  the  trade  are 
not  lacking  who  attribute  a  big  share  of 
the  increase  in  Canadian  toy  making  to 
the  widespread  effects  of  the  toy  shows 
held  in  Toronto  in  1916  and  1917.  Much 
has  been  heard  of  the  numerous  failures 
of  toy  ventures  that  followed  as  a  re- 
sult of  these  exhibitions  and  the  propa- 
ganda of  the  Department  of  Trade  and 
Commerce.  It  is  true  that  a  large  num- 
ber of  mushroom  concerns  burst  into  be- 
ing and  were  soon  back  in  oblivion,  but 
such  things  are  inevitable  and  are  true 
of  every  other  industry.  They  are  the 
"no-account"  concerns.  Why  should  they 
be  considered  at  all  either  pro  or  con? 
The  ones  that  do  count  are  the  toy-mak- 
ing concerns  that  are  actually  in  busi- 
ness, including  the  producers  of  other 
goods,  with  whom  toys  are  by-products. 
The  total  represented  by  the  trade  done 
in  all  these  Canadian-made  toys  is  sig- 
nificant not  only  on  that  score  alone  but 
viewed  also  in  the  light  of  the  good  big 
increases  in  the  volume  of  these  Canadian 
by-products  because  of  the  reasonable 
assumption  that  as  great,  if  not  greater 
increases  in  this  respect  will  be  shown 
in  each  succeeding  year. 

That  is  the  theme  of  this  article:  the 
Drobability  of  "made-in-Canada"  toys 
being  manufactured  in  increasingly  large 
quantities  and  the  probability  of  each 
year  seeing  new  toy  lines  added  to  the 
Canadian-made  list.  The  writer  has  in 
mind  one  new  toy-manufacturing-  firm 
that  is  just  now  getting-  into  shape  to 
market  its  product.  The  line  is  not  as 
yet  extensive  but  a  pood  start  has  been 
made  and  many  good  new  items  are  in 
train  for  manufacture,  some  of  which 
will  materialize  this  year  and  others 
next  year.  The  efficient  manner  in  which 
this   concern   is   proceeding   gives   every 
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assurance  that  their  toys  will  be  much 
in  evidence  in  the  retail  stores  this  year, 
taking  their  place  with  the  other  Cana- 
dian toys  which  are  so  secure  in  the 
favor  of  the  trade  and  so  deservedly 
popular  with  the  Canadian  people  gen- 
erally. 

It  will  be  appreciated  by  the  retail 
dealers  that  there  is  every  reason  to  be- 
lieve that  further  important  additions 
to  Canadian-made  toys  will  continue  to 
be  made.  Existing  concerns  will  increase 
the  variety  of  toys  they  produce  and  new 
ventures  will  bring  out  toys  of  classes 
not  at  present  made  in  Canada.  The 
slogan,  "Two  Million  for  Canadian-made 
Toys  This  Year"  will  then  have  to  be 
advanced  to  a  still  greater  objective. 

The  toy-  trade  is  a  live  and  growing 
one.  The  profits  are  good.  The  goods 
themselves  are  more  substantial  than  in 
the  old  days.  Toys,  consequently,  should 
receive  the  increasing  intensified  atten- 
tion of  the  merchants  selling  books  and 
stationery  with  whose  interests  toys 
and  games  are  so  closely  identified. 


BUYING  TOYS 

"The  selection  of  merchandise  to  be 
handled  in  a  toy  department"  says  a 
U.S.  trade  paper,  is  something  that  is 
usually  not  given  as  much  considera- 
tion as  it  deserves.  The  demand  for  a 
particular  stock  of  toys  will  vary  with 
climatic  conditions,  local  conditions  in: 
the  city  in  which  the  store  is  located, 
and  a  thousand  and  one  other  things. 
As  a  result,  the  successful  toy  buyer 
must  have  a  thorough  knowledge  not 
only  of  toy  stock  but  of  his  local  com- 
munity." 

Some  towns  are  located  in  hilly  coun- 
try where  coasting  on  wheel  goods  is 
one  of  the  most  universal  playtimes  of 
the  young  boys  and  girls.  Other  local 
conditions  affect  trade  in  other  cities 
and  towns,  and  for  this  reason  discrim- 
ination must  be  observed  as  regards 
toys   of  a   special  nature. 


Wall   case   doll   displays    in   the   Nixon   Store   at   Moose   Jaw,   Sask. 


Lessons  from  the  West  in  Doll  Displays 

How  to  Promote  Prestige  for  a  Store  as  Headquarters  for  Toys — 
A  Big  Idea  Worth  Adopting. 


THE  illustration  herewith  shows 
the  fine  doll  displays  seen  by 
a  representative  of  Bookseller 
&  Stationer  upon  a  recent  visit  to  the 
Nixon  Bookstore  at  Moose  Jaw,  Sask. 

Elsewhere  in  this  issue  will  be  found 
reproductions    of    photographs    of    win- 
.  dow    displays    which    he    obtained    along 
with  this   one. 

It  will  be  observed  that  made-in- 
Canada  dolls  are  played  up  prominent- 
ly. This  naturally  appeals  to  the  pat- 
riotic instinct  of  customers,  and  pleases 
them  by  affording  proof  that  Canada 
need  never  again  look  to  Germany  to 
supply  first  class  dolls.  Several  large 
doll  factories  are  now  being  operate"d 
in  Canada  and  are  producing  goods  that 
compare  favorably  with  dolls  made  any- 
where in  the  world. 

This  method  of  displaying  dolls  is 
one  that  might  well  be  adopted  in  other 
stores,  because  in  the  Nixon  store  the 
experience  is  that  sales  of  dolls  are 
greatly  multiplied  by  reason  of  these 
effective  display  cases.  It  also  serves 
to  stamp  on  the  public  mind  that  this 
store  is  to  be  considered  in  the  light  of 
headquarters  for  dolls.  This  naturally 
leads  people  to  associate  a  general  line 
of  toys  with  the  dolls. 

It  would  be  well  for  those  book  arid 
stationery  stores  that  have  not  as  yet 
got  into  the  toy  business  in  as  large  a 
way  as  warranted  by  the  possibilities 
of  this  line,  to  adopt  some  such  idea  as 
this  and  to  put  it  into  practice  with- 
out delay,  so  as  to  share  in  the  toy 
trade  harvest  of  the  ensuing  season. 

It  is  folly  to  allow  this  business  to 
go  to  dry  goods  stores  and  hardware 
stores,  as  is  the  case  in  some  towns.  In 
the  majority  of  book  and  stationery 
stores  toys  are  beinf?  given  better  at- 
tention than  ever  before,  because  of  the 
vastly  improved  potentialities  of  the 
line,  accounted  for  by  the  higher  grade 


and    consequently    higher    priced    items 
that  are  now  embraced  in  it. 

There  are,  however,  still  quite  a 
number  of  these  stores  that  are  lag- 
ging behind  the  procession  in  this  re- 
spect. It  is  up  to  the  proprietors  of 
these  stores  to  seriously  consider  this 
question  of  paying  adequate  attention 
to  toys.  If  they  will  do  so,  it  will  be 
brought  home  to  them  that  the  improve- 
ment in  this  trade  in  the  past  half 
dozen  years  has  been  most  remarkable 
and  they  will  then  realize  that  they  are 
missing  opportunities  every  day  for  pro- 
fitably increasing  their  volume  of  busi- 
ness. 

NEW  BELTS 

The  Canadian  Leather  Products  Co., 
are  manufacturing  a  new  line  of  ladies' 
belts  for  wear  with  the  summer  sweaters 


and  coats.  These  are  made  of  cow-hide 
and  come  in  tan,  black,  grey  and  brown. 
One  model  has  a  flat  roller  buckle  like 
a  man's.  The  harness  buckle  is  also  very 
popular.  There  is  a  good  demand  for  the 
"shoestring"  belts  in  tan  or  grey  with 
patent  leather  edges.  These  belts  retail 
at  prices  ranging  from  20c  to  $1.00. 


Chatham,  Ont. — Following  a  list  of 
new  books,  Judd,  Fraser  &  Cochrane,  in 
a  newspaper  advertisement,  ran  this  sig- 
nificant paragraph: 

"Wouldn't  it  be  a  good  plan  to  pick 
out  a  number  for  Christmas  presents 
while  the  lists  of  titles  are  complete, 
and  you  can  get  exactly  what  you  want? 
Books  go  higher  in  price  than  they  used 
to  be,  but  not  nearly  as  much  higher  as 
most  other  commodities." 


Autograph  Stationery  for  Christmas 

Offered  for  Private  Greeting  Cards 

Discussing  the  new  designs  in  Christmas  and  New  Year  cards,  postcards, 
autograph  stationery,  calendars,  gift  books  and  toy  books,  etc.,  a  lead- 
ing trade  paper  of  London,  Englnad,  says:  Some  specimens  are 
perfumed  with  pot-pourri,  and  form  a  pleasant  variety  in  these  artistic 
cards.  Autograph  stationery,  which  has  in  many  cases  replaced  private 
Christmas  greeting  cards,  is  supplied  in  numerous  designs.  These  are 
boxed  in  half-dozens,  with  the  necessary  envelopes.  The  postcard  form  of 
greeting  card  is  also  well  represented.  It  is  twenty-one  years  since  picture 
postcards  were  introduced.  The  calendars  are  again  notable  in  variety. 
This  year  the  monthly  date  pad  is  usually  suspended  beneath  the  picture, 
which  is  supplied  with  silk  ribbon  for  hanging.  The  children's  picture 
books  and  painting  books  are  well  produced,  a  novelty  in  the  painting  books 
being  the  provision  of  palettes  for  color,  with  directions  for  obtaining  inter- 
mediate tints.  Altogether  these  form  a  highly  creditable  representation 
of  British  enterprise  and  determination  to  maintain  a  reputation  built  up 
by  years  of  labor. 
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NEW  HANDBAGS 


Manufacturers  Busy  Turning  Out  Novel- 
ties for  Holiday  Trade 

|~^ALL  handbags  have  surpassed 
ri  themselves.  No  feature  of  utility 
*■  or  beauty  has  been  disregarded, 
ind  certainly  the  most  excellent  work- 
nanship  is  in  evidence  no  matter  whether 
he  bag  be  a  superb  French  handmade 
lead  affair  or  the  plainest  handstrap 
eather  model  of  domestic  manufacture. 
Beaded  models  are  being  shown  in 
■ich  colors  which  contrast  effectively 
vith  the  lovely  new  Autumn  tints  seen 
n  dressier  costumes  and  wraps.  For 
(veryday  wear,  however,  the  leather 
)ag  has  the  field  alone,  and  with  this 
n  view  Canadian  manufacturers  are 
turning  out  a  commendable  range  of 
strong,  serviceable  bags  moderately 
jriced  and  possessing  all  the  features  re-  . 
juired  in  a  smart  accessory  of  this  type 
or  wear  with  the  street  tailleur. 

The  envelope  styles  are  shown  in  hand 
trap  styles  for  Autumn  and  arm  straps 
'or  later  wear  when  cold  weather  re- 
juires  that  a  muff  cr  fur  wrap  be  worn. 
The  arm  straps  are  fashioned  long 
nough  so  that  they  will  slip  on  readily 
>ver  the  fur  coat  sleeve  or  the  fur 
:uffed  suit,  and  .leave  the  hands  free  to 
lse  pockets  or  muff  for  warmth.  The 
inger  strap  bags  are  particularly  smart 
:or  immediate  wear,  and  the  manufac- 
;urers  are  also  considering  next  Spring 
for  they  are  already  working  on  novel- 
;ies  for  1921. 

A  new  type  of  beauty  box  has  been 
designed  by  one  Toronto  leather  bag 
manufacturer  for  his  Christmas  trade. 
The  box  is  made  in  two  sizes  and  comes 
with  the  two  styles  of  straps.  It  opens 
up  like  a  miniature  suit  case,  revealing 
n  the  top  a  splendid  mirror  and  pocket 
for  small  purse  or  memorandum.  The 
;op  is  supported  when  the  bag  is  opened 
with  triangles  of  leather  at  the  corners 
>o  that  the  side  which  opens  will  not  fall 
jack  so  far  as  to  permit  the  contents 
to  fall  out  of  the  body  of  the  box.  The 
entire  box  is  daintily  lined  and  fitted 
with  pockets  for  toilet  articles,  but  the 
feature  of  the  box  is  its  splendid  roomi- 
ness and  smart  new  one  side  opening. 
Another  version  of  the  beauty  box  which 
is  expected  to  sell  well  is  a  box  similar 
in  size  and  design  to  the  model  describee; 
above  but  which  opens  down  from  a  cen- 
tral frame  on  both  sides.  This  model 
is  not  so  practical  but  is  very  prettily 
designed  and  possesses  the  added  fea- 
ture of  plenty  of  space.  These  boxes  are 
being  fashioned  of  Terratin  and  grain 
patent  in  all  the  new  leather  shades  of 
brown,  gray,  purple,  blue  and  black.  A 
few  models  are  being  made  up  in  vivid 
red. 

Smart  envelope  bags  are  also  being 
newly  designed  for  Christmas  sale  in 
urown  crocodile,  fine  goatskin,  and 
patent.      Cross    grain    Persian   bags    are 


Leather    Goods    Attractive    This    Fall 


New    velvet    handbag    with    old    silver    frame,  and         handle. 


"Cigar  box"  leather  bag  which  opens  on  both  sides. 


As  long  as  the  manufac- 
turer continues  to  turn  out 
new  models,  purses  will  sell, 
for  there  is  no  article  which 
women  like  to  have  up-to- 
the-minute  more  than  the 
shopping  bag.  What  is 
more,  try  as  the  designers 
will  to  abandon  the  large- 
size  purse,  it  still  turns  up 
in  some  new  form,  because 
Milady  loves  the  bag  which 
will  carry  the  one  thousand 
little  odds  and  ends  she  in- 
variably has  with  her.  The 
latest  bag  of  this  type  is 
one  modelled  on  a  small 
cigar-box.  It  has  an  ad- 
vantage over  previous  ones 
in  that  while  all  the  con- 
tents may  easily  be  seen  by 
opening  both  sides  of  it, 
nothing  can  fall  out  because 
of  the  vents  securing  it. 
Small  purse  and  car-ticket 
case  are  on  one  side  and 
toilet  articles  on  the  other. 
This  comes  in  morocco,  pat- 
ent leather,  alligator  and 
reed  grains.  It  has  found 
great  favor  in  New  York 
and  promises  to  sell  well 
here. 

Velvet  For  Dress  Occasions 

This  season  Miss  Canada 
may  wear  when  out  to  tea 
her  shopping  costume  of 
the  morning  provided  she 
adds  a  velvet  hand-bag. 
These  bags  are  shown  in 
plain  designs  with  lovely 
tassels  and  in  more  elab- 
orate styles.  One  model 
has  the  velvet  shirred  on 
an  old  silver  frame  and 
handle. 

The  New  Music-Case 
One  of  Toronto's  largest 
leather  manufacturers  has 
designed  a  music  -  case 
which  should  supply  a  long- 
felt  want.  Years  ago  the 
round  case  which  curled  up 
its  contents  like  a  wiggily 
worm  was  supplanted  by 
the  flat  one;  this  was  an 
improvement  but  not  all 
that  could  be  desired.  The 
new  model  has  all  the  ad- 
vantages. It  folds  only 
once  so  that  the  music  has 
just  one  crease  if  any  and 
as  the  amount  of  leather 
used  is  reduced  by  one-third 
and  only  two  clasps  are 
needed,  the  price  is  consid- 
erably lower.  There  is  also 
a  flap  at  top  and  a  pocket 
at  bottom  to  hold  the  con- 
tents securely. 


also  being  featured  in  the  new  shades 
and  flat  bags  in  various  outlines  are 
developed  from  all '  these  fashionable 
leathers.  The  bags  described  will  retail 
between  $4  and  $7. 

Velvet  Models  Not  Passe 

The  season  is  approaching  when  vel- 
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vet  handbags  will  be  worn  again  shortly. 
Retailers  who  placed  their  stocks  on  the 
counters  at  sacrifice  prices  this  Sum- 
mer will  now  experience  regrets,  for  the 
velvet  bag  is  back  very  strong.  It  would 
be  well  for  the  trade  to  bear  in  mind 
that  the  velvet  bag  is  a  "seasonable" 
model. 


BOOKSELLER     AND     STATIONER 


THERMOMETERS 

A  new  thermometer  is  called  the 
Thermo-Vane. 

A  very  thorough  study  of  the  ther- 
mometer situation  by  the  makers  of  this 
new  instrument  led  them  to  the  con- 
clusion that  millions  of  people  who  need 
and  want  thermometers  in  their  homes 
and  places  of  business  have  been  deter- 
red in  the  past  from  purchasing  for  the 
reason  that  the  old-fashioned  thermo- 
meter at  best  is  an  unsightly  object 
tending  to  mar  the  appearance  of  any 
room  in  which  it  may  be  placed.  Act- 
ing on  this  theory,,  they  evolved  the 
thermometer  mentioned  which  embodies 
a  hitherto  neglected  feature,  good  looks. 

All  models  are  surmounted  by  a  con- 
vex brass  dial  2  in.  in  diameter,  marked 
for  degrees  in  large,  easily-read  numer- 
als. The  temperature  is  indicated  by 
a  flag  rotating  on  a  slender  rod,  which 
points  to  the  temperature.  Dial  and 
flag  are  enclosed  in  a  glass  case  of 
hemispherical  shape,  which  serves  as  a 
protection  against  dust  and  rough  hand- 
ling. 

Back  of  all  this  attractiveness  is  a 
real  thermometer — highly  sensitive  and 
permanently  reliable — constructed  ac- 
cording to  the  highest  scientific  stand- 
ards, for  the  makers  realized  from  the 
beginning  that  no  matter  how  alluring 
the  new  product  might  be  in  outward 
appearance,  it  would  endure  in  public 
favor  for  a  very  limited  period  if  it 
failed  to  make  good.  So  sensitive  is 
the  Thermo-Vane  that  a  mere  breath 
causes  the  flag  to  record  an  increase  in 
temperature,  while  the  opening  of  a 
window  in  winter  instantly  causes  it  to 
travel  toward  the  opposite  end  of  the 
scale. 


BRUSHES 

We  hear  much  these  days,  of  the 
shortage  of  material  in  practically  every 
line  of  business;  this  is  the  basic  reason 
for  the  unreliability  of  deliveries.  In 
the  manufacture  of  brushes  over  7,000 
different  articles  are  used,  covering  the 
different  shapes,  sizes,  etc.  Consider- 
able waiting  is  experienced  on  the  pro- 
ducers, and  naturally  this  affects  the 
output  and  indirectly  the  deliveries. 
According  to  wholesalers  the  retailers 
are  buying  earlier  and  in  larger  quanti- 
ties than  before. 

Continued  prosperity  depends  on  the 
ability  of  the  manufacturer  to  procure 
material  and  labor  at  reasonable  rates. 
Most  of  the  articles  used  in  the  manu- 
facture of  brushes  come  from  China, 
Japan  and  other  eastern  countries,  and 
the  labor  conditions  in  those  countries 
are  as  bad  as  here.  No  immediate  de- 
cline in  prices  is  expected. 


St.  John,  N.B.— W.  H.  Thorne  &  Co. 
have  been  running  some  good  publicity 
in  the  newspapers,  drawing  attention  to 
their  stock  of  Canadian,  English  and 
American    toys,   including   dolls,   electric 


experimental  outfits,  electric  and  clock- 
work trains,  educational  toys,  toy  books, 
etc. 


TOYS  FROM  SCRAP  MATERIAL 

Canada's  production  of  toys  could  be 
very  materially  extended  if  various 
manufacturers  of  other  lines  were  to  in- 
vestigate the  possibilities  of  turning 
present  waste  material  to  use  in  this 
direction.  This  applies  to  toys  of  wood, 
of  tin,  of  leather,  of  cloth,  and  of  other 
materials.  Consider  for  instance,  the 
possibilities  of  diverting  scrap  tin  to  toy 
making.  Scraps  of  tin  provide  ideal  ma- 
terial for  making  wheels  for  toys,  toy  tea 
sets,  parts  for  mechanical  toys,  clock- 
work gear  wheels,  discs  for  teddy  bears, 
and  many  other  items.  Some  large  fac- 
tories have  for  several  years  been  thus 
devoting  what  was  formerly  waste,  to 
by-products  in  the  toy  trade,  and  Where 
these  side  lines  have  had  adequate  atten- 
tion, they  have  prospered.  There  is  room 
for  many  more  such  undertakings  in  this 
country,  and  the  toy  requirements  of 
the  home  market  are  sufficient  to  make 
such   steps   profitable. 


TISSUE   HAIR   RIBBONS! 

Here  is  a  new  outlet  for  tissue  paper 
sales:    ■ 

Fredericton,  N.B. — The  girls  of  the 
Fredericton  High  School,  in  order  to  cut 
the  high  cost  of  living,  have  stopped 
wearing  silk  and  satin  hair  ribbons  and 
substituted  tissue  paper  ones.  Friday 
afternoon  when  they  made  their  appear- 
ance in  one  of  the  class  rooms  they  were 
reprimanded  by  the  teachers,  who  made 
them  report  to  the  principal,  Dr.  Foster, 
who,  on  hearing  the  girls'  story,  said  they 
might  wear  the  paper  ribbons  during 
school  hours  so  long  as  they  did  not  be- 
come conspicuous  or  provoke  disorder. 
After  school  the  girls  marched  down  the 
main  street  in  a  body  with  paper  ribbons 
of  all  colors  of  the  rainbow.  The  fad 
has  spread  to  the  other  schools  in  the 
city  as  well. 


PHOTO   CONTEST 

As  a  means  of  boosting  the  sales  ol 
cameras  and  photo  supplies,  a  Kitchener 
stationer  conducted  a  prize  contest  for 
amateur  photographers.  For  weeks  in- 
terest was  kept  up  in  this  contest  by  the 
display  of  photographs  that  were  enter- 
ed, by  showing  the_  really  fine  prizes 
that  were  offered  and  by  newspaper  ad- 
vertising, such  advertising  being  con- 
siderably augmented  by  the  news  interest 
of  the  contest  which  induced  the  papers 
to  include  many  items  relative  to  this 
contest  as  they  cropped  up  from  day  to 
day. 

The  contest  had  the  effect  of  interest- 
ing many  additional  people  to  join  the 
ranks  of  camera  devotees,  and  naturally 
this  store  got -the  greater  proportion  of 
such  sales.  '  The  flawing  interest  of 
others  was  aroused,  inducing  them  to 
look  up  snaps  that  they  thought  might 
win  a  prize  and  to  buy  the  necessary 
supplies  to  resume  the  hobbv.  It  also 
promoted      manv    salf>s    of     the      higher 
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A  NEW  WALL 

FOR 
THE 
OLD 


Our  Wallpapers  rival  the 
rainbow  in  variety  of  de- 
signs and  beauty. 


Suggestion    for    Window    Card. 

priced  cameras  to  replace  the  "Brownies" 
or  "Buster  Browns"  with  which  so  many 
amateurs  begin. 


WATERMAN'S  NEW  FACTORY 

On  Sept.  26th,  H.  L.  Symonds,  of  the 
London  Chamber  of  Commerce,  officiated 
at  the  opening  of  the  new  factory  for  the 
L.  E.  Waterman  Co.,  Ltd.,  at  St. 
Lambert. 

In  honor  of  the  occasion  several  prom- 
inent men  from  various  quarters  of  the 
Empire  were  the  guests  of  the  company 
at  a  luncheon  at  the  Country  Club.  Be- 
sides these  guests  the  following  officials 
of  the  L.  E.  Waterman  Co.  were  present: 
F.  D.  Waterman,  president;  W.  I.  Ferris, 
vice-president;  Walker  Randal,  director; 
F.  G.  McConnell',  secretary,  and  D.  J 
Spence,  architect. 

Features  of  the  luncheon  were  the  ad 
dress  by  Mayor  Gordon,  on  behalf  of  St 
Lambert;  the  presentation  of  a  gold 
fountain  pen  to  Mr.  Waterman,  and  the 
address  by  Dr.  Desaulniers,  M.L.A. 

The  factory  was  opened  formally  by 
Mr.  Symonds  during  the  afternoon  in  the 
presence  of  a  large  crowd. 


NEW  PENCIL  ASSORTMENT 

The  Broadwalk  pencil  assortment  is 
the  latest  addition  to  the  Dixon  pencil 
line.  Quite  an  atmosphere  of  Atlantic 
City  is  created  by  the  reproduction  in 
miniature  of  the  promenading  crowd  of 
summer  resorters  and  of  ocean  waves 
below.  The  assortment  is  made  up  of 
rubber-tipped  pencils,  some  with  the  pa 
tent  wedge  eraser  tips.  The  outfit  is 
a  most  creditable  one  and  will  make  an 
attractive  window  or  counter  display 
piece. 


AUCTION  UP  TO  DATE 

From  the  John  C.  Winston  Co.,  comes 
a  copy  of  Milton  C.  Work's  new  bridge 
book,  "Auction  Methods  Up-to-Date " 
The  work  is  a  most  exhaustive  one  and 
has  been  edited  by  a  specially  appoint 
ed  committee  of  the  New  York  Whist 
Club,  which  is  the  premier  organization 
of  its  kind  in  the  U.  S.  It  is  the  belief 
of  these  experts  that  there  will  not  like 
ly  be  any  revision  of  the  rules  of  the 
game  for  a  number  of  years,  which  of 
course  enhances  the  life  and  value  of 
this  new  work.  The  book  contains  much 
that  will  benefit  all  classes  of  players 
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Weldon  Roberts 

Rubber    Erasers 


10  insist  upon 
confi 


themselves 


Weldon  Roberts  Rubber  Co.  Newark,  N.J.  U.S.A. 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


The  McKinley  Edition  of  Ten  Cent  Music 


will    always    hold    first   place   as    an    Edition    of 

Standard,    Classic    and    Teaching    Music 
as    an    established    demand    for    this    line    of    Music    exists    throughout 
the    United    States    and    Canada. 

It   meets    the    requirements    of   the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has  proved   itself   to  thousands  of  dealers   to  be   the  best   foundation 
for   a   sheet   music    department. 

Write   us   for   samples 


Every   copy   of   The  McKinley   Edition   sold   means   a   profit   of  over   150 
per  cent,  to  the  dealer. 

The  McKinley  Edition   (Revised  for  Canadian  Trade)   conforms  in  every 
detail   with    Canadian   copyright   laws. 

A  great  advantage  to  the  merchant  as   a   "Trade  Bringer"   is   the   cata- 
logues   bearing    the     dealer's     imprint    which     are    supplied     with    this 
Edition.      These    catalogues    will   attract   more    customers   to   your    store 
than   any   other  medium   you  could  employ. 
and   particulars   to-day. 


McKINLEY    MUSIC    CO.      New  York  City:  145  W.  45th  Street 

Chicago  :  1501-15  East  Fifty-Fifth  St. 


The  Largest  "Exclusively  Sheet  Music  House" 
in  the  World 


Canadian    Pad    and    Paper    Co.,    Limited 


255  Wellington  St.  West 

Manufacturers  of 


Toronto 


Writing  Tablets 
Exercise  Books 


School  Blank  Books 
Foolscap  Papers 


ENQUIRIES    SOLICITED 


BOOKSELLER     AND     STATIONER 


DOMINION  LOOSE  SHEET  HOLDERS 

i 

The  three  types  of  Sheet  Holders  illustrated  above  are  important  mem- 
bers of  the  Dominion  Line.  The  first  type  has  a  capacity  of  about  150 
sheets  and  is  adapted  for  the  Office  Desk,  being  especially  convenient  as 
a  binder  to  contain  current  subjects  for  ready  reference.  The  second 
type  is  both  strong  and  durable  and  is  adapted  for  use  where  one  side  of 
a  leaf  is  to  be  written  upon.  The  last  type  is  made  of  aluminum,  strong, 
light  and  rustless,  especially  adapted  to  out-door  use.  Stock  these  three 
"made-in-Canada"  books. 

Sold  Only  to  Dealers 


Beaver 
Trade- 
mark 


Dominion  Blank  Book  Company 

Limited 

BERTHIERVILLE,  P.Q. 


Trial  l&alance 


/t/vrioNAL Trial  Balance; 


NATIONAL  TRIAL  BALANCE  BOOKS 

■The  stationer  who  stocks  these  Trial  Balance  Books  will  have  permanent  and  profitable 
sales,  as  they  fill  a  specific  need  in  every  office.  The  experienced  bookkeeper  or  ac- 
countant who  takes  a  trial  balance  at  the  end  of  the  month  will  fully  appreciate  the 
superiority  of  the  National  Trial  Balance  Books.  They  take  the  "trial  from  balancing." 
These  books  have  a  conveniently  arranged  form  and  cut  leaves  which  reduce  the  work 
to  a  minimum. 

NATIONAL  BLANK  BOOK  COMPANY 

HOLYOKE,  MASSACHUSETTS 
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7/QTOITE  o/l 


Meaning  —  "Gangway!  Make  way 
for  the  MODERN  Pencil." 

The  MODERN  has  a  beautiful  silver 
finish.  Made  for  everybody  who 
writes,  and  to  sell  at  a  price  everybody 
can  pay.  It's  simple  in  construction, 
because  of  fewer  parts. 

The  MODERN  is  the  pencil  that  as- 
sures quick  turnover  and  generous 
profits.     But  best  of  all,  it's 

Ready  for  Immediate 
Delivery 

You  need  this  pencil  in  your  business. 
Our  manufacturing  facilities  are  such 
that  we  can  make  shipment  the  day 
your  order  is  received. 

Sold  only  to  the  trade  with  generous 
discounts  for  quantity  purchases. 


The  HOGE  MANUFACTURING  CO.,  Inc. 


215-217  Fulton  Street 


Obtainable  from 
Canadian  Jobbers 


New  York  City 

Canadian  Representative: 

A.  J.  McCRAE 

23  Scott  St.,  Toronto,  Canada 
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DURING  the  coming 
Xmas  Holiday  season, 
there  is  certain  to  be  an  even 
greater  demand  for  this 
popular 

"A. A."  Fountain  Pen 

Filled  by  a  mere  twist  of  the 
wrist,  this  famous  Self- 
Filling  Fountain  Pen  sells 
readily  at  popular  prices. 

Trade  discounts  and  information 

on  special  assortments 

upon  request. 

MODERN  PEN  COMPANY 

New  York  City 


533  Canal  St. 


The  Illustration  above  shows  how  Work- 
Organizers  look.  The  one  below  shows 
how  they  are  used.  Fifteen  styles.  Il- 
lustration shows  the  No.  3.32.  letter-.size 
10  pocket.  Ulark  Seal  Grain  Fabrikoiil, 
$f>.2~. — one  of  the  most  popular  styles. 
Same  Size  genuine  leather  cover.  $15.00. 
Taper    cover.    $1.90. 


Use  Work  .  Organizers 

Get  a  Grip  on  Your  Work 


Of  course  every  ex- 
ecutive says  he  has 
a  Grip  on  his  work, 
but  Work-Organiz- 
ers make  it  easier. 
It's  really  a  pleasure 
to  have  your  desk 
organized  the  Work- 
Organizer  way.  It 
helps  a  desk  man  to 
do  more  work  — 
easier. 


Most  of  the  75,000 
offices  now  using 
them  started  with  the  big  boss.  After  solving  his  own 
littered  desk  problem  and  clearing  his  own  desk  for 
action,  he  saw  the  possibilities  of  stopping  the  "sorting 
and  re-sorting"  waste  on  all  desks.  That's  why  they 
spread  from  desk  to  desk  until  thousands  of  offices  use 
them  all  the  way  through,  one  to  six  in  a  desk, 
rieen  on  the  market  six  years.  We  had  a  mil- 
lion manufacturing  problems  to  get  them 
right,  but  now  the  big  problem  is  to 
make  them  fast  enough. 
1200  Stationers  sell  them  in  500  cities. 
Sold  only  through  dealers. 
Look  for  the  Work-Organizer 
bulletin,  "How  to  Organize 
Desk   Work,"  in   each   one. 


Work-Organizer   Co. 

725  West  Grand  Boulevard  Detroit,  Mich. 


USE 
LIKE 
THIS 


Loose  Leaf 
Devices 

and  %/cmk  2tooAs 

THE  LINE  OF  I0OOI  NUMBER5 

The  same  care  and 
quality  that  has  dis- 
tinguished B&P  pro- 
ducts for80year5,enters 
into  the  manufacture  of 
our  Loose  Leaf  Devices 

So/d  only  through  dealers 


StanAarA 

B&P 

Blank  R«*ft 
Loot«  If*'  Devices 


BOORUM  6  PEASE  CO. 

NEW  YORK 
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Bi$  Business 

this  Christmas 

Dealers  are  well-advised  to  make  the  UTMOST  of  this 
year's  Christmas  business!  Never  before  was  money 
spent  as  freely  as  now.  There  are  tremendous  sales  pos- 
sibilities in  the  Waterman's  Ideal  Fountain  Pen  as  a 
quality  gift  at  $2.50  and  up. 

Order  Early  and  Order  Enough 

With  our  factory  facilities  trebled,  we  hope  to  meet  all 
requirements,  but  it  will  be  an  oversight  on  any  dealer's 
part  who  finds  himself,  at  the  height  of  the  Christmas 
rush,  with  his  stock  of  the  most  popular  lines  of  Water- 
man's Ideal  Fountain  Pens  exhausted. 

The  thing  to  do  is  to  order  enough,  and  to  place  orders  in 
plenty  of  time ! 

L.  E.  Waterman  Company, 

LIMITED 
179    ST.    JAMES    STREET,    MONTREAL 

(Factory  :  St.  Lambert,  Que.) 

M^enriMikiiRuntfcin  Pen 
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SLUCKETTS     ^^ 
TERLINM 
LINE ^J 


MADE    IN    CANADA 


LEDGERS 

Every  business  MUST  keep  books. 

There  never  was  a  time  when  the  demand  for 
Loose  Leaf  Ledgers  was  as  great  as  it  is  to-day. 

NOVEMBER    DECEMBER    JANUARY 

THE  THREE  BIG  LEDGER  MONTHS 

IS     YOUR    STOCK    ORDERED? 

Remember  the  man  who  has  the  goods  on  hand 
gets  the  business. 

OUR  ASSORTMENT  IS  COMPLETE 
NINE  STYLES 

Iuckett  Loose  Leaf,  Limited 

TORONTO 
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!/ifh' 


P;;i 


li-Vi 


ROl/I/AND 
PARCHMENT 

Note  Paper  and  Envelopes 

For  personal  stationery,  whether 
plain,  engraved,  or  embossed,  Rolland 
Parchment  is  exceptionally  fine.  Its 
Parchment  finish  and  pure  whiteness 
make  a  strong  appeal  to  discriminating 
buyers. 

Note  Paper  is  packed  in  attractive  3^|ream 
(125  sheets)  boxes  in  the  three  sizes — 

Baronial,    Empress,     Small    Octavo 
Envelopes  to  match  are  packed  in  boxes  of  100 

Also   put   up    in  a  splendid  [assortment  of 
papeterie  boxes. 

Carried  in  stock  ^by  wholesalers 
throughout  the  Dominion.  Let  us 
send  you  samples. 


ii 


The  Rolland  Paper  Co.,  Limited 

Montreal,  Canada 


The  "R  Shield" 


Watermark 


Guarantees  "Rolland  Quality" 


SI 
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A  Simple  Way  to 
Cut  the  Cost  of 
Travelling  Salesmen 


The  salesmen  who  are  compelled  to  fertilize,  plow,  sow, 
harrow  and  cultivate  their  fields,  can  not  compete  with  the  sales- 
men who  spend  the  bulk  of  their  time  harvesting. 

To  keep  a  good  salesman  on  the  road  to-day,  costs  more  than 
ever  before,  and  to  deprive  him  of  the  advantage  of  Business 
Paper  advertising  is  equivalent  to  demanding  that  he  walk  from 
city  to  city  to  save  car  fare.  It's  a  net  loss  to  both  the  salesman 
and  the  employer. 

There  is  a  Business  Paper  in  each  field  of  trade  and  industry 
which  can  do  the  preparatory  work  of  cultivation  more  quickly, 
and  at  less  cost  than  salesmen,  thus  multiplying  the  efficiency  of 
the  salesmen  by  permitting  them  to  confine  their  efforts  to 
harvesting. 

There  is  no  guesswork  or  theory  about  this — thousands  of 
concerns  are  daily  demonstrating  its  truth. 

Business  Paper  advertising  calls  on  the  real  buyers  in  your' 
field  and  your  field  only.  It  is  assured  of  an  audience  because  it  is 
contained  in  a  paper  edited  wholly  in  the  buyer's  interest,  which 
he  needs,  wants  and  pays  for. 

You  who  have  discovered  the  benefits  of  specialization  in  pro- 
duction and  in  personal  selling,  need  no  argument  to  appreciate 
the  opportunity  for  Specialized  Advertising  afforded  by  Business 
Papers. 


What    "A.B.P."    Means    to    Advertisers. 

Only  papers  subscribing  to  the  Asso- 
ciated Business  Papers'  Standards  of 
Practice  are  admitted  to  membership. 
These  standards  are  unsurpassed  in  any 
field  and  cover  every  department  of  pub- 
lishing in  addition  to  certified  circula- 
tion. 

Weekly — 

Hardware  and  Metal 
Canadian  Grocer 
Financial  Post 
Druggists'  Weekly 
Canadian   Machinery 
Semi-Monthly — 
Maclean's  Magazine 
Farmers'   Magazine 
Power  House 
Sanitary  Engineer 


Maclean  Publications  All  Members 

The  following  is  our  list  of  trade  and 
technical  publications,  all  of  which  are 
members  of  the  Associated  Business 
Papers : 


Monthly — 

Dry  Goods  Review 
Men's  Wear  Review 
Bookseller  and  Stationer 
Canadian  Foundryman 
Marine  Engineering 
Printer  and  Publisher 
Canadian  Motor,  Tractor  and 
Implement  Trade  Journal 


The   MacLean   Publishing   Company,  Limited 


oronto 


Montreal 


Winnipeg 


Vancouver 


London  (Eng.) 
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THE 


DICTAFORM 


Your  Best  Letters 
Ready  to  Copy 


Style  G 

(Open) 


Price  Range  $10  to  $4t 


Present  Conditions 

Demand  That  You  Apply 

Economy  and  Greater  Efficiency 

To  Your  Business  Methods 

The  DICTAFORM  is  a  letter  writing 
system  which  will  practically  automati- 
cally answer  your  routine  correspondence  and 
with  original  letters.  It  is  a  system  which  will 
save  you  and  your  stenographers  the  time  wast- 
ing, expensive  and  monotonous  grind  of  constant 
repetition  of  dictation. 

The  DICTAFORM  is  equipped  with  copies  of 
your  own  letters.  Your  best  efforts  —  sales 
arguments  which  bring  in  orders  —  collection  lettess  which  get 
action  on  old  accounts  —  ideas  for  use  in  your  advertising — 
data  of  every  sort  used  daily  in  routine  work.  Material 
which  you  have  prepared  after  careful  consideration  and 
should  have  at  your  ringer  tips  for  instant  reference. 

You  should  use  your  most  convincing  argu- 
ments over  and  over,  day  after  day  in  your 
dictation.  Don't  waste  time  constantly  repeating  them. 
The  Dictaform  with  an  index  classified  to  meet  your  special 
needs  —  loose-leaf,  hinged  and  tabbed  cards,  containing  copies 
of  your  mrfSt  forceful  letters  and  special  paragraphs,  will  save 
you  money  every  time  it  is  used. 

DEALERS 

Learn  more  about  this  new  dictating  system.  Its  efficiency 
and  economy  will  appeal  to  every  one  of  your  customers. 

Examine  a  DICTAFORM;  try  it  on  your  own  work  and  you 
will  understand  why  it  is  used  and  highly  recommended  In 
many   of  the   largest  concerns  in  the  country. 

Meilicke  Calculator  Company 

Makers  of  Time  and  Money-Saving  Office  Devices 

J-362   North  Clark  Street  Chicago 


CRAYD,]^ 


Gold  Medal 
CRAYONS 

Best     results    can    be    secured 
only   with    the    best    materials 


Ability  counts  for  much,  but  whether 
it  be  the  child  in  the  kindergarten, 
student  in  school,  amateur  or  pro- 
fessional artist,  smoothly  working 
crayons  breed  a  desire  to  do  best 
work  always. 

"CRAYOLA"  stands  supreme  in  the 
field  of  Artists'  and  School  Draw- 
ing Crayons. 

In  point  of  convenience,  cleanliness  and 
economy,  "CRAYOLA"  is  far  su- 
perior to  water  colors  for  color 
work  in  schools.  For  stenciling 
"CRAYOLA"  is  unsurpassed. 

"CRAYOLA"  comes  in  twenty-four  dif- 
ferent colors,  absolutely  permanent 
and  brilliant.  No  mixing  required. 
Each  stick  of  color  is  paper 
wrapped,  clean  and  compact  — 
always  ready  for  use. 

"CRAYOLA"  gift  boxes  should  be  or- 
dered now  to  reach  you  in  time  for 
the  holiday  trade. 

BINNEY  &  SMITH  CO. 

81-83  Fulton  St.,  New  York  City 


Send  for  latest  catalogue.  We 
are  continually  adding  to  our 
line  and  while  we  try  to  keep 
the  trade  informed  of  new 
numbers,  you  may  have  been 
missed  on  just  the  thing  you 
want.  Samples  gladly  fur- 
nished on  request. 
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Gilt  Edge  Securities 

There  is  mo  room  to-day  on  your  shelves  or  in  your  ware- 
houses for  merchandise  which  does  not  represent  one  hun- 
dred cents  on  the  dollar  in  turnover  value. 

Carter  Ink  Products  are  gilt-edge,  securities.  They  pay 
good  dividends.  They  never  fall  below  par  and  they  are 
marketable  at  any  time  without  sacrifice. 

We  could  not  offer  you  a  better  suggestion  than  that,  so 
far  as  it  is  humanly  possible,  see  that  every  individual  item 
you  put  into  your  stock  meets  these  specifications. 

THE    CARTER'S    INK    COMPANY 

Mount  Royal  Avenue  and  Drolet  Street 
MONTREAL,  QUEBEC 


^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^^m 


DO  YOU  KEEP  A  BUSINESS  SCRAP-BOOK? 

A  COLLECTION  of  selected  advertisements  from  the  dif- 
ferent papers  throughout  Canada  would  be  a  source  of 
information  you  could  use  continually. 

50  ADVERTISEMENTS  will  start  a  scrap  book  that  will  con- 
tain the  best  samples  of  Booksellers'  and  Stationers'  advertise- 
ments and  be  a  real  business  help  in  preparing  your  ads. 

AS  A  LIVE  RETAILER  you  would  want  to  keep  in  your  scrap-book 
other  good  retail  advertisements  in  order  to  get  ideas  and  compare  prices. 
All  articles  affecting  the  retailer  should  be  of  value  to  you. 

CANADIAN  PRESS  CLIPPING  SERVICE 

143-153  UNIVERSITY  AVENUE,  TORONTO 
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T7ENUS 

Vpenciis 


Tf~Black.<De£rees 
6"B  softest io9~H kaxdestr 

.J  OltD         ^       ,      , 

haid,  arid  medium. (obyinc! 

^zAU  perfect 


VENUS  Pencils  are  recognized  the  world 
over,  both  by  professional  people  and  the 
general  public,  as  superb  quality  goods.  For 
either  drawing,  drafting  or  general  pencil 
work  they  represent  Perfection  in  the  highest 
degree. 

Some  one  of  the  17  black  degrees  of  the 
VENUS  Pencil  will  suit  each  of  your  cus- 
tomers exactly,  whatever  his  or  her  occupa- 
tion. 

STOCK  UP — be  ready  for  (he  fall  iride.  You  Will  make  no  mistake 
in  doubling  your  last  year's  order,  and  remember  we  make  a  complete 
line  of  pencils,  penholders,  rubber  erasers,  etc.,  including  the  uc//^r?oa'n 
Blue  Band  Velvet  Pencils. 

American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 

and  London,  Eng. 
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Pat  4/6/12 


4/4 


T/U/Ii 


MARKING 
TIME 


Are  you  prepared  to  fill  your  customers'  needs  on  Pin 
Tickets?  This  is  Marking  Time  for  Fall  Merchandise. 
Supply  the  demand  with  Noe-sting  Harmless  Pin  Tickets. 


Immediate  Deliveries 


Noesting  Pin  Ticket  Company,  Inc. 

World's  Largest  Manufacturers  of  Paper  Clips,  Pin   Tickets  and  Thumb   Tacks 

Mt.  Vernon,  N.Y. 


BLANK  BOOKS 

i 

II 

IN   ALL 

'  SB, 

RULINGS  AND   BINDINGS 

1 

Line  25 

1 

Bound  Imitation  Red  Russia  Leather  back  and 
corners,  raised  bands,  heavy  black  cloth  sides,  gilt 
finishing.     One  of  our  best  sellers.     Have  you 
olaced  vour  order? 

Line  25 

Manufactured  and   Sold  by 

iC^DiM^^Limasa 

MONTREAL  AND  TORONTO 
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A  STITCH  IN  TIME 

The  "Stitch  in  Time"  you  take  in-day 

Is  better  far,  in  point  of  "cost," 
Than   that   unsatisfactory  way 

Of  "making  up"  for  time  that's  lost; 
Then  "take  Time  by  the  forelock"  NOW- 

Yon  .Giftrshop,  Store  and   Fancy  trader-: 
Let  COUTTS,  Toronto,  show  you  how 

To  boosl  "CARD"  sales  with  his  "first-aiders." 

Try  COUTTS  for  CARDS  of  solid  worth, 

In  sentiment  and  in  design, 
Where  Friendship,  Joy,  Good  Cheer  and  Mirth 

Just  buhble  up  in  every  line ; 
Whose  prose  and  verse,  refined  and  terse. 

Express  the  very  thought  yon  want  to; 
To  say  the  least,  you  might  do  worse 

Than    buy    your     cards     from     COUTTS, 
TORONTO. 

CARDS  for  All  Seasons  of  the  year, 

COUTTS  cordially  submits  to  view, 
And   '•Friendship,"   "Sympathy  Sincere," 

"Vacation,"  "Birthday,"  "Wedding,"  too; 
"Reminder,"  "Uplift,"  ."Mother's  Day," 

With  Poems  brief  by  budding  bards — 
Then  write  to  COUTTS  without  delay, 

"A     STITCH     IN     TIME"  — sells     mam 
CARDS! 


William  E.  Coutts 

"145  Adelaide  St.  West 
Toronto 


Member  of  the  Greeting  Card 
Association 


nunuiUu 

:   II  HHI   I        1 
[liiMHiiHfni 


A  Silent  Salesman  that 

brings  in  Business 


is  this  attractive  display  stand. 

Put  in  a  conspicuous  place  it 
draws  attention  that  will  sub- 
sequently   mean    profit    to    you. 

The  youngsters  during  their 
play    hours    frequently    require 


pencils  and  this  medium  of  ad- 
vertising is  sure  to  bring  re- 
sults as  the  stand,  illustrated 
here,  is  in  colors. 

Cane's  pencils  are  "Canadian 
Made" — no  duty  or  exchange  to 
pay. 


The  Wm.  Cane  &  Sons  Company 

NEWMARKET,  ONT. 
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If  You  Buy  Ream  Goods 

You  Will  Be   Interested  in 

CRANE'S  STANDARD 

Four  or  Five  Quire  Boxes 

THEY  contain  120  sheets  and 
100  envelopes  (in  note  size  and 
correspondence  cards  100  of  each)  ; 
cost  lees  than  under  the  old  method 
of  selling;  leave,  no  broken  or  mis- 
matched stocks;  and  arc  attractively 
boxed  ready  for  delivery.  Requests 
for  single  quire  lots  may  be  filled 
by  selling  30  sheets  —  5  sections  of 
letter  size  —  to  each  package  of  en- 
velopes and  charging  ^\  of  the  price 
of  the  box.  The  one  quire  papeterie 
is  always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present  in  ''rum's  Linen 
Lawn  and  Crane's  Kid  Finish 

These  papers  can  al?o  bejiad  in  the 
former  put  up  of  ^th  reams  and 
1stli  M  in  a  huge  variety  of  sizes, 
in  Quantities  of  not  less  than  5  reams 
and2%M. 

Canadian  fimds  accepted  at  par. 


C*AHl 


EATON,  CRANE  &  PIKE  COMPANY 

New  York.  Pittsfield,  Mass. 


Fine  Inks  and  Adhesives 

FOR  THOSE  m   WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and   best   Inks   and   Adhesives 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  They  are  worth  eater- 
ins  to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches : 
Chicago,    London 


271    Ninth  St. 
BROOKLYN.  N.Y. 


Esterbrook 
Jack, on  Stub  Ao.  442 


The  Reputation  of 
Esterbrook  Pens  is 
based  on  Excellence 
of  Performance 

When  you,  Mr.  Dealer,  show 
a  customer  a  comprehensive 
assortment  of  Esterbrook 
Pens,  in  one  of  the  Esterbrook 
Counter  Display  Cases,  he  is 
sure  to  be  satisfied  with  the 
service.  And,  he's  sure  to  be 
satisfied  with  the  pen  he  se- 
lects. A  satisfied  customer 
is  a  strong  asset  for  you. 

Write  us  about  the  new  counter  dis- 
play cases  and  signs — Esterbrook  Pens. 

THE  ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER    STREET 

CAMDEN,  N.J. 

Canadian  Agents:     Brown   Bros.,  Ltd.,  Toronto,  Canada 


Esterbroolc 

I^&IS  "Easiest  to  sell ! " 


SO 
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De  Luxe  Line 

Columnar  Pads 

For  General  Accounting 
and  Statistical   Reports 


Now  inStockReady  for  Shipment 


White  Ledger  Paper 
Canary  Bond  Paper 

Wrapped  in  Packages  of  five  Pads.     No  orders  accepted  for  less  than  a  Package. 
Each  Pad  contains  50  leaves  and  cover. 

Columnar  Pads — White  Ledger  Paper 


Stock  No. 

Size 

6004 

8y2xl2 

,6007 

8y2xl2 

6011 

17     xl2 

6014 

17     xl2 

6018 

251/2x12 

6021 

251/2x12 

6025 

34     xl2 

Ruling 


Price  Per    Pad  Price  100  Pads 


Ruled    4  Columns  with  Name  Space 
Ruled    7  Columns  without  Name  Space 
Ruled1  11  Columns  with  Name  Space 
Ruled  14  Columns  without  Name  Space 
Ruled  18  Columns  with  Name  Space 
Ruled  21  Columns  without  Name  Space 
Ruled  25  Columns  with  Name  Space 


>0.70 
0.70 
1.40 
1.40 
2.10 
2.10 
2.80 


$64.00 
64.00 
127.50 
127.50 
191.50 
191.50 
255.00 


Columnar  Pads — Canary  Bond  Paper 


Stock  No. 


6104 
6107 
6111 
6114 
6118 
6121 
6125 


Size 


s'..xl2 
8i/oxl2 
17  xl2 
17  xl2 
•_,.".'.,xl2 
25Mjx12 
34     x!2 


Ruling 


Ruled  4  Columns 
Ruled  7  Columns 
Ruled  1 1  Columns 
Ruled  14  Columns 

Ruled  18  Columns 
Ruled  21  Columns 
Ruled  25  Columns 


with  Name  Space 
without  Name  Space 
vitli  Name  Space 


Price  per  Pad    Price  100  Pads 


W 


vviiii  -bailie  ici'jjuce 

without  Name  Space 
with  Name  Space 
without  Name  Space 
with  Name  Space 


$0.45 

0.45 
0.90 
0.90 
1.25 
1.25 
1.65 


$40.00 

40.00 

80.00 

80. on 

112.50 

112.50 

150.00 


Wilson-Jones  Loose  Leaf  Company 


3300  Franklin  Blvd.,  CHICAGO 


316  Hudson  St.,  NEW  YORK 
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Sell  Playing  Cards  to  the  readers 
of  these  great  National  Magazines! 


CONGRESS 
Playing  Cards 

These  exquisite  decks — 
with  their  beautiful  art 
backs,  gold  edges  and  tele- 
scope cases  —  practically 
sell  on  sight.  Place  them 
where  they  can  be  seen. 
You  will  be  surprised  how 
many  you  will  sell  to  cus- 
tomers who  come  in  for 
other  items. 

REVELATION 

Fortune  Telling  Cards 

Our  advertising  has  already 
made  Revelation  the  most 
popular  fortune  telling  -deck 
on  the  market  —  and  we  are 
going  to  continue  featuring 
them  in  every  advertisement 
the  coming  season.  If  you 
haven't  Revelation  Cards  in 
stock,  better  place  your  or- 
der now. 


M 


ORE  people  are  learning  to  play  cards  every  day! 
Regular  card  players  are  playing  more  than  ever! 
The  demand  for  playing  cards  is  constantly  growing! 

Bicycle  advertising  is  taking  advantage  of  this  condition 
— and  pushing  it  along.  Striking  half-page  displays  are 
appearing  in  The  Saturday  Evening  Post  every  fourth  week 
the  year  round.  Page-dominating  advertisements  will  ap- 
pear in  the  Red  Book,  Literary  Digest,  Cosmopolitan  and 
American  throughout  the  fall,  winter  and  spring. 

All  this  means  more  card  sales  for  the  wide-awake  deal- 
ers who  are  prepared  to  handle  this  business.  A  stock  of 
Bicycle  Playing  Cards,  Congress  Playing  Cards,  Revelation 
Fortune  Telling  Cards,  and  a  supply  of  Official  Rule  Books 
is  all  you  need  to  add  some  nice  extra  profits.  Small  invest- 
ment— quick  turnover  - — and  practically  no  bother.  Order 
your  supply  now  from  your  jobber. 

Tie  your  store  to  our  national  publicity  by  featuring  Bicycle 
Cards   in   your   windows.      Write   for  free  display   material. 

The  U.  S.  Playing  Card  Company  PlWfSS 


Dept.  4  Cincinnati,  Ohio,  U.  S.  A.  or  Windsor,  Canada 


The  demand  for  these  two  popular  Bicycle  backs — Rider  and  Club — will  be  even  larger  this  > 
year  than  in  the  past,  as  we  are  going  to  feature  them  in  the  magazine  advertising.     Check 
up  your  stocks  of  these  two  backs  now,  and  place  your  order  at  once. 


BICYCLE 

PLAYING  CARDS 
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Sell  Eversharps  to  Everybody 


Among  all  sorts  and  conditions  of 
people  Eversharp,  always  sharp  yet 
never  sharpened,  is  the  favorite  writ- 
ing instrument. 


Covered 
Eraser 


Rifled 
Steel  Tip 
Eversharp 
Point 


sf 


The  symbol  of 
perfect  writing 
—  the  mark  of 
Eve  rsharp 
Pencil  and 
Tempoint     Pen 


It  is  in  the  vest  pocket  of  the  bank 
president  and  of  the  college  boy;  in 
the  hand-bag  of  the  society  matron 
and  of  the  high  school  miss. 

And  it  is  rapidly  being  adopted  as  the 
standard  office  pencil  of  large  organi- 
zations; not  infrequently,  purchasing 
agents  place  good-sized  orders  with 
local  Eversharp  dealers. 

Convenient,  beautiful  and  economical, 
Eversharp  is  priced  to  appeal  to  all 
classes — you  can  sell  it  to  practically 
everybody  in  your  community. 

Make  note  also  of  the  steady  repeat 
business  from  Eversharp  Leads,  leads 
with  a  fineness,  firmness  and  smooth- 
ness all  their  own,  leads  made  spe- 
cially for  Eversharp. 

For  Eversharp  catalog  and  interest- 
ing sales  literature  address  Canadian 
representatives: 

Rowland  &  Campbell,  Ltd. 

Winnipeg,  Manitoba 

Consolidated  Optical  Co. 

Toronto,  Ontario,  and  Montreal,  Quebec 


The   name   is  on    the  pencil 

Made  and  Guaranteed  by 

THE  WAHL  COMPANY,  Chicago 
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Goto  Goes  for 

Stock,  Certificates 

BothRegular-Litho  and  Steel-Utho  Designs 

Stock- Certificate  Binders 

Bordered   BlanKs 
Diplomas      Certificates  of  Award 
Bonds  Mortgage  Notes 

Charters      Insurance  Rriicies 
Marriage  Certificates  and  Licenses 

Bound  and  Loose  leaf  Corporation  Record-Books 

Lithographed  Calendar  Pads 

Art  Advertising  Blotters 
Art  Advertising  Mailing  Cards 
Art  Advertising  Calendar  Cards 

Samples  of  any  of  these  Goes  Printers'HeJps  upon  requejt 

Goes  Lithoftdphing&mpan/ 

41  West  61st  Street 

Chicago 


The  leading 

stationer*  and  printers 

of  Canada 

cany  these  items 

in  stock. 


A  Tribute 
To  Development 


A  splendid  recognition  of  the  work- 
done  by  business  papers  in  furthering 
advertising  and  merchandising  has 
come  in  the  election  of  Mr.  C.  A.  Otis, 
publisher  of  "Finance  and  Industry,"  to 
the  high  post  of  President  of  the  Asso- 
ciated Advertising  Clubs  of  the  World. 


His  election  to  this 
coveted  position  is  a 
tribute  to  the  section 
he  represents — the 
business,  financial 
and  technical  papers 
that  have  played 
such  a  part  in  the 
development  of  ad- 
vertising and  mer- 
chandising for  many 
years. 


It  recognizes  that 
business  papers  are 
leaders  of  progress 
in  their  respective 
industries.  By  their 
editorial  contents 
they  automatically 
select  the  men  in 
each  industry  whose 
words  carry  the 
weight  of  buying 
authority. 


Business  paper  advertising  has 
developed  because  for  a  judicious 
expenditure  of  money,  you  reach 
a  circulation  of  tremendous  buying 
power  which  is  being  taught  by  the 
publication  itself  to  want  the  very 
products  advertised. 

In  the  election  of  Mr.  Otis  the  whole 
advertising  and  business  fraternity 
joins  in  a  tribute  to  the  development 
and  service  of  the  business  press  of  Am- 
erica. 


THE  MacLEAN  PUBLISHING  COMPANY,  Limited 

Toronto,  Montreal,  Winnipeg,  Vancouver 
.London,  Eng. 

Publishers  of 
The  following  specialized  trade  newspapers: 


Weekly 
Hardware  and  Metal 
Druggists'  Weekly 
Canadian  Grocer 
Canadian  Machinery 


Monthly 
Bookseller  &  Stationer 
Men's  Wear  Review 
Dry  Goods  Review 


Bi-Monthly 
Sanitary   Engineer 
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A  Clear  Profit  of  $63.58 

For  the  Dealer  Selling  French  Organdie  Stationery 

As  well  as  making-  a  highly  satisfactory  profit — over  75  per  cent. — has  the  pleasure  of  knowing  that  he  has 
sold  his  customers  stationery  which  is  thoroughly  appreciated.  This  means  additional  net  profit  as  satisfied 
customers  become  permanent  customers. 

Prove  This  for  Yourself 

by  ordering  the  assortment  listed  below  and  secure  with  it  (free  of  charge)  this  beautiful  four-piece  window 
trim. 


6  Elite  size 
6   Princess  size 
6  Empress  size 
6  York     size 
6  Marquess  size 
6   Club     size 
3  Corresp.   Card 

(plain) 
3   Corresp.   Card 

(gilt) 


Papeteries 


at  35c.  each, 
at  38c.  each, 
at  38c.  each, 
at  38c.  each, 
at  38c.  each, 
at  52c.  each, 
at  46c.  each, 


retails  60c. 
retails  65c. 
retails  65c. 
retails  65c. 
retails  65c. 
retails$1.00 
retails  75c. 


at  57c.  each,   retails$1.00 


Note    Papers 

1   Ream   Elite  size         at  $2.80,  retails 

1  Ream  Princess  size  at     3.60.  retails 

I    Ream  Empress  size  at     3.60,  retails 

1  Ream  York    size        at  3.60,  retails, 

1   Ream  Small   Oct.     at     3.60,  retails 

1   Ream   Large   Oct.     at     4.20,  retails 

1   Ream   Club  size         at     5.50,  retails 


$5.00 
6.25 
6.25 
6 .  25 
6.25 
7.00 

9.75 


Tablets 

10    Note    size    at    15%c,    retails    25c.  10   Empress    size  at   28c,   retails   50c. 

~10    Letter    size    at    2!)1-Jc.,    retails    60c 


Envelopes 

%   M.  Elite   size          for  $3.13, 

'■2   M.   Princess  size  for  3.60, 

'i    M.    Empress   size  for  1.80, 

Y2  M.    York    size         for  3.60. 

]4   M.  Marquess  size  for  1.80, 

'•_.    M.    Small    Oct.        for  3.60. 

>L.   M.   Large  Oct.       for  4.20, 

'-    M.   Club   size           for  4.95, 
1i  M.   Misses'     Vis. 

Cards  for 

'•j   M.    Ladies'     Vis. 

Cards  for 


retails 
retails 
retails 
retails 
retails 
retails 
retails 
retails 


3.15 

6.30 

7.5(1 
8.75 


63,   retails      1.51 


63,    retails     4.50 


Write  our  nearest  branch  to-day. 

Barber-Ellis 


TORONTO 


BRANTFORD 


WINNIPEG 


Limited 


CALGARY 


VANCOUVER 
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Sell 
The  Financial  Post 


J& 


AT  ANY  of  your  customers  want 
the    weekly    newspaper   for 
business  men  and  investors. 

\7DU    can    handle  this  without 
difficulty,  and  at  a  satisfactory 
profit.      Write  us  for  our  dealer's 
proposition. 

4 

Show  The  Financial  Post , 

and  watch  it  drawth  e  most 

worth-while  customers  to 

your  store. 


& 


The    Financial    Post 

143-153  University  Avenue,  Toronto 


86 


BOOKSELLER  AND  STATIONER 


CHRISTMAS  TOTS 

DOLLS,  GAMES, 
FANCY  GOODS 


w 


<* 


/^\UR  line  of  Holiday  Goods  is  now  at  its  best,  and 
^^  we  strongly  urge  dealers  to  .order  early  while 
stocks  are  complete. 

Your  Christmas  display  will  not  be  complete  without 
a  good  assortment  of  Toys,  Dolls,  Games,  Toy  Books, 
Decorations,  Novelties. 

JVrite  for  copy  of  our  new  catalogue,  now  ready 

NERLICH   &   CO. 

146-148  FRONT  ST.  WEST,       :  :       TORONTO 

WINNIPEG  ::  MONTREAL  ::  QUEBEC 
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I  Built  This  Dandy 
Derrick   With         /L 

MECCANO 


It's  Loads  of  FUN! 


You  Can  Build  Hundreds 
Of    Fascinating    Models 

WITH  Meccano  you  can  build 
hundreds  of  fascinating 
models  in  shining  steel  and 
brass,  and,  with  your  Meccano 
Motor,  make  them  run  like  real 
machinery.  Say,  but  it's  loads  of 
fun!  Think  of  building  a  Crane 
that  lifts  weights  and  swings  them 
anywhere  at  a  touch  of  your  hand 
— an  Electric  Locomotive  that  pulls 
a  train — a  Lighthouse  with  lights 
that  flash  red  and  white.  Yet  you 
can  easily  build  these  and  count- 
less others  just  as  interesting. 

You  can  have  a  new  toy  every  day. 
The  more  you  build,  the  more  you 
can  build.  You  don't  have  to  study 
a  bit.  Read  the  simple  instructions 
and  the  fun  is. on! 


Meccano  building  is  a  glorious,  absorbing, 
manly  sport  for  every  day  in  the  year. 

Tell  Dad  you  must  have  Meccano  for  Christ- 
mas. Outfits  may  be  had  at  prices  from 
$1.50  up  to  $40.  Ask  your  dealer.  If  he 
hasn't  Meccano,  write  us. 

Boys,  Send  for  FREE  XMAS  BOOK 

called  "Meccanoland."  Contains  the  in- 
ventor's own  story  of  Meccano  and  over  50 
pictures  of  models  and  boys  building  them. 
Just  the  thing  to  help  you  and  Dad  to  pick 
jout  your  Xmas  gift.    Get  yours  early ! 


Electric  Tractor 


J3^- 


Beam  Engine 


,.  IS* 


Dealers    handle   Meccano.      It    is  .British    made   and    duty    free. 
Get  prices   and  also   details   of   advertising    help. 

MECCANO  COMPANY,  INC. 

Division  Z,  71  W.  23rd  Street 
New  York  City 


MECCANO 

Toy 

Engineering 

for 

Boys 
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Stop  Trifling 

With 

A  Big  Line 

READ  THIS 


When  Balloon  business  was  confined  to 
two  or  three  numbers,  sales  were  small  even 
though  they  were  numerous. 

To-clay  this  business  shows  scope  for  real 
merchandising  on  a  big  scale. 

The  Eagle  Company  manufactures  Toy 
Balloons  exclusively.  The  range  is  immense 
and  gives  every  scope  for  heavy  sales  in  the 
total. 

There  are,  roughly,  five  divisions  of  this     ( 
trade — you  can  cash  in  on  every  one 
of  them. 


No.    I   division  includes 


No.   2  division  includes 

(These  are  practically  toy 
items) 


A — Air   and    Gas    Balloon,    12    sizes,    inflating    4    to  36 

inches    dfa. 
B — Airship   Balloon,   6   sizes,   inflating    12   to   30   inches 

in   length. 
C — Valve   Balloon,    long  and    round  shape ;   25   sizes. 
D — Sausage  Squawker  Balloon,  assorted  colors  ;  5  sizes. 
E—  Round   Squawker,   assorted  colors;   11   sizes. 

F — "Baby   Squawk,"   length   9   inches  over  all. 

G — Jumbo   Squawker,  assorted   colors  ;   length   9   inches 

over   all. 
H — Bagpipe,   four   note  ;   9    inches   over  all. 
I — Bagpipe,   three  notes;   length  5%   inches  over  all. 
J — Bagpipe   Four   Note   tone   pipe,    single   note   Drone, 

each  in   box. 
K — Watermelon    Balloon,    inflates   30   inches    long. 


No\  3  division  takes  in  all  lines  Balloons  suitable  for  advertising. 

No.  4  division  includes  Balloons  for  all  Seasons,  Hallowe'en,  Thanksgiving, 
Xmas,  New  Year's,  Easter,  Valentines. 

No.  5  takes  in  assortments  of  1  gross  regular  lines  $7.50  each  trade  and 

No.  10  is  V2  gross  Bagpipe  styles,  $7.50  each  trade.     Also  assort-  # 

ment  No.  50  (for  selling  over  counter  like  a  game  to  individuals) 

of  four  large  type   Squawkers  and  Bagpipes.     Trade   price  $7.20       • 

dozen. 

Jobbers  should  appreciate  the  chance  for  ready  sales  herein.     Write  us  to-day  for  catalogue  and  full 
particulars.     All  orders  sent  mail  for  assortments  can  be  sent  on  two  days'  approval. 

Retailers — Get  ready  for  Fall  Fairs  and  Public  Dances  and  Private  Parties.    DO  IT  NOW. 

THE  EAGLE  RUBBER  CO. 

ASHLAND      -      OHIO 

Sole  Canadian  Agents: 

MENZIES  &  CO.,  LTD.     -     439  King  St.  West 

TORONTO,  CANADA 
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MORIMURA  BROS. 

53-57    WEST    23rd    STREET 

NEW  YORK 

Announce  Their  Regular  Fall  Display  of  Jap- 
anese   Merchandise    for    Import    1921    Delivery 


Toy  Tea  Sets 

Bisque  Dolls 

Nankeen  Dolls 

Celluloid  Dolls 

Celluloid  Toys 

Wood  Toys 

Xmas   Tree    Orn. 
and  Beads 

Tin  Toys 

Baskets 


DOLLS 

"Baby  Ella" 
Full  Jointed  Dolls 

Kidaline  Dolls 
"1st  Prize  Baby" 

"Baby  Rose" 

"My  Darling" 

"My  Sweetheart" 

"Baby  O'Mine" 


"My  Sweetheart"  and  "Baby  O'Mine"  are  two 
new    Dolls    which    we    know    will    interest    you. 

Our  Full  Jointed  Doll  is  the  finest  finished  Doll 
made.     It  cannot  be  surpassed. 
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The  Western  Leather  Goods  Co. 

Limited 

Manufacturers  of  Fine  Leather  Goods 

255-257  Richmond  Street  West,  Toronto 


Specialists  in  Novelties 

Vanity  Bags 
Beauty  Bags 
Velvet  Bags 

• 

Kamera  Bags 
Coin  Purses 


New  styles  in 
Belts 

Collar  Bags 
Music  Cases 

and  all  kinds  of 
Men's  Pocket 

Books 
Writing 

Portfolios 

Cigarette  Cases 

Tobacco 

Pouches 

We  are  now  settled  in  our  new   factory,  which   is  very 

centrally  located  in  the  heart  of  the 

business  district 

255-257   Richmond   Street    W.,   Toronto 
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Best 

Value 

in 
Canada 


None 

Better 

Made 

Anywhere 


STRAP-BACK 
PURSES 

$8.50  to  $36.00 
Doz. 


TOP-HANDLE 
PURSES 

$15.00  to  $108.00 
Doz. 


BEAUTY 
BOXES 

$48.00  to  $96.00 
Doz. 


Manufactured  by 

CANADIAN  LEATHER  PRODUCTS 


144  FRONT  STREET  WEST 

TORONTO 


LIMITED 
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LUCILLE    BAGS 

As  illustrated 

$27.00  to  $108.00 
Doz. 


SILK 

AND  VELVET 

BAGS 

$24.00  to  $96.00 
Doz. 


MUSIC  ROLLS 

$18.00  to  $36.00 
Doz. 


BILL  FOLDS 
LETTER  CASES 
COLLAR  BOXES 


Best 

Value 

in 
Canada 


None 

Better 

Made 

Anywhere 


Manufactured  by 

CANADIAN  LEATHER  PRODUCTS 


144  FRONT  STREET  WEST 

TORONTO 


LIMITED 


93 


BOOKSELLER     AND     STATIONER 


THE  JULIAN  SALE  LEATHER  GOODS  COMPANY,  Limited 


Write  To-day  For  Our  New, 

Catalogue 

Our  new  catalogue  will  be  off  the  press  within  the  next  few  days — it  will -he  in  the' 
interest  of  everybody  in  the  Trade  to  be  provided  with  a  copy  of  it.  This  new  "Julian 
Sale"  catalogue  of  fine  Leather  Goods  and  N  >velties  will  contain  48  pages.  Nearly  even* 
line  we  manufacture  and  carry  in  stock  will  be  illustrated  —  from  photographs  taken 
directly  from   the  goods  themselves. 

The  descriptions  are  complete  and  accurate— so  that  the  catalogue  will  be  a  very  useful 
and  comprehensive  buying  guide — a  book  of  reference  to  the  Trade  that  you  might 
almost  count  indispensable.  Send  us  your  name  and  address,  and  the  day  the  cata- 
logues are  delivered  from'  the  printer  your  opy  will  be  mailed  to  you. 

We  Invite  You  To  Visit  Our 
Sample  and  Sales  Rooms 

Make  it  a  point  when  you  are  in  the  city  to  visit  our  sample  rooms.  We  have  greatly 
enlarged  them,  and  have  richly  refitted  aid  furnished  them.  It  i>  safe  to  say  that 
everything  that  "Julian  Sale"'  manufacture  and  sell  you  will  find  '•sampled"  in  these 
spacious  and  splendidly  lighted  and  appointed  rooms.  You  may  see  at  a  glance  the 
entire  line — all  bright,  clean,  new.  and  as  alt- -actively  displayed  a-  you  would  have  them 
in  your  own  showroom-.     So  come   in   and   make  yourself  at  home. 

THE  JULIAN  SALE  LEATHER  GOODS  COMPANY,  Limited 

WHOLESALE  ::  FACTORY  ::  SAMPLE  and  SALES  ROOMS  ::  OFFICES 

600  KING  STREET  WEST,  TORONTO 
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British  Goods  Are  Standards  of  Value 


WATERSTON'S 


"BEE 


BRAND 


SEALING   WAX 


factory: 
Warriston  Works,  Edinburgh,  Scotland 


BURGESS  &  CO. 

58  Church  Road 

Upper  Norwood,  London,  S.E.  19 

ENGLAND 

FRENCH 

TOYS 

FANCY  GOODS 

BRIAR  PIPES 

Write  for  Catalogue  and  Prices 


<>w/wwww/;;///;77777?w////;////////mw///. 


The   spaces   on  this 

page  are  equivalent 

to 

Double  Buyers' 

Guide  Spaces 


I 

THE  RATE  IS  § 

5 


£1  Os.  7d.  Per  Month 

on  Yearly  Contract 

Single  Insertion  £1  8s.  lid. 
A  ,  Good    Live    Page — High     $ 


value  in  publicity  at 
minimum  cost. 


^MyMM///M///M///M/////MW////M/y///77?y 


Established    20  Years 


W.  S.  TURTON  &  CO. 

30  and  32  Gravel  Lane 
SALFORD 

Manchester,  England 
Manufacturers   of    Special   Lines    in 
Counting  Frames,    Blackboards  and 
Easels,  Dolls'  Bedsteads,    Kites,    Toy 
Fishing  Nets. 


FANCY   GOODS 

Among  the  new  and  artistic  produc- 
tions produced  by  Messrs.  Bennett  & 
Jennison,  Ltd.,  at  the  Ladysmith  Road 
new  model  factory,  Grimsby,  England, 
are  interesting  novelties  for  Christmas, 
birthday  and  wedding  gifts.  Workstands 
are  made  to  fold  up...  with  their  contents 
intact,  being  made  either  in  polished 
Chippendale  or  solid  stained  oak. 

There  are  hundreds  of  designs  in  all 
sizes  of  photo  frames,  in  polished  ma- 
hogany, walnut,  ebony  and  gilt,  etc. 
These  are  complete  with  glass  and 
struts,  to  sell  as  low  as  25  cents  each. 
Their  new  factory  with  its  up-to-date 
plant  enables  them  to  give  early  ship- 
ment and  they  are  anxious  to  place  theii 
samples  in  the  hands  of  wholesale  houses 
who  can  bring  them  before  the  notice  of 
all  stationers,  fancy  goods  dealers,  fur- 
nishers and  department  stores. 

A   NEW  SECURITY  DEVICE 

Practically  every  family  in  Canada 
possesses  valuable  papers  of  some  kind, 
such  as  Victory  Bonds,  deeds,  insurance 
policies,  abstracts  of  titles,  etc. 

In  the  Home  Safety  Deposit  Box  has 
been  provided  a  product  which  ensures 
the  keeping  of  all  valuable  papers  in  a 
safe  and  sound  condition.  This  device  is 
a  portable  strong  box  made  from  the 
best  grade  of  sheet  steel  die  pressed  to 
shape  and  amply  reinforced  and  electric 
welded  where  joints   are   necessary. 

The  box  has  received  the  most  care- 
ful attention  to  ensure  it  being  fireproof 
in  construction  against  the  heat  of  prac- 
tically any  fire.  One-inch  85  per  cent, 
magnesia  block  fitted  and  held  in  place 
by  strong  asbestos  millboard  nicely 
finished  lines  the  inside.  The  cover  is 
lined  to  its  depth  with  magnesia,  also 
faced  and  held  by  asbestos  millboard, 
sufficiently  flexible  to  make  a  practically 
waterproof  joint  when  closed  and  drawn 
down. 

These  materials  with  the  care  exer- 
cised in  assembling  them,  unite  to  pro- 
duce a  new  idea  in  the  making  of  a  safe- 
ty deposit  box.  Further  to  add  to  the 
strength  of  the  box,  each  one  is  equipped 
with  a  strong,  non-pickable  Yale  lock, 
while  each  box  is  provided  with  an  ex- 
pansible compartment  wallet  for  classi- 
fication of  its  contents. 

All  in  all  the  average  stationer  and 
dealer  in  office  supplies  will  find  this 
device  one  that  they  can  back  to  the 
utmost  to  please  and  serve  their  trade. 
There  can  be  little  doubt  but  that 
every  household  and  practically  every 
business  house  should  possess  a  safety 
deposit  box.  This  is  one  that  combines 
many  virtues  and  no  defects. 


Hold  the  Line 

Here's  the  line  to  hold 
—John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole- 
sale Houses  in  Toronto  <$•  Montreal 

(Registered) 
London  (Eng.)  Export  Agency 

8  St.  Bride  Street 
LONDON,  E.C. 


THE    EYES    OF 
THE  TRADE 

ARE  ON 

THIS  SPACE 

EVERY 

MONTH 

MEET  THEM 

WITH  YOUR 

ADVERTISEMENT 

$5  a  month  on 
yearly  contract 


The 
"Premier' 

(Reg.  No.  14345)  jj 

Paper 
Binder 

63<T  644 

Made  in  lengths  of  i/^to  6". 

Sole  Makers 

TWIGG   &  BEESON 

Ludgate  Works,  Birmingham 
England 

Also  makers  of 

Brass  Paper  Fasteners,  Paper  Clips, 
Drawing  Pins,  etc. 

London    Office  :    27  Paternoster  Square,  E.C.  2. 


95 


BOO  K  SELLER     AND     STATIONER 


«o.  1. 


Our  Increased  Advertising  this 
fall,  means  Greater  Demand. 
We  have  already  sold  these  goods 
for  you.  Send  your  ordsr  in  now 
to  avoid  disappointment  later. 


No.  25. 

With  our  more  than  doubled  production,  we  are  scarcely  able 
to  fill  our  orders  promptly.  We  therefore  suggest  that  you 
look    up   now 


Moore 


Push-Pins 

"diss  Heids — Steel  Points" 

Push-less  Hangers 

"The  H mger  with  the  Twist' 

Push  Maptacks 

"Colored  Sphericil  Heads" 

Push   I  humbtacks 


"Brass,  Steel,  Celluloid,  One-Piece" 
"  Standardized  and  Advertised  the  world  over." 
Send   for   Samples   and   Prices  Advise    your   Jobber   or 

MOORE  PUSH  PIN  CO.,  117  Berkley  St.,  Phila.,  Pa. 


MOISTEN  THEM  with  the  ARGUS  MOISTENER 


Always  ready  for  use.    Sanitary.    Moistens  flap  or  stamp  neatly, 
quickly — in  series  or  singly.    Beautifully  nickel-plated,  highly    de- 
sirable for  OFFICE  OR  HOME 
Useful  gift.  Will  be  keenly  appreciated  by  social  letter  writer  or  office  employee. 


PRICE,*!    CA 
PREPAID  JPl.aU 


Ask  your  stationer  or  send  us  Sl.£0.    Our  guarantee 
with  every  one.    Money  refunded  If  notsatisfled. 


ARGUS  MFG.  CO..      402-6  N.  Paulina  St..  Dept.  .  i         CHICAGO 


How  to  Paint  Signs 
AND  SHO'  CARDS 

By  E  C   MATTHEWS 


An  up-to-date  book  containing  a 
complete  course  of  instruction.  Il- 
lustrated with  over  100  alphabets 
and  designs,  and  written  in  plain 
English  that  everyone  can  under- 
stand and  thus  learn  to  paint  good 
signs. 

The  alphabets  and  designs  are  also 
su.ti.b.e  lor  commercial  artists  or  anyone  who  has  occasion 
to   do   hand    lettering. 

Table  of  Contents:  Alphabets,  Composition,  Color  Combina- 
tions, How  to  Mix  Paints.  Show  Cards,  Window  Signs,  Ban- 
ners, Board  and  Wall  Signs,  Ready  Made  Letters,  Gilding, 
Commercial   Art,   Tricks  of  the   Trade. 

Cloth  Bound  with  jacket  in  colors.     Price,  $1.00  Net. 

J.  S.  Ogilvie  Publishing  Co.,  57  Rose  St.,  New  York 


The  Sea  Gull  Library 

Edited  by  0.  F.  Thcis 

A  new  series  of  books  in  belles-lettres,  designed  to 
include  works  of  the  world's  literature  which  have 
hitherto  not  been  translated  into  English,  or  which 
for  various  reasons  are  not  known  except  to  the 
few.  Through  the  Sea  Gull  Library  many  a  work  of 
permanent  value  may  be  made  available  in  conveni- 
ent form  and  at  a  reasonable  price.  Special  attention 
is  given  to  make-up  and  binding  of  the  volumes. 
Each,  $1.50.     Send  for  descriptive  circular  to 

NICHOLAS  L.  BROWN 

90  St.  James   St.,    Suite    702,    Montreal 


How  Is  Your  Stock  of 

Merriam  -Webster 
DICTIONARIES  ? 


Prompt  ser- 
vice means 
satisfied  cus- 
tomers. If 
your  order 
hasn't  been 
placed,  why 
not  place  it 
now? 


WEBSTER'S  NEW  INTERNATIONAL 

400,000  words,  2,700  pages,  6,000  ills. 
Regular  and  India-Paper  Editions. 

WEBSTER'S  COLLEGIATE 

100,0.00  words,  1,248  pages,  1,700  ills. 

WEBSTER'S  NEW  IDEAL 

1,216   pages 

WEBSTER'S  LITTLE  GEM 

Most  complete  of  pocket  manuals. 

Order   through  your  Jobber  or  of  the  Publishers 

G.  &C.  MERRIAM  C0.,sprSagSeld 


• 
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10"  x  14"  x3";  Posts  6"  high 

Build  Up  Tray  No.  20 

Can  be  built  up  any  nu Tiber  of  decks.     sTABIL/TV 

Easily  stacked  up  or  taken  down.                                 i 

Manufactured  by                                           \\\\j     /vwfl    r  /  X 

Macdonald  Wire  Goods  Co.  \vl  %uf 

Drummondville,  P.Q.                       >2^*e^" 
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The    Album     the     Amateur     Photographer 
will   be  asking  for 

THE   EVER-READY   PHOTO    ALBUM 


Patented 


Eliminates    fussing    with    paste,    etc. 
Facilitates  mounting.     Costs  no  more. 

Appeals  to  all  camera  owners  because  of  its  infmitely 
grea  er  convenience  and  e:onomy  and  improved  ap- 
pearance of  pictures  when  mounted  in  the  Ever-Ready 
Album. 

Manufactured  by 

CROWN  NOVELTY  CO.  - 

34  Nelson  St.,  Toronto 
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Sphinx 

Show  Card  Colors 


A  Palette  of 
15  Se  1  e  c  t  e  d 
Colors,  of 
great  depth 
and  brilliancy. 
Mat  drying 
and  ready  for 
use.  In  2- 
ounce  patent 
lid  jars  and 
larger  sizes. 
Sample  Card 
on  request. 


F.  WEBER  &  CD. 

Manufacturing    Artist    Colormen    since    1854 
Main  Office  and  Factory  : 

1220  Buttonwood  St.,  Philadelphia,  Pa. 


Baltimore 


St.  Lou: 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 


PHOTO  ALBUMS 

One  of  the  attractions  for  the  live  sta- 
tioner who  attended  the  Toronto  Na- 
tional Exhibition  this  year  was  a  new- 
style  photo-album  shown  by  the  Crown 
Novelty  Co.  This  album  eliminates  the 
use  of  paste  and  scissors  as  all  that  is 
necessary  to  mount  the  picture  is  to 
moisten  the  gummed  paper  opposite  the 
opening,  place  photo  in  position  and 
press.  Part:culars  may  be  written  on 
the  back  of  the  white  gummed  sheet  with 
an  ordinary  pencil.  It  is  a  loose-leaf 
book  and  the  fillers  come  in  various 
sizes. 


INDEX  TABS 


FOR  ALL  REQUIREMENTS 

in  Celluloid,  Leather,  Canvas, 
Cloth  and  Paper 

.  Sold  in 
"AICNER'S      PATENT     CUT 
STRIPS"— and  also  any  kind  of 
Index  attached  to  Sheets,  in  any 
Size  or  Quantity. 

They  are  not  manufactured 
from  Cheap  Material,  and  have 
stood  the  Test — That  is  why 
they  are  the  Best.  50%  in  time 
saved  on  account  of  all  our  Tabs 
beine:  put  up  in  "AIGNER'S 
PATENT  CUT  STRIPS,"  uni- 
form in  size — no  resorting — and 
all  chances  of  errors  are  elimi- 
nated. 

A  trial  order  will  convince 
you — Order  1  dozen  sets  or  50 
dozen  sets — We  are  equipped  to 
make  immediate  shipments  at 
lowest  WHOLESALE  PRICES. 

Over  3  Million  sold  last  year 
— Let's  make  it  5  Million  this 
year. 

"LET  GEORGE  DO  IT." 

G.  J.  AIGNER  &  CO. 

Sole  Manufacturers  of  the 
"Patent  Cut  Index  Tabs." 

Dept.  B,  521-23  W.  Monroe  St. 
CHICAGO,  ILL. 


Pugh  Specialty  Co. 

LIMITED 

38-42  Clifford  Street,  Toronto,  Canada 

Manufacturers  and  Manufacturers'  Agents 

We  own  or  control  5  Factories 

Our  Lines 

French   Ivory. 

Pennants,    Cushions    and    Textile 
Novelties. 

Supplies   for   Celebrations,   Old 
Boys'  Re-Unions,  etc. 
Tag  Day  Supplies. 
Advertising    Signs    and    Banners. 
Purses,  Wallets   and   School   Bags. 
Powder  Puffs. 
Souvenir    Novelties. 
Booklets,  Post  Cards,  etc. 
Toy  Books. 

If  you  don't  get  our  Catalogue  re- 
gularly, send  us  your  name.  It's 
well  worth   having. 


RELIANCE  INK 

"The  Ink  You  Can  Rely  On" 


New 

Graceful 

Bottle 


New 
Attractive 

M.UE    DI-A9*      I  L.CIUC1 

'WMTlNGFlfllM 


Reliance   Ink  Co.,   Limited 

Winnipeg,  Man. 


INKSTANDS 

OF    ALL    STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 

Canadian  Jobbers  handle  our  lines. 
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The  F-B  Loose  Leaf 
Holder 


The 


Pat.    May  13,   1913 

most     demanded     and    cheapest 


transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$2.50  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


HAVILAND'S 

SEMI-LIQUID  PASTE 

Pure  White 

A  splendid  adhesive  for 
use  in  office  and  home. 
A  strictly  Canadian  pro- 
duct. All  ingredients, 
bottles,  labels,  etc.,  made 
in  Canada. 
BUY  MADE-IN-CANADA  GOODS 

Good  Profit  for  dealers.  Made  in  the 
following  sizes:  5  oz.  and  8  oz.  bottles  with 
adjustable  brush  and  32  oz.  (quart,)  128 
oz.   (gallon)  Jars.     Send  for  Price    List. 

A.  R.  HAVILAND  &  CO.,   Mfrs. 


56  &  58  Lippincott  St. 


TORONTO 


Gem    Inkstand 


No.  5 


3  in.  Diameter 
Pal.  Oct.  14,  1916 

Embodies  a  New  Idea: 
ROTARY  COVER 
Is  Countersunk   Flush  Wit 
Top  of  Inkstand 

SATISFIES  YOUR  CUSTOMERS 


POPULAR      PRICE 


Cushman  &  Denison  Mfg.  Co.,   New  York. 


LISTS  RECEIVED 

The  McLagan  Phonograph  Corporation 
of  Stratford  are  planning  a  big  advertis- 
ing campaign  this  fall.  They  have  is- 
sued a  booklet  illustrating  their  machines 
and  giving  a  brief  sketch  of  the  period 
furnitures  which  are  represented  by  their 
models.  Operating  instructions  for  their 
machines  are  also  given. 

A  very  attractive  folder  is  now  being 
sent  retail  booksellers  and  stationers  by 
the  White  &  Wyckoff  Mfg.  Co.,  Holyoke, 
Mass.  This  informs  retailers  of  that 
company's  plans  for  their  national  ad- 
vertising campaign  during  the  remainder 
of  1920  and  the  early  months  of  1921. 
Half-tone  vignetted  illustrations  are 
given  of  several  of  the  advertisments 
which  will  appear  in  periodicals  of  na- 
tional circulation.  The  constant  stream 
of  advertising  which  is  planned  will,  this 
circular  states,  "work  ceaselessly  for  the 
benefit  of  dealers  themselves." 

The  1920  list  of  new  books  of  the  Page 
Company  of  Boston  is  supplemented  by 
a  special  list  of  juvenile  books,  in  which 
is  featured  a  new  volume  in  the 
Famous  Leaders  series  and  various  other 
bo.iks  for  boys  and  girls  and  the  spe?inl 
"movie"  editions  of  "Pollyanna"  and 
"Anne  of  Green  Gables." 

The  main  catalogue  is  replete  in  at- 
tractive titles  of  fiction,  history,  bio- 
graphy, travel,  belles  lettres  and  juven- 
iles. 

COLUMNAR  PADS 

Among  the  new  items  introduced  by 
the  Wilson-Jones  Loose  Leaf  Co..  Chi- 
cago, is  a  line  of  columnar  pads  for  gen- 
eral accounting  and  statistical  reports. 
They  come  in  white  ledger  and  canary 
bond  papers.  Each  pad  has  fifty  leaves 
and  cover. 

NEW  PASTE 

"Stixit"  is  the  name  of  a  new  ad- 
hesive introduced  by  the  Prong  Com- 
pany of  Chicago.  It  is  a  combination  of 
glue  and  paste  and  is  represented  as  be- 
ing smooth  flowing  and  of  pleasant  odor. 
Another  advantage  which  is  emphasized 
is  that  it  will  not  wrinkle  even  the  thin- 
nest paper.  It  can  also  be  had  in  enam- 
eled collapsible  tubes,  with  patent 
threadless  vacuum  caps,  which  prevents 
the  paste  from  getting  into  the  threads 
and  sealing  the  tubes  so  they  cannot  be 
opened.  It  is  put  up  in  4-ounce  tubes; 
^-pint  can;  %-pint  can;  1-pint  can; 
1-quart  can;  1-gallon  can. 


The  Self-Filling 


'ILLARD 


FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and  Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


Dexter 's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples    and    prices. 

C.H.  Dexter  &rSons,  Inc. 

Windsor  Locks,    Connecticut 


PLAYTHINGS 

The  American^  Toy  Journal 


18th  year  of  pub- 
lication and  the 
largest  Toy  Maga- 
zine in  the  World. 
The  e  d  i  toriat" 
pages  give  all  the 
news  of  the  In- 
dustry and  there 
are  300  to  500 
I  Business  An- 
nounceme  n  t  s  in 
every   issue. 

Subscription- -$2.00  per  year 
Foreign  $3.00 

Send  your  subscription  NOW 

PLAYTHINGS 


118  E.  28th  Street 


NEW  YORK 
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BOOK  BUYERS'  GUIDE 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 
Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband  Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women: — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of   45    Ought    to 

Know.  . 

$1.20  Each. 


THE  RYERSON  PRESS 


Publishers 


Toronto 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE  IN   THE   U.S.A. 
Grammar  Separate,  $1.00 

Grammar  With  Key    $1.25 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 


A  $2.00  BOOK  FOR  nMIV  $1.50 
OCA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Dr.WINFIELD  SCOTT  HALL,  Ph.O. 

Noted  A  uthority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  UFE— 

What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacneraud  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
■I'        In  plain  wrapper  for  only( 


Read    postage  10  cents  extra. 


'$1.50 


McClelland  &  stewart 

Limited 
215  Victoria  St.,  Toronto 


NEW   CALENDAR   PAD   IDEAS 

An  interesting-  new  specialty  being  in- 
troduced by  Weinman  Bros,  749  East 
42nd  Street,  Chicago,  is  the  patent 
Handipad.  Each  sheet  of  the  pad  is  di- 
vided by  perforation  so  that  nothing  bul 
live  notes  are  kept  before  the  desk  man. 
Combined  with  the  desk  pad  is  the  per- 
petual calendar.  This  nwe  desk  pad  is 
sturdily  built  and  has  solid  rubber  feet 
to  prevent  the  desk  being  scratched. 

NEW  ENVELOPE  SEALER 

There  has  recently  been  marketed  a 
new  sealing  device  to  be  known  as  the 
Standard  Envelope  Sealer  which  retails 
for  $5.00  in  the  U.  S.  This  small  sealer 
is  intended  for  offices  that  would  not  have 
use  for  a  more  expensive  machine,  and 
while  very  simple  in  construction,  it  ac- 
tually seals  the  letters  just  as  well  as  the 
larger  and  more  expensive  sealing  ma- 
chines  hut,  of  course,  not  so  rapidly. 

NEW    WRITING   CASE 

There  is  a  novelty  style  of  writing 
case  being  shown  this  fall.  It  has  an 
address  book,  stamp  book,  and  a  min- 
iature edition  of  Webster's  diction- 
ary. The  colors  it  comes  in  are  black, 
grey    and    brown. 

NEW  TOY  BOOKS 

Of  the  new  publications  which  Gale 
and  Polden  of  London  have  introduced 
one  of  the  cheapest  lines  is  known  as 
the  "Fairyette  Series."  This  comprises 
extraordinary  value,  and  consists  of  eight 
pages  in  limp  bold  covers,  and  is  printed 
in  colours.  There  are  twelve  titles  in 
this  series,  and  each  title  comprises 
a  popular  nursery  favorite.  Such  fas- 
cinating stories  as  Cinderella,  Dick  Whit- 
tington,  Puss  in  Boots,  Little  Red  Riding 
Hood,  and  Goodie  Two  Shoes  are  in- 
cluded in  this  series.  These  retail  at 
2d    in    Britain. 

NEW  THUMB  TACKS 

The  Moore  Push  Pin  Co.,  Wayne  .Junc- 
tion, Philadelphia,  Pa.,  have  just  added 
a  new  item,  this  being  a  one-piece  thumb 
tack  which  is  being  marketed  in  small 
packages.  This  is  a  line  that  will  fit 
in  very  well  with  the  stationers'  school 
trade  as  well  as  the  office  supply  trade. 
These  tacks  are  made  of  steel  highly 
poiished    and    nickel-plated. 

NOTICE 

This  issue  had  to  go  to  press  with- 
out reports  of  new  books  from  all  pub- 
lishers. These  will  appear  in  the  classi- 
fied lists  in  the  Holiday  Gift  Book  num- 
ber  (November). 


Classified  Advertising 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  th*>  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  .display  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived highest  award  at  many   Expositions. 


"JTASY  FIX"  PATENT  POST  CARD  HOLD- 
ers.  Millions  already  sold,  wholesalers, 
send  60  cents  for  sample  dozen,  $5  per 
gross  post  free.  Orders  in  rotation.  Mayor 
Gabbott,  manufacturer,  "Enterprise  Works," 
Bradley    Place,    Southport,    England. 


FOR  SALE 

S  I  X-STATION  LAMPSON 
Airline  Cash  Carrier  System, 
good  as  new.  W.  T.  Well- 
ner,  Charlottetown,  P.E.I. 


50  words  for  $1.00  and 
2c  for  each  extra  word 
is  the  rate  for  Advertise- 
ments   in    this    column 

"Talk  across 

the  Continent" 

for  2c  a  word ! 

Minimum  Charge  $1.00. 


2  CENTS  A  WORD    ' 
pays  for 
Advertisements 
in  this  column 

under  the  headings : 

BUSINESS    WANTED 

BUSINESS  FOR  SALE 

SITUATIONS  WANTED 

SITUATIONS    VACANT 

MISCELLANEOUS 

MINIMUM  CHARGE 
$1.00 
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"GRIP" 

IS  THE   SUPREME   OFFICE 

ADHESIVE 

SEMI-FLUID,    STRONG,    CLEAN 

WRITE    US    ABOUT    THIS   PRO- 
FITABLE,   FAST-SELLING 
LINE 

RELIANCE  INK  CO.  LTD. 

WINNIPEG,  MAN. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue, 
Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


DESK  PADS 


Good    Merchandise — 'Fair    Prices 
Satisfaction    Guaranteed 

on    all    specialties 

Leather    and     Brass    Corner 
Desk    Pads 

(Flexible   and    stiff— 60    styles) 
Glass    Desk    Pads 

(3  styles — 3  sizes) 

Cloth   Covered   Card   Index 
Cabinet 

(Standard  Sizes) 


L.  SAINBERG 


657  W.  Houston  St. 


New  York 


Canadian  Representative 

Standard  Distributing  Co.,    Guy  Block 

Montreal.  Que. 


TRADE  DIRECTORY 

ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 
Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BELTS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BILL  FOLDS 
Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK  BOOKS 
Boorum  &   Pease   Co.,   Brooklyn,   N.Y. 
Buntin,  Gillies  &  Co.,  Hamilton. 
The  Copp.  Clark  Co..  Toronto. 

Dawson  Ltd.,  W.  V.,  Montreal,  Toronto,  Winnipeg. 
Dominion  Blank  Book  Co..  Berthierville,  Que. 
National   Blank   Book   Co.,   Holyoke,   Mass. 

BLANK   CARDS    (Programmes,   Menus,   etc.) 
Artistic  Stationery  Co.,  164  Berkeley  St.,  Toronto. 

BLOTTING  PAPERS 
Eaton-Dikeman  Co.,  Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CARDS 
Alphalsa    Pub.    Co.,    2-4    Scrutton    St.,    Finsbury, 

London,    Eng. 
Wm.   E.   Coutts,   145  Adelaide  St.   W.,  Toronto. 

CASH    REGISTER   ROLLS. 
Paper  Manufacturers  Co.,   Inc.,  526   Cherry  Street, 
Philadelphia. 

CELLULOID  GOODS 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 
Can.   Manufacturing   of   Novelty,    13   Boucher  St., 
Montreal,  Que. 

CODE  BOOKS 
The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable   Directory,    17    State   St.,    New 
York,  N.Y. 

CRAYONS 
Binney  &  Smith,  New  York. 

A.    R.    MacDougall    &    Co.,    468    King    St.    West, 
Toronto. 

DICTIONARIES 
G.   &   C.   Merriam. 
Laird  &  Lee,  Chicago,  111. 

DIE  WIPING  PAPER 
Pa^er  Manufacturers  Co.,  Inc.,  526   Cherry  Street, 
Philadelphia. 

ENGRAVING   (Steel  and  Copper  Plate) 
Artistic  Stationery  Co.,   164  Berkeley  St.,  Toronto. 

ENVELOPES 
Barber-Ellis   Co.,   Toronto. 
Buntin,  Gillies  &  Co.,  Hamilton. 
Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Menzies  &  Co.,  Ltd.,  Toronto. 

ENVELOPE    MACHINES 
David   Carlaw   &    Sons   Ltd.,    Glasgow,    Scotland. 

ERASERS 
Menzies  &  Co.,  Ltd.,  Toronto. 
Weldon  Roberts   Rubber  Co.,  Newark,  N.J. 

EXERCISE    BOOKS 
Canadian  Pad   &  Paper  Co.,  Ltd.,  255  Wellington 
W.,   Toronto. 
EYELETTING    MACHINES    AND    EYELETS 
Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd.,  Toronto. 

FANCY   PAPERS,   TISSUES   AND   BOXES 
Dennison  Manufacturing  Co.,  Boston. 
Menzies  &  Co.,  Ltd.,  Toronto. 
FILES 
Elbe  File  and  Binder  Co..  97  Reade  St.  New  York. 

FOUNTAIN  PENS 
Mabie.  Todd  &  Co..  473  College  St.,  Toronto. 
A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 
L.  E.  Waterman.  Montreal.  Que. 

GREETING    CARD    CORDS 
Albion    Cotton    Sewing    Co. 

GREETING   CARDS,    POST   CARDS,    ETC. 
Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 
W.  E.  Coutts,   145  Adelaide  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 
A.    R.    MacDougall    &    Co.,   Toronto. 
Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 
Valentine  &  Sons  Publishing  Co.,  Toronto. 


Laird  &  Lee, 

I  ncorporated 
Chicago,   111.,   U.S.A. 

Publishers  of  vest  pocket  dic- 
tionaries in  all  languages,  me- 
chanical, technical  and  reference 
books,  diaries,  dictionaries  and 
business  books. 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  best  made 

Ths  Fred  J.  Meyer  Mfg.  Do. 

niBllTUN,  OHIO.  U.S.A. 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


Excellent  for   holding   Essays,   Class   Notes. 

Lectures,       Forms,       Magazines,       Reports, 

Orders,   etc. 

Made   in    all   sizes.      Capacity    of   back,    %" 

to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 

School  Rings. 

Elbe  No.  1  Eyelet  Machine. 

Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


20c   A  LINE   20c 

Your    firm    name,    address    and 

class  of  goods  sold  will  be  listed 

under  the  directory  heading,   ii 

middle  column  of  this  page,  for 

20c  a  line. 

Good    advertising    at    minimum 

cost. 

A    useful    reference    continually 

used    by   all    members    of    the 

trade. 


20c   A  LINE    20c 
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Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frames,  Mirrors,  Statuary  —  «T«rv- 
thinc  in  Picture  Framinr  outfits.  S  150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  me.  I  will 
frame    them     at    low     prices.       I    manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 
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'The  Guarantee  of  Quality" 


ULT0N 

Self-Inking 

5  Stamp  Pads 

■^  Manufactured  by  ► 

3  FULTON  SPECIALTY  CO.  ► 

^    Elizabeth,  New  Jersey    J 

•• T  T f Y Y Y Y Y Y YY Y Y Y Y YYYYY Y Y«» 


Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
proht. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO. 

HAMILTON.   ONT. 


YOUR  ADV. 

HERE 

WILL  BE 

READ  BY 

STATIONERS 

FROM 

COAST  TO 

COAST 


INKS,  MUCILAGE  AND  GUMS    , 

Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 

The    Carter    Ink    Co.,    Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 

Reliance  Ink  Co.,  Winnipeg,    Man. 

S.  S.  Stafford  Co.,  Toronto. 

••Ghicine."     Menzies  &•  Co.,  Ltd.,  439  King  St.  W., 

Toronto.  INDELiBLE  INK 

Carter's  Ink  Co.,  Montreal. 
Payson's  Indelible  Ink. 
S.  S.  Stafford  Co.,  Toronto. 

INKSTANDS 
A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

LEAD  AND  COPYING  PENCILS 
American   Pencil   Co.,   New  York. 
Wm.  Cane  &  Sons,  Newmarket,  Ont. 
A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 

LEATHER  GOODS 
Can.    Leather   Products    Ltd.,    Toronto. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Julian    Sale    Leather    Goods    Co.,    Toronto. 
Western    Leather    Goods    Co.,    Ltd.,   Toronto. 
LOOSE  LEAF  BOOKS,  BINDERS  AND 
HOLDERS 
Boorum    &    Pease    Co.,    Brooklyn. 
Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,  Ltd.,  539  King  St.  W.,  Toronto 
National  Blank  Book  Co.,  Holyoke,  Mass. 
Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 
Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 
Rand,  McNally  &  Co.,  Chicago. 
The  Copp,  Clark  Co.,  Toronto. 

MEMO    PADS 
Robinson  Mfg.   Co.,   Westfield,  Mass. 
Sainberg  &  Co.,  New  York. 

MAP    TACKS 

Moore   Push-Pin   Co.,    Philadelphia,   Pa. 

PAPER  BALERS 

Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 
Noesting  Pin  Ticket  Co.,  Mt.  Vernon,  N.Y. 
O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES    AND   WRITING    PAPERS 
Barber-Ellis  Co.,  Toronto. 
Buntin,  Gillies  &  Co.,  Toronto. 
Clark  Bros.  &  Co.,  Winnipeg,  Man. 
The  Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal.  Toronto,  Winnipeg. 
A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 
Menzies  &  Co.,  Ltd.,  Toronto. 

PENNANTS 
Can.    Manufacturing    of   Novelty,    13    Boucher    St., 
Montreal,  Que. 

PHONOGRAPH     SUPPLIES 
H.   A.   Bemister,    10   Victoria   St.,   Montreal,   Que. 

PILLOW  COVERS 
Can.    Manufacturing    of    Novelty,    13    Boucher    St., 
Montreal,  Que. 


PHOTO    ALBUMS 

Crown  Novelty  Co.,   188  Adelaide  St.    W.,    Toronto. 

PLATE     PRINTING 
Artistic   Stationery  Co.,   164   Berkeley  St.,  Toronto. 

PLAYING  CARDS 
Consolidated    Litho.    Co.,    Montreal. 
A.    O.   Hurst    (Goodall's),  32   Front  St.,   Toronto. 
itandurd  Playing  Card  Co.,  Chicago,  111. 
U.  S.  Playing  Card  Co.,  Windsor,  Ont. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

PUSH-PINS 

Moore    Push-Pin   Co.,   Philadeluhia,   Pa. 

PUSH-LESS  HANGERS 
Moore   Push-Pin   Co.,   Philadeluhia,   Pa. 

RUBBER  STAMPS,  STENCILS,  ETC. 
John  T.    Clark  &  Son,  Ltd.,  Manchester,  Eng.   . 
ulton  Specialty  Co.,  Elizabeth,  N.J. 
SCHOOL  BAGS 
~!opp,     Clark     Co.,     Toronto. 
Varwick    Bros.    &    Rutter,    Toronto. 
)avis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

SCHOOL   AND    OFFICE    RULERS 

Vestcott   Rule   Company,    Inc..    Seneca   Falls,    N.Y 
SHEET  MUSIC 

IcKinley  Music  Co.,  1501-15  E.  55th  St.,  Chicago. 

SHORTHAND    BOOKS 

?ir  Isaac  Pitman  &  Sons,   Ltd.,  27  Simpson   Ave. 
Toronto. 

STATIONERS'  SUNDRIES 

3untin,  Gillies  &  Co.,  Hamilton. 

(Tie    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 

Clark  Bros.  &  Co.,  Ltd.,  Winnipeg,  Man. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
STEEL  WRITING  PENS 

John  Heath,  8  St.  Bride  St.  E.C.,  London. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 

Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,    Toronto, 
Canadian  Representatives. 

A.    R.    MacDougall    &    Co..   Toronto. 
(John    Mitchell's     Pens) 

THUMB    TACKS 

Moore    Push-Pin    Co.,    Philadelphia,    Pa. 
Noesting    Pin    Ticket    Co.,    Mt.    Vernon,   N.Y. 

TOILET  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

TOYS,  DOLLS,   PUZZLES,   ETC. 
Beaver  Doll   Co.,    Hamilton,    Ont. 
S.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Ford   Co..   Ltd.,  R.  S.,   Vancouver. 
A.    C.    Gilbert-Menzies    Co.,    Ltd.,    Toronto. 
Meccano  Toy  Co.,  Ltd.,  71  W.  23rd  St.,  New  York 
Morimma    Bros.,    53    W.    23rd   St.,    New   York. 
Nerlich  &  Co.,   146  Front  St.  W.,  Toronto. 
W.  S.  Turton  &  Co.,  30-32  Grand  Lane,  London, 
England. 

WRITING     PADS 
Canadian    Pad    &    Paper   Co.,    Ltd.,    Toronto. 


Paragon 
Inkstands 

Paragon 
Moisteners 

Paragon 
Specialties 

Canadian  jobbers 
handle    our  lines 


Frank  A.  Weeks  Mfg.  Co. 

93  John  Street  New  York  City,  N.Y. 
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FEATHERWEIGH1 


->-       FLEXiBLE 


912 

This  Featherweight  Flexible  is  a  ruler  that  no  stationer  should  be  without.    It  is  light 
and  flexible  beyond  all  conception  of  the  strength  of  clean,  white  maple. 
Scaled  as  correctly  as  your  watch  dial  and  finished  as  nicely  as  your  piano. 

Westcott  Rule  Company 

Seneca  Falls,  N.Y. 


INDEX  TO  ADVERTISERS     ' 


A 

Aigner,   (I.    J 97 

Albion  Cotton   Sewing  Co 29 

Allen.    Thomas     6,    7 

Alphalsa   Pub.    Co '. 29 

American  Lead  Pencil  Company   77 

Argus  Manufacturing  Company    96 

Artists'  Supply  Company    100 

II 

Barber-Ellis    Limited    Rs 

Bennett   &   Jennison    32 

Binney   &   Smith   Company    75 

Boorurn   &    Pease   Co 70 

Brown,   N.  L 96 

Buntin.    Gillies   &    Co Back    cover 

Burgess   &   Co 95 

C 

Canadian  Pad  &  Paper  Co B7 

Canadian    Leather    Products    9'-.  93 

Cane  &  Sons.   Ltd.,  William    <9 

Carmichael  &  Co.,  Peter   ;• 

Carter   Ink   Company    < B 

Climax  Baler  Company    l"l 

Clyde   Rubber   Works   Co.,    Ltd 28 

Copp-Clarlt   Company    22,    23,    !)!>.  101 

Coutts,    W.    K '•> 

Crown   Novelty  Co. »' 

Cushman   &   Denison    Manufacturing   Co 98 

D 

Dawson   Ltd.,   W.    V 78 

Defiance    Manufacturing    Company    »8 

Dexter  &   Sons.   Inc.,    C.    H 98 

Dominion    P.lank   Book   Company    6.S 

1: 

Eagle    Rubber    Company £9 

Eaton.    Crane   &    Pike    »0 

Eaton-TMkeman   Company    |>7 

Elbe    File   an<l    Binder   Company    100 

Esterbrook    Pen    Mfe.    Co °0 

F 

F    B.   Manufacturing   Company    ■•  « 

Fulton    Specialty    Company    101 


G 

Gabbott.     Mayor     99 

Gale    &    Polden.    Ltd 29 

(Joes    Lithographing    Co 84 

Goodall    &    Co SO 

Gundy,    S.    B 20.  21 

H 

Haviland    &    Co 9S 

Heath   &    Co. .    John    95 

Henley.    N.    W.    Pub.    Co 4,    5 

Higgins    &   Co.,    Charles   M 80 

Ilinls.    Wells    &    Co 32 

Hodder    &    Stnughton     14.  15 

lloge    Mfg.     Co 69 

I 

Irish,    G.    L • 101 

L 

Laird   &   Lee.    Inc 19 

Luckett   Loose  Leaf  Co 72 

M 

Mabie,    Todd    &   Co 17 

Macdonald  Wire  Goods  Company   96 

MacDougall,    A.    R 35.    36.    37,    38 

MacMilJan   Co.  of  Can 26 

Marshall.    Horace    29 

Matthews.    B 33 

McClelland   &  Stewart.   Ltd 

Frotd    cover,    1.    2.    3,    4.    5.    99 

McFarlane.   Son   &  Hodgson.    Ltd 101 

McKinley   Music   Company    67 

Meccano    Toy    Co 88 

Meilicke   Calculator   Company    75 

Merriam,    G.    &    c 96 

Meyer.   Fred  .T.   Mfg.    Co 100 

Morimura  -  Bros 90 

Mittag  &  Volger,   Inc Inside  back  cover 

Moore  Push   Pin   Company   96 

Mussorj     Book    Co 12.     13,  25 

Modern    Pen    Co 70 

N 

National    Blank    Book    Company    6S 

National  Cash  Register  Company    

Inside  front   cover 

Nelson,   Thos 16 


Nerlich    &   Co 87 

Noesting    Pin    Co . '.  78 

O 

Ogilvie.   J.    S 9« 

O.    K.    Mfg.    Co ...'.'.'.'.'.  18 

P 

Paper  Manufacturing  Company.  .Inside  back   cevei 

Payson's    Ink    , 99 

Playthings      „ 100 

Pugh    Specialty    Company.    Ltd 07 

R 

R'.i:ci;    &    S:n      \  32 

Reliance   Ink    Company    97  100 

Robinson   Mfg.    Co '  9 

Holland   Paper   Co '  73 

Ryerson   Press    10.'    i  i .  99 

S 

Sainberg.    L 100 

Sale.   Julian,    Leather  Goods   Co 94 

Stafford    Inc.,    S.    S Inside    back    cover 

Starr.    Woods   Co 32 

T 

Tucker  Mfg.    Co 28 

Turton.    W.    S '..'.'.'...'.'"  95 

Twigg    &   Beeson    '.'.'.'...  "". 

U 

U.   S.   Playing  Card  Co 82 

Volger  Manufacturing  Inc..   B.   S 9; 

W 

Wahl     Co g3 

Waterman   Pen  Co '..'.'.'.'.'.'.  71 

Waterson   &    Sons.    Ltd..    George    .......       27  95 

Webert    &   Co. ,    F 97 

Weeks   Manufacturing   Company,    Frank  A.  ". '.  97 

Weldon-Roberts  Rubber  Company  11; 

Wellner,    W.    T ' 99 

Westcott   Rule   Company    '..'.'.'.  102 

Western  Leather  Goods   Co.  91 

Wldte   &    Wyckoff    34 

Wilde.     W.    A.    Co 19 

Willard   Pen   Company    9s 

Wilson-Jones   Loose  Leaf  Company    81 

Work-Organizel    Specialties   Company    ...  70 

"Mil    >\.-    Co 99 


THE  MACLEAN  PUBLISHING  COMPANY,  LIMITED 


JOHN  BAYNE  MACLEAN,  President 


H.  T.  HUNTER,  Vice-President 


H.  V.  TYRRELL,  General  Manager 

Publishers  of  Hardware  and  Metal,  The  Financial  Post,  MacLean's  Magazine,  Farmers'  Magazine, 
Canadian  Grocer,  Dry  Goods  Review,  Men's  Wear  Review,  Printer  and  Publisher,  Bookseller  and 
Stationer,  Canadian  Machinery  and  Manufacturing  News,  Power  House,  Sanitary  Engineer,  Canadian 
Foundryman,  Marine  Engineering  of  Canada,  Canadian  Motor,  Tractor  and  Implement  Trade  Journal 
and  Druggists'  Weekly. 

Cable  Address:    Macpubco.  Toronto;    Atabek.  London,  Eng. 
ESTABLISHED  1887 

BOOKSELLER  &  STATIONER 

FINDLAY  I.  WEAVER,  Manager 
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From  the  Factory  and  over  the  Counter  at  a  Profit 

M.  &  V.  Typewriter  Ribbons  are  acknow- 
ledged leaders  in  this  market  and  the  past  good 
record  of  sales  is  sufficient  to  give  confidence 
to  those  handling  this  line,  of  the  good,  sub- 
stantial profit  margin. 

These  ribbons  are  guaranteed  durable,  per- 
manent and  indelible,  and  your  customers  will 
find  these  just  as  they  are  represented. 

Mittag  &  Volger,  Inc. 

Principal  Office  and   Factory 

Park  Ridge,  N.J.,  U.S.A. 
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tyke  Merits  of 

(HAZED  LINEN 

DIE-WIPING 

-PAPER- 

are  now  recogniz- 
ed by  the  leading 
Die  and  Plate  Press 
^Manufacturers- 
and  it  is  beina^ 
reconwnended  by 
them  and  shipped 
with  all  new  presses 

PAPERMANUFACTURERS  CQJnc 

-PHILADELPHIAPA- 


I 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


B  OOKSELLER     AND     S  T  A  T  I  0  N  E  R 


HAMILTON 


CANADA 


Christmas  Papetenes 

Handsome  gift  boxes  retailing  from  35c  to  $2.00.     Dainty  designs 
— Dimity,  Brierwood,  Priory,  Mosaic,  Birchbark,  Floral,  Holly. 

High-grade   linen   finish   and  antique     stock,     including     Striped 
Dimity  in  colors. 

Stock  is  limited — order  at  once.      Save  time  and  trouble  —  let  us 
make  up  for  you  an  assortment  at  any  price. 


We  are  able  to  supply  the  following  holiday  lines,  but  would  sug- 
gest covering  your  requirements  now,  before  the  assortment  is 
broken: 


Christmas   Cards,  Folders  and  Booklets 

Christmas  and  New  Year  Post  Cards 

Enclosure   Cards,  Tags  and  Seals 

Ribbonzene  and  Tinselcord 

Calendar  Pads 


M.  J  A.    ^      J. 


1    1     V    iTl   L/  A_J  XV 


AND  OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted   to   the   Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years   the  recognized  authority  for  those  interests. 


VOL.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     NOVEMBER,     1920 


No.  11 


Robert  Stead's  New  Western  Romance 


tt 


DENNISON  GRANT" 


Is  the  big  Canadian 
Novel   of  the    Year 

It  is  a  safe  prediction  that  the  sales  of  "Dermison  Grant"  will  double  those  of  any  other  Canadian  novel  this 
vear.  This  is  no  exaggerated  statement,  for  Robert  Stead's  previous  novel,  "The  Cow  Puncher "  was  the  largest 
re'ling  Canadian  novel  in  1918.  Already  the  advance  sales  of  "Dennison  Grant"  have  exceeded  the  total  sales  of 
"The    Cow   Puncher,"  and    no    wonder,    for   "Dennison    Grant"  is  Robert  Stead's  greatest  novel. 

Repeat  orders  are  the  real  test  of  a  novelist's  appeal  to  the  public,  and 
Robert  Stead  passes  this  test  better  perhaps  than  any  other  author.  The 
steady  sales  of  his  books,  year  in  and  year  out,  where  the  older  Canadian 
authors  are  falling  off,  prove  that  Robert  Stead  has  made  a  big  place  for 
himself  in  Canadian  literature. 

Wise  booksellers  tabulate  their  sales  of  any  bis  author  and  featur?  his  new  book, 
buying  a  quantity  to  ;ret  the  lowest  price.  Here  are  two  instances  of  how  two  well- 
known    dealers    believe    in    Robert    Stead: 


Dealer      Repeal    order 
The    Cow     Puncher 
Oct. 

Oct 
Oct. 

ii  i 

Nov. 

Nov. 

Nov. 

Nov. 

Total     1.200  Total     :i.:iti» 

This  dealer  onlerecl    1. 100  copies  of   "Den-         This    dealer    placed    an    advance   order    for 
nison    Grant"    in    advance    of    publication.         6.450    copies    of    "Dennison    Grant." 
"Dennison    Grant"    I  ;ts    everj    tenure   to    male    a    big   seller.      The   story    is    Robert 
Stead's    most    mature    literary   offering.      The   book    is    his    loosest    uovel    and    mosl 
attractive    looking  one.     The   price   is  only   J1.75   instead  of   $2.00,    or  VI  -"..    slmplj 
because  of  quantity  production,   which   inin^s   down   the   cost. 
How    many   copies   o'.cll    we  rend   you? 


With    Jacket 
in  three  colors 


TRADE  PRICES 

$1.23    in     small    quantities 
1.17  in  lots  of     10  or  more 

1.12 25  -     - 

1.07 100  -     " 


Special  Quotations 
Larger  Quantities 


.AliQWDIAN 


»  '  ■"u.wruuuit-KMH 

AGradb  Mark  ti. 
3effer  Man  cr7hde  Mark 
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The  Musson  Book  Co.,  Limited,  Publishers,  Toronto 
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The  Julian  Sale  Leather  Goods  Company,  Limited 


Tiiiriy-iiiiii'- — t lint  is  the  number  of  the  new  "Julian  Sale''  Catalogue  which  is  just  "off 
the  press"  and  is  being  mailed  out  to  all  customers  of  the  house — so  that  when  you,  arc 
sending  in  your  request  for  one — and  everybody  in  the  trade  is  welcome'to  one — just  say 
"Caf0.logre'No.%9."  It's  an  excellent  book — a  useful  buyers'  guide — and  it  will  be  well 
worth  your  while  to  have  one  on  fyle. 

The  Catalogue—  No.  39 — has  44  pages — it  has  nearly  250  illustrations,  made  from  direct 
photographs  of  the  "Julian  Sale"  goods  themselves — There  are  about  500  lines  described 
and  priced — and  altogether  it  is  a  most  comprehensive  Catalogue — one  of  the  best  we  have 
ever  issued. 

The  New  Catalogue  and  the  Christmas  Trade 

Catalogue  No.  39  is  a  very  timely  messenger  1  ecause  it  carries  to  you  information  on  lines 
thai  you'll  be  needing  to  order  right  away  so  a-  to  have  them  in  time  for  the  big  holiday 
trade  you  are  hoping  to  do  ibis  season — and  everything  "illustrated"'  is  so  life-like  that  you 
<au  select  just  about  as  satisfactorily  as  thou  di  you  wove  buying  from  "Samples'' — Let  us 
have  your  name  now. 

When  you  get  your  copy  of  No.  39 — do  not  mutilate  it  when  you  wish  to  place  an  order 
-    always  order  by  number — safest  for  you — best  for  us. 

When  you  come  to  the  city  pay  a  visit  to  our  new  enlarged  and  fitted  sample 
and  salesrooms  — everything  we  make  is  sampled  there 


The  Julian  Sale  Leather  Goods  Company,  Limited 

Wholesale  -  Factory  -  Sample  and  Salesrooms  -  Offices 

600  King  Street  West,  Toronto 
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Two  Of  The  Real  Big  Ones 


The  Most  Talked  of  Book 
on  Two  Continents 

The  Autobiography 

of 

Margot  Asquith 

One  of  the  most  piquant  and  brilliant  books  of  personal 
recollections  and  opinions  that  has  ever  been  written. 

The  Toronto  Star  says:  Never  before 
have  such  frank  revelations  concerning 
the  Empire's  best  known  public  men 
and  women  been  published  during  the 
lifetime  of  the  subjects.  With  amaz- 
ing candor  Mrs.  Asquith  tells  of  her 
early  friendships  with  such  men  as 
Balfour,  Curzon,  Milner,  Morley, 
Churchill,  Grey,  Botha,  and  others  who 
were  recently  with  us,  such  as  Kitch- 
ener, Laurier  and  Gladstone.  She  tells 
of  her  various  love  affairs  with  men 
whose  names  are  household  words  and 
she  gives  intensely  interesting  pictures 
of  what  went  on  behind  the  scenes  in 
the  fateful  days  of  July  and  August, 
1914,  just  prior  to  Britain's  entrance  in 
the  World  War. 

Written  in  superb  and  piquant  English 
style,  no  other  autobiography  pub- 
lished in  many  years  has  the  fascina- 
tion of  this  one.  Every  paragraph 
sparkles  with  interest. 

In  Two  Volumes,  Boxed.     Fully  illustrated  with  sketches,  portraits, 
facsimile  letters  and  documents. 


The  Inspiring  Story 
of  a  National  Figure 

The  Life 

of 

Sir  William 

Van  Home 

The  remarkable  record  of  a  towering 
figure  in  the  history  of  this  continent. 

Born  on  the  American  frontier,  where 
his  father  died  when  the  lad  was  only 
eleven,  he  waged  a  grim  fight  against 
poverty  until  he  rose,  step  by  step,  from 
the  lowest  to  the  highest  rank  in  the 
railway  profession. 

He  grew  up  with  the  railroads,  and 
built  the  first  railroad  through  the 
"Great  Lone  Land" — the  Canadian 
Pacific — the  most  spectacular  piece  of 
railroad  construction  on  record. 

Great  as  a  constructive  genius  he  was 
still  greater  as  a  man.  Noted  on  two 
continents  for  his  hospitality  and  rare 
charm,  he  numbered  as  personal  friends 
not  only  all  the  great  men  of  Canada 
and  the  United  States,  but  also  had  an 
extended  acquaintance  among  the  elect 
of  the  world. 

Illustrated  frcm  photographs.      Royal  octavo,  300  pages 


Published  by 

McClelland  &  stewart 

LIMITED 

TORONTO,    CANADA 
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This  machine   does  what   no    other  receipt- 
printing   cash  register  can  do. 


1.  It  prints  the  merchant's  name. 


2.  It  prints   the   price   of    each    article.- 

3.  It  adds  the  items. 


4.  It  prints  the  total  of  all  items. - 


5.  It  retains  added  and  printed  records. 


J.  SMITH 
COMPANY 
10  MAIN  ST. 

0.17 

0.32 
0.48 
0.09 


TOTAL 


$01.06 


Copy  of  receipt 

printed  for  each 

customer 


It  also  does  other  important  things  for  merchants,  clerks, 

and  customers. 

We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL 

CASH    REGISTER    CO. 

OK    CANADA    LIMITED 


BOOKSELLER  AND  STATIONER 
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CLUCINE    IS    A   STICKER.! 


5-oz.  size,  with  cap  and  brush,  30c  retail 
11 -oz.  size,  with  cap  and  brush,  60c  retail 
32-oz.  size,  for  refilling     -     -      $1.00  retail 


GET  THE  LION'S  SHARE 

of  Business  by  Stocking  Up  With  Lyons 


ORDER  BEFORE  THE  FROST 

Your  clerks  will  tell  you  that  you  lose  many  sales  on  account  of  not  ordering 
sufficient  Paste,  Mucilage  and  Glucine  to  tide  over  the  winter  months. 

Glucine  is  the  cleanest,  purest  and  most  economical  liquid  adhesive  on  the 
market.    School  boards  adopt  it  wherever  it  has  been  submitted  to  them.     , 


LYONS  BANKWAX 

Now  Carried  in  Stock  in  5's,  10's,  20's  and  40  Stick 


LYONS  B  B  Writing,  Scarlet  and  Fountain  Pen  Ink  stocked  at  Toronto. 

Manufactured  by  LYONS  INK,  LIMITED,  MANCHESTER,  ENGLAND 

Canadian  Agents: 

MEJNZIES  &  COMPANY,  LIMITED 

439  KING  STREET  WEST,  TORONTO 


BOOKSELLER  AND  STATIONER 


If  You  Buy  Ream  Goods 

You  Will  Be  Interested  in 

CRANE'S  STANDARD 

Four  or  Five  Quire  Boxes 

THEY  contain  120  sheets  and 
100  envelopes  (in.  note  size  and 
correspondence  cards  100  of  each)  ; 
cost  less  than  under  the  old  method 
of  selling:  leave  no  broken  or  mis- 
matched stocks;  and  are  attractively 
1  Mixed  ready  for  delivery.  Requests 
for  single  quire  lots  may  be  filled 
by  selling  30  sheets  —  5  sections  of 
letter  size  -  -  bo  each  package  of  en- 
velopes and  charging  Vt  of  the  price 
of  the  box.  The  one  quire  papeterie 
is  always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present  in  ('rune's  Linen 
Lawn  and  franc's  Kid  Finish 

These  papers  can  also  be  had  in  the 
former  put  up  of  Vlth  reams  and 
1sth  M  in  a  huge  variety  of  sizes, 
in  quantities  of  not  less  than  5  reams 
and  2Vo  M. 

fan  nil  inn  funds  accepted  at  par. 
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EATON,  CRANE  &  PIKE  COMPANY 

Neic  York.  Pitlsfield,  Mass. 


CRAmt^ 


Don't  make  us  say 


"Sorry  we  can't  supply 


you 


>> 


REMEMBER  how  it  was  last  Christ- 
mas? People  crowding  your 
store  from  early  morning  to  late 
at  night,  looking  for  something  for  their 
youngsters  and  a  long  list  of  nephews, 
nieces,  and  other  children.  Why  for 
weeks  before  the  25th  you  can  sell  such 
an  unusually  attractive,  useful  and  in- 
expensive gift  as  the  No.  25  "CrayolA" 
outfit  about  as  fast  as  you  can  wrap 
them  up. 

So  don't  forget  there  are  thousands  of 
dealers  sending  in  their  orders  to  the 
jobbers.  We  can  fix  them  up  now,  but 
you've  no  time  to  Jose.  Don't  wait  a 
day  longer — don't  take  a  chance  of  mak- 
ing us  say,  "We  can't  supply  you" — get 
in  your  order  now  for 

No.  25 

"CRAYOLA" 

Gift  Box 


Have    you    our    latest    catalog    illus- 
trated in  colors?     If  not,  let  us  know. 


BINNEY&  SMITH  CO. 


-81  Fulton  Street 


New  York  City 

No.  25  "CRAYOLA" 
Outfit.  12  Assorted 
"CRAYOLA"  Cray- 
ons, 3^  ins.  long. 
Outline  Drawing 
Book  and  two  cut 
Art  Stencils,  4x5 
ins.  One  package 
drawing  paper,  25 
sheets,  4x5  ins. 
Put  up  in  attractive 
hinged  cover  heavy 
cardboard  box.  One 
dozen  boxes  in  con- 
tainer. 
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^or  &i)ery body's  D{and~ 


When  quick  turnover  and  liberal  profits  count,  sell  The  MODERN  Pencil. 

The  MODERN  makes  more  friends  among  more  kinds  of  people  —  for 
more  kinds  of  writing — than  other  pencils  of  its  type. 

Its  neat,  silver  finish  attracts  the  eye.  Its  simplicity  —  because  of  fewer 
parts — makes  it  write  right,  and  stay  right.  Its  popular  price  makes  it 
available  to  all. 

The  MODERN  is 

Ready  for  Immediate  Shipment 

in  dozen,  gross  or  CARLOAD  LOTS!  Large-scale  production  obviates 
any  possibility  of  delay. 

Sold  only  to  the  trade,  with  generous  discounts  to  quantity  purchasers. 

THE  HOGE  MANUFACTURING  COMPANY,  INC. 


215-217  Fulton  Street 


New  York  City 


and J^ny Body's  cPursei 
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A  NNO  UN  CEMENT 

We  desire  to  announce  to  the  trade  that  we  are  again 
in  full  production  and,  with  the  added  facilities  of  our 
new  factory,  are  now  in  a  position  to  give  our  customers 
better  service  than  ever  before. 

We  wish  to  thank  all  of  our  friends  for  their  courteous 
consideration  during  the  period  of  moving,  and  we  feel 
certain  the  better  service  that  the  new  plant  has  made 
possible  will  more  than  make  up  for  some  of  the  annoy- 
ances that  were  inevitable  under  the  conditions. 

WILSON-JONES   LOOSE   LEAF   CO. 


3300  Franklin  Blvd. 
CHICAGO,  ILL. 


316  Hudson  St. 
NEW  YORK 
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Attractive  Displays— Profitable  Sales 


These  two  features  go  hand  in 
hand  in  business.  The  school 
children  particularly  are  drawn  by 
something  attractive  and  usually 
pencils  or  similar  articles  are  pur- 
chased from  the  first  impression 
— if  it's  a  pretty  thing  it  sells. 
In  this  way  you'll  find  Cane's 
Canadian-made  Pencils  good  sell- 
ers. What  is  more  is — the  qual- 
ity is  there. 


The  counter  display  stands  each 
contain  half  a  gross — tipped  and 
finished  in  six  different  colors, 
with  Vz  gross  additional  ready  to 
replace  those  sold  from  display 
stand.  Complete  in  box.  Your 
wholesaler  can  send  you  one.  It 
costs  $5.25  for  the  display  stand 
and  gross  of  pencils.  The  pencils 
retail  at  5c  each. 


Buy  from  your  usual  wholesale  house     any  wholesale  stationer  in  Canada  can  supply  Cane's  pencils. 

The  Wm,  Cane  &  Sons  Co. 

Newmarket,  Ontario 
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oA  calendar  oner 

with  money  in  it  for  you 

When  you  see  this  new  1921  calendar,  and  when  you  receive  the  details  of  our 
offer  on  it,  you  will  agree  with  us  that  this  is  the  best  calendar  proposition  of  the 
year.     And  what's  more — your  customers  will  think  so,  too. 

THE  OFFER 


THE  CALENDAR 
This  is  a  full  12-sheet  calendar,  1314  by  20 
inches — a  beautiful  example  of  rotogravure 
art.  It  is  illustrated  by  one  of  the  most 
famous  of  American  illustrators,  Lejaren  a 
Hiller.  The  illustrations  are  scenes  in  for- 
eign countries,  all  suitable  for  framing.  The 
calendar  proper  contains  numerous  features 
of  interest  not  found  in  most  calendars;  for 
example,  the  phases  of  the  moon  are  shown; 
the  historical  dates  as  well  as  holidays  are 
marked  by  appropriate  thumb-print  illustra- 
tions in  the  date  spaces.  A  calendar  that 
everyone  who  sees  will  want. 


Thousands  and  thousands  of  people  gladly 
pay  twenty  cents  for  the  White  &  Wyckoff 
calendar  every  year.  We  have  several  attract- 
ive offers  for  you  on  the  1921  calendar.  You 
can  count  on  them  to  net  an  extra  profit  on 
your  Holiday  Stationery  business.  You  know 
the  high  quality  of  the  White  &  Wyckoff 
product.  You  know  the  selling  value  of  the 
national  advertising  campaign  behind  it. 
This  calendar  offer  is  one  more  added  reason 
why  the  White  &  Wyckoff  line  is  the  profit- 
able one  for  you  to  standardize  on. 

Write  at  once  for  full  particulars. 


WHITE  &  WYCKOFF  MFG.  CO.,  Holyoke,  Mass. 
Master  Makers  of  Distinctive  Social  Stationer)/,  Writing  Tablets  and  Composition  Books 


A.  R.  MacDougall  &  Co. 

Limited 
468  King  St.  W.,  Toronto.  Ont. 


White  8%ckoff  s 

Distinctive  /Wh  Stationery 


The  Schofield   Paper 
Company 

23-25  Prince  William  Street 
St.  John,  New  Brunswick 
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ARE  YOU  DOING  YOUR  BEST  ? 

Like  these  inkstands,' the  other  SENGBUSCH  specialties  touch  the  peak  of  perfection- 
Satisfaction  goes  with  each  sale. 

In  every  sphere  of  activity  man 
is  under  obligation  to  give  the 
best  that  is  in  him.  There  is  no 
law — moral  or  otherwise — that  can 
compel  one  to  do  more  than  he 
can  do;  but  on  the  other  hand,  it 
is  the  duty  of  every  man,  every 
woman,  every  child,  to  do  his  or 
her  very  best,  and  do  it  all  the 
time.  It  is  not  possible  ever  to 
make  up  for  a  duty  neglected,  be- 
cause there  never  is  a  time  when 
it  is  possible  for  one  to  do  more 
than  the  good  which  at  that  mo- 
ment   he    ought   to    do. 

Apply  this  in  your  business. 
When  a  man  comes  into  your  store 
and  asks  for  an  inkstand,  do  you 
sell  him  the  first  thing  you  can 
lay  your  hands  on,  or  do  you  offer 
the  "Sengbusch"  first?  You  know 
what  the  Sengbusch  Self-Closing 
Inkstand  will  do;  therefore,  it  is 
your  duty  to  tell  that  customer 
wherein  it  is  superior — how  it  will 
save  him  money  in  ink,  pens,  and 
labor,  and  prevent  all  the  un- 
necessary annoyance  that  '  goes 
with   the   ordinary   inkstand. 

Such  a  course  insures  satisfied 
customers  and  increased  business. 


SENGBUSCH 

if.    Self-  doming    \Z 

MuauttAppuFK 


The  sensible  way  to  use  muci- 
lage. Clean,  convenient,  econ- 
omical, efficient.  Easily  refilled. 
Moulded  in  one  piece  of  genu- 
ine hard  rubber,  with  nickel- 
plated  cap. 

Get  our  catalog  and  circulars 
with   your   imprint  FREE. 


IDEAL  SANITARY 
MOISTENER 

The  "Quick  and  Easy"  way  to 
moisten  fingers,  stamps,  envel- 
opes, labels,  etc.  Durable,  clean, 
and  handsome.  Made  of  glazed 
white  porcelain,  with  nickel  bear- 
ings.    Nothing  to  wear  out. 


DAN-DEE 

Square    Was'e    Baske's 
3  Styles — 6  Finishes. 


*»     'L.      > 


DAN-DEE 

Strong    Boxes 
2  Styles — 2  Finishes. 


DAN-DEE 


Art  Metal  Products 


May  in  some  few  instances  de- 
mand a  higher  price — but  their 
quick  turnover,  the  satisfaction 
they  give  the  user,  and  the 
liberal  margin  of  profit  they 
pay  you,  make  the  entire  line 
worthy  a  prominent  place  in 
your  stock  of  office  appliances. 


Write  for  descriptive  circulars, 
price  lists  and  discounts. 


DAN-DEE 
Round  Waste  Baskets. 
2    Styles — 15    Finishes. 
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DAN-DEE 

Le'.ter  Trays. 

2  Styles — 8  Finishes. 


AD      1V^  _  ^.r^-^. 1       Q     /^_         f    iJ       Representatives  for  Canada  and  Newfoundland 
.  K.  MacDougall  cfc  Co.,  Ltd.  468  King  st.  west 


Toronto 
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ELSbO 

"THE  MASTER  DRAWING  PENCIL" 


Made  in  17  Leads— one  for 
every    need   or  preference 


No  Need  for 
Second  Thought 

about  the  pencil  to  carry 
in  stock  for  any  purpose 
and  any  person. 

Your  first  and  last  and 
best  thought  is 

ELboradO 

"the  master  drawing  penal" 


JOSEPH  DIXON  CRUCIBLECO.,  Pencil  Deft.  74-J,  Jersey  City,  N.  J. 

Canadian  Distributors: — A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 
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SETTEN  &  DURWARD 
IN  CANADA 


THE  QUALITY  AND  VALUE 
REALIZED  IN  THIS  FIRM'S 
PRODUCTS  SO  EXTENSIVELY 
SOLD  TO  CANADIAN  STATION- 
ERS  THIS  YEAR  WILL  BE 
MORE  STRONGLY  EMPHA- 
SIZED BY  THE  INCREASED 
EFFORTS  WHICH  WILL  MARK 
THE  1921   ACTIVITIES. 


There  are  two  Setten  and  Durward  factories  in 
Birmingham.  One  is  devoted  to  the  manufacture  of 
a  varied  line  of  products  of  wood,  such  as  Stationery 
Cases,   bases  for  Ink  Stands,  etc. 

In  the  other  factory  are  manufactured  metal  special- 
ties, such  as  Brass  Paper  Fasteners,  Compasses, 
Dividers,  Protractors,  and  the  various  items  going  to 
make  up  Drawing  Sets,  as  well  as  other  School  Supplies. 
Cash  Boxes  and  Deed  Boxes  are  extensively  manu- 
factured.^ Still  another  important  line  comprises 
various  carded  goods  for  stationers. 


KB 


A.  R.  MacDougall  &  Co.,  Ltd. 


Representatives  for   Canada  and   Newfoundland 

468  King  St.  West  Toronto,  Ont. 
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MARKING 
TIME 


Are  you  prepared  to  fill  your  customer's  needs  on  Pin 
Tickets?  This  is  Marking-  Time  for  Fall  Merchandise. 
Supply  the  demand  with  Noe-sting  Harmless  Pin  Tickets. 


Immediate  Deliveries 


Noesting  Pin  Ticket  Company,  Inc. 

World's  Largest  Manufacturers  of  Paper  Clips,  Pin  Tickets  and  Thumb  Tacks 

Mt.  Vernon,  N.Y. 


Fine  Inks  and  Adhesives 

FOR  THOSE  m  WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest  and  best   Inks  and   Adhesive* 

The**  manufacture!  bare  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
,  willing  to  pay  for  It.  They  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branch t«  : 
Chicaco.  London 


271   Ninth  St. 
BROOKLYN.  N.Y. 
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Work-Organizers 


Give  practical,  us- 
able articles.  Make 
office  men  grateful 
for  all  time  —  not 
merely  for  a  day. 

Helping  the  man 
at  the  head  of  other 
concerns  to  organ- 
ize their  desk  work 
helps  them  to  do 
more  business  and 
to  buy  more  from 
you. 

Work  -  Organizers 
have  proven  their 
practical  utility  — 
business  men  buy  them  for  use  and  hundreds  of  busi- 
ness men  have  bought  for  business  friends.  A  few 
large  advertisers  have  also  given  them  in  a  large 
way,  though  not  enough  to  make  duplications  likely. 

Another  proof  of  the  practical  utility  of 
Work-Organizers  is  that  over  1,200  com- 
mercial stationers  sell  them. 

With  each  Work-Organizer  goea^ 
our  bulletin  "How  to  Organize  Desk 
Work"— worth  a  $10.00  bill  to  any, 
desk  worker. 


The  illustration  above  shows  how  Work- 
Organizers  look.  The  one  below  shows  how 
they  are  used.  Fifteen  styles.  90c  to  $15.00. 
Illustration  shows  the  No.  332,  letter  size. 
10  pocket.  Black  Seal  Grain  Fabrikoid. 
$3.56 — one  of  the  most  popular  styles.  Same 
Size  genuine  leather  cover,  $10.00.  Paper 
cover.    $1.2=3. 


Work-Organizer   Co.   , 

725  West  Grand  Bouleiard  Detroit,  Mich.      ^^^^i 


USE 
LIKE 
THIS 
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Standardized  Ships--- 

and  Standardized  Stocks 

Standardized  ships  prevented  mistakes,  cut  down  costs,  and  hastened  build- 
ing. They  were  one  of  America's  greatest  contributions  and  "ships  won  the 
war." 

Standardizing  anything  means  simplifying  according  to  a  standard. 

Simplifying  your  merchandising  methods  by  adopting  Carter  standards  will 
reduce  your  operating  costs  and  increase  your  profits.  Why  not  push  one  line 
that  gives  unexcelled  quality  in  each  product?  *£3t| 

Standardizing  on  Carter  products  will  save  costs  for  shelfroom,  handling, 
bookkeeping  and  stock  accounting. 

Carter  Inx  Products  have  a  fifty  years'  reputation  for  excellence,  are  well 
advertised  and  guarantee  satisfaction. 

The  Carter  line  is  complete  and  its  quality  is  unsurpassed.  Standardizing 
on  Carter's  is  business  commonsense. 

THE  CARTER'S  INK  COMPANY 

Mount  Royal  Avenue  and  Drolet  Street 
MONTREAL,  QUEBEC 


Loose  Leaf  Ledger  Sheets 
and  Indexes 

Jackdaw  and  Adco  Binders 

Eight  Standard  Sizes 

Special  Size  Sheets  and  Binders  to  Order 

Loose  Leaf  Catalogue  on  Request 

W.  V.  Dawson  Limited,  Montreal 


Toronto 


BRANCHES  AT 
Ottawa 


Quebec 
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S1ar?AarA 
B&P 

Blank  Books 
Loose  UafDevK, 


Standard 

B6P 

Blank 

Books 

andLooseLeaf 
Devices 

THE  LINE  OFIOOOI  NUMBERS 


Modem  facilities 
backed  6}T80 
years  of  experi- 
ence assures 
the  quality  of 
Standard  B&P 
Products 


50LD    ONLY  THROUGH 
DEALERS 


Boorum  &  Pease  Co. 


NEW  YORK 


Get  the  Trade  of 
Eversharp  Buyers 


Eversharp  continues 
to  sell  quickly,  and 
steadily,  because  it  is 
always  sharp  yet 
never  sharpened, 
because  it  is  superbly 
designed  to  give  life- 
long writing  comfort. 


Naturally,  Eversharp 
sales  mean  gratifying 
profits  to  Eversharp 
dealers;  they  -also 
mean  added  prestige. 

Eversharp  users, 
quite  generally,  re- 
member where  they 
purchasedEversharp 
and  return  regularly 
to  purchase  Ever- 
sharp  Leads  and 
other  articles  of  high 
quality. 

Strictly  from  the 
dollars  -and- cents 
standpoint,  consider 
carefully  the  value  of 
this  Eversharp  pres- 
tige, and  then  write 
for  the  interesting 
Eversharp  catalog 
and  literature.  Ad- 
dress the  Canadian 
representatives : 

Rowland  &  Campbell,  Ltd. 

Winnipeg,  Manitoba 

Consolidated    Optical   Co. 

Toronto,  Ontario,  and  Montreal,  Quebec 


The  symbol  of 
perfect  writing— 
the  mark  of  the 
Eversharp  Pencil 
and  Temp  oi  n  t 
Pen. 


The  name   is  on   the  pencil 

Made  and  Guaranteed  by 
THE    WAHL    COMPANY,   Chicago 
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Copyrighted  A.  L.  P.  Co..  1020 
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<Jhe  Largest  jelling 
Quality  Pencil  in. 
the%>rld 


FEW  there  ate,  if  any,  who  do  not  know  and 
desire  the  surpassing  quality  of  VENUS 
Drawing  and  Writing  Pencils.  They  repre- 
sent the  world'f  standard  by  which  all  pencils 
are  judged. 

Made  in  17  black  degrees — from  6B  softest  to 
9H  hardest.  Also  with  tip  and  rubber  in  all  but 
the  two  softest  degrees.  Graphite,  washed  by  a 
unique  process;  lead,  scientifically  compressed; 
cedar,  selected  smooth-grained. 

Distinguished  by  the  attractive  VENUS  water- 
mark finish  which  is  known  to  people  in  every 
civilized  country. 

The  more  exacting  the  work,  the  more  do 
your  customers  appreciate  the  wonderful  quali- 
ties of  VENUS  Pencils.  They  serve  every  pen- 
cil  purpose  best  —  outsell  all  others  in  their 
class,  have  no  equal. 


The  demand  for  VENUS  Pencils  is  so  great  and 
constantly  increasing,  we  suggest  you  exam- 
ine your  stock  promptly  and  see  that  your 
line  is  complete,  and  your  supply  adequate. 


U 
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No.  3800 


American    Lead   Pencil   Co. 

220  Fifth  Avenue,  New  York 

and  London,  England 


No.  3820 


17  Black  Degrees — 6B  Softest  to  9H  Hardest — and  All  Perfect 

m 
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6B  5B  4B  3B  2B  B  HB  F   EC  2H  3H  4H  5H  6H  7H  8H  9H 
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Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


UJ 
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Etterbrook 

Jarhson  Stub  No.  442 


The  Reputation  of 
Esterbrook  Pens  is 
based  on  Excellence 
of  Performance 

When  you,  Mr.  Dealer,  show 
a  customer  a  comprehensive 
assortment  of  Esterbrook 
Pens,  in  one  of  the  Esterbrook 
Counter  Display  Cases,  he  is 
sure  to  be  satisfied  with  the 
service.  And,  he's  sure  to  be 
satisfied  with  the  pen  he  se- 
lects. A  satisfied  customer 
is  a  strong  asset  for  you. 

Write  us  about  the  new  counter  dis- 
play cases  and  signs — Esterbrook  Pens. 

THE  ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER    STREET 

CAMDEN,  N    J. 

Canadian  Agents:     Brown   Bros.,  Ltd..  Toronto.  Canada 


Ester&roolc 

I^6HS  "Easiest  to  sell ! " 
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Stationers'  Ads.    That  Pull 
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Mr.  Stationer,  are  you  satisfied  with  the  percentage  of  customers  who 
visit  your  store  as  a  result  of  your  advertisements  in  the  daily  or 
weekly  newspaper?  Would  you  like  some  new,  practical  ideas 
to  help  you  get  more  people  into  your  store  to  purchase  Books, 
Stationery,  Xmas  gifts,  etc.? 

Perhaps  you  can  present  your  goods  to  the  public  through  the  news- 
papers in  a  more  effective  style  that  will  get  you  ten,  twenty,  or  a 
hundred  more  customers  by  using  the  best  ideas  of  successful 
stationers. 

We  read  all  the  newspapers  published  in  Canada  as  a  business  and  can  collect 
for  yon  the  cleverest  and  most  striking  ads.  —  those  with  new  selling 
points  and  new  idea.- — and  send  them  to  you.  A  scrap  book  with  50 
or  100  of  these  advertisements  kept  for  reference  would  he  of  real  prac- 
tical use  to  you.     The  price  is  5c  per  clipping  for  collections  of  50  or  over. 

CANADIAN 
PRESS  CLIPPING  SERVICE 

143-153    UNIVERSITY   AVE. 

TORONTO 
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COLUMN  S 


NATIONAL  BOUND 
COLUMNAR  BOOKS 


Requisite  in  Every  Office 


NATIONAL  BLANK  BOOK  COMPANY 

HOLYOKE,  MASSACHUSETTS 


DOMINION    L1°3   PRICE    BOOKS 

Made  to  meet  the  requirements  of  salesmen,  students,  customers'  lists,  quotation 
records,  stock  records  and  note  books.  These  made-in-Canada  ring  books  are  stocked 
in  two  bindings,  Levant-grained  Cowhide  and  Levant-grained  Texhide.  Made  in 
three  and  seven  rings.  Dealers  who  stock  Dominion  Price  Books  are  sure  of  ready 
sales. 

SOLD  ONLY  TO  DEALERS  NEVER  TO  CONSUMERS 


Beaver 
Trade- 
mark 


Dominion  Blank  Book  Company 


Limited 


BERTHIERVILLE,  P.Q. 
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i  c  *  c 


Is  this   advertising 
advertising  you? 

THE  Big  series  of  Bicycle  advertisements  now 
appearing  in  the  largest  and  best  national 
magazines  is  interesting  thousand's  of  people 
in  card  playing.  Naturally,  it  is  increasing  the  de- 
mand for  playing  cards — for  Bicycle  and  Congress 
Playing  Cards! 

Unless  you  tie  your  store  to  this  national  adver- 
tising by  displaying  Bicycle  Cards  where  your  cus- 
tomers can  see  them,  you  will  not  get  your  full  share 
of  this  profitable  business.  Now  is  a  good  time  to 
devote  a  show-window  to  Bicycle  and  Congress  Play- 
ing Cards,  Official  Rule  Books,  and  other  playing 
card  supplies.    Write  for  free  display  material. 

Congress  Playing  Cards 

Your  playing  card  stock  is  not  complete  unless 
you  have  all  the  popular  Congress  backs.  Let  us 
send  you  samples  of  the  best-selling  designs. 

Revelation  Fortune  Telling  Cards 

The  present  world-wide  interest  in  things  super, 
natural  has  made  these  superior  fortune  telling  cards 
sell  doubly  fast.    You  should  have  them  in  stock. 


Dept  4 


New  Edition  "Official  Rules  of 
Card  Games" 

This  new  book  i  sjust  off  the  press.   It 
i  contains  the     atest  rules  for  over  300 

^  games — including  the  new  ,  revised  rules 
§.  for  Auction  Bridge.  Have  you  ordered 
B       your  supply  ? 

££;\  These  two  Bicycle  backs — Rider  and 
££3     Club— are  the  most  popular  playing  card 

backs  made.  Have  you  enough  on  hand 

to  take  care  of  the  fall  demand  ? 

The  U.  S.   Playing 
Card  Company 

Cincinnati,  Ohio,  U.  S.  A.  or  Windsor,  Canada 


BICYCLE 

PLAYING  CARDS 
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"SWAN"  FOUNTAIN    PENS 

IN  ALL  STYLES  AND  SIZES  TO  SUIT  EVERYBODY 


LONDON 


FROM 
$2.50     $3.00     $12.50     $4.50     $3.50 

WE  CAN  GIVE  PROMPT  DELIVERY 

Order  NOW  and  be  ready  for  the  Christmas  demand 

MABIE,  TODD  &  COMPANY 

TORONTO  NEW  YORK         CHICAGO 


PARIS 
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NATION   WIDE! 


Saskaichewan 


THIS  trade  newspaper  has  for  36  years  been 
the  trade  authority  in  Canada  for  the  mer- 
chant selling  books,  stationery,  toys  and  kin- 
dred lines.  Its  progress  corresponds  with  the 
growth  of  Canada. 

Manufacturers  and  publishers  producing  lines 
sold  in  this  trade,  whether  they  sell  to  jobbers  or 
direct  to  retailers,  will  find  that  well-planned 
advertising  every  month  in  this  trade  news- 
paper will  make  it  easier  for  their  travelling 
salesmen  to  sell  goods,  because  it  will  do  pre- 
paratory work  that  will  save  travellers'  time,  thus 
reducing  the  cost  of  maintaining  them  on  the 
road. 

It  makes  it  easier  for  travellers  to  sell  the  line  and 
the  confidence  inspired  by  the  publicity  in  the  trade 
paper  in  the  minds  of  the  merchants  induces  them  to 
make  their  orders  of  worth-while  size.  For  1921  put 
"BOOKSELLER  AND  STATIONER"  to  work  for 
vou,  beginning  with  a  good  strong  announcement  in 
the 

NEW  YEAR'S  NUMBER 

(Forms  close  Dec.   20) 

"Yours  for  covering  Canada'1 

BOOKSELLER   &   STATIONER 

AND  OFFICE  EQUIPMENT  JOURNAL 


143-153  University  Ave.,         -         Toronto,   Can. 


New  BfUNsvykk 


Manitoba 


Onlai'io 


Quebec 


Si 
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i;  ( )  ( »  K  s  i:  I.  I.  E  1!      A  N  D     S  T  A  T  I  0  N  E  R 


THE    AUTHORS    EVERYBODY 

READS 


Frederick  Niven 

Author  of .  "The  Lady  of  the  Crossing." 

A  Tale  That  Is  Told 

A  realistic  picture  of  the  life  of  a  Scottish 
clergyman  and  his  family. 

Coningsby  Dawson 

Author  of  "The  Garden  Without  Walls." 

The  Little  House 

A  grown-up's  fairy  tale  of  a  modern  house. 
A  delightful  romance. 

Ethel  M.  Dell 

Author  of  "The  Tidal  Wave." 

Top  of  the  World 

One  of  the  most  fascinating-  love  stories  of 
modern  times. 

Stephen  McKenna 

Author  of  "Sonia." 

Lady  Lilith 

An  engrossing'  novel  of  contemporary  Eng- 
lish society. 

Hugh  Walpole 

Author  of  "Jeremy." 

The  Captives 

London   and  the   seaside   and    the   influence 
of  a  curious  religious  sect . 

Pelham  G.  Wodehouse 

Author  of  "A  Damsel  in  Distress." 

The  Little  Warrior 

One   of  the   gayest  of  modern   romances — a 
comic  opera  of  fiction. 


Mary  Roberts  Rinehart 

Author  of  "Affinities." 

The  Poor  Wise  Man 

A    fine   romance   of   American    society   from 
Steel  King  to  radical  leader. 

Robert  W.  Chambers 

Author  of  "In  Secret." 

The  Slayer  of  Souls 

A  breathless  tale  of  black  magic  of  China 
and  secret  societies. 

Edgar  Rice  Burroughs 

Author  of  "Tarzan  of  the  Apes." 

Tarzan  the  Untamed 

Amazing  adventures  of  the  ape  man  in  the 
jungles  of  Africa. 

Philip  Gibbs 

Author  of  "The  Street  of  Adventure." 

Wounded  Souls 

The  story  of  an  Englishman  who  loved  and 
married  a  German  girl. 

Mary  Oemler 

Author  of  "Slippy  McGee." 

The  Purple  Heights 

The    adventurous    career    of    an    ambitious 
orphan  boy. 

Carolyn  Wells 

Author   of   "The    Man    Who    Fell    Thro'   the 
Earth." 

In  the  Onyx  Lobby 

A  mystery  story  of  unflagging  interest. 


Published  by 

McClelland  and  stewart 

LIMITED 
TORONTO,  CANADA 
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3 


THE  NEW  NOVELS  BY  POPULAR 
CANADIAN  AUTHORS 


The  Prairie  Mother 

By  Arthur  Stringer 

"The  most  human  novel  that  ever  came  out 
of  Canada."  A  living,  moving,  human 
drama  of  intense  interest,  staged  on  a 
Western   prairie  ranch. 

The  Parts  Men  Play 

By  Arthur  Beverley  Baxter 

A  forceful  presentation  of  an  international 
love  story,  revealing  the  psychology  and 
characteristics   of  different  national   types. 


Bonnie  Prince  Fetlar 

By  Marshall  Saunders 

The  charming  story  of  a  Shetland  pony  and 
his  friends.  A  joy  to  young  and  old  who 
are  interested  in  animals  and  pets. 

The  Forging  of  the  Pikes 

By  Anison  North 

A  delightful  outdoor  romance  of  early  days 
in  Canada,  sketched  around  the  rebellion  of 
1837.    Full  of  human  interest  and  character. 


Stronger  Than  His  Sea  The  Eyes  of  the  Law 


By  Robert  Watson 

The  adventurous  career  of  a  dauntless 
young  Scot  who  becomes  man-of-the-family 
at  the  early  age  of  six  and  surmounts  cheer- 
fully the  many  obstacles  that  confront  him. 


Glen  of  the  High  North 


By  H.  A.  Cody 


Adventure,  love  and  danger  in  the  Alaskan 
gold  fields.  Full  of  the  humorous  and  hu- 
man quality  that  made  "The  Touch  of 
Abner"  such  a  favorite. 


By  Ethel  Penman  Hope 

An  amusing  tangle  of  love  and  mystery.  A 
pair  of  lovers,  a  husband  and  wife,  a  con- 
ceited detective  and  a  wrongfully  suspected 
maid  furnish  many  original  situations. 


The  Mornin,   Glory  Girl 

By  Winlow  and  Pocklington 


The  laughable  adventures  of  a  lively  child 
of  the  prairies;  mirthful  experiences  from  a 
circus  in  the  backyard  to  a  movie  in  the 
hav  loft. 


Graydon  of  the  Windermere      Imperfectly  Proper 


By  Evah  McKowan 

A  bright,  breezy  love  story  of  the  Pacific 
province,  written  with  all  the  verve  and 
charm  and  originality  of  "Janet  of 
Kootenay." 


By  p.  cm. 


A  book  that  is  one  continuous  chuckle  from 
beginning  to  end.  Amusing  sketches  on 
everyday  fads,  follies,  foibles  and  occupa- 
tions. 


Published  by 


McClelland  and  stewart 


LIMITED 
TORONTO,  CANADA 
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•ft      SANTA  CLAUS  RECOMMENDS 


hrhmf  Trip 


UNCLE  WIGGILY 
PICTURE  BOOKS 

BY 

HOWARD  R.  GARIS 

6  BOOKS.    3  STORIES  TO  EACH  BOOK 

EVERY  PACE' PRINTED  IN  COLORS 
PICTURES  BY  LANG  CAMPBELL 


LIST  PRICE  50  CENTS  EACH 


MILLIONS   OF    CHILDREN    KNOW    UNCLE    WIGGILY    AND    WILL    BE    ENRAPTURED 

WITH  THESE   STORIES  AND  PICTURES 


UNCLE  WIGGILY  SAYS:— 

If  the  spoon  holder  doesn't  go  down  cellar  and  take  the  coal 
shovel  away  from  the  pas  stove,  you  may  read 

No.  1— UNCLE  WIGGILY'S  AUTO  SLED 

UNCLE  WIGGILY  SAYS:— 

If  the  rocking  chair  doesn't  tickle  the  rag  carpet  and  make  the 
brass  bed  fall  upstairs,  you  may  read    , 

No.  2— UNCLE  WIGGILY'S  SNOW  MAN 

UNCLE   WIGGILY   SAYS: 

If  the  umbrella  doesn't  go  out  in  the  rain  and  splash  water  all 
over  the  rubber  boots  on  the  gold  fish,   you  may  read 

No.  3— UNCLE  WIGGILY'S  HOLIDAYS 

UNCLE  WIGGILY  SAYS:— 

If  the  electric  light  doesn't  cry  for  some  molasses,  when  the 
match  leaves  it  all  alone  in  the  china  closet,  you  may  read 

No.  4 — UNCLE  WIGGILY'S  APPLE  ROAST 

UNCLE  WIGGILY  SAYS: 

If  the  egg  beater  doesn't  try  to  jump  over  the  coffee  pot  and 
fall  in  the  sink  when  the  potato  is  learning  to  swim,  you  may 
read 

No.  5— UNCLE  WIGGILY'S  PICNIC 

UNCLE  WIGGILY   SAYS: 

If  the  sugar  cookie  doesn't  go  out  walking  with  the  fountain 
pen,  and  get  all  black  so  it  looks  like  a  chocolate  cake,  you 
may  read 

No.  6— UNCLE  WIGGILY'S  FISHING  TRIP 


^ou^JU.  ^4rzi^^dy 


HI*  MARK 


McClelland  &  Stewart,  Limited 

Publishers 
2  I  5-2  1  9  Victoria  Street  -  -  Toronto,  Canada 
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Best  Selling 
Fiction 

The  Devirs  Paw 

By  E.  P.  Oppenheim 

A  startling  new  disclosure 
of  German  intrigue.  Re- 
member that  "Great  Im- 
personation" has  held  a 
leading  place  as  a  best 
seller  ever  since  its  publi- 
cation. 

A  World  to  Mend 

By   Margaret  Sherwood 

The  story  of  a  search  for 
a  finer  citizenship.  Has  all 
the  delicate  charm  of 
"The  Worn  Doorstep" 
and  is  proving  equally 
popular. 

Midnight  of  the  Ranges 

By    George   Gilbert 

A  lively  story  of  cowboy 
experiences  on  the  Texas 
ranges.  This  brilliant 
riew  writer  gives  a  fresh 
angle  on  Western  life. 

Lachance  Mine  Mystery 

By  S.   Carleton 

A  thrilling  tale  of  adven- 
ture and  mystery  among 
the  mines  and  woods  of 
the  north  shore  of  Lake 
Superior. 


BOOKS  for  BOYS  and  GIRLS 


Adventures  in  Mother 
Goose  Land 


By  Edward  Gowar 

The  Sandman  whisks  little 
Noel  off  to  Mother  Goose 
Land,  where  he  meets 
nearly  all  the  ■  Mother 
Goose  characters  and  has 
a  wonderful  time.  Pro- 
fusely illustrated  in  color 
and  black  and  white.  (For 
boys  and  girls,  6  to  10). 


The  Airplane 
Spider 

By  Gilbert   Murray 

The  amusing  adventure.^ 
of  Laura,  the  Tarantula 
Spider.  Illustrated  in  col- 
or. (For  boys  and  girls  4 
to  10). 


The  Burgess  Animal  Book 

For  Children 

A  story  book  that  is  also  an  authoritative  handbook  on 
the  land  animals  of  North  America.  Beautifully  illus- 
trated in  color  and  black  and  white  drawings  showing 
the  little  people  of  forest,  meadow,  pool,  and  mountains 
as  they  actually  are  amid  home  surroundings. 


The    Burgess    Bird    Book 
For  Children 

The      Burgess      Bed-Time 
Story  Books 

20  titles 

The    Mother    West    Wind 
Series 

8  titles 


The  Green  Meadow  Series 
Titles  Now  Ready:' 

Old  Granny  Fox 
Bowser  The  Hound 

Happy  Jack 
Mrs.  Peter  Rabbit 


These  are  publications  of  Little,  Brown  &  Co.,  Boston 

Published  in  Canada  by 

McClelland  &  stew  art,  limited 

TORONTO,  CANADA 
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JUST  PUBLISHED— PRACTICAL  NEW  BOOKS 

SPECIALLY  ADAPTED  for  HOLIDAY  GIFTS 


Experimental  Wireless  Stations 

Their  Theory,   Design,   Construe" 


f^ 


tion  and  Operation 

By  P.  E.  EDELMAN,  E.  E. 

320  Pages,  167  Specially  Made  Engravings 


rice 


$3.50 


This  book  tells  how  to  make  ap- 
paratus to  not  only  hear  tele- 
phoned and  telegraphed  radio 
messages,  but  also  how  to  make  simple  equipment  that 
«vorks  for  transmission  over  reasonably  kmg  distances. 
Then  there  is  a  host  of  new  information  included.  The 
first  and  only  book  to  give  you  all  the  recent  im- 
portant radio  improvements,  some  of  which  have 
never  been  published.  This  volume  anticipates  every 
need  of  the  reader  who  wants  the  gist  of  the  art,  its 
principles,  simplified  calculations,  apparatus  dimen- 
sions, and  understandable  directions  for  efficient 
operation. 

Complete  Understandable  Modern  Radio  Information 

Answers  Every  Question — Clears  lip  Mysteries  of 

Things  Radio  You  Have  Often  Wondered  About. 

Endorsed    by    foremost    instructors,    preferred    by 

amateurs,  and   recommended   by  Government   Radio 

Inspectors,  because  of  its  accurate  descriptions  of  all 

modern  apparatus  without  limitation  to  any  company 

types  as  in  non-independent  publications.     Straight 

from  the  shoulder  and  without  abstruse  mathematics, 

you  are  told  not  only  how  and  why  the  circuits  work, 

but  also  the   size  of  the   parts;   how  to   make   and 

operate  same  in  accordance  with  the  radio  law. 

1920  REVISED  AND  ENLARGED  EDITION 

he  Modern  Electroplater 

A  Complete  Treatise  on  the  Electro 
Deposition  of  All  Metals 

By  KENNETH  M.  COGGESHALL 
Practical  Electroplater 


300  Pages. 


135  Illustrations 


Price  $3.50 


This  book  details  in  simple  language  all  of  the  ele- 
mentary principles  pertaining  to  electro-plating  and 
allied  processes,  their  practical  application  and  in- 
dustrial use.  It  includes  a  discussion  of  the  essential 
fundamentals  of  chemistry,  magnetism  and  elec- 
tricity, written  with  special  reference  to  the  needs 
of  the  practical  man.  It  considers  all  equipment  and 
supplies  required  for  a  successful  plating  plant  and 
outlines  all  the  latest  methods  of  cleaning,  plating 
and  finishing  metals  on  a  commercial  scale.  The 
student,  as  well  as  the  practical  man,  will  find  valu- 
able tables,  tested  formulae  for  solutions  of  all 
kinds,  also  easily  understood  instructions  for  setting 
up  and  using  apparatus  and  machinery  designed  for 
plating  establishments. 


UP-TO-DATE;    PRACTICAL    INFORMATION 
PLATING 


ON 


Motor  Boats  and  Boat  Motors 


DESIGN 
CONSTRUCTION 


OPERATION 
REPAIR 


Written  by  a  corps  of  experts,  edited  by 
VICTOR  W.  PAGE.  ME. 

512    Pages,    35£  specially    made 
engravings  and   Complete  Work- 
ing Drawing  for   Boat    Builders 
includes 


Pull     Instructions    for     Building     Five     Boats    Ranging     from     a 

General   Utility   16-Foot  Model  to  a  25-Foot  Raised  Cabin   Cruiser 

from    Tested    Designs    by 

A.  CLARK  LEITCH.  N.  A. 


Price  $4.50 


This  is  an  indispensable  book  for  every  present  or  prospective 
owner,  user,  repairman  or  operator  of  motor  boats  and  marine 
engines.       A   non-technical    treatise   for   practical    men. 

This  is  a  complete  handbook  for  all  interested  in  any 
phase  of  motor  boating,  as  it  considers  all  details  of 
modern  hulls  and  marine  motors,  deals  exhaustively 
with  boat  design  and  construction,  design  and  in- 
stallation of  all  types  of  marine  engines  and  gives 
expert  advice  on  boat  and  engine  maintenance  and 
repair.  Not  only  is  boat  construction  fully  treated 
but  every  needed  dimension  is  given  for  building 
from  complete,  yet  simple  plans  and  construction  is 
considered  step  by  step.  . 

CONTAINS  A  SPECIAL  CHAPTER  ON   SEA- 
PLANES AND  FLYING  BOATS 


SfeHOP  Practice 

-.,»  FOB 

*i  HomeMechahics 


Shop  Practice  for 
Home    Mechanics 

USE  OF  TOOLS     SHOP  PROCESSES 
SHOP  PROJECTS 

By  RAYMOND  FRANCIS  YATES 
Author  of  "Model  Making" 

314  Octavo  Pages  309  Illustrations 

Price  $3.50 

The  author  of  this  volume  has  made  special  effort  to 
present  things  in  a  clear  and  simple  manner  and  every- 
thing from  the  very  simplest  shop  matters  to  the  more 
involved  processes  is  covered.  If  a  man  wishes  to  learn 
how  to  run  a  lathe,  he  will  find  the  information  in  this 
book.  If  he  wishes  to  know  something  about  pattern 
making,  use  of  measuring  tools,  filing,  grinding  or  the 
heat  treatment  of  steel,  the  information,  given  in  a 
straightforward  manner,  will  be  found  in  the  book. 
Nothing  that  would  be  of  value  to  men  seeking  enlight- 
enment along  the  line  of  small  shop  work  has  been 
overlooked. 

This  is  the  only  book  now  available  that  sets  forth  the 
principles  of  shop  work  from  the  standpoint  of  the  ama- 
teur. It  treats  every  important  shop  process  and  opera- 
tion in  such  a  way  that  one  possessing  little  or  no 
mechanical  education  can  grasp  the  essentials.  Every 
detail  that  would  be  of  interest  to  the  man  who  uses 
small  tools  is  treated. 

An  Indispensable  Book  for  All  Interested  in   Mechanical 

Work — the  Mechanic  as  Well  as  the  Amateur 

Can  Read  With  Profit. 


the  norman  w.  henley  publishing  company,  new  york 
<>_*.  «.„,„.„,„„.,..  McClelland  &  stewart,  limited,  Toronto 

FREE — Our  new  1920  Catalog  of  Practical  Books  sent  free  on  request 
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CHOOSE  THESE! 
Ideal  Books  for  Christmas  Gifts 


Sir  Gilbert  Parker's 

New  Novel 
" NO  DEFENCE" 

Published    in    October.      Promises    to    be 
the   year'-e    best   seller. 

$2.00 

44  IN  CHANCERY" 

By- 
John  Galsworthy 

One    of    the    most    Important    Novels    of 
the    year. 

$2.00 

"CHILDREN  OF  STORM" 

I.  A.  R?Wylie 

This   story  of  Love  and   Marriage   begins 
where   most   novels   end. 
$2.00 

'THE  RAPIDS" 

By 

Alan  Sullivan 

A  strong,  new,  Canadian  tale  by  a   favor- 
ite   Canadian    author. 

$2.00 


James  Oliver  Curwood's 
'THE  VALLEY  OF 

SILENT  MEN" 

Best    selling   book    in    Canada. 
$2.00 

The  TRUMPETER  SWAN 

By 

Temple  Bailey 

A    charming    tale    of    love    and    gallantry. 
$2.00 

"  THE  GREAT 

DEMONSTRATION" 

By 

K.  M.  Roof 

A     story      introducing      psychical      phen 
omena. 

$2.00 

"  FLAPPERS  AND 

PHILOSOPHERS " 

By 

F.  Scott  Fitzgerald 

Another    big    success    by    the    author    of 
"This   Side   of   Paradise." 

Both    $2   Rooks. 


Peter    B.     K\nes 

"KINDRED  OF 
THE   DUST" 

'Second  best  sellin; 
book      in      Canada 

$2.00 


"GLINDA    OF 

OZ" 

By  Frank  L.  Raum 

The  favorite  book 
of  children  every- 
where. 


Rrite  and    Fair,  by  Judge  Shute    $2.00 

The  Elfin  Artist,  by  Alfred  Noyes    2.50 

Collected   Poems  of  Alfred   Noyes    (Vol.   Ill)    2.50 

Canadians  in   France,  by  Capt.  Steele    5.00 

Westward    Ho:    illustrated    by    Wyeth    4.00 

Crimm's     Fairy     Tales,     illustrated     by     Elinore     P. 

Abbott     4.00 

Robinson   Crusoe,  illustrated   by   Wyeth    5.0(1 

Old     French     Fairy    Tales,     illustrated     by     Virginia 

Sterrett     ' ->.oo 

The  Gingerbread   House,  illustrated  by  Ruth   Brown 

MacArthur     ;j.00 

A   Little  Boj    Lost,   by   W.   H.   Hudson,  illustrated   by 

Dorothy    P.    Lothrop    5.00 


Frank  L.  Packard 

Author  of 
"The  White  Moll  " 
Telling  of  Gypsy  Nan 
in  the  underworld. 
$2.00 


I'eter  H.  ftyne 
Author     of      "Kin- 
dred  of   the   Dust." 


The  Copp  Clark  Co.,  Limited 

517  Wellington  Street  West,  Toronto 
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ELIMINATE  CHANCE  I 


HARRIET  ffl  PIPER 


By  KATHLEEN  NORRIS 

Harriet  Field  had  danced  her  jig  to  the  piper's 
tune,  and  when  the  time  came  for  payment 
she  paid  the  score  royally.      Already  Kath- 
leen Morris'  most  popular  novel. 


THED 
OFJEO 

By  HAROLD 

Trapped!     To  leave   meant 

certain  death;   to   stay  meant 

starvation!     So  starts  off  Harold 


PRICE  $1.90 

THE  LUCK  of  the  MOUNTED 

By  Sgt.  RALPH  S.  KENDALL 

A   red-blooded   adventure   tale  of  early  days  in  Western  Canada, 
written   for  real   men  by  a  real  North-West   Mounted   Policeman. 

WINSOME  WINNIE 

By  STEPHEN  LEACOCK 

"Winsome  Winnie"    finds    Leacock    at    his    best.      Another    non- 
sense  novel. 

THE  CONQUERING  HERO 

By  MURRAY  GIBBON 

The  Author  of  "Drums  Afar"  has  written  a  really  great  Canadian 
novel. 

PARADISE  BEND 

By  WILLIAM  PATTERSON  WHITE 

Gunplay,  a  love  story  as  clean  and   free  as  the  clean,  free  prairie 
itself,  and  ranch  talk  that  sizzles  with  profanity  and  good  humor. 


PRICE 


PRICE  $2.00 


PRICE  $2.00 


PRICE  $1.90 


OXFORD  S 

PRAYER  and  HYMNS,  Etc. 


MAKE  INCREASED  i     )K  SALE, 

Doubleday,  Page  &  Co. 
Country  Life  Press 
Garden  City,  N.  Y.         OXFORD 


S.  B. 
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N  YOUR  BOOK  BUYING 


RUMS 
PARDY 


MACGRATH 

MacGrath's    latest   mystery 
story  —  a     book     loaded     and 
crackling  with   action. 

$1.90 


THE  ROSE  DAWN 

By  STEWART  E.  WHITE 

Like  "Gold"  and  "the  Gray  Dawn,"  this  story 

is  a    romance   of  California,   but  of  a   later 

period.     It  involves   the    love  story  of  a 

daughter  of  the  old  and   a   son   of   the 

new  generations. 


PRICE  $2.00 


PIPEFULS 

By  CHRISTOPHER  MORLEY 

As  the  reader  smokes  he  can  find  a  pipeful  to  fit  his  mood  or  the 
pungency  to  suit  his  taste  in  this  book  by  Christopher  Morley. 

IN  THE  MOUNTAINS 

ANONYMOUS 

"Rich  and  brimming  with  the  most  adorable  humor,  as  light  and 
dry   and  volatile  and  spiced   as  that   mountain  air  it  describes." 

— Christopher  Morlex. 

JAN 


PRICE  $2.00 


PRICE  $1.90 


By  M.  MORGAN  GIBBON 

Heart-winning,  irresistible  Jan  follows  the  path  of  a  "modern"  wo- 
man, and  finds  in  it  the  eternal  adventure  of  woman  in  a  new  form. 

SON  OF  POWER 

By  WILL  LEVINGTON  COMFORT 

The  tingling,  triumphant  tale  of  a  white  man  in  India,  an  animal 
trainer  whose  exploits  gained  him  the  name  "Son  of  Power,"  and 
who  won  his  first  victory  over  himself. 


PRICE  $1.90 


PRICE  $1.90 


PAY  THIS  YEAR'S  STORE  RENT 


GUNDY 


25  Richmond  St.  W. 
Toronto        Canada 


UNIVERSITY       PRESS 


There  are  Fashions  in   Books   Which 
Come  and  Go  but  a  Really  Good  Book 

is  Always  Good 

GUNDY  Books  are  of  the  Latter  Kind. 
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The  CHRISTY- RILEY 
ILLUSTRATED  BOOKS 

The  Gift  Books  Supreme 

James  Whitcomb   Riley 
Howard  Chandler  Christy 


^ 


AMBWHITCOMS! 


AN  OLD  SWEETHEART  OF 
MINE 

More  people  have  read  this 
poem  than  almost  any  other 
in  the  English  language.  This 
edition  contains  nineteen  full- 
page  pictures  in  color  and  an 
inlay,  all  by  Howard  Chandler 
Christy. 

OUT  TO  AUNT  MARYS 

For  this  edition  Riley  wrote 
twelve  new  stanzas  for  this 
famous  poem.  Available  only 
in  this  and  the  Memorial  edi- 
tion. 

HOME  AGAIN  WITH  ME 

This  favorite  poem  of  James 
Whitcomb  Riley  breathes  of 
home  and  love. 

THE  GIRL  I   LOVED 

A  song-story  of  love  and  of 
warm  human  appeal.  The 
artist  has  caught  perfectly  the 
spirit  of  the  inimitable   verse. 

WHEN   SHE  WAS   ABOUT 
SIXTEEN 

Another  poem  of  the  "airly" 
days,  when  hearts  beat  quite 
as  warmly  as  they  do  now. 

GOODBY,  JIM 

This  was  the  favorite  recita- 
tion of  Riley's  when  he  was  on 
the  lecture  platform.  All 
hearts  swell  with  the  pride 
expressed    in   this   poem. 

RILEY  ROSES 

A  garland  of  old-fashioned 
door  yard  flowers,  fragrant 
and  beautiful.  Enhanced  by 
Christy's  art,  it  is  as  sweet 
as  a  bride's  bouquet. 

Recognized  as  the  most  appro- 
priate of  gifts,  they  are  a  tribute 
to  the  taste  and  intelligence  of 
the  giver  and  receiver. 


^DAUGHTER 


LET  BOOKS  SAY  IT 
FOR  THEMSELVES 


VALLEY" 

"/"^  Giants 


Adventures   in   Contentment 
David   Grayson 

Adventures   in    Friendship 

David    Grayson 

Alice  in   Wonderland 

Lewis  Carroll 

Amazing   Interlude,   The 

Mary    Roberts    Rinehart 

At   the  Sign  of  the  Jack  O'Lantern 

Myrtle   Reed 

Baree,   Son   of   Kazan 
James  Oliver   Curwood 

Boy,  the  Wandering   Dog 

Marshall    Saunders 

Daddy   Long  Legs 
Jean  Webster 

Daughter  of  the   Land.   A 
Gene   Stratton-Porter 

Dawn 

Eleanor  H.  Porter 

Enchanted   Barn,   The 

Grace  L.  H.  Lutz 

Freckles 

Gene  Stratton-Porter 

Flower  of  the  Dusk, 

Myrtle   Reed 

Friendly  Road,  The 
David  Grayson 

Cirl  of  the  Limberlost,  A 
Gene    Stratton-Porter 

Hans    Brinker 

Mary    Mapes    Dodge 


Heart   Throbs 

Ed.  by  Joe  Mitchell  Chappie 

Heidi 

Johanna    Spyri 

House  of  Tor  hy 

Sewell   Ford 

Jewel 

Clara  Louise  Burnhani 

Josselyn's   Wife 

Kathleen  Norris 

Just   David 

Eleanor  H.  Porter 

Just    Patty 

Jean  Webster 

"K" 

Mary    Roberts    Rinehart 

Lavender  and  Old   Lace 

Myrtle   Reed 

Magic  Forest,  The 

Stewart  Edward    White 

Mam'selle  Jo 

Harriet   T.   Comstock 

Mary   Rose  of   Mifflin  ' 

Frances  R.'Sterrett 

Michael    O'Halloran 

Gene  Stratton-Porter 

Mother 

Kathleen   Norris 

Nomads  of  the   North 

James    Oliver    Curwood 

Oh,  Money,  Money! 
Eleanor  H.  Porter 

Polly   and  the   Princess 

Emma    C.    Dowd 


Besides  the  many  titles  listed  above  that  are  especially  suitable 

for  children,  you  have  as  well  a  wide  choice  in 

The  Tom   Slade  Books  The   Bobbsey   Twins   Books 

The   Roy   Blakeley   Books  The    Bunny    Brown    Series 

The  Tom  Swift   Series  The   Sleepy   Time   Tales 

The   Outdoor   Girls   Series  The  Tuck-Me-In  Tales 

The   Marjorie   Books  The   Make-Believe    Stories 


RfJiBLAKEEY 


MOtCr  OESnTZHUGH 


GROSSET 
&    DUNLAP 

Publishers 

NEW  YORK 

Geo.  J.  McLeod  Ltd. 

Selling  Agents 

TORONTO 


THE  STORY  OF 
A  SAWDUST  DOLL 

3-  *~     LMJR*.   til     HOPE 
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BOOKSELLER     AND     STATIONER 


THE  AGE  OF  INNOCENCE 

By  EDITH  WHARTON 

Of  this  epochal  novel  the  New  York  Times 
in  concluding-  a  front  page  review  says: 

"The  appearance  of  such  a  book  as  'The  Age  of  Innocence' 
is  a  matter  for  public  rejoicing.  It  is  one  of  the  best  novels 
of  the  Twentieth  Century  and  looks  like  a  permanent  addition 
to  literature." 


"  Our  foremost  American 
novelist.  "--Boston  Transcript. 

"Paul  Bourgcl  calls  her  the 
greatest  American  novelist." — 
New   York.  Sun. 


This  is  a  full  length  novel  by  the  foremost  American  woman  novelist.  It  is 
entertaining  from  the  opening  scene  at  the  Opera  in  New  York  to  the  last 
pages  laid  in  Paris.  The  book,  as  a  whole,  will  take  its  place  beside  "The 
House  of  Mirth"  as  the  outstanding  depiction  of  New  York  Society  and 
represents   Mrs.   Wharton's   art   at  its  pinnacle.  ■  $2.00. 


MAN  TO  MAN 


Jjchjon  Grc#*y 


John  Fox.Jr. 


Man  to  Man 

By  Jackson  Gregory 

Another   big   out-door   story    of 
ranch  life  in  the  South-West .  $2 


Main  Street:  The  Story  of  Carol 

Kennicot 

By   Sinclair  Lewis 

Just  the  book  for  lovers  of  "the 
old  home  town"  $2 


Erskine   Dale 

By  John  Fox,  Jr. 

This  closes  triumphantly  the  re- 
markable series  of  novels  by 
John  Fox,  Jr.  It  is  particularly 
appropriate  that  this  novel  goes 
back  to  the  romantic  origins  of 
the  people  so  happily  celebrated 
in  Fox's  mountain  stories   ...$2 


The   Moreton    Mystery 

By  Elizabeth  Dejeans 

For  lovers  of  thrilling  tales  of 
mystery  here  is  a  real  winner. $2 


Mary  Wollaston 
By   Henry    K.    Webster 

The  most  mature  work  yet  done 
by  this  leader  among  American 
novelists.    Truly  woi-th  while. $2 


I've  Married  Marjorie 
By  Margaret  Widdemer 

The  story  of  a  war  bride  and 
how  she  found  happiness  among 
the  pines  of  a  Canadian  for- 
est    $2 


The  Ramblin'  Kid 

By  Earl  W.  Bowman 

A  thrilling  story  of  cowboy  life 
that  will  delight  every  lover  of 
"Westerns."     Rich  in 
humor $2 


Mary 
'vCollaston 


I    '    rryftn.h.ll  >Hri»tef  j 


The  Portygee 
By  Joseph  C.  Lincoln 

If  you  want  to  please  a  man  give 
him  this  book   $2 


Westward  With  the  Prince  of  Wales 

By  Douglas  Newton 

Mr.  Newton,  who  is  the  author  of  "Green  Ladies"  and  other  success- 
ful books,  accompanied  the  Prince  of  Wales  on  all  his  Canadian  and 
American  tour.  The  book  is  an  intensely  interesting  story  of  a 
wonderful  trip  $2.50 


a  Ua.  muumo  km*  ] 


GEORGE  J.  McLEOD  LIMITED,  TORONTO,  CANADA 
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For  Your  Serious-Minded  Friends— 

CHOOSE   FROM   THIS   LIST.     ALL   NEW   AND   MOST   ACCEPTABLE 


GENERAL  LITERATURE 
A  Study  in  Canadian  Immigration 

By  Professor  W.  G.  Smith 

During  the  decade  previous  to  1911,  our  foreign-born  population  in- 
creased 177  per  cent.,  while  in  the  same  period  our  total  population 
increased  only  34  per  cent.  Can  this  composite  population  become 
really  Canadian?  Has  our  Immigration  policy  worked?  These  are 
but  a  few  of  the  strongly  interesting  facts  and  questions  specified  in 
this,  one  of  the  most  important  Canadian  books  of  the  year.  410  pages, 
cloth,  $3.00. 

When  Labour  Rules 

By  Rt.  Hon.  J.  H.  Thomas,  M.P. 

What  would  happen  were  a  Labour  Government  to  come  into  control 
in  England,  in  the  light  of  present  day  conditions?  The  great  British 
Labour  Leader  foresees  just  such  a  condition,  and  gives  a  comprehen- 
sive answer  to. the  problem.     $2.25. 

Relativity 

Prof.  A.  Einstein,  Ph.  D. 

What  is  the  Einstein  Theory  which  has  been  so  exciting  the  Scientific 
world  for  the  last  year?  This  book,  written  not  in  technical  terms,  but 
analytically  for  the  average  reader,  takes  up  not  only  the  Theory,  but 
also  its  application  in  various  forms  of  Science.     $1.75. 

The  Life  of  Queen  Alexandra 

By  W.  R.  H.  Trowbridge 

This  is  a  most  authoritative  and  interesting  volume,  written  by  one  who 
is  quite  capable,  in  position  and  literary  ability,  to  handle  the  subject. 
Incidentally,  it  treats  the  question  of  Royalty  before  and  after  the  French 
Revolution  and  the  persistence  of  the  monarchical  principle.  $5.00. 

The  Scouts'  Book 

Edited  by  Sir  R.  Baden-Powell 

Here  is  the  Scouts'  Annual,  an  excellent  gift  for  Boy  Scouts.  $2.50. 

The  Poems  of  Robert  Burns 

By  Dr.  James  L.  Hughes 

Dr.  Hughes  spent  the  summer  of  1919  in  Scotland  in  the  Burns  country, 
photographing,  and  adding  to  his  already  remarkable  Burns  lore.  He 
has  put  his  results  into  this  collection,  which,  in  addition  to  the  Canadian 
market,  has  been  taken  up  by  a  New  York  publisher,  an  evidence  of  its 
value.  An  unusual  feature  is  the  illustrative  notes  regarding  the  poems 
in  the  collection,  placed  as  foot  notes  below  the  stanzas  to  which  they 
refer.  The  book  is  profusely  illustrated  with  photographs  taken  bv  the 
author.     $3.00. 

THE   RYERSON   PRESS 

Publishers 

TORONTO 
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BOOKSELLER  AND  STATIONER 


Some  of  the  Year's  Best  Novels  — 

THE   AUTHORS'  NAMES  WILL    INDICATE  THEIR  ACCEPTABILITY 


SOME  OF  OUR  NEW  FALL  FICTION 
Black  Bartlemy's  Treasure 

By  Jeffery  Farnol 

You  cannot  make  a  mistake  in  buying  a  copy  of  this  for  any  friend.  It  is  a  characteristic 
story — just  enough  blood  and  thunder  to  make  it  thrilling — of  fighting,  piracy,  smug- 
gling, and  love    in  the  days  of  Queen  Elizabeth   $2.00 

Returned  Empty 

By  Florence  L.  Barclay 

The  author  of  "The  Rosary"  has  tried  a  new  field,  dealing  this  time  with  problems  of 
re-incarnation  and  spiritualism.  The  book  will  be  thoroughly  appreciated  by  anyone 
interested  in  this  sort  of  thing    $2.00 

The  Heart  of  Unaga 

By  Ridgwell  Cullum 

This  is  primarily  a  man's  story,  a  tale  of  the  far  North-West,  with  real  flesh-and- 
blood  people,  and  a  mystery  introduced $2.00 

Potterism 

By  Rose  MacCauley 

This  novel,  although  just  published,  has  already  run  to  six  editions  in  England,  and 
has  taken  the  United  States  by  storm.  To  anyone  interested  in  present-day  problems, 
or,  indeed,  to  anybody  who  thinks,  it  will  be  most  acceptable $2.00 

Lucinda 

By  Anthony  Hope 

Of  course,  Anthony  Hope  had  to  perpetrate  a  mystery.  This  is  laid  in  fashionable 
London  society    $2.00 

Verena  in  the  Midst 

By  E.  V.  Lucas 

One  of  those  pleasing,  gently  whimsical  books  for  which  this  author  is  noted,  and 
which  delight  a  special  class  very  much   $2.00 

Poor  Man's  Rock 

By  Bertrand  W.  Sinclair 

Here's  a  story  every  red-blooded  Canadian  will  revel  in,  and  thank  you  for.  It's  a  real 
romance  centering  round  the  salmon  canning  industry  of  British  Columbia.  Canadian 
in   every   respect    $2.00 

Daisy  Ashford:  Her  Book 

By  the  Author  of  "The  YoungJVisiters" 

Ten  chances  to  one  your  friend  revelled  in  "The  Young  Visiters"  and  consequently  will 
enthuse  with  gratitude  over  the  second  one  of  the  same  type.  This  has  three  times 
the  material  of  the  original  $2.00 

West  Wind  Drift 

By  George  Barr  McCutcheon 

The  author  of  "Graustark"  has  done  it  again — another  unusual  book,  dealing  with  the 
shipwrecked  crew  and  passengers  of  an  Atlantic  liner,  who  "disappear." $2.00 

Nancy  Goes  to  Town 

By  Frances  R.  Sterrett 

A  charming,  lively,  humorous  story,  which  you  can  give  to  your  little  sister  at  High 
School,  or  your  Aunt  Susan,  without  the  slightest  qualm  as  to  shocking  them.  They 
will  appreciate  it  mightily,  too $2.00 
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THE  NEW   CENTURY  LIBRARY 

Handy  size,  clear  type,  choice  binding, 
light  weight,  neat,  compact 


The  following  authors  may  be  obtained  in  smooth,  limp  leather,  #2.00  per  vol., 
or  in  black  morocco,  $2.50  per  vol. : 

Browning,  E.  B.,  2  vols.  Eliot,  12  vols. 

Browning,  R.,  6  vols.  Hugo,  8  vols. 

Austen,  3  vols.  Kingsley,  3  vols. 

Dickens,  17  vols.  Poe,  3  vols. 

Dumas,  18  vols.  Scott,  25  vols. 


Omar  Khayam,  1  vol. 
Shakespeare,  6  vols. 
Stevenson,  6  vols. 
Thackeray,  14  vols. 
Trollope,  5  vols. 


The  following  may  be  obtained  in  limp  leather  only,  $2.00  per  vol.: 

Lytton,  3  vols.  Lever,  3  vols.  The  Brontes,  3  vols. 


Our  first  and  favourite  an- 
nual. 300  pp.  14  coloured 
and  numerous  line  illustra- 
tions    $1.75 


For  younger  folks  than  the  Jolly  Book,  and  even 
more  attractive.  300  pp.  14  coloured  and  numer- 
ous line  illustrations   $1.75 


Our  new  annual,  for  the 
youngest  readers;  just  as 
good  as  the  Jolly  and  Chum- 
my      $1.25 


The  Little  Mother  Who  Sits  at  Home 

By  COUNTESS  BARCYNSKA,    $1.25 

A  genuine  human  document  consisting  of  a  series  of 
letters  written  by  a  mother  to  her  son. 

WANTED  A  MOTHER 

By  CLARENCE  HAWKS,    $1.25 

Dedicated  to  every  motherless  little  girl.  One  of  those  mas- 
terpieces of  portraiture,  humor  and  pathos  that  appeal  to 
every  heart.  Illustrated  by  a  series  of  charming  drawings  by 
Honor  Appleton,  who  has  also  designed  an  artistic  wrapper. 

THOMAS   NELSON   &  SONS    LIMITED 


77  Wellington  St.  West 


(INCORPORATING  T.  C.  &  E.  C.  JACK) 


TORONTO 
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"GIVE    BOOKS    FOR    CHRISTMAS"   u  apt  enough 

but  "while  you  are  at  it,  GIVE  THE  BEST  BOOKS      is  more  to  the  point ! 


$12.00 
the  set 


mr  wells's  OUTLINE  OF  HISTORY 

Not  in  our  twenty  years"  experience  in  Canada  have  we  ever  announced  so  indisputably  necessary  a 
book.  It  is  a  book  for  this  year,  next  year  and  all  the  years  to  come.  Judging  by  our  advance  sales 
we  shall  sell  two  thousand  sets  before  Christmas!     Two  volumes,  copiously  illustrated. 


FICTION  THAT  COUNTS 

May  Sinclair's   New    Novel 
THE    ROMANTIC. 

Mis?  Sinclair  has  no  peer,  p."  haps,  in  the 
artistry  which  characterizes  all  her  char- 
acter study.  "The  Romantic"  is  an  intimate 
view  of  the  thoughts,  ideals  and  emotions  of 
a  young  man  and  a  young  woman,  revealed 
through  incidents  that  are  instinct  with  the 
dramatic.  $2.25 

Ernest  Poole's  New  Novel. 
BLIND 

It  is  "a  story  of  these  times'i,  which  inter- 
prets with  singular  insight  the  great  age 
through  which  we  are  passing.  Nationally 
we  are  groping,  feeling  our  way  from  the 
chaos  of  the  last  five  years  to  the  light 
dimly  hinted   at  ahead.  $2.75 

Stacy    Aumonier's   New   Novel. 
ONE    AFTER    ANOTHER. 

Introducing :  Tom  Purbeck.  good-tempered, 
good-hearted  and  easy-going,  and  Laura,  his 
sister,  wilful  and  passionate,  with  a  gift  for 
the    violin. 

The  story  follows  the  lives  of  a  brother  and 
sister    from    childhood    to    maturity.         $2.25 

By  Mr.  and    Mrs.   H.  de   Vere  Stacpoole. 
THE  MAN   WHO   FOUND   HIMSELF. 

A  diverting  story  concerning  an  elderly  ami 
very  proper  gentleman  whose  mind  quite 
suddenly  reverts  to  the  workings  of  his  youth 
and  prompts  him  to  commit  the  most  amaz- 
ing   indiscretions.  $2.00 

By  J.  S.   Fletcher. 
DEAD    MAN'S    GOLD. 

No  wonder  that  President  Wilson,  recover- 
ing from  his  sustained  illness,  found  the 
mystery  stories  of  .1.  S.  Fletcher  a  mainstay 
during    convalescence!  $2.00 

By    Ross  Tyrrell. 
THE    PATHWAY    OF    ADVENTURE. 

A  distinctly  unusual  novel.  That  anybody 
could  resist  going  on  from  chapter  to  chap- 
ter till  the  end  is  reached,  we  cannot  be- 
lieve. $2.00 

THE   STRANGER. 

A  rich  color  of  the  East  floods  this  story 
and  adds  a  delightfully  fantastic  note  to  the 
everyday  lives  of  the  young  Americans  in 
New  York's    Bohemian   section.  $2.25 


A  Novel  by  Edgar  Lee  Masters. 
MITCH    MILLER. 

Not  since  Mark  Twain's  immortal  "Huck" 
Finn  and  Tom  Sawyer  captivated  their  tens 
of  thousands,  has  there  been  a  story  of  boy- 
ish life  comparable  to  this  distinguished  first 
novel  by  a   distinguished   poet.  $3  .  50 

A    New    Novel    by    Sir    Harry    Johnston,    author 

of  "The   Gay-Dombeys." 
MRS.    WARRENS     DAUGHTER. 

The    Last     Novel    Jack     London    Wrote. 
HEARTS  OF  THREE.     By  Jack  London.  $2   75 

A  Most  Important  Novel  by  Floyd  Dell. 
MOON    CALF. 

Surely  the  most  striking  note  in  American 
tiction    in    many   years.  $2.50 


TENSION. 


By    E.   M.    Delafield. 


A    novel  by    the  distinctly  brilliant  author  of 
"The    Pelicans."  $2.25 


UNUSUAL  POETRY 

THREE  MASEFIELD  TITLES 

ENSLAVED:  AND  OTHER  POEMS. 

John  Masefield,  magnificent  as  has  been  his 
work  hitherto,  has  perhaps  never  reached 
the  heights  to  which  he  climbs  in  this  lat- 
est epic    verse.      It  is   a   hook    to   he   treasured. 

S2.25 


A    Bit   of    England    is 

REYNARD   THE    FOX. 

John    Masefield's     Narrative     Poem.       Special 
Gift    Edition.  $6   50 

RIGHT    ROYAL.       By   John   Masefield. 

This    is    a    companion    poem    to    "Reynard    the 
Fox,"     and     will     become     equally     classic. 

$2   25 


By   Sara  Teasdale. 
FLAME  AND  SHADOW. 


$2   25 


A    Significant    Masters    Book. 
THE  DOMESDAY   BOOK.  $2.50 


BEAUTIFUL  GIFT  BOOKS 

A    New    Rackham     Book. 

By    James    Stephens;    Illustrated    by 
Arthur  Rackham. 


IRISH    FAIRY    TALES. 

Mr.  Stephens'  sense  of  humor  and  Mr.  Rack- 
ham's  interpretative  qualities  make  a  feast 
of  delight.  We  must  believe  in  fairies,  after 
all  I      Richly    illustrated.  $6   50 


THE   CANADIAN    FRONT    IN    FRANCE 
AND  FLANDERS 

It  is  the  work  of  two  Canadian  brothers,  sons 
of  the  late  artist,  Alfred  Sheldon-Williams, 
both  of  whom  have  fought  for  the  Empire. 
The  book  is  the  story  of  the  Canadian  army  : 
the  part  played  by  it  in  the  drama  of  Arma- 
geddon, It  is  told  by  the  younger  brother. 
Ralf.  His  writing,  vividly  descriptive  as  it 
is,  is  enhanced  by  the  sympathetic  co-opera- 
tion of  the  artist  brother's  illustrations. 
Inglis  Sheldon-Williams  was  commissioned 
by  the  Canadian  Government  to  assist  in 
immortalizing  Canada's  part  in  the  Great 
War.      Containing    82    full-page    illustrations. 

$8 .  50 


Selected    and   edited   by   Captain    Martin    Hardie 
and   Arthur  K.  Sabin. 

WAR  POSTERS. 

An  interesting  and  permanently  valuable 
collection  of  reproductions  of  posters  issued 
by   all  the   belligerent   powers.  $8.50 


MR.   RUDYARD    KIPLING'S    PROSE    AND 
VERSE. 

Twenty-eight    titles:    twenty-two    prose,    and 
six   poetry.      In    three   bindings 

Uniform   cloth    $2.50  a  volume 

Pocket  cloth    2.00  a  volume 

Pocket   leather    2.50  a  volume 

A   set   or   a    volume    makes    a    Christmas    tr i  ft 
which   is   perennially   welcome. 


One  of  the  few  out  ol 
is  a  really  great  book 

THE  LIFE  OF 

3  de  luxe  volumes 

the  main 
is 

LORD 

■  war  memoirs  that 

KITCHENER 

$16.50  the  set 

Lovers  ol  biography  from  coast  to  coast    have  been   waiting 
for  the  two  concluding  volumes  of 

THE  LIFE  OF  BENJAMIN  DISRAELI 


Volumes  V    and  VI 

The  set  of  six  volumes 


each  $6.75 
$40.50 


THE  MACMILLANS  IN  CANADA 


TORONTO 


HOOK  S  E  I.  I.  E  K      A  N  I)     8T  A  TIO  N  E  1! 


FOR   H 


OOKS 
DAY  GIFTS 


EVERY  MAN  FOR  HIMSELF 

By  Hopkim  Moorhouse, 

Author  of  "Deep  Furrows" 


ws   the    pm- 

l>er  half 

intimacy    of 

f    Canadian 


Tthere  is  romance,  humor  and  color  aplenty, 
healthy1  tans  of  the  open  air  of  Canada  about 
iitfi  novel,  The  story  begiitis  in  Tbrontn  and  at 
'  suit  of  a  stolen  tJiafekage  <4fl  850,000  •  i  I  i  i 
of  Canada.  The  charm  of  the  outdoors,  the 
Canadian  politick  and  the  .extraordinary  type 
heroine  make  it  a  difficult  story  to  tear  one's  self  awn. 
so    long   us  there   Is   another], i chapter  "to  read. 

'CW'* 

CHERRY  ISLE 

By  Evelyne  Close 

This  is  one  of  England's  literary  Successes  of  Oli  season. 
It  is  a  remarkably  strong  story.  beginwinB;  with ,  th^irfiHianffie: 
meeting  in  a  cherry  orchard  of  a  celebrated  tenor'  aifill  '  a1' 
yoiniK  girl,  also  a  singer.  The  artistic  tCntperament'  of  both 
responds  to  the  romantic  surroundings  and  a  friendslilP 
starts,  which  soon,  ilevejops  into  a  passion.  The  $tottjf|i  Aijjj 
their  separation,  and  later  reconciliation,  is  '  well ' 'to'Sttjejl1 
and  the  many  ,  tense,  situations  are  handled   with  skill. 

THE  VIKING  BLOOD 

By  Frederick  William  Wallace, 

Author  of  "Blue  Water,1*  etc. 

This  book  is  written  out  of  ,  the  heart  of  a  living  experi- 
ence. Only  a  man  soaked  with  the  sea  could  have;  written 
such,  an  epic.  The  story  describe*  the  adventures  of  a  Scotch 
hoy  |ri  a  lar#o  ftourmast  barque  on  a  yp'yage  from  the  Clyde 
to  Vancouver.  Coming  back  again  from  Victoria  to  Halifax 
the  young'  sailor  enters  a  bank  'fitshinig  fleet  and  there  he  finds 
the  real  romance  and  fascination  of  seafaring.  There  is 
an1  efttiutsite  play  .of  sympathy:  a  wistfu|,  compassion;! ,  ;aji 
passionate  admiration  for  the  men  of  the  sea  that  (fives'  to 
every  T>ag«  a  stibtle  and  almost  iindescrStaafc>le>  charm. 

Cloth  $il'.T5  net 

ECOLLECTIONS  OF 


THE  GIRLS  OF 
MISS  CLEVELAND'S 

By  Beatrice  Embree 


E 


POLICE  MAGISTRAL 

iy  Colonel  George  T.  Denisort 

A  book  full  of  racy  and  lively  anecdotes,  life-like,  char- 
acter sketches  and  a  shrewd  kindly.hiimor,  from  the  men  Of  a 
man  who  for  forty-three  years  h^sioeeh' chief  ma^ristratti 'and 
chairman  of  the  Board  of  Police  Commissioners  of  Toronto. 
His  stories  of  the  "past  are  told  so  pleasantly  that,  one  would 
imagine  it  had  been  the  most  enjoyable  thing  in  the  work! 
to  sit  in  ;<  more  oivless  evil-smelling  police,  coijiM;;,,aniil;,pla'y 
so  s;rea,t  a  part  in  the  lives  of- erring  men  and  women.  At 
!the  club  or  by  the  fireside,  the  Colonel  Is,  a,  first-rate  Jcacon- 
teur.  In  this  book  he  writes  as  he  talks,  with  spirit  and 
artistry,  and  the  Colonel  never ,  loses,  ..sis^ht  of  the  .tragedy, 
comedy,  and  farce  that  so  to  make1  up  t!He  !sti)tn '  of  tinman 
life.  "The  Recollections  of  a  police  Magistrate"  is,  a  human 
irom   the  pen  of  a' man   filled  with  tjumahity,]'' 

Cloth   .$3.0(1    net 

NOW  IT  CAN  BE  TOLD 

By  Sir  Philip  Gibbs 

This  book  continues  to  be  one  of  the  biggest,  selling  non- 
tiction  titles  in  America.  If  you  have  not  already  read  this 
book   in    which    Gibbs    fells    what  the   censor   forbade   him   to 

ell   during   the   war.   you   will   have   ahead   of ;  you  What  many 

n'i,i<-   have   called    "The   greatest    book 

need."      Illustrated. 

THE  TRAIL  MAKE 
BOYS'  ANNUAL 

Edited  by  P..  G.  MacBeth,  M.A. 

The    biggest    boys'    book    of    the    year.      The    best    known 

Canadian     writers    have    contributed    to  '  this,     the     first    all 

Ian   Boys"  Annual.     The  volume  is  packed  full  of  big 

tales  of  adventure,  of  Indians^  of  soldiering,  of  the 

uting,   and   articles  on  Canadian   history,   Canadian 
explorers,   the   Flag,   campcraft,    the   early   pioneers,   the 
.  line  Royal  North-West   Mounted   Police,  The,  'PtfitMfc 
Wales,   ami  other   subjects   thai    will   delight 
<;.     Profusely  ■'illustrated, 

Cloth    S2.S0    n 


dian   feirl   of    ten    to   sixteen. 

I  aTII   (ret  a    r  :if   pleasure    in    reading   this 

qharming;    story    of    'the    friendship    and    adventures    of    eight 

h    in    a   Toronto   Boai'dini  This    is   the   first   story 

idian   school  jrirf   life  that  has   even   been    published   in 

intry  and  tells  in   a  delightful   way     the   various   inter- 

,eH(iiliUf  l^hase()iiot  Canadian   school  girl    life.      The  season's  besl 

!i|iljt!ilttl:btib,k!,|£W|:C;,a,iiadi;.n  girls. 

Cloth    81.75    net 

DENNISON  GRANT 

'Bjfii'Wfiibert  Stead, 

Author  of  "The  Cow  Puncher,"  etc. 

.'    Once  in  a  great  while  publishers  find  a  writer  whose  work 
Luir-.t-.    forth    as    clear   and    fresh    as    sunrise    on    the    orairie  ; 
wnose' tidoliB    have    the    compelling    grip    and    urge    of    true 
.genius.     Such  a  writer  is  Robert  Stead,  an  idealist  who  never 
i)s  to  be,  real,  and  a  realist   who  never  abandons  his  ideals. 
'"DenniBon  Grant,"   Mr.   Stead's    latest,   novel,    is    in   many    re- 
s'pecTs  his  most  Mature  and  ambitious  book.     It  is  a  delight- 
ful  story  of  the  West  with  a  dash  of  the  East   foi  ophtrast  ; 
intensely    human    story    of   men    and    women    as    biM    in 
lit    as    the   big    out-of-doors    in    which    they    live:    a    timely 
fy,  .too,   thaV  prods;  at   the   roots  of  to-day.      You,  will   en- 
ftennison    Grant." 

Cloth    $l   75 

DAISY  HERSELF 

By  Will    E.   Ingersoll, 

Author  of  "The  Road  That  Led  Home, "etc. 

Ingersoll   has   proven   himself  a  master  of  romance  in   thi- 

ik   fcy/   twaklng   a,  ..servant    girl    a   heroine.      It    is    a    vivid 

description    of    city    life    in    Canada,    a    breezy    book"   about 

breezy  folks ,  in  .aifareezy  country.     The  story   is  original  and 

fresh  and  a  tetnarliable  combination  of  realism  and  romance. 

Hi    full   of   gripping    and    unusual    situations    depicting    the 

I   'itoW^of  lite  "seldom  .treatodrbV'  makers  of  fiction. 

Cloth    $1   75 

THE  MAN  OF  THE  FOREST 

,":hBy  ^Zane  Grey, 

Author  of  "The  Desert  of  Wheat,"  etc. 

Aren't    there    times    when    the    hum-drum    and    comm 
i  ,|;da<!ft  P,f  .the.  daily  #trind  become   oppressive,   and   you   dream 
i!|!ilo^lroTOancCiliCf::adl-Oenture,  'of  the  freedom  of  life  in  the  open 
the   glory    of   the    mountains,    the   glow    of   your   own 
campfire,   and    In    the   circle    of    its   dancing    light,    the   face 
of    the    one    woman      the    gill    you    have    saved    from    a    thou- 
sand  perils'/      You   can   find   escape,    adventure,    romance — all 
of   this    to-night    in    this    great    romance,    told    as    only    Zans 
;.;  Grey,  qoujd  tell  it,  Cloth  S2.00  net 

LEADERS  OF  THE  CANADIAN 

CHURCH  Second  Series, 

Edited  by  Canon  Wm.  Bertal  Heeney 

l''or    really    rugged    romance   one    has    to    turn    to   the    life 

■;  nf ;  the  missionaries  who  carried  Christianity   into  the  North- 

T'heSe  at'e"  tKe:men   who   have  been  made  the  subjects 

of   the    biographical   sketches    included   in   this   volume,    which 

makes    its    appearance    during    the   Centenary    Celebration    of 

the   Anglican  Church  in   Western  Canada.     The   volume  is   a 

sellliCSnoif'  biographical  essays  dealing  svith  the   pioneer  Bishops 

aiitt  heading    Anglican    clergymen,    who   have   labored    abund- 

1  Wl'dMring.  the  Ions;  years  in  building  up  the  religious   life 

(erh   Canada.      It    is    one   of    the    few    volumes    dealing 

church    matters    that    will    find    interest    in    the   lay   mind. 

Cloth  S3 -00  net 
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B  0  6  K  S  E  L  L  E K      AND     S  T  A  T I O  N  E  R 


BULL-DOG   DRUMMOND,  B(i  ''-jiJapittdr' 
—nUil   uh'  all  returia  (lianks  fivr  tlMt'4el(H 
who  in  the  passtonato  delight  of  luuulrt 
>>f    fiction    readers   throughout    the   world.      I 
II  .m  I     "Mull-liog   l>l'u>nmon<i."    tills   ingenious. 
given   uv   LiIh  most  thrilling 
anything  Pouan    I  hjyl*   lias 


SPRING  SHALL    PLANT.      /.'//    i;,,tM,-;   Ijj 
is  a   gebutne   study   of   life,     rafnffn,   bhe   he 
naughty   little:  gltl,   the  despair  of  her  parents 
era  I  but  stbe  Is  fascinating  In  the  extreme  by  d 
Indomitable  pluek,  sheer  honesty  and  latent  ge^i 
Steps   <W    which    she    apvroiu  lies    her    cuncr    as 
violinist    lire    described    with    unfailing:    synipath 


ffcyfiWEATu'Of  ,TffY   BROW,     Hn  ,/.,< 
Ilklsi  is  first  and  foretnost  a  story  of  ail^ijIn'tWIt 

ami    nio-venii  nt.    Nvery   chapter   toeuls  with  o,utek 

<:   Incidents  ;   every   page  throbs  with   the  spirit  of 

>inani.'.     [-1  nt  it   is  more  tlitiii  a   romance,  it  is  u   study 

If  the  times  in  whirl)  we  1 1 ve  and  deals  with  one  til'  the 

-.t    pcxthl-flni-s   which    face   our   Knvpire   tit    this    mo- 


JOHN  SENESCHAL'S  MARGARET.  IS,,  .ioiim  'uid  ttyer- 
,„„  r,Tsih  —\  love  -.ton  wilh  a  strikingly  oi'ipJiill  sit 
a ■iti'ui.  A  young  man  Who  linils  himself.  through  •  •strn- 
ordinary  t'ii'iintsfances,   in   pdfcse  lit!      ive  <if   ,li>hn 

Seneschal's    Margaret    aft»'f    niariy     poignant     vicissitudes, 
the   brilliant    authors    M 


WE  SECRETS  OF  CREWE  HOUSE  H„  n'h-  Cumpbt-ll: 
■m^trtt  ft'. /f, /'.'.•*— A  xinsationnl  volume  by  iln-young  Can* 
ndian  wIm)  has  achieved  fame  In  the  Old  Qoontry,  and  Is 
now  managing  editor  of  the  "London  'rimes."  As  one'  of 
Norihcliffe's  right  hand  m^n ■  l;n  managing  enemy  propa- 
ganda during  the  war  he  was  lei  into  all  the  secrets 
'if  llw  Hpil.sli  sp.v  and  I  intelligence  service.  A  record  of 
the   work   of  Crewe   House  is  given    in   this   hook,  a    volume 

at   will  make  him  tn^ 

Vhfth    *2.<H) 


RTS      UNAtE 


fy    the   brilliant   an 
fneomparable  He-Hal 


Kes 


"' 


he    World"    and 


^mmiOfl     TO    THE  EVIDENC 

is  one  of    the   best    of   mystery    stories — and    good 

ysterv  stories  are  few  ami   far  between.  This  new  novel 

'    the    murder   of   an    elderly   i>aronet   just    aliout    to    be 

ried    to   a  , pretty    young    Feetioti    woman, 

i   and   real   and   genuine  power, 


IN    FANCY    DRESS.     (U,    ■) . 

\    I  i \  i    story,   in   which  there  is  ahundan 
good   deal    of   dialogue,1  and,    what   will 
mend    the   liook   to   many,    then 
fanciful  humour  running  through  the  wl 
lug   mure  pronouneci :  levelo 

"nerv.y"~if    life,  lartlcn 

are  sure   to  get 


SWEETHEARTS  UNMET  It,,  lu  ,h,  /,',/,/,-.  ,B«ad  tills 
:ory  of  t  I  >  ■  ■  charming  girl  who  ■•doesn't  know  any  young 
en."  and  the  y.otiua  man  who,  through  force  of  cir 
lmstances.  never  meets  any  girl*  of  the  kind  lie  wishes 
j    marry— these     are     tile    principal     characters     of     this 

maiK f  Ijtuid if  in-day. 

Vlulh    *|.7A 


BOOKS K  L L E K    A  N  D    S  T A  TIONER 


"Three  and  a  Half  Million 
Bubble  Books  This  Year! 

Looks  Like  Two  Trips!" 

"I  thought  last  year  I'd  never  finish  delivering  those  Bubble  Books.  Seemed 
as  though  every  child  in  the  country  wanted  them. 

"This  year  they  all  came  back  for  more.  Every  day  means  a  hundred  more 
let  I ers  from  kiddies  everywhere  asking  for  more  of  'the  books  that  sing.' 

"Still,  1  like  to  see  the  children  happy  and  the  dealers  making  money.  So  I 
guess  it  means  two  trips  this  time.    Every  child's  got  to  have  one  of 

THE  BUBBLE  BOOKS 

The  Harper-Columbia  Books  That  Sing 


No.  1— The   First   Bubble  Book 

Tom,  Tom.  the  Piper's  Sun 
Mars  and  Her  Little  Lamb 
Jack  and  Jill 

Ko.  2— The   Second   Bubble  Book 

Simple  Simon 
Little  Bo  Peep 
OIU  Knit;   Colo 

No.  3— The  Third   Bubble   Book 

.Miss  Jennla  Jones 

Tl»    Fanner  in  the  Dill 
Laz>    Mais 

No.  i— The  Animal  Bubble  Book 
Tho  Three  Little  Kittens 
The  Three  Little   Piggies 

The  Three  Blind  Mice 


A  GLIMPSE  OF  WHAT'S  IN  THEM 

No.  5— The  Pie  Party  Bubble  Book 

Little  Jack  Horner 
The  Queen  of  Hearts 
Cood  King  Aithur 

No.  6— The  Pet  Bubble  Book 

Little  Puss3 
Little  Doggj 
Cock-A-Doodle-Do 
No.  7 — The  Funny  Froggy  Bubble  Book 

The   Frog   Who  Would  A-Wooins  Go 

The   Can  Ion    Cinw 

The  Frog  and  the  Crow 

No.   8— The   Happy-Go-Lucky   Babble 
Book 

The  Jolly  Miller 
The  PloiiKh  Boy 
The  Milk  Maid 


No.  9 — The   Merry   Midget   Bubble   Book 
Paddy  Long-Legs  and  Floppy  Fly 
The  Fly  and  the  Bumblebee 
The  Spider  and  the  Fly 

No.  10 — The  Little  Mischief  Bubble  Book 

The  Little  Giil  Who  Had  a  Little  Cur! 
Oh.   Dear!  What   Can  the  Matter  Be? 
Bobby  Shaftoe 

No.  11— The  Tippy-Toe  Bubble  Book 
The  City  Mouse  and  the  Country  Mouse 
Tabhyskins 

Old  Mother  Hubbard 

No.  12— The  Gay   Gaines  Bubble  Book 

London  Bridge 
The  Mulbern   Hush 

Oats.    Teas.    Beans 


The  Musson  Book  Co.,  Limited,  Publishers,  Toronto 
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Classified  Lists  of  This  Year's  Books 


Fiction,  General,  Poetry,  Juvenile 


THOMAS  ALLEN 

Fiction 

Big  Town    Round-Up,   Raine    W.-5 

Blue    Room,    Hamilton    2.00 

Basil    Everman,    Singm:.  2.00 

Dangerous    Inheritance,     Forrester    2.L-) 

Elder's  People.  The,  Spofford   J •»» 

Hidden    Creek,    Burt     2.25 

Homespun  Tales.    Wiggin    *■«* 

His   Friend  and   His    Wife.    Hamilton    2.00 

Happy-Go-Lucky.    Hay    -  ■ »? 

Johnnie    Kelly.    Boyer     «■«» 

Mary     Marie,     Porter     2.00 

Mystery    in    the   Ritsmore.   Johnston    2.00 

Nuova,   The   New   Bee.    Kellogg    2.50 

Oh.    You    Tex!    Raine    2.00 

Paradise   Mystery,    Fletcher    2 .00 

Pirates   of   the   Spring.    Reid    2.00 

Rose    O'   the    Sea.    Barcynska    Z-Z5 

Resurrection   Rock.   Balmer   2.Z5 

Red     Lady,     Burt     •■•■  ••■      2.00 

A  Real  Diary  of  the  Worst  Farmer.   Shute.  .      2.00 

A   Son   of   Courage,    McKishnie 2.00 

The  Strong  Hours,  Diver   2.00 

Ships  Across  the  Sea.   Paine   Z00 

Swatty,   A  Story  of  Real   Boys.    Buuer 2.00 

The  Third  Window.   Sedgwick    !•»■> 

Twenty-six    Jayne    St..    Austin     2.00 

Wanted,    A    Husband.    Adams    2.00 

General 

Almosts,    McMurchy     H'tn 

Autobiography  of  Andrew  Carnegie    5-68 

Accepting   the   Universe.    Burroughs    Z.Zfi 

Affable    Stranger,    McArthur    1    b-J 

Bad   Results  of  Good   Habits.    Park    ••••■••■      ]bn> 
Cosmic  Relations  and   Immortality.    Holt...    11.00 

Crowding    Memories.    Aldrich     5.50 

Canada's  100  Days,   Livesay   v  •  •     J.TO 

Cape  Coddities,   Chatham    »••» 

Dardanelles,    Call  well    »-*8 

Days   and   Events.    Livermore    B.aO 

Fiddler's    Luck,    Schauffler     2 .  00 

Fleurs   De   Lys.   Thorley    2 .  _■• 

Food   Fact   for   the   Homemaker,    Harvey    ...      I  ■  <  ■> 
First  World   War   of   1914-1918.   Repington..    13.00 

How  It  Feels  to  be  Fifty.   Butler    10(l 

Humanism      in      New      England      Theology. 

Gordon,    D.D J-6* 

Human   Psychology.    Warren    6. Ml 

Henry  V.,   Mowat    : 4»° 

Tsland  of   Sheep,    Cadmus    &    Harmouia     ....       l.« 

Industrial     Republic,     Litchfield l.» 

Le  Petit  Nord,   Grenfell   &   Spalding 1.85 

Learned-Lady    in    England.    Reynolds    2. SO 

Life  of  George  Washington,    Lodge    8.00 

Lincoln,  the  World  Emancipator.  Drinkwater      1.65 

Land  of   Little   Rain,   Austin 1-66 

Old   Humanities  and   the  New   Science.   Osier      1.65 

Old  Coast  Road,  Edwards    ».5« 

Penance   of   Magdalena,    Chase    1  ■  '  JJ 

Presidents   and    Pies,    Anderson     3.o0 

Personal  Prejudices,  Sturgis    }■"' 

Pawns,   Drinkwater J  ■  jj j 

Recreation,     Grey     •  ...  •  -  ••  ■  •■•  •  •      J'j»| 

Some  Letters  of  Augustus   Peabody.   Gardner      Z.50 

Sportsman's  Wanderings,   Millais    5.50 

Treasury  of  English    Prose.    Smith    2.00 

That  Damn  Y.  Mayo *  ■  0° 

Terry's  Short  Cut  to  Spanish.  Terry Z.25 

Talks   with   T    R.,    Leary.    Jr 4;>° 

View    Vertical.    Kirkland     2 .  00 

Young    People's    History    of   the    Pilgrims. 

Griffis     '•• 

Your  National   Parks.   Mills    -™ 

John  Archibald  Campbell,  Connor 2  .50 

Poetry 

Poems  of  Edgar  Allen  Poe   (complete) 3.25 

Rhymes  of  a  Homesteader.   Lincoln    165 

Songs    of   the    Trail,    Knibbs    1  •<>» 

Songs   of   Dogs,    Frothingham    1-90 

Songs   of   Horses.    Frothingham     1 .90 

Juvenile 

^Esop's  Fables    ^ ■ 2.50 

Courtship   of   Miles   Standish.    Longfellow...      3.2.-) 

Her  Stories  of  France,  Tappan    2.00 

Injun    ?nd    Whitey.    Hart    2.00 

In  the  Great  Apache  Forest,  Schultz   2   00 

Italian    Twins.     Perkins • . .      2 .  00 

John  Martin's  Big  Book  for  Little  Folk  No.  4.   4.00 
Land   of   the    Great   Out-of-Doors.    Livingston      1.90 

Peter    Patter   Books    2 .  nO 

Real    Mother   Goose    J  .50 

Spartan    Twins.    Perkins    -  • u" 

Strange  Year,  White   •  •  •  •  •  ■      l  -7i> 

Third   Book   of   Stories   for   the   Story   Teller. 

Coe      Hi 

The  Woodchuck  Family.  Stoddard   2 .  -t> 

THE  COPP,  CLARK  CO.,  LTD. 

Fiction. 

Awakening.    Galsworthy     *2  ■  "0 

Brite   and   Fair.    Shute    2.00 

Children   of   Storm.   Wylie    »2.30 


Cresting     Wave.     Morris      2.00 

From  Now  On.   Packard 2.01) 

Flappers  and  Philosophers.   Fitzgerald    .......  2.0(1 

Great    Demonstration,    Roof    2 .  00 

Hannah    Bye,    Morris     2 .  00 

In    Chancery,    Galsworthy     2.00 

Kindred   of   the   Dust,   Kyne    2.00 

Life  of  Mrs.   Robt.    Louis  Stevenson.    Sam-lie/,  2.50 

Mammy's    White    Folks.    Sampson     1.75 

No    Defence,    Parker    2.0(1 

Rapids.     Sullivan     2 .  00 

Red    Seal,     Lincoln 2.00 

Sand     Holler,     Maniates     1.7") 

This  Side  of  Paradise,   Fitzgerald    2.00 

Tatterdemalion.    Galsworthy    2.00 

Trnmperer    Swan,    Bailey    2.00 

Uneasy     Street.     Roche     2.00 

Valley  of  Silent  Men.  Curwood    2.00 

When    Tytie    Came.    Machard    1.75 

White     Moll,      Packard      2.00 

Poetry 

Collected    Poems    of    Henry    Van    Dyke I .  50 

Collected  Poems  of -Alfred  Noyes,  Vol.  3   ...  2.50 

Elfin     Artist.     Noyes     2.50 

Juvenile 

Gingerbread    House,    McArthur    3.00 

Glinda   of  Oz.    Baum    2.00 

Grimm's     Fairy    Tales,    Abbott     4.00 

Little    Boy    Lost.    Hudson     5. 00 

Miss    Minerva's    Baby,    Calhoun     1.50 

Old   French   Fairy  Tales,  de  Segur    5.00 

Robinson    Crusoe.    Defoe    5.00 

Sandman's      Forest,      Dodge      3  .  50 

Sandman's    Mountain.    Dodge    :;..")(> 

Westward   Ho!.   Kingsley    4.00 

General 

Adventures   in    Home   Making,   Shackleton...  I   50 

Belgium  Old  and   New,   Edwards    10.00 

Book    of    Chicago.    Shackleton    3.50 

Buffalo    Bill's    Life    Story     3.00 

Canadian   Almanac,   1921    8.50 

Canadians    in    Franc-.    1915-1918.    Steele...:  5.00 

Quest  of  the  Colonial.   Shackleton    1.00 

\llen       3.00 

.!.  M.  DENT  &  SONS,  LIMITED 

Fiction 

Actor    Managei'.     Merrick     •.    $1,  '.HI 

A   Tankard   of   Ale.   Maynard    2.50 

Book    of    Susan,    Dodd     2.50 

Barry     Leroy.     Bailey     2 .  50 

Cloud  of  Witness.  De  Koven    3.00 

Enemies  of   Women,   Ibanez 2  50 

Her   Elephant  Man,   Young    3.00 

John    Silence    Blackwood.     Blackwood 3.00 

Margueray's    Duel,    Pryde    2 .  50 

M;;n    Who  Convicted  Himself.    Fox    2.25 

Man    With    the    Lamp,    Laing     3.00 

New   Decameron,   Various  Hands    1 .60 

Our    Peter.     Woden     3 .  00 

Pointing   Man.   Donie    2.50 

Personal   Record.   Conrad    2 .  00 

Steel     Preferred,     Hall     3.00 

Silver   and    Gold,   Collidge' 2 .  50 

The    Rescue,    Conrad     2.50 

Taming   of  Nan.    Holdsworth    2.50 

Trail    White    Indians    2.50 

Unseen    Hands,    Chipperfield     2.50 

Vanishing    Men,    Child    2.50 

Villa    Elsa,    Stewart    Henry     2.50 

Women    Triumohant.    Ibanez     2.50 

Wunpost,   Collidge    2 .50 

Worldings,     Merrick      1.90 

Young   Physician,  Young    3.00 

Yours    for    Sleep.    Walsh     3   00 

General 

Adventure  Among  Birds,  Hudson    5.00 

Birds    in    Town,    Hudson    3.00 

Being    and    Becoming.    Holmes     2.25 

Cords   of   Vanity,   Cabell    2 .  50 

Mystery   of    Space,    Browne    3.00 

Naturalism   of    English    Poetry,    Brooke 2.50 

Voices    from    the    Void,    Smith     3 .00 

Juvenile  • 

Book     of     Boyhood     3 .  00 

Bobbie     General,     Pronty     2 .25 

Fairy    Man,    Cornford     2.50 

Girl's    Nest,    Perry. 

Puppies   and   Kittens,    Cadby    2.25 

S.  B.  GUNDY 

Fiction 

Ambush,   White. 

Bloom  of  Cactus,   Bennett. 

Breathless  Moment.   Hine. 

Captain   Macedoine's   Daughter.    F'ee. 

Cheerful,    By   Request. 

Clan    Call,    Liebe. 

Conquering    Hero,    Gibbon. 

Dark   Mirror,  The,  Vance. 

Dead   Man's    Gold.    Dunn. 

Diamond   Tolls,    Spears. 

Dream   of   Jeopardy,    McGrath. 

Finding  a  Way  Out.   Moton. 
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Fruit  ol    thi    Di    i  rt,   Barry. 

Gentlemen    from    the    North,     Pendextet. 

Gorgeous     Girl,     The.     Hartley. 

Graj     Mask,     The,    Camp. 

Greater  Punishment,  The.  Chalmors, 

Hand-made    Fables,    Ade. 

Harriet    and    the    Pipe*,    N< 

Hidden   Trails,    White. 

In    the    Mountains,    Anon. 

I  on    Furrow,    The.    Shedd. 

Isle  O'Dreams.   Moore. 

Jan,   Gibbon. 

Jacqueline  Of   Golden   River.   Egbert. 

Jungle  Terror,  Wickham. 

Kathleen,    Morley. 

Killer.    The.     White. 

Long     Traverse.    The,    Pinkerton. 

Luck    of   the    Mounted,    Kendall. 

Man   With    Three  Names,  The,   McGrath. 

Missy,    Gatlin. 

Masterpieces    of    Mystery,    Frank. 

Mermaid,   Overton. 

Mesa  Trail,  Jones. 

North    of    the    Law.    White. 

O.    Henry    Prize   Stories. 

Paradise    Bend,    White. 

Penitentiary    Post.    Pinkerton. 

Pilgrim   Maid.    A,    'Taggart. 

Pipefuls.    Morley 

Red    Belts,    Pendexter. 

Riddle  of  the   Frozen    Flame.   The,    Hanshen. 

River  Prophet,   The,   Spears. 

Rose-Dawn.     White. 

School-Master  of    Heisville,    Martin. 

Second    Latchkey,    The,    Williamson. 

Secret    of   the    Sea,    A.    Allison. 

Shepherd    of    the    Sea,     Leverage. 

Some    of    II-    Are    M:  i  ried.    Cutting. 

Son    of    Power,    Comfort    &    Dent. 

Sunbeams    Inc..    Street. 

Tales   of   My    Native    Town,    D'Annunzio. 
Tales   of    Unrest,    Conrad. 
Tempering.    The.    Buck. 

There's    No  Base   Like  Home.   Witwer. 

Turnstile    of    Night,    Allison. 

Turquoise    Canon,    Dunn. 

$1,200    a    Year. 

Typhoon's    Sic  let,    The,   Sheridan. 

Uncle  Sani  of  Frardom  Ridge,    Mont  ■ 

Wine    o'    the    Winds.    Keene    Abbott. 

Winsome    Winnie,     Leacock. 

Witness    of    the    Sun.    Williams. 

Yellow    Soap.    'Taylor. 

General 

Adventures    of    a    Nature    Guide,    The.    Mills. 

American's  Creed  and  Its  Meaning,  The,  Andrews. 

Americanism  Versus  Bolshevism,   Hanson. 

Burroughs,    Boy   and    Man,    Barrus. 

Business    Man's    Dictionary. 

Builder  of  the  New  South.  Winston. 

Chapman  .1.    Wilbur.    Ottman. 

Common  Sense  and  Labour,  Crowther. 

Emperor   of   Elam,    Dwighi. 

England    After   the   War,    Dilnot. 

Great   Adventure   of    Panama,   The,   Bunau-Vanll*. 

Life   of   General    Pershing,    Macadam. 

Measure   Your   Mind,    Stockbridge   and   Trabue. 

Oscar    Wilde's    Complete   Works. 

Prisoner    of    Trotsky's.    Kalpasehinkoff. 

Psychology   of   Dress.    Parsons. 

Seeing    the    West,    Drumbell. 

Ten    Minute   Talks    with    Workers. 

Time  Telling  Through   the   Ages.    Brearley. 
Victory    at    Sea,    Hendrick. 

Walt  Whitman,  the  Man  and  His  Work,  Bazalgette. 

Why    Men    Strike.    Crowther. 

Wild   Animals   Worth   Knowing,   Seton. 

Woodrow    Wilson    and   His   Work.    Dodd. 
Juvenile. 

Elizabeth,   Her  Folks,  Kay. 

Elizabeth,    Her    Friends.    Kay. 
Little    Heroes   of   France,    Burke. 
Romance  of  Our  Trees,   Wilson. 
Stories    of   the    Saints.    Hall. 
Two    Keys    in    Beaverland,    Dugmore. 

Poetry. 
Gates  of   Paradise  and  Other  Poems,  Markham. 
Junkman  and  Other  Poems.   La   Galliene. 
Something   Else   Again,    Adams. 

F.  D.  GOODCHILD  CO. 

Fiction 

Troop  One  of  the   Labrador.   Wallace $2.00 

Trails    to    Two    Moons.    Ritchie    2.00 

The    Wall    Between.    Bassett    2.00 

When  the  Blood   Burns.   Savi    2.2n 

Open    the    Door,    Carswell    2 .25 

Curly.    Pocock     2 .00 

Desert    Love,    Conquest    2 .  uu 

Up   Against  It.   Vanardy    2.25 

Eyes  of  Innocence.   LeBlanc    2.00 

The   Green    God's    Pavilion.    Martin    2.2n 

The    Tall    Villa.    Calmady     2.00 

The  Counsel  of  the  Ungodly.   Bracken    2.«« 


BOO  KS  K  I.  LEK     A  N  1)      ST   \  T  I  o  N  I.  R 


Books  of  Permanent  Value  and  of  British  Origin 


The    Cross- Bearers 
of  the  Saguenay 

By  The  Very  Rev.  Dean  Harris 

A  review  of  French  Mis- 
sionary    explorations, 
tribal     divisions,     names 
and   regional   habitats   of 
the    Algonquin    tribes 
roaming,  in  the  17th  cen- 
tury, the   wilderness  ex- 
tending   from    the    St.    Lawrence    River 
with    illustrations    and    delimitations    of 
the  tribes.    One  of  the  most  scholarly  and 
books    issued    in    Canada     


SOME    BOOKS 

BY 

CANADIAN 
AUTHORS 


to  Hudson  Bay, 
the  territory  of 
most  interesting 
$2.00 


"The  Right  Track" 

or  Compulsory  Education  in  the 
Province  of  Quebec.  By  the  late 
Principal  I.  O.  Vincent.  Introduc1 
tion  by  J.  A.  Dale,  Professor  Social 
Service,  University  of 
Toronto     $1.50 


When  Canada    Was 
New   France 

By  George  H.  Locke,  Chief  Libraria" 
of  the  Toronto  Public  Library. 

The  romantic  history  of  Can- 
ada told  in  story  form,  of 
which  Mr.  Locke  is  the  first 
and  leading  exponent  through 
his     Children's     Story     Hours. 

No  one   has  done  more  to  pre- 

sent  to  the  children  the  beau- 
ties   of    good    books.      This    is, 

we    hope,    the    first   of   a    series   of   equally    constructive   and   standard 

books. 

Seven     illustrations, 

book   form. 

The  fact    that    this 

and     revised    editior 

public   favor 


six    of    which     have    never    before    appeared     in 

fascinatingly  interesting  book  is  now  in  its  second 
>n  is  proof  conclusive  of  its  rightful  hold  upon 
H.50 


"Rambles  of  a  Canadian 
Naturalist" 

By  the  late  S.  T.  Wood.  Illustrated 
in  colour  by  Robert  Holmes,  O.S.A. 
A  charmingly  written  and  illus- 
trated book.  It  is  one  of  the  best 
examples  of  English  book- 
making   .$2.00 


"In  Pastures  Green" 

By  Peter  McArthur. 
Although  published  four  years  ago, 
it  is  still  selling.     Don't  buy  this 
book  if  you  do  not  enjoy  country 
life  and  uproarious  fun    $1.75 


The  BOOK  OF  THE  YEAR  and  A  CLASSIC 

The  "RESCUE" 


By 


Never,  not  even  in  "The  Arrow  of 
Gold,"  has  Conrad  written  with 
such  vigorous,  unhalting  narrative, 
never  painted  the  sea  with  such 
iridescence  of  colour,  never  drawn 
two  great  souls,  and  the  passion  be- 


tween them,  with  greater  sincerity 
and  depth.  It  seems  safe  to  predict 
that  Edith  Travers  will  eventually 
take  her  place  among  the  unforget- 
table women  of  fiction $2.50 


JOSEPH  CONRAD 


SELECTED  TITLES  FROM  OUR  UNITED  STATES  FRIENDS 


Books  by  Ibanez: 

"The  Four  Horsemen  of  the  Apocalypse,"  "Mare  Nos- 
trum"— "Our  Sea,"  "The  Shadow  of  the  Cathedral,"  "La 
Bodega,"  "Blood  and  Sand,"  "The  Dead  Command," 
"The  Woman  Triumphant,"  and  "The  Enemies  of 
Women,"    published    this    fall,   each    '..$2.50 


By  the   Author  of  "Marqueray's   Duel"   (now  in  its  4th 

Canadian  edition)    $2.50 

"Jenny  Essenden"    $2.50 

"Tales  of  Mystery  and  Horror" 

By  Maurice  Level    $2.50 

"How  Many  Cards  ?" 

By   Isabel    Ostrander    $2.50 

"The  Man  in  the  Jury  Box" 

By  Robert  Orr  Chipperfield $2.50 


AT  ALL  BOOKSELLERS 

PUBLISHED  IN  CANADA  BY 


J.  M.  DENT  &  SONS  LTD.,  86  Church  Street,  TORONTO 

Publishers  of  "Everyman's  Library,"  740  Titles,  Cloth,  each  90c,   and    "Wayfarers'    Library,"  100  Titles,  75c.     Lists  supplied  post  free  upon  application. 
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A  Mating  in  the  Wilds.  Binns  2.00 

Holy    Fire.    Wylie    2.00 

Gold   of    Celebes,    Dingle    2  00 

Peter  Jameson.    Krankau    2.25 

The   Widening  Circle.   Marchioness  of  Town- 

shend     2.00 

Henry    Elizabeth,    McCarthy     2  25 

Second    Love.     Fowkes     2 .00 

Exit   Betty,   Hill    2.00 

Presenting  .lane   McRae.    Luther    2.00 

Temperament,    Wyllard     2.25 

Palmetto.    Perry    2.25 

The   Loudwater    Mystery,    Jepson    2.25 

The   Long   Dim   Trail,    Hooker    2.25 

Returned   Empty.    Barclay    2.00 

Goshen  Street,   Williams    2  .  25 

The   Beautiful   Mrs.    Davenant.   Tweedale    ...      2.25 

The    Bride   of   Corinth.    France    2.50 

New   Wine,   Castle    2 .  00 

Jane,     Chaplin     2.00 

Sonnica,    Ibanez    2.00 

Fairfax    and   His    Pride.    Van    Vorst 2.00 

The   Passion    for    Life.    Hocking    2.00 

Genera] 

Empress    Eugenie.    2    vols..    Floury    9    00 

Social   Games  and    Group   Dancing.    Elsom    & 

Trilling      2.50 

Play,     Poulson  2.00 

The  St.   Paul  of  India.  Singh    •     1 .50 

The    Moody  of   Japan,    Kanamori    1 .50 

With   Grenfell   on   the    Labrador.    Waldo 2.00 

Work   and    Play    in    the    Grenfell    Mission. 

Greeley     . 2.00 

Quiet  Talks  About   Life   After  Death.   Gordon      1.50 

Spiritualism,    Kernahan    75 

Pussyfoot    Johnson.     McKenzie     1.50 

Lest     We     Forget.     Black      2 .  00 

The  Three-Hour  Sermon,  Speer    1 .50 

Old   Plymouth   Trails,    Packard    3.50 

Sir  Victor  Horsley.   Pagett    7.00 

Mercier.     Kellogg      2.50 

The   Life  of  Joseph  Conrad.   Curie    1.60 

A  Short  History  of  the  Great  War.   Pollard   .      4.00 
The  Foundations   of  Sovereignty.    Laski    ....      3.00 

The  Forerunners.   Rolland    3  .00 

The   New    Unionism.    Budish    1   00 

God's    Smile,    Magnussen     *   2 .25 

Freedom   of   Speech,    Chaffee    4 .  00 

Present-Day     Paris     and     the     Battlefields, 

Story,     Somerville      , 2 .  00 

New   Italy,    Zimmern     2.50 

The    New    Germany.    Young    2.50 

The    Russian    Republic.    Malone    1 .25 

What  the  Workers   Want,  Gleason    5.00 

Bolshevism  at  Work,  Goode   1 .25 

Across  the  Blockade,   Brailsford   2.00 

Dark  water,    DuBois    2.50 

The    Casual     Laborer    and    Other     Essays. 

Parker    2 .  50 

A    Short    History    of    the    American    Labor 

Movement.     Beard     2.00 

Liberty   and    the   News.    Lippmann     1.25 

Economic  Democracy,  Gantt   1 .75 

The  New  World.   Comerford    2 .  50 

Morale,    Hall     4 .  00 

Recreations   of   a    Psychologist.    Hall 3.00 

The    Irish    Case    Before    tie    Court    of    Public 

Opinion 1-50 

Effective    Speaking.    Phillips     2.59 

The   Story   of  the   Engine,    Decker    2.50 

Juvenile 
A    Nursery   Story   of  the    Bible.    Pleasanton .  .      8.90 
A  Treasury  of  Heroes  and  Heroines.  Edwards     3.50 

The   Complete   Mother   Goose.    Edwards 2.25 

Uncle   Remus.    Frost    5 .  00 

Fourth    Down,    Barbour    ." 2 .  00 

Scott  Burton   on   the   Range,    Cheyney    2.00 

The  Winning  of  the  Golden  Cross.  FitzHugh     2.00 

The    White    Wolf.    Gregar    2.00 

Dick   Arnold  Plays   the  Game.   Silvers 2.00 

The  Pursuit  of  the  Apache  Chief.  Tomlinson     2.00 

Scouting    on    the    Border.    Tomlinson     2.00 

Wonder  Tales  of  the  World.   Armfield   2.50 

The  Shoemaker's  Apron,  Fillmore   2.50 

Tales  of  Enchantment  from   Spain.    Eells    ..      2.50 

Martin    Crusoe.    Bridges     2 .  00 

Diamond    Rock,    Lisle    2 .00 

The    Black    Buccaneer,    Meader    2.00 

Bob  Thorpe,   Sky   Fighter   in   Italy.    Bishop..      2.00 

The   Upward    Path.    Moton    1.75 

Typee.     Melville      2 .  00 

The    Refugee    Family,    Canfield     2.00 

Stories  for  the  Story  Hour,  Narzials   1.50 

Stories    for    the    History    Hours,    Niemeyer.  .      1.50 

Winners   in   Life's   Race,    Buckley...., 2.00 

The  Boy  Scouts'   Annual  for  Canadian   Boys. 

Mathiews    3.00 

The   Hidden    Islands.    Walder    1 .75 

Fun    With    the    Fairies.    Berkeley     1 .50 

[n    Story    Land,    Low    1 .50 

Czechoslovak,    Fairy   Tales,    Fillmore 2.50 

Bob   Thorpe,    Sky    Fighter    in    the    Lafayette 

Flying     Corps,     Bishop      1.75 

Bed  Time  Wonder  Tales.  St.  George  and  the 
Dragon,  The  Pied  Piper,  The  Sleeping 
Beauty,  Tom  Thumb,  and  Bluebeard.  John- 
ston       75 

The  Wishing   Ring.  Schorer 1 .25 

Poetry  and  Drama 

Miscellany   of   American    Poetry    2.50 

Plays.    Glaspell    -  ■  '0 

Modern  British  Poetry.  Untermeyer   2.5<\ 

A  Miscellany  of  British  Poetry.  Seymour.    .  .      2.0C 
McAroni    Ballads.    Morley    2.00 


The    Haunted    Hour.    Widdemer .  2.26 

Anthology  of  Magazine  Verse,  Braithwaite.  .  2.50 
The    Book    of    Modern    British    Verse.    Braith- 

waite     2 .  50 

The    Golden    Treasury    of     Magazine     Verse, 

Braithwaite     2    .50 

A   Guide   to   Russian    Literature.    Olginm.  ...  1.00 

Some   Soldier    Poets.    Moore    2.25 

New    Poems.  .  Roberts    1.25 

War   Verse,   cloth,    Foxcroft    1 .75 

War    Verse,    leather.    Foxcroft    3.00 

HODDER  &  STOUGHTON 

Fiction 

Blind    Marksman.    Moore .    $1.65 

Bull    Dog   Drummond,    McNeile    1   75 

Derek    Gascoyne,    Desmond     1 .75 

Everlasting    Arms,    Hocking     1 .  50 

Exterior  to  the  Evidence,   Fletcher    1   75 

First   Sir    Percy,    Orczy    1.75 

Girl    in   Fancy   Dress,   Buckrose    1.75 

John  Senechal's  Margaret.  Castle    1.75 

Lamp  of  Fate.    Pedler    1.75 

Man    With    Rubber  Soles.    Bannerman    1.65 

McGlusky  the   Gold   Seeker,    Hales    1.75 

Mysteries  of  a  Great  City.    La   Queux  1 .75 

Our    Kingdom,    Bojer    1.75 

Oh,    Miss    Maginty.     Nash     1.65 

Peregrine   in    Love.   Smith    1.75 

Penny  Plain,   Douglas    1 .75 

Scar,      Ayres      1 .  50 

Ramshackle   Adventure.  Champion    1.65 

Spring  Shall   Plant.   Hairaden    1.76 

Summons.     Mason      1  -7o 

Sweat  of  Thy  Brow,   Hocking    1.35 

Sweethearts   Unmet.   Ruck    1.75 

The  .Intriguers,    La    Queux    1.65 

Timber    Wolves,    Cronin     1.75 

Western    Delilah,     Houghton     1.75 

Poetry 
Collected    Poems  of  Rudyard  Kipling,  3  vols.  17.50 
Collected    Poetry   of    Francis   Thompson.    Vel- 
lum   lie     Luxe    ed 15 .  00 

(Jolden   Book  of  Songs  and   Ballads.   Brickdale  7.50 

Nights  at  the  Opera,    Michael    3.50 

Oxford    Shakespeare,    Dulac    5.00 

Oxford    Browning.    Dulac     5.00 

Oxford    Tennyson.    Dulac     5.00 

Rubaiyat    of    Omar    Khayyam.    Dulac.    large 

ed.,  $7.50  :  small  ed 3  .  00 

General 

Sweethearts   at   Home,    Brock    2.00 

Secrets  of   Crewe  House,  Stewart    2.00 

Story    of    the    Fourth    Army.    Montgomery.    2 

vols 25.00 

Stories    of    Arabian    Nights.    Dulac    f.'&O 

Sleeping    Beauty.    Dulac     3 .  00 

Tales  from  Hans   Anderson.   Dulac    7.50 

Tempest,    Dulac     "  50 

The   Prime   Minister,    Spender    3.00 

Raphael    Santi.    McCurdy     7 .  oO 

Heroines    of    Meredith,    Bedford    io0 

Little    Treasure    Island,    Mee    3.00 

Memories    and    Records,    Fisher     10.00 

My    Days    with    the   Fairies,   Dulac    7.50 

Christmas  Carol,  Michale   :i  •  50 

Days  Before  Yesterday.  Hamilton    I  00 

Dulac's    Fairy    Book     7 .  oO 

Dulac's    Picture    Book    '«• 

Golden  Book   of  Famous  Women.    Brickdale  7  .  nO 

MACMILLANS 

Fiction 

Black    Gold,'    Elliott $2.75 

Blind.    Poole     2.75 

Dead   Men's   Money,   Fletcher    2.25 

Development ;   A  Story,   Bryher 2 .25 

Diary  of  a  Nobody,  Grosmith 90 

Free     Soil.     Lynn      2.25 

Foolish    Lovers.    Ervine    2 .  2n 

Golden    Book   of  Springfield.    Lindsay    3.o0 

Hearts    of    Three,    London    2.75 

Homespun  and  Gold,  Brown   2 .2o 

Man   Who  Found  Himself.  Stacpoole    2.2o 

Mitch    Miller,    Masters     3.5? 

Moon   Calf.   Dell    2o0 

Mrs.    Warren's   Daughter.    Johnston    2.^0 

Noon    Mark,    Watts     2.7d 

One   After   Another,    Aumomer    2.25 

Pathway   of   Adventure.    Tyrrell    •• 2.00 

Romantic,     Sinclair     2.25 

Sea    Fighters,    Miller     *•«? 

Stranger.    Bullard    -  ■  -•? 

Tension,     DelafieM      *  -j™ 

Wind  Between  the  Worlds.   Brown    2.2o 

Works    of    Jack    London,    26    vols.,    each 1.60 

Juvenile 

Backwoodsmen.    Roberts     \\0 

Boy  Apprenticed  to  an  Enchanter.   Colum...  3.o0 

Children   of  Odin,    Colum    3.50 

Children   of   the   Wild,   Roberts 1    10 

English   Nursery    Rhymes    tset   to   music  i.     , 

Walter    2.25 

Enchanted    Forest,    Bowen    3.o0 

Feet  of  the  Furtive.  Roberts   1.10 

Hoof    and    Claw,    Roberts     1.10 

Irish    Fairy   Tales.    Stephens    5.60 

Isabel   Carleton   at   Home.    Ashmun    2.25 

Jimmy   Quigg.   Office   Boy,    Latham 2.25 

Jim,   the   Story   of  a   Backwoods   Police    Dog. 

Robeirts      1-10 

Kings    in   Exile,    Roberts    1  •  10 

Mehitable.     Adams     3.50 
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Mother  i                 ursery  Rhymes,   Walter....  8.60 

Neighbours     Unknown.     Roberts     1.10 

Secret    Trails,    Robert            1.10 

ox   the    Desert,    I  leming    2.25 

Spring   Flowers    iset    to   music),    Walter....  1.75 

Take   it   from  Dad.   Livermore 2.25 

Theodore     Roosevelt,     Pearson     ...  2.00 

Touchdown    and    After,    Hunting  2.25 

Poetry 

one,     Wilkinson     1.78 

Domeday    Book.    Hasten                             .  ...  3.00 

Flame    and    Shadow,    Teasdale     2.25 

Neighbours,    Gibson    2.25 

Reynard  the   Fox.  or  'lTu»  Ghost  Heath   Run 

(de    Luxe   Edition  i.    Masefteld    6.50 

Right   Royal,  Masefield    2.25 

Three  Taverns,  Robinson   2.00 

General 

Blue   Guide  to  England.   Muirhead    5.00 

Blue  Guide   to   London.    Muirhead    3.50 

Blue    Guide    to    Belgium    and    the     Western 

Front,     Muirhead      5.00 

"Book   of   Furs,    Laut                             6.50 

Democracy,     Viscount     Bryce,     2     vols 12.00 

History  of  the  Art  of  Writing,  Mason   6.00 

History    of    the    United    States    from    1X50    to 

1896,     Rhodes     18 .  00 

Letters     of      Travel.     Kipling     2.50 

Literature   in   a   Changing    Age.   Thorndike..  3.50 
Life  of   Benjamin   Disraeli.    Earl   of  Beacons- 
field,    vols.    5    and    li.    Buckle..- 6.75 

Life  of   Lord   Kitchener.   3   vols..    Arthur 16.50 

Life  of   General    Booth,    2    vols..    Begbie 12.00 

Outline    of    History,    Wells,    2    vols 12.00 

Old  at  Forty  or  Young  at  Sixty.  Carroll 2.25 

Pen    Drawing   and    Pen    Draughtsmen  :    Their 

Work   and   Their    Methods.    Pennell 100.00 

Poetic  Origin  and  the  Ballad.    Pound    2.25 

Sauntering    Along    the    Trail    of    the    Padres, 

Hall      6.50 

Social   Scandinavia    in    the    Viking    Age,    Wil- 
liams   6.50 

Soul   of   John    Brown,    Graham    3.50 

Splendid    Wayfaring,   Neihardt   3.50 

Straight    Deal.    Wister     2.25 

Thought    and    Expression    in    the    Sixteenth 

Century,    Taylor    • !i .  50 

McClelland  &  stewart 

Fiction 

Ancient   Allan,    Haggard. 
Affinities.    Rinehart. 

The    Autobiography    of    a    Race    Horse.    Yates. 
Abandoned     Farmers,     Cobb. 
The    Adorable    Dreamer,    Kirby. 
The    Bridge   of   Time.    Warner. 
Belonging,    Wadsley. 
The   Blower  of   Bubbles.    Baxter. 
Bonnie    Prince    Fetlar.     Saunders. 
Bruce,   Terhune. 
The  Chinese  Label.   Davis. 
The    Choice,    Weyl. 
Coggin,    Oldmeadow. 
The  Captives,   Walpole. 
The  Chaperon,   Croker. 
The   City  of  Endless  Night,    Hastings. 
The    Closing    Net.    Rowland. 
Danger,   Doyle. 
Dr.   of   Pimlico,    Le  Queux. 

The    Disappearance   of   Kimball    Webb.    Wrighr. 
The  Devil's  Paw.  Oppenheim. 
The  Explorer,  Maugham. 
The   Eyes  of  the   Law,   Hope. 
Eve  of  Pascua,   Dehan. 

Egan.    Hall.  _,    i 

The  Four  Roads.   Smith. 
The  Forging  of  the  Pikes,  North. 
From    Place   to   Place,   Cobb. 
Gallops    1   and    2,    Gray. 
The    Girl    on    the    Hilltop.    Gambier. 
The    Girl    of    O.    K.    Valley,    Watson. 
Glen  of  the  High  North,  Cody. 
Graydon  of  the  Windermere,  McKowan. 
The    Green    Eyes    of    Bast,    Rohmer. 
The  Golden   Goat,    Huard. 
The    Gateless    Barrier,    Malet. 
Happily    Married,    Harris. 
Invincible    Minnie,    Holding. 
In   the   House  of  Another,   Mantle. 
Imperfectly    Proper.    P.   O'D. 
In    the   Onyx    Lobby,   Wells. 
It  Pays  to  Smile,  Putnam. 
The   Lachance  Mine  Mystery.   Carleton. 
Lad :    A    Dog.    Terhune. 
Lady   Lilith.   McKenna. 
A  Little   Warrior,   Wodehouse. 
Loop  of   Gold.    Lyall. 
Mrs.    Craddock,   Somerset  Maugham. 
Mary  Minds  Her   Business,   Weston. 
The   Man   Who   Fell  Through  the   Earth.    Wells. 
The  Melwood  Mystery.  Hay.  Jr. 

The   Morning-Glory   Girl.   Winlow  and   Pocklingtoil. 
Midnight    of    the    Ranges,    Gilchrist. 
The   Middle   Passage,  Tooker. 
"No  Clue!"  Hay.  Jr. 
A   Place  in    the   World.  Turner. 
Painted    Meadows.    Kerr. 
Pink  Gods  and  Blue  Demons.  Stockley. 
The   Parts    Men   Play.   Beverley    Baxter. 
The   Prairie  Mother.  Stringer. 
A    Poor    Wise   Man,    Rinehart. 
The  Purple  Heights.  Oemler.  ' 
The   Quirt,    Bower. 
The    Red    Widow.    Le   Queux. 
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Responsibility,   Atrate. 
Rebels,    Ganz   and    Ferber. 
The  Roaring    Road,   Morgan. 
Che   Rain    Girl,    Hrent. 
The  :  !,  Judson. 

The   Slayer   of   Souls,    Chambers.    . 
r    Than    His    Sea,    Watson. 
The  Sleuth  of  St.  .lames'  Square,  Post. 
Sheila    Intervenes.    MeKenna. 
Samuel    Lyle,   Criminologist,   Crabb. 
She   Who    Was    Helena   Cass.    Rising. 
1  in  n   About   Tales.   Kice. 
This    Marrying.    Banning. 
Tamarisk   Town,   Smith. 
Tarzan   the   Untamed.   Burroughs. 
A  Tale  That  is  Told.  Niven. 
The  Top   of   the    World,    Dell. 
The   Vow    of   Silence.    Perrin. 
Whitewash.    Vachell. 
A    World  to  Mend,  Sherwood. 
Wang    the    Ninth,    Weale. 
The    Wildcat,    Wiley. 

Juvenile 
Adventures    in    Mother   Goose    Land.    Gowar. 
The  Airplane  Spider,  Murray. 
Adventures  of  Peter  Penguin,   Try. 
At   the  Sign  of  the  Two  Heroes.  Alden. 
The   Burgess    Animal    Book,    Burgess. 
Bowser,   the  Hound.   Burgess. 
Brothers    of    the    Wild,    Wood. 
The  Bird's  Christmas   Carol,   Wiggin. 
The  Boys'  Book  of  Magic,  Carrington. 
The    Bran    Tub. 
Best  of   All   Stories. 
A   Brownie    Robinson   Crusoe.    Herr. 
The  Boy  Scouts  of   Lakeville   High.   Quirk. 
The  Boys'   Book   of   Model   Boats.    Yates. 
The  Blue  Pearl.  Scoville. 
The    Cradle    Ship,    Howe. 
Cosy   Corner  Tales. 

Coxswain   Drake  of  the    Sea    Scouts,    Hormbrook. 
The  Crystal   Ball,   Gordon. 
The  Crimson   Patch,   Seaman. 
Burly  and  the  Aztec  Gold,  Ames. 
Dick    Arnold   of   Raritan    College,    Silvers. 
Dick   Arnold   Plays   the   Game,   Silvers. 
Fourth  Down,   Barbour. 
The  Green  Forest  Fairy-  Book.   Brady. 
Hoop-La. 

Hurry    for    Merry    Sherwood,    Walkey. 
Jimmy  Bunn  Stories,    Walker. 
The    Lost    Dirigible,    Barbour. 
The  Mark  of  the  Knife,  Ernst. 
Mystery   of   Maybury    Manor,   Wood. 
My    Dog's   Story,   Barbour. 

The  Mystery  of  the  Sea-Lark,  Barbour  and  Holt. 
Old    Granny   Fox,    Burgess. 
Paul  and  the  Printing  Press,   Bassett. 
Peggy  of  Toyland,  Marshall. 
The   Pursuit  of   the   Apache  Chief.    Tomlinson. 
Quarter  Deck  Bates,   Barbour. 
Rosaleen  at  School,   Wynne. 
The   Ring-Necked    Grizzly,   Miller. 
The  Secret  of  Everyday  Things,   Fabre. 
Shasta     of    the    Wolves,     Baker. 
Story  of   Peter  Pan   for  Little  People,   O'Connor. 
The   Silver   Prince,    Leonard. 
Secret  of  the   Sargasso   Sea,   Shaw. 
Silver    Shoal    Light.    Price. 
Stories  Told   Here. 

Scott  Burton  on  the  Range,  Cheyney. 
Stories  for   Good  Children,   Peck. 
Sergeant  Jane,   Matlack. 
Soolook,   Wild   Boy,   Snell. 
^Stories   of  Travel. 

Twilight  Series   for    Little    Folks.    Lancaster. 
A    Trip    to    Fairyland. 
l.vltyl,  Maeterlinck. 
Three  Little   Kittens,   Pyle. 
Tales    of    Wonder   and    Magic.    Pyle. 
Treasure    Mountain.    Turpin. 
Uncle    Wiggly    Series.    Picture    Books,    Garis. 
Us   and   the   Bottle-Man.   Price. 
The   Widow   O'Callaghan's  Boys,   Zollinger. 
The   Wanderings  of  Roly  and   Poly,  Wood. 
The   Winning  of   the   Golden   Cross,    Fitzhugh. 
The    White    Wolf,    Gregor. 

General. 
Abraham  Lincoln,  Charnwood. 
Biography  of   Archbishop  Benson.    Benson. 
Cardinal    Mercier's    Own    Story,    Cardinal    Mcrcur. 
Dictionary    of   Napoleon,    Richardson. 
Fifty  Years   in  the  Royal  Navy,   Scott. 
Father   Lacombe,   Hughes. 
The   Life  of  J.    Henry   Fabre,   Miall. 
Marse   Henry,    Watterson. 
My  Fighting   Life,   Carpentier. 
The   Soul   of    Abraham    Lincoln,    Barton. 
Auction   Made   Easy,   Foster. 
Charousek's  Games  of  Chess,  Sergeant. 
Chess    Openings,    Dumont. 
My  Chess   Career,   Caspablanca. 
The  Master  Auction,  Irwin. 
Russian   Bank,    Foster. 

Climbing   and   Rambling    Roses,    Thomas. 
Pansies   and    Violas,    Thomas. 
Practical    Amateur    Gardening,    Thomas. 
Rock  Gardening  for  Amateurs,  Thomas. 
Handbook  for  the  Practical  Farmer,  Hugh  Findlay 
"  The  High   Road  to   Health,    Kelly,   M.D. 
How  to  Reduce  by   Common-sense   Methods,    Don 
nelley. 


History    of    the    Japanese    People,    Brinkley    and 

Kikuchi. 
The   Little   House,   Coningsby   Dawson. 
Lorn:>  lackmore. 

The    Three    Musketeers,    Dumas. 
The    Blue    Bird,    Maeterlinck. 
Everyman's    Legal   Guide.    Meek.    K.C. 
Violin    Mastery.    Maartens. 
More   Hunting    Wasps.    Fabre. 
Cheiro's     Palmistry    For    All. 
Birth    Through    Death,    Watson. 
The   Coming   Science.   Carrington. 
Christopher.    Lodge. 
Dawn    of  the   Awakened   Mind.    King. 
Life   Everlasting   and    Psychic    Evolution,    Frings. 
Life   and    Destiny   of    Leon   Denis,    Wilcox. 
Sacred    and    Profane    Love.    Bennett. 
Three    Plays.    Manners. 
A    Man    of    the    People,    Dixon. 

Poetry- 
Acanthus    and    Wild   Grapes,   Call. 
Anthology   of   Humorous   Verse,   Wells. 
A  Canadian  Twilight,  Trotter. 
The   Guards  Came  Through,   Doyle. 
More    Poems,    Wilcox. 
Poems   New   and  Old,   Newbolt. 
Some    British    Ballads.    Rackham. 

GEO.  J.  McLEOD,  LTD. 

Fiction 

Agatha's     Aunt,     Smith     2.00 

Age  of  Innocence,  The.    Wharton    2.00 

Air    Pirate.    The,    Gull    2.00 

Adam   of   Dublin,   O'Riordan    2.00 

Black   Book.  The,  Bronson-Howard 2.00 

Door  of  the  Double  Dragon.   The.   Fitzalan..  2.00 

Eve  to   the   Rescue,    Hueston    2 .00 

Erskin    Dale,    Pioneer.    Fox    2.00 

Girl,  a  Horse  and  a  Dog,   A.   Lynde    2.00 

Heart    of   Hemlock.    Perry    2.00 

Hidden     Eyes.     Levison 2.00 

I've    Married    Marjorie,    Widdemer    2.00 

Ivory    Ball.    The,    Hotchkiss     1.75 

Joanna    Builds    a    Nest,    Tompkins    2.00 

Law    of    Hemlock    Mountain,    Lundsford.  . . .  2.00 

Man    to    Man.    Gregory    2.00 

Main    Street.    Lewis    2 . 00 

Mary     Wollaston.    Webster     2.00 

.Man    to    His    Mate,    A,    Dunn    2.00 

Mantle    of    Silence.    Rath     2.00 

Masked    Woman.  The.    McCulley    .- .  2.00 

Meet    'Em    with    Shorty.    Ford    2.00 

Moreton   Mystery.   The.   Dejeans 2.00 

Prologue,    Duganne 2.00 

Rambin'   Kid,   The,    Bowman    2.00 

Sirdar's    Sabre,     The.     Tracy     ' 2.00 

32    Caliber,    McGibney    2.00 

Torchy    as    a    Pa.    Ford    2 .  00 

Tutt    and    Mr.    Tutt.    Train    2.00 

Wilderness   Mine,   The.   Bindloss    2.00 

Yellow    Spider,    The.    Beecham     2.00 

General 

Westward  with  the  Prince  of  Wales.   Newton  2.50 

MUSSON  BOOK  CO. 

Fiction 

A  World  Remaking,  Barron    $2.50 

All-wool   Morrison,  Day    2 .  00 

Best   Short  Stories  of   1919,   O'Brien 2.00 

Book  of  the  Damned,   Fort   2.00 

Bob   Edward's   Summer  Annual.    Edwards...  .60 

Blood-red   Dawn,    Dobie 2 .  00 

Blue    Water,     Wallace     1-75 

Cockpit   of   Santiago   Key,    Greenberg 1.65 

Cherry    Isle,    Close     l.ln 

Caliban,    George    *.....  2   £5 

-  Daisy  Herself,  Ingersoll ■    •    •  \.1h 

Dennison  Grant,  Stead 1.5 

Duds,     Rowland 1  •  P0 

Efficiency    Edgar,     Kelland     1   50 

Everyman   for   Himself,   MoorhoUbe    ...  1.73 

Foolish   Matrons.   Byrne    2  00 

Getting   What  We   Want,   Edsor.    2.00 

Lightnin',     Bacon     1 .90 

Man   of  the    Forest,    Grey    2 .  00 

Peddler,    Rowland     2 .  00 

Paying    Mother.    McCarter    -T6 

Pierre   and   Joseph,    Bazin 2.00 

Poor  Relation.   MacKenzie    2.00 

Primitive     Society,     Lowie     3.2o 

Raymond   Robins'    Own    Story,    Robins    2.2o 

Story  of  the  Other  Wise  Man.  Van  Dyke   ...  3  00 

Stage    of    Fools,    Merrick     I-"5 

Skinner  Makes   It  Fashionable    Dodge   1  60 

Strangers'    Banquet.    Byrne     2.00 

Swing  of  the  Pendulum.   Spadoni   2.00 

Sweet    Rocket,    Johnson    2.00 

Tom  Sawyer.  Mark  Twain   ;i  ■  u0 

Thread  of   Flame,   King    2.25 

Turkey    Bowman. 

Under    the    Rose.    Johnson     2.00 

Vacation  of  the  Kelwyns.   Howells    -   2  > 

Vanity    Girl,   MacKenzie    *.2o 

Viking    Blood,    Wallace    L"' 

What's  the  World  Coming  To,  Hughes   a. 00 

Youth     Challenges.     Kelland     2.00 

Juvenile 

Bubble    Books    Series     1  •  j>* 

Ghild's   Book   of   Stories,   Coussins    l-OO 

Girls   of    Miss    Clevelands.    Embree    1.75 

Laboulaye's    Fairy    Book    :i •  ,0 
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Peter   Pan  and    Wendie,   Barrie   7.50 

Puss    in    Boots    

Princess  and  the  Goblin,  MacDonald   3.50 

Robin    Hood,    Creswick     3  jO 

Sandman's   Stories   of  Drusilla   Doll.    Walker 

Sandman's    Rainy-day    Stories,    Walker 75 

Trail    Maker's    Boys'    Annual    2 .  50 

Poetry 

Ballads  of  Old   New   York.    Guiterman 

Cheery   Way,    Bangs    

General 

An  American's  London,  Hale   2.25 

Alsace  in  Rust  and  Gold,  O'Shaughnessy 2.2.", 

Essays,    Howells    2.50 

Greatest  Failure  in  all   History.  Spargo 
Hither  and  Thither  in  Germany,  Howells.    . 

In    Berkshire    Fields,    Eaton     4 .  00 . 

Inside  Story  of  the  Peace  Conference.  Dillon 
John    West    and    His    Red    River    Mission, 

Heeney   35 

Ludendorff's  Own   Story,   Ludendorflf 8.o0 

Leaders    of    the    Canadian    Church 3.00 

Minstrel    Weather,    Storm     

Moments    with    Mark   Twain,    Paine 1.6» 

Memoirs  of  Life  and  Literature.  Mallock.  ...      3.00 

My   Memoirs,    Von    Terpitz    "  ■  50 

Now  It  Can   be  Told,   Gibbs    3 .  o0 

Our  Unseen   Guest   -  —  ' 

People  of  Destiny,   Gibbs   2.60 

Pyle's   Book    of   Pirates    "  •  50 

Recollections  of  a  Police  Magistrate.  Denison     3.00 

Secret    Springs,    O'Higgins     

Short   Life   of   Mark    Twain.    Paine    

Unknown.    Flammarion    ■• Z.Z6 

Up  the  Seine   to  the  Battlefields,  Dodd 3.50 

Vagabonding    Through    Changing    Germany. 

Franck   : •■  ••••  •  •  ■■■  ■  •     4-°° 

Villiers :     His    Five    Decades    of    Adventure. 

Villiers   b1' 

Voice  Education,   McLellan    £  ■ »« 

Wood-Folk    Comedies.    Long    3 .  aO 

THOMAS  NELSON  &  SONS 

Fiction. 

Arethusa.    Crawford     *°  In 

Alice  for  Short,   De  Morgan    »■ 

Beyond    the    Pale,    Croker    °" 

Dr.    Claudius.    Crawford    »JJ 

Fond    Adventures,    Hewlett    ■»■ 

Greenmantle,     Buchan     ™ 

Hero    of    Now-a-days,    Lermontov »« 

It   Never  Can   Happen   Again.    De    Morgan..  o« 

John    Charity.     Vachell     ™ 

Marcella.    Ward     ■ ?" 

Mr.    Justice    Raffles.    Hornung    j>» 

Potter's    Thumb.    Steele  f .'» 

Princess^  Passes.    Williamson    ?» 

Raffles,     Hornung     '.'" 

Rest   Harrow,   Hewlett    a" 

Roderick   Hudson.  James    °» 

Wages  of  Sin.   Malet   : -,u 

Juvenile 

At    the    Farm     

At    the    Zoo    • r'" 

Braves  White  and  Red.  Saxby   j  •  J» 

Baby's     Annual      1" 

Birthday    Present    ou 

Bedtime     Stories     

Bee,   Paul   and   Babs    •" 

Briar   Rose    Book    *■& 

Children's    Treasury     "' 

Christal's    Adventure.    Chesterton.    ■ 

Chummy  Book    ' ' . 

Emperor's    Medal.    Batley    l-»» 

Funny     Fables      ■ 

Freda's   Fortune,    Imlock    i  ■  "^ 

Gift   From   the   Sea    •*! 

Home    Fun,    Bullivant    •■ }••? 

Humpty   Dumpty  and  the  Princess,  Tvmpson     1.00 

In  a   Hand  of  Steel.   Creswick   J  ■«« 

In  the  Grip  of  the  Hawk.   Horsley    •?» 

Jolly     Book     i-'l 

Jolly  New  Rhymes   ■  °" 

John's  Visit  to   the   Farm    . .  . •« 

Little  Folks   Picture   Story  Book    . !•«» 

Midshipman   Rex   Carew.   V.C.,  Margenson..      2.00 

My  First  Book  of   British  History j>« 

My   First  Book   of   Flowers    •  °« 

Nan   and   Ken,   Wynne    lia 

General 

By  Sea  and  Land.  Young    ' 3 .  To 

Canterbury    Puzzles.    Dudeney    J-«£ 

Harvest   of   Japan,    Luffman    .. ■•      »-g 

Little  Mother  Who  Sits  at  Home,  Barcjmska     l.Z» 

Operas  of  Wagner.   Hadder J-Jl 

Sketching    Without    a    Master.    Brown l-Tfl 

South  African  Forces  in  France,  Buchan o  «« 

Juvenile 

Nice    Stories J '    . 

Nursery    Rhymes    and    Fables    *•"" 

Once  Upon   a  Time J  • 

Pair,  of   Red   Polls.   Quiller-Couch    1   »° 

Patay   Book    15 

Peter's    Adventure    23 

Posie    Poetry    Book     

Punch    and    Judy    ' 

Snow   Queen    

The  '  Twins    •  •  -  ■ - 

Wee    Folks    Picture    Story    Book    Jj 

Wee  Tales  for  Wee  Folks    * 

When  Mother  Was  in  India.  Tempest   1.JJ 

Work    and    Workers     1  •-» 
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RYERSON    PRESS 

Fiction 

Adventurous     Lady.     Snaith     >2  .  00 

Anne,    Hartley    2.00 

An    Imperfect    Mother,    Beresford    2.00 

Anderson   Crowe,   Detective.   McCutcheon.  . .  .  1.90 

Beryl    in   India,   Stratford    1 .75 

Black  Bartlemy's  Treasure.  Farnol   2.00 

Come    Seven,    Cohen    2 .00 

Cross    Pull,    Evarta    1 .7,"> 

<  Cry  of  Youth,    Ix>mbardi    1  .75 

Daisy    Ashforth.    Her    Book,    Ashford     .......  2.00 

Door  of  the  Unreal,  Biss   2 .  00 

Diana  of  the  Enhcsians.   "Rila"    1 .75 

Geste   of   Duke  locelyn.    Famol    1 .75 

Gold    Girl,    Hendryx    2.00 

Great    Leviathan,    Barker    2.00 

Gray   Dusk,   Cohen    1.7") 

Hand    in    the    Dark,    Rees     2.00 

Happy    House,    Abbott     2 .  00 

Heart  of  Unaga.   Cullum    2.00 

Husband,   The,    Anstruther    1 .75 

In  the  Shadow  of  Lantern  Street,  Woodworth  1.75 

Invisible    Foe,    Miln     1.25 

Joan    of   the   Island,    Barbour    2.00 

Jew.    Heller    1.75 

House    of    Baltazar,    Locke    2 .  00 

Lotus    Salad,    Cran     1.75 

Love  and  the  Crescent.   Inchbold   1  .25 

Love  of  Long  Ago  and  Other  Stories.  Core|li  2.00 

Lucinda,     Hope      2 .  00 

Mysterious  Affair  at   Styles,  Christie     2.00 

Madeline  of  the  Desert,   Weigall    2.00 

Master  of  the  Commandery.   Sedgwick    1.75 

Molly's  Substitute  Husband.   McConn    2.00 

Miss    Lulu    Bett,    Gale    1.75 

Night    Horseman.     Brand     2.00 

Nancy   Goes   to  Town,   Sterrett    2.00 

Oh,    Mary,   Terrell    1  .  75 

Outlay.    Hewlett    1.75 

Pawn   in   Pawn,  Sharp    2  .  00 

Poor   Man's   Rock.    Sinclair    2  .  00 

Prairie     Flowers,     Hendryx      2 .  00 

Returned    Empty,    Barclay    2  .  00 

Rachael,     Turner :  .75 

Reluctant,  Lover.    McKenna    1.25 

Shadow  of  the  Mosque.  McDougall    2.00 

Scarred   Chinn,    Payne    *  .  .  1.75 

Sunny    Ducrow,    Cooper    2 .  00 

Sheila    Intervenes,    McKenna     1.25 

The    Trap,     Foster     2 .  00 

Triple   Mystery.    Luehrmann    1  .75 

Tobias   of    the    Light,    Cooper    1.75 

Trailin',      Brand      2.0ft 

Voice  of  the   Pack,   Marshall    2.00 

Watch  Dog  of  the  Crown.  Knipe   2.00 

Wider    Way.    Patrick     2.00 

West    Wind    Drift.    McCutcheon     2 .  00 

William,   an  Englishman.    Hamilton    1.25 

Mr.    Wu.    Miln     1.75 

Juvenile 
Betty     Gordon     Series,     By     author    of    Ruth 

Fielding     Series     1  .  00 

Boy   Scout's    Diary    for    1921     10 

Boys'   Book   of  Frontier   Fighters,   Sabin    ....  1.75 

Boys'    Book  of  Indian    Warriors.   Sabin 1.75 

The    Girl   Scout    Pioneers.    Garis    1.00 

The  Girl  Scouts  at   Bellaire.    Garis    1.00 

The    Girl    Scouts    at    Sea    Crest.    Garis 1.00 

Jane   Allen   Centre,    Bancroft 1.75 

Neptune's  Son,   Holland    1.75 

Patsy   Carroll   in   the   Golden    West.    Gordon..  1.75 
Scout's      Book,      Powell      Ian      excellent     gift 

book    for    Boy    Scouts  I     2.50 

Seoul's    Book     of    Heroes.     Ptlwell     2.00 

Poetry 

The    Poems  of   Robert   Burns.    Hughes    :{ .00 

General 

As    You    Were,    Bill,    Streeter    i.OO 

Auction   Helps,    Blackburn    1.25 

Book    on     Angling.     Francis I. SO 

Charm    of    Oxford.    Wells    « .  00 

Diplomatic  Reminiscences.   Nekludoff   5.0ft 

Elsie's   Girlhood,   Finley    75 

Goin'    Fishin',    Carroll     3. 50 

Great '  Southland,   Koebel    1.00 

Korea's   Fight  for   Freedom.    McKenzie 2.25 

Life  of  Queen   Alexandra,   Trowbridge 5.00 

Love   Letters   of   Bill    to   Mable,   Streeter. . . .  2.00 

Line's    Busy,    Ullum    1 .  00 

Meaning    of    Socialism,    Glasier     1.75 

Parliament  and  Revolution.   MacDonald    ....  1.75 

Paper  Making  and   Its  Machinery,    Chalmers  7.00 

Potterism,     Macaulay      :- 2 .  00 

Prisoners   of   the    Red    Desert.    Williams.  ...  2.00 

Relativity,     Einstein      1.75 

Rubaiyat  of   Omar   Khayyam,    illustrated    by 

Tagore     :?  .00 

Road   to    Endor,    Jones    2.00 

Rachael   Comforted,    Maturin    2.00 

Study  in  Canadian  Immigration,  Smith 3.00 

Sniping    in    France.    Hesketh-Prichard 3.00 

Spiritual  Voices  in  Modern  Literature,  Davies  2.00 

Studies  of  Plant  Life  in   Canada,   Traill....  2.50 

Scrambled   Eggs.   Mackall    1 .  50 

Stories  of  the  British  Empire,  Maulmachar   .  1.50 
Verena    in    the    Midst,    Lucas. 

Way    of    All    Flesh,     Butler 2 .00 

We   Need   the    Business,    Austrian    1.00 

When    Labour    Rules.    Thomas' 2.25 


,v 
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Make  This  a  Book 
Christmas 
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ROBINSON  REMINDER 


Each  memo  goes  on  a  separate  perforated  coupon. 
When  attended  to  it  is  torn  out.  This  leaves  Live 
Notes  Only  for  instant  reference,  removing  the  last 
excuse   for  forgetting.     Handy  pocket  in  cover. 

How  It  Does  Sell! 

Over  a  million  in  use  already  and  the  demand  in- 
creases daily.  Millions  yet  to  be  sold,  and  will  be, 
by  the  hundreds  of  far-sighted  dealers  who  are  out 
for  this  business.  Best  National  Magazines  in  the 
country  are  used  to  speed  up  "turnover,"  and  we  sup- 
ply dealers  with  high-class  colored  window  cards, 
brilliant  translucent  counter  signs,  and  other  adver- 
tising helps  to  enable  them  to  connect  up  with  this 
powerful  publicity. 

Ask  Now 
For  Your 
PROFIT 
On  These 
Retail 
Prices 


Size    1! 

:',x."i  in 

$1.2:. 

1.75 

2  50 

2.75 

3.00 

.7:. 

.25 


Reminder    with    extra    filler* 

Black    I.eallier 

Cross    Grain    Leathei 

India    Calf 

Cowhide 

Genuine    Morocco 

Imitation    Leathei 

Cloth     (without     extra    tiller) 
Ladies    Shopping    Reminder 

With    Pencil    and    Extra    Filler 

Mack    Leather 

Talent     Leather    or    Cross    drain 

Morocco,    Cowhi  it-   or    India    Calf 
Extra  Fillers  :  -    Per    •Inzen:      size    B, 
$1  mi;  size  L,   70c.     Gold   name  on   cover  25c  extra 
Prices    changed    without    n 

ROBINSON  MFG.    CO. 

74  ELM  ST.,  WESTFIELD,  MASS.,  U.S.A. 


Size    A 

3'Axi  in. 
$2.00 
2.75 

4.00 
LOO 

Size    1. 

j",x::;i    in 

$1.50 

1.75 

2.25 

75c;    Size    . 


Nationally  Advertised  in 
SATURDAY  EVENING  POST 

LITERARY  DIGEST 

AMERICAN,  MACLEAN'S 

METROPOLITAN,  and  Elsewhere 


Accept  No  Imitation 


Live 

Notes 

Only 


Perforated 
Coupon  fl& 

Pages  iDl* 


Tear  Out 

When 

Attended  To 


OYvflolo     | 

JHeplione,     he 

Index  J         »vJ 


The  Crownolo 

Telephone 

Index 

Makes  a  much  ap- 
preciated gift  for 
Christmas. 


They  are  made  in  four  styles 

Mat  Board  50c  retail 

Karatol  1.25 

Skiver  2.50     " 

Genuine  Seal        3.50 
Liberal  discounts  to  the  trade 

Manufactured    by 

Crown    Stationery    Co. 

12  West  17th  St.,  New  York  City 


SHAMROCK  YACHTS 

British  Manufacture 


Made 

in 

4 
Sizes. 

One 

Million 

Sold 


i                       •"-*      w 

Length 

of 

Hull 

8 

11 

14 

17 
Inches 


Cheapest   Toy  Boat  in  England 

All  Models  will  sail  and  self-right  themselves 

after  being  submerged. 

For  Packing,  all  sails  and  masts  fold  down. 

Perfect  workmanship  mid  material. 

THE    ISLAND    TOY    &  MANUFACTURING 
CO.,  LTD. 

Grove  Road,   Walthamstow,    London  E.  17,   England 
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I  Built  This  Dandy 
Moving  Stairway 
With  MECCANO 


BEAM    ENGINE 


TOWER  WAGON 


ELECTRIC 
LOCOMOTIVE 


$1250 

PRIZE  CONTEST. 

SEND  FOR 

ENTRY 

BLANK 


You  Can  Build  These  Models 


MECCANO 

Toy  Engineering  for  Boys 

WITH  Meccano  you  can  build  hundreds  of  fascinating 
models  in  shining  steel  and  brass,  and  with  your  Mec- 
cano Motor,  make  them  run  like  real  machinery.  Say, 
but  it's  loads  of  fun !  Think  of  building  a  Crane  that  lifts 
weights  and  swings  them  anywhere  at  a  touch  of  your  hand — 
an  Electric  Locomotive  that  pulls  a  train — a  Lighthouse  with 
lights  that  flash  red  and  white !  Yet  you  can  easily  build  these 
and  countless  others  just  as  interesting. 

You  can  have  a  new  toy  every  day.  The  more  you  build,  the 
more  you  can  build.  You  don't  have  to  study  a  bit.  Read  the 
simple  instructions  and  the  fun  is  on ! 

Meccano  building  is  a  glorious,  absorbing,  manly  sport  for 
every  day  in  the  year. 

Tell  Dad  you  must  have  Meccano  for  Christ- 
mas. Outfits  may  be  had  at  prices  from  $1.50 
up  to  $55.00.  Ask  your  dealer.  If  he  hasn't 
Meccano,  write  us. 

Boys,  Send  for  FREE  XMAS  BOOK 

called  "Meccanoland."  Contains  the  inventor's 
own  story  of  Meccano  and  over  50  pictures  of 
models  and  boys  building  them.  Just  the 
thingto  help  you  and  Dad  to  pick  out  your 
Xmas"  gift.     Get  yours  early! 

MECCANO  Company,  Inc.,  Div.  Z,  71  W.  23rd  St.,  New  York  City 


DEALERS 

Handle    Meccano. 

It  is  British 

made 

and     duty 

paid. 

Get     prices 

and 

also    detai 

s    of 

advertising 

help. 

WINDMILL 


GIRDER     CRANE 


You  Can  Build  Hundreds 
Of  Fascinating  Models 


HELTER     SKELTER 


MOWER 
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"MODELLIT 


J>  A  Joy  to  Children 

The  Perfect  Modelling  Material 


Plastic 
Odourless 
Antiseptic 

Cleanly 

Removable 

with 

Water. 

Made  in 
Eleven 

Attractive 
Colours. 


Boxes  at 
Popular 
Prices. 


One  Pound 

Blocks  for 

[  Educational 

Purposes. 


Write  for 

further 

particulars. 


THE  MODELLIT  MANUFACTURING  COMPANY, 

19,  BRUNSWICK  STREET,  ST.  PAULS,  BRISTOL,  ENGLAND 
Canadian    Agents:     MENZIES  &  CO.,    439    King    Street    West,    Toronto,    Canada 


M 


I 


Celluloid  Toys  and  Games  for  Immediate 

and  Xmas  Selling 

DOLLS,     GAMES,     TINSEL     DECORATIONS,    ETC. 

You  can  attract  Big  Business  to  your  store  with  a  selection  of  celluloid  toys  for  the  Kid- 
dies. We  carry  in  stock  the  largest  range  of  Celluloid  Toys  in  Canada.  Don't  just 
stock  them — Get  a  real  selection  for  one  of  the  best  season's  business. 

Additional    lines    we    handle: 


Picture  Books 

Toy  and  Building  Blocks 

Dolls 

Games 

Tinsel   Decorations  for  Xmas 

Fancy  Goods 

Leather  Bill  Folds 

Chess  and  Checkers 

Checker  Boards 


Dominoes 
Playing  Cards 
Men's  Belts 
Boston  Garters 
Boston  Arm  Bands 
Shaving  Brushes 
Toilet  Articles 
Manicure  Sets 
In  Rolls 


If  our  travellers  have  not  called  on  you  yet — Do  not  Wait;  write  for  sample  lots  at  once. 
Our  sample  parcels  of  Celluloid  Toys  and  Games  are  priced  from  $30,  $40,  $50  or 
higher.     Be  sure  you  state  value  of  sample  parcel  required. 


E.   DAVIS   &   CO., 


Drummond     Building 
MONTREAL,      P.Q. 


PROMPT    DELIVERIES 
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There's  Real  Joy  at  Christmas 
Time  With  Toy  Balloons 

One  of  the  greatest  joys  of  the  year  is  to  enhance  the  happiness  of  boys 
and  girls  at  Christmas  Time. 

Do  not  overlook  the  extraordinary  effectiveness  of   toy  balloons  for   the 
Christmas  tree  and  other  decorations. 

The  Eagle  Rubber  Company  manufactures  Toy  Balloons  exclusively.     The 
range  is  immense  and  gives  every  scope  for  heavy  sales  in  the  total. 

Ask  to  See  Special  Xmas  Box 

Here  are  some  of  the  popular  numbers: 

A — Air   and    Gas    Balloon,   12   sizes,    inflating    4   to   36    inches   dia. 

I) — Airship  Balloon,  6  sizes,  inflating;  12  to  30  inches  in  length. 

C — Valve   Balloon,  long  and  round  shape;   25  sizes. 

D — Sausage  Squawker  Balloon,  assorted  colors;   5  sizes. 

E — Round  Squawker,  assorted  colors;    11  sizes. 

F — "Baby   Squawk,"    length   9    inches  over  all. 

G — Jumbo  Squawker,  assorted  colors;  length  9  inches  over  all. 

H — Bagpipe,    four    note;    9    inches   over  all. 

I — Bagpipe,  three  note ;  length   5%   inches  over  all. 

J — Bagpipe,  four-note  tone  pipe,  single  note  Drone,   each   in  box. 

K — Watermelon   Balloon,  inflates  30  inches  long. 

When  purchasing  balloons  be  sure  to  specify 

"Eagle  Brand"  Balloons 

If  you  do  not  you  are  liable  to  get  balloons  that  are  of  inferior  quality 
that  will  disappoint  you. 

THE  EAGLE  RUBBER  CO. 

ASHLAND      -      OHIO 

Canadian  Agents: 

MENZIES  &  CO.,  LTD.     -     439  King  St.  West 

TORONTO,  CANADA 


BOO  K  8  K  I.  I.  !■:  1!      A  X  I)      ST  A  T  I  ()  X  K  It 


Toys  and 
Dolls 


FEW  items  of  goods 
for  holiday  gifts 
constitute  so  important 
a  line  as  toys  and 
dolls,  more  particu- 
larly because  of  the 
manner  in  which  they 
loom  up  when  one  con- 
siders the  children. 

What  would  Christmas 
be  for  children  without 
gifts? 

What  gifts  for  children 
excel  toys  and  dolls? 
These  terms  cover  a 
wide  variety  of  goods, 
from  articles  costing  a 
few  cents  apiece  up  to 
much  more  pretentious 
gifts. 


DOLLS 


Toy  Tea  Sets 

Toys  And  Novelties 

Import   1921  Delivery 


T  is  recognized  by  the  trade 
1  that  MORIMURA  DOLLS 
are  superior  in  finish  and 
workmanship.  v  • 

They  have  beautiful  bodies, 
finely  finished  bisque  heads, 
French  glass  eyes,  perfect  wigs. 


MORIMURA   BROS. 

IMPORTERS 
53  West  23rd  St.  New  York 
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Qjttit  for  Q\)vi&tm&& 


Choose 

Gifts 

Carefully 


Efficiency  in  buying  is  a 
term  that  may  have  rather 
a  heartless  sound,  associ- 
ated with  Christmas. 

There  should  be  no  re- 
straint in  making  it  a 
happy  time  for  all,  but  it 
is  a  fact  that  more  lasting 
pleasure  can  be  given  if 
gifts  are  wisely  chosen. 

By  choosing  something 
that  does  not  perish  in  a 
few  days  or  a  few  months, 
but  will  last  more  than  a 
few  days  or  a  few  weeks, 
the  feeling  of  apprecia- 
tion in  the  mind  of  the 
recipient  will  be  similarly 
long-lived. 


SLUCKETTS     f^ 
TERLINQ 
—  LINE U 


LOOSE  LEAF  DIARIES 

Among  the  many  resolutions  made  at  Christmas  and  New 
Year's  is  the  one  to  keep  a  diary.  If  the  resolution  is  kept,  it 
provides  a  source  of  much  pleasure  and  gratification  in  after 
years.  For  what  is  more  pleasant  than  to  turn  the  pages  of  a 
well-kept  diary  and  live  over  the  good  times  that  its  written 
words  bring  back? 

Why  not,  then,  provide  your  friends  with  this  means  of  enjoy- 
ment? Our  diary  is  perpetual,  the  leaves  are  good  for  any 
year  and  each  month  can  be  filed  away,  when  filled,  for  safe 
keeping.  It  is  bound  in  beautiful  Morocco  leather  and  is  made 
in  four  convenient  sizes.  It  can  also  be  used  as  an  appoint- 
ment book. 

LOOSE  LEAF  ADDRESS  BOOKS 


These  books  are  also  made  in  four  sizes  in  the  Morocco  bind- 
ing. The  alphabetical  index  enables  one  to  keep  addresses  in 
order  for  quick  reference.  New  leaves  can  be  added  at  any 
place  in  a  moment. 

BOTH   ARE  IDEAL  GIFTS  FOR  LADY  OR  GENTLEMAN. 

Manufactured   completely   in   Canada   by 

LUCKETT  LOOSE  LEAF,  LIMITED 

539-543  King  Street  West,  Toronto 
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Leather  Goods  for 


B 


The  Beauty  Box 

An  Ideal  Christmas  Gift 


We  have  produced  four  new  types  of  beauty 
boxes.  The  three  here  illustrated  are  styles  A,  B 
and  C.  They  open  like  miniature  suit  cases,  re- 
vealing mirrors,  change  purses  andr  in  the  ma- 
jority of  numbers,  several  other  fittings  for  the 
toilet. 

The  top  is  supported  when  the  bag  is  opened  with 
triangles  at  the  corners  so  that  the  side  which 
opens  will  not  fall  back  so  far  as  to  permit  the 
contents  to  fall  out  of  the  body  of  the  box.  The 
entire  box  is  daintily  lined  and  fitted  with  pockets 
for  toilet  articles,  but  the  feature  of  the  box  is  its 
splendid  roominess  and  smart  new  oneside  open- 
ing.    Produced  in  black  and  all  colors. 

The  prices  range  from  $40.00  to  $96.00 

a  dozen.      When  ordering,  use 

letters  under  illustrations 


Manufactured  by 


CANADIAN  LEATHER  PRODUCTS 


LIMITED! 


144  FRONT  STREET  WEST 
TORONTO 
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BOOKSELLER  AND  STATIONER 


Christmas  Gifts 


Other  New  Lines 

Ready  for  Early  Delivery 


Silk  and  Velvet  Burs,  $24.00  Top-Handle  Purses,  $15.00  to 

to  $96.00  doz.  $108.00  doz. 

_      ...      _  ...     .  '       ■  Strap-Back    Purses,   $8.50   to 

Lucille    Bags,    as    illustrated,  $ofi  nn 

$27.00   to   $108.00  a   doz.  *° 

Bill  Folds,  Letter  Cases,  Col- 
Music  Rolls,  $18.00  to  $36.00.  lar  Boxes. 


Place  your  order  early  to  be  sure 
of  getting  complete  assortments. 


4  . 


Manufactured  by 


CANADIAN  LEATHER  PRODUCTS 


LIMITED 


144  FRONT  STREET  WEST 

TORONTO 
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B  ()  0  K  S  E  I  \.  E  li      \  X  I)     S  T  A  T  I  O  N  E  R 


Most    Wonderful    arid    Mysterious 
Fortune  Teller  of  the  Age 

Intensely  amusing.  Tells  the  past,  present  and  future.  Two 
or  more  persons  resting  their  fingers  upon  the  table  cause  it 
to  move  about,  giving  intelligent  answers  to  any  questions 
asked. 

Made  of  highly  polished  hardwood,  in  box,  with  table  and  legs, 
retail,  $2.00. 


Parcheesi  and  Ludo 

The   most   popular  board   game   ever   invented. 

No.  1,  size  of  board  12%  x  12%,  retail $0  50 

No.  2,  size  of  board  14%  x  14%,  retail 0  75 

No.  3,  size  of  board  17%  x  17%,  retail 1   25 

The  New  Games  This  Year  Are : 


Baseball,  No.   1,  retail   

No.  2,   retail    

Magic  Circle,  No.  1,  retail 
No.  2,  retail 
No.    :i,    retail 


$0  50 

0   75 

$0  50 

0  75 

1  25 


Table  Soccer,  retail    $0  50 


Ups  and  Downs 

(Similar  to  Snakes  and  Ladders) 

No.  1,  retail  at  

No.  2,  retail  at   .    

No.  3,  retail  at 


$0  50 

0  75 

1  25 


Hal 


Fascinating  Horse  Race  Game 


No.  1,  retail 
No.  2,  retail 
No.  3,  retail 


$0  50 

0  75 

1  26 


Loto 

Sometimes  Called 
Housey-Housey 

Retail     50c 


ma 

No.  1,  retail.  .  $0  50 
No.  2,  retail .  .     0  75 


40c  Games 

Authors,  Lost  Heir,  Nations,  Old  Maid,  Peter  Coddles, 
Snap,  Tiddley-Winks. 

25c  Games 

Authors,    Lost    Heir,    Nations,    Old    Maid,    Snap,    Dr. 
Busby. 

15c  Games 

Golden  Locks,  House  That  Jack  Built,  Jack  the  Giant 
Killer,  Peter  Coddles,  Snap,  Old  Maid,  Authors. 

Checkers  and  Checker  Boards 

No.  0,      folding  board,  10      x  10,      retail $0  20 

No. .20,    folding  board,  12%  x  12y2,  retail 0  30 

No.  30,    folding  board,  14 %  x  14%,  retail 0  40 

No.  3%,  folding  board,  16      x  16,      retail 0  75 

Checkers,  retail  25c,  35c,  50c,  etc. 

Pocket  Folding  Cribbage  Boards 

130  folding  Rexine    $1  00 

140  folding  Leather    . . ." 1  25 

150  folding  Rexine,  with  dome  fastener 1  25 

160  folding  Leather,  with  dome  fastener   1  50 


THE  COPP  CLARK  COMPANY,  LIMITED 


495-517  WELLINGTON  ST.  WEST 


TORONTO 
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HOOKS  K  J,  L  E 


AND     STATIONER 


"I  can  sell  a  Brunswick 
in  half  the  time  it  takes 
to  sell  any  other  phono- 
graph" 

That's  what  the  manager  of  the  phonograph  department  of  one  of 
the  largest  department  stores  of  Ontario  told  us  the  other  day.  And 
many  other  dealers  have  said  the  same. 

The  Brunswick  is  the  quickest  and  easiest  phonograph  to  sell  be- 
cause of  the  exclusive  features  that  make  it  truly  "All  Phonographs 
In  One" — an  instrument  of  perfect  tone  quality  and  versatility — 
the  "Final  Phonograph." 

Two   Exclusive  Brunswick  Features 

that  contribute  to  make  the  Brunswick  the  best  phono- 
graph merchandising  proposition  for  you  : 

All-record,  All-needle  Ultona 

THE  ULTONA  is  an  exclusive  Brunswick  invention 
which  plays  ALL  records  exactly  as  they  should  be 
played.  By  a  mere  twist  of  the  wrist  the  Ultona  is 
instantly  adjusted  to  play  any  make  of  record  with  the 
proper  diaphragm,  the  correct  needle  and  the  exact 
weight. 

The  Oval,  ALL-  WOOD  Horn 

THE  ALL-WOOD  OVAL  HORN— built  like  a  violin- 
is  another  exclusive  Brunswick  feature.     Its  oval  shape  , 
and  entire  freedom  from  metal  solve  an  old  problem  in 
acoustics  by  allowing  tone  waves  to  unfold  in  a  way  . 
that  is  rich,  mellow,  and,  above  all,  natural. 


HOMOGRAPHS.      AND       RECORDS 


Made  in  Canada  by  the  Brunswick-Balke-Collender 
Company — a  concern  which  has  been  the  recognized 
leader  in  woodcraftmanship  for  nearly  eighty  years. 

The  finest  profit-proposition  in  the  music  trade.  With 
this  combination  you  can  build  up  a  phonograph  and 
record  department  that  will  prove  a  winner  from  the 
start. 

SEE  OTHER  SIDE 


51 


BOOKS E L  L  E R      AND     S T A  TIO X  E R 


sJ&run&ivick 


PHONOGRAPHS       AND       RECORDS 


MADE  IN  CANADA 


FILL  IN  AND  MAIL 
US  THIS  COUPON 
TO-DAY.  IT  COSTS 
YOU  NOTHING  TO 
KNOW  THE  FACTS. 


EXTRA  EQUIPMENT   INCLUDED  WITH 
EVERY  BRUNSWICK  YOU  SELL 

One  genuine  Jewel  Point  for  playing   Diamond   Disc 

Records. 

One     genuine     Ceylon     Sapphire     Needle     for  Patht1 

Records. 

200  steel  needles  for  Brunswick,  Victor  or  Columbia 

Records. 

Automatically  balanced  lid. 

Speed  Regulator. 

Automatic  Stop. 

Tone  Modifier. 

Effective  Co-operation 
In  Advertising  and  Sales  Helps 

Brunswick  advertising  in  the  newspapers  and  maga- 
zines is  always  striking  and  effective.  We  dwell  with 
great  strength  and  persistence  upon  the  Brunswick's 
superiority  in  TONE  and  its  exclusive  ULTONA  and 
ALL-WOOD  OVAL  HORN.  People  everywhere  are 
talking  about  the  Brunswick.  The  superiority  of  the 
Brunswick  method  of  reproduction  is  everywhere 
realized. 

In  addition  to  the  advertising  placed  from  head  office 
we  supply  you  with  a  great  variety  of  mats  and  stereos 
for  your  own  newspaper  advertising,  attractive  cata- 
logs and  special  circulars,  road  signs,  display  cards,  etc. 

Get  In  on  the  Christmas 
Demand  for  Brunswicks 

The  few  weeks  before  Christmas  is  always  a  harvest  for 
Brunswick  dealers.  Why  not  get  your  share?  The 
business  is  waiting  for  you.  With  Brunswick  Phono- 
graphs and  Records  you  can  make  your  store  the 
Mecca  of  Christmas  buyers.  Prepare  now!  Make  up 
your  mind  to  participate  in  Brunswick  profits.  Begin 
by  sending  us  the  coupon  printed  below  and  let  us  send 
you  full  particulars  and  price  lists.  Fill  in  and  mail  the 
coupon  now. 


r 


--COUPON 


The  Musical  Merchandise  Sales  Co., 
Dept.  B.S.,  79  Wellington  Street  W., 
Toronto. 

Without  obligation  you  may  send  to  the  address  below  price 
lists  and  all  other  information  concerning  the  special  dealer's 
proposition  on  Brunswick  Phonographs  and  Records. 


Name 


Address 


52 


Editorial  Comment 
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LIBRARY  CONGRESS 

MORE  than  ever  before,  the  Public  Libraries 
of  to-day  are  doing  active  and  most  effec- 
tive work  in  enlisting  the  interest  of  children  in 
books  and  reading. 

This  is  beneficial  to  the  interests  of  the  book 
trade  as  a  whole  and  not  the  least  consideration 
is  the  manner  in  which  this  missionary  work  is 
helping  and  will  still  further  benefit  business  in 
the  retail  bookstores  as  the  years  go  by.  Spe- 
cial interest  for  booksellers  attaches  to  the 
congress  on  boys'  and  girls'  work,  held  in  the 
Public  Reference  Library  in  Toronto  on  October 
25th  and  26th. 

Among  the  speakers  was  Miss  Clara  Hunt, 
chief  of  the  Division  of  Boys  and  Girls  in  the 
Public  Library  of  Brooklyn,  N.Y.  Her  subject 
was:  "Library  Work  for  Children — Does  It 
Pay?" 

"We  are  helping  the  boys  and  girls  to  grow 
up  to  be  good  citizens  of  our  country,"  said  the 
speaker.  "I  used  to  think  that  'useful  informa- 
tion' was  the  important  side  of  the  library 
work,  but  now  I  think  that  of  beauty  comes  first. 
Children  ought  to  have  the  green  fields  to  play 
in,  hills  to  climb,  mysterious  woods  to  explore, 
wild  flowers  and  birds  and  the  whole  horizon  of 
the  blue  sky,  but  we  shut  them  up  in  cities, 
some  in  ugly  tenements,  without  the  beauty  of 
cleanliness."  So  picture  books  and  fairy  tales 
had  played  a  great  part  to  give  these  children 
dreams  of  better  things  and  a  higher  standard 
of  living.  Books  of  occupation  had  kept  the 
boys  off  the  streets;  biographies,  stories  of  his- 
tory and  travel,  had  raised  their  ideas.  Dra- 
matic work  and  debates  had  been  conducted 
through  the  work  of  the  clubs. 

Booksellers  throughout  Canada  should  use 
their  influence  to  have  work  of  this  nature 
carried  on  in  the  Public  Libraries  in  their  res- 
pective communities. 


A  FINE  TRIBUTE 

"That  in  the  opinion  of  this  Congress,  it  is 
desirable  that,  with  a  view  to  the  encourage- 
ment of  closer  trade  relations  within  the  Em- 
pire, special  efforts  should  be  made  to  secure 
the  wider  distribution  of  trade  journals  through- 
out the  Empire,  and  that  more  favorable  postal 
facilities  should  be  accorded  by  the  various 
governments  to  this  end." 


The  above  is  a  copy  of.  a  resolution  unani- 
mously passed  at  the  meeting,  of  the  British 
Chambers  of  Commerce  held  in  Toronto.  It 
was  moved  by  Mr.  Symonds.  of  the  London, 
England,  Chamber  of  Commerce,  and  seconded 
by  Sir  Thos.  Mackenzie,  former  Prime  Minister 
of  New  Zealand. 

This  important  resolution  stands  out  in  bold 
contrast  with  the  effort  put  forward  by  M.  E. 
Nicholls,  director  of  National  Publicity  for  the 
Government  at  Ottawa,  to  legislate  the  trade 
and  technical  papers  out  of  business.  In  spite 
of  the  opposition  of  M.  E.  Nicholls  and  J.  E. 
Atkinson,  of  Toronto  "Star,"  the  Chambers  of 
Commerce  of  the  entire  British  Empire,  com- 
posed of  many  of  the  best  trained  business  and 
technical  experts,  has  seen  fit  to  pass  this  reso- 
lution, emphasizing  the  great  importance  of  the 
specialized  business  and  technical  press  to 
those  who  would  better  understand  conditions, 
in  the  various  parts  of  the  Empire.  The  inci- 
dent again  shows  the  need  of  our  governments 
selecting  men  of  clear-sighted  vision  to  look 
after  the  country's  welfare. 


WILL  HELP  EXCHANGE 

ECONOMISTS  are  counting  upon  seeing  an 
appreciable  reduction  in  the  exchange 
rate  on  Canadian  money  in  the  United  States 
after  the  marketing  of  Canada's  stupendous 
agricultural  crops  of  1920,  the  gross  value  of 
which  will  exceed  $2,500,000,000,  an  amount 
sufficient  to  wipe  out  Canada's  national  debt 
and  still  leave  a  nice  little  nest-egg  for  ey?ry 
Canadian  man,  woman  and  child. 

The  value  of  five  coarse  grain  crops  alone 
will  total  $1,250,366,000 — an  increase  of  57 
per  cent,  over  1919. 

The  per  capita  value  of  Canada's  field  crops 
in  1920  is  $227  compared  with  $165  in  1919. 
The  per  capita  value  of  the  United  States  crop 
in  1919  was  about  $122. 

The  gross  value  of  Canada's  agricultural 
products  represents  an  average  of  $3,335  per 
farm  compared  with  $2,634  in   1919. 

This  showing  augurs  well  for  Canada's  gen- 
eral well-being  in  1921. 


A  STORE  is  judged  in  large  measure  by  the  sort 
of  treatment  the  customer  gets  from  the  man  or 
woman  behind  the  counter. 
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News  of  the  Trade 
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LUXURY  TAX   STAMPS 

All  retail  merchants  are  now  required 
to  carry  a  sufficient  supply  of  luxury 
tax  stamps  and  use  these  for  the  collec- 
tion of  luxury  tax  on  articles  sold  by 
them.  Penalties  are  provided  for  those 
who  fail  to  observe  the  new  regulations 
by  trading  without  a  license  and  without 
using  the  luxury  stamps  on  and  after 
November  1.  Supplies  of  the  stamps 
have  been  forwarded  to  all  banks  and 
Inland  Revenue  officers  and  it  is  expected 
that  the  Collector  of  Customs  in  each 
district  will  have  on  hand  sufficient  of 
the  perforating  machines  to  supply  every 
merchant  in  his  district.  No  charge  is 
made  for  the  use  of  the  perforating  ma- 
chine, but  all  merchants  must  secure  a 
license,  the  fee  for  which  is  $2. 

DEATH  OF  CHARLES  E.  WARWICK 

The  death  occurred  in  Toronto  on  Oct. 
14  of  Charles  Ernest  Warwick,  who  was 
secretary-treasurer  of  the  firm  of  War- 
wick Bros,  and  Rutter,  with  which  firm 
he  was  associated  since  early  manhood. 

Born  in  Woodstock,  Ont.,  fifty-four 
years  ago,  he  came  to  Toronto  when  a 
lad  and  received  his  education  at  Upper 
Canada   College. 

He  took  a  great  interest  in  Zetland 
Lodge,  A.  F.  and  A:  M.,  was  a  member 
of  the  National  Club  and  the  Ontario 
Jockey  Club,  and  a  Conservative  in  poli- 
tics. In  religion  he  was  an  Anglican 
and  a  member  of  Grace  Church-on-the- 
Hill. 

He  is  survived  by  Mrs.  Warwick,  three 
sons,  W.,  W.  M.  and  S.  M.,  and  and 
one  daughter,  Miss  Helen. 

NEW  FACTORY 

Ratepayers  of  Wingham,  Ont.,  ap- 
proved of  a  by-law  granting  a  loan  of 
$10,000  and  a  fixed  assessment  of  $10,000 
for  seven  years  to  the  William  Gunn  Co., 
of  Saginaw,  Mich.,  which  will  operate  a 
phonograph  factory  in  Wingham  em- 
ploying one  hundred  persons. 

The  Dominion  Envelope  and  Carton 
Co.,  of  Toronto,  will  begin  operations 
nexr  spring  in  a  new  factory  to  be  erect- 
ed on  a  seven  acre  property  near  the 
Eastern  Gap,  purchased  from  the  Har- 
bor Commission.  It  is  the  intention  of 
the  company  to  erect  a  manufactory  of 
300  by  500  feet  in  dimensions,  and  a  uni- 
que feature  is  that  it  will  be  a  one-story 
building.  At  the  present  time  it  has 
two  five-story  structures  on  Duchess 
street,  and  the  company  finds  that  much 
time  is  lost  in  moving  from  one  flat  to 


another.  With  the  erection  of  the  new 
building  and  the  whole  working  force 
on  one  floor  the  company  hopes  for  in- 
creased output  and  efficiency.  This  is 
not  altogether  an  experiment  in  Tor- 
onto. One  or  two  other  firms  have  tried 
this  type  of  plant  and  found  it  success- 
ful. The  company  will  employ  350 
hands  and  perhaps  more.  The  lease 
runs  for  20  years  and  is  on  the  usual 
terms  fixed  by  the  Harbor  Commission- 
ers. 

A  recent  incorporation  announced  in 
the  Canada  Gazette,  is  that  of  "The  Mc- 
Lagan  Phonograph  Corporation,  Ltd.," 
Stratford,  Ont. 

P.  A.  Kennedy,  Brandon,  Man.,  spent 
three  weeks  in  the  East  last  month.  He 
was  accompanied  by  Mrs.  Kennedy.  Mr. 
Kennedy  is  Mayor  of  Brandon. 

One  of  the  resolutions  adopted  at  the 
Dominion  Trades  and  Labor  Congress 
at  Windsor,  Ont.,  was  that  steps  be 
taken  to  make  union  water-marked  paper 
more  available,  distributing  centres  to 
be  established  at  Winnipeg  for  the  West 
and  Montreal  for  the  East. 

EARLY    SHOPPING 

An  association  of  merchants  in  the 
U.S.  has  had  a  colored  card  prepared 
for  use  of  its  members  to  remind  patrons 
that  it  is  to  everyone's  advantage  to 
shop  early  this  year  for  Christmas  gifU. 
The  card,  which  is  twenty  by  thirty 
inches  in  size,  is  in  poster  style,  with  a 
portrait  illustration  of  a  pretty  girl 
clad  in  fur,  carrying  Christmas  pur- 
chases. Beneath  it  are  the  words:  "Do 
Your   Christmas    Shopping   Early." 

HAS  CANADIAN  SECTION 

Amongst  British  Chambers  of  Com- 
merce established  abroad,  that  of  Paris 
is  conspicuous  for  its  enterprise  in  serv- 
ing the  requirements  of  British  trade  and 
industry,  and,  furthermore,  it  possesses  a 
very  active  Canadian  section. 

The  committee  of  this  section  is  com- 
posed of  persons  themselves  interested 
in  trade  with  Canada,  and  consequently 
is  in  a  position  to  supply  all  the  require- 
ments of  Canadian  members.  The  mem- 
bership of  the  chamber  is  restricted  to 
firms  of  British  nationality;  it  receives 
no  subsidy  from  the  Canadian  or  British 
Governments,  and  carries  on  its  most 
necessary  work  entirely  through  the  sub- 
scriptions of  its  members.  To  enable  the 
chamber  to  take  up  a  firm  position  and 
thus  sufficiently  combat  foreign  compe- 
tition, it  very  naturally  deserves  to  con- 
tinue to  add  to  its  membership. 

Amongst  other  things  it  puts  its  mem- 
54  . 


bers  into  touch  with  suitable  agents  in 
France,  obtains  information  on  the  com- 
mercial standing  of  French  firms,  sup- 
plies exact  customs  classification  of 
goods,  notifies  changes  in  French  cus- 
toms duties  and  proposed  commercial 
legislation,  communicates  enquiries  from 
French  buyers  of  British  goods,  and,  fur- 
thermore, publishes  a  very  useful  bul- 
letin of  information. 

Applications  for  membership  should  be 
made  to  the  secretary  of  the  Canadian 
section,  British  Chamber  of  Commerce, 
Incorporated.  6,  rue  Halevy,  Paris. 

After  you  have  sold  the  discriminating 
customer  a  good  hair  brush,  a  little  talk 
on  how  to  keep  it  clean  and  sanitary  will 
be  in  order.  Tell  him  to  make  a  practice 
of  washing  the  brush,  and  the  comb,  too, 
in  a  solution  of  disinfectant,  a  teaspoon- 
ful  to  a  pint  of  water,  once  or  twice 
a  week. 

LIBRARY  NEWS 

Renfrew,  Ont.,  is  to  have  a  Carnegie 
Library.  The  amount  of  the  grant  is  to 
be  $16,000.  . 

THOMAS  McA'ULEY  DEAD 

Kingston,  Oct.  23. — Thomas  McAuley, 
aged  84,  in    business    in    Kingston     for 
nearly  fifty   years   as   a  bookseller  and 
bookbinder,  passed  away  this  morning. 
DEATH  OF  J.  G.  CLOKE 

The  death  occurred  in  Hamilton  on 
October  20  of  John  G.  Cloke,  who  was 
one  of  the  oldest  booksellers  and 
stationers  in  Canada,  having  been  in  the 
business  nearly  half  a  century.  He  was 
in  his  69th  year. 

He  came  to  Canada  from  England 
when  sixteen  years  old.  Before  estab- 
lishing the  firm  of  Cloke  &  Son  he  was 
with  the  late  John  Eastwood,  at  that 
time  a  prominent  bookseller  and  sta- 
tioner in   Hamilton. 

Members  of  the  trade  will  recall  that 
deceased  rendered  good  service  to  the 
trade  as  president  of  the  Retail  Book- 
sellers' and  Stationers'  Association  when 
that  body  was  in  existence  over  ten 
years  ago. 

THIEVES  GOT  KODAKS 

Burglars  have  been  operating  in  Kit- 
chener stores  of  late,  and  J.  C.  Jaimet 
&  Co.'s  book  and  stationery  store  was 
not  overlooked.  The  thieves  cut  out  a 
pane  of  glass  in  a  rear  window  on  the 
night  of  Sunday,  Oct.  17,  and  got  away 
with  over  $300  worth  of  kodaks  besides 
other  small  articles  easily  carried.  The 
police  were  not  able  to  apprehend  the 
thieves. 


Future  Looks  Good  to  All  Westerners 

Eastern   Business   Men   Are   Similarly   Convinced   When   They 
Travel  West— Impressions  of  A.  R.  MacDougall  in  Recent  Trip. 


MR.  MACDOUGALL,  head  of  the 
firm  of  A.  R.  MacDougall  &  Co., 
came  home  to  Toronto  in  Octo- 
ber, after  a  two  months'  trip  through 
the  Canadian  West,  with  his  faith  in  the 
merit  of  "Bookseller  and  Stationer"  as 
an  advertising  medium  fortified  by  what 
leading  stationers  in  the  West  had  to 
say  to  him  about  the  MacDougall  ad- 
vertisements as  appearing  in  this  paper. 
Mr.  MacDougall  said  that  he  had  found 
the  business  men  throughout  the  West 
imbued  with  the  utmost  confidence  in 
the  immediate  trade  prospects  and  the 
1921   outlook.     They  looked  for  gradual 


reductions  in  the  market  prices  of  many 
commodities  but  there  was  no  indication 
whatever  of  any  slowing  up  of  business. 
On  the  contrary  they  expected  that  the 
enormous  total  returns  in  money  from 
this  year's  Western  grain  crops,  con- 
servatively estimated  at  700,000,000 
bushels,  would  assure  the  very  best  busi- 
ness conditions. 

Mr.  MacDougall  expressed  the  convic- 
tion that  it  would  be  a  good  plan  for 
all  heads  of  concerns  to  make  trips 
through  the  West  at  reasonable  inter- 
vals just  to  keep  abreast  of  progress  in 
that  vast  section  of  Canada.     This  would 


invariably   strengthen   a   man's   faith   in 
the  future  of  the  Dominion. 

To  visit  Edmonton,  for  instance,  was  to 
come  face  to  face  with  the  enormous  de- 
velopment to  come  in  that  great  ter- 
ritory of  which  Edmonton  is  the  gate- 
way. This,  with  many  Easterners,  was 
a  nebulous  prospect  of  the  future  but 
with  Edmontonians  it  was  an  imminent 
eventuality.  By  going  West  people 
came  to  grips  with  the  realities  of  the 
West  and  these  realities  and  what  they 
clearly  indicated  added  immeasurably 
to  faith  in  the  great  future  of  Canada. 
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This  is  a  picture  of  the  second  prize  booth  at  the  Yarmouth  County    Industrial    Fair.    Yarmouth,   N.S.      It    is    the   booth    of    E.    J. 
Vickery,    bookseller   and   stationer.     The    maple    leaves   used    in   forming   the   name   are   real,   having   been    ironed   and   waxed. 


BOOTH  WON  SECOND  PRIZE 

This  month  Bookseller  &  Stationer 
takes  pleasure  in  reproducing  a  photo- 
graph which  is  an  indication  of  the  en- 
terprise of  one  of  this  paper's  oldest 
subscribers,  E.  J.  Vickery,  of  Yarmouth, 
N.S.  Recently  Mr.  Vickery  sent  in  his 
3&th  annual  renewal  subscription  to 
Bookseller  &    Stationer. 

This  picture  is  of  a  booth  which  Mr. 
Vickery  had  at  the  recent  Yarmouth 
County  Agricultural  and  Industrial 
Fair.  This  display  took  first  prize  as 
a  stationery  exhibit  and  was  awarded 
second  prize  in  the  competition  for  the 
best  booth  at  the  fair. 


The  maple  leaves  forming  the  name 
are  real,  having  been  waxed  and  ironed. 
Two  shades  of  brown  crepe  paper  were 
used  for  the  ends  and  top  of  the  display. 

Regina,  Oct.  28.  —  Strong  protests 
against  the  use  of  stamps  for  the  collec- 
tion of  the  luxury  tax  have  been  for- 
warded to  Ottawa  by  the  Regina  and 
Saskatoon  and  Provincial  organizations 
of  the  Retail  Merchants'  Association. 

The  retailers  regard  this  method  of 
collection  as  unfair  and  unbusinesslike. 
It  is  believed  to  be  unnecessary,  since 
under  the  new  system  of  licensing  the 
merchants  none  can  escape  making  re- 
turns and  paying  the  taxes. 
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RUSKIN— "COMEDIAN" 

At  an  engineering  school  a  student 
began  to  whistle  at  his  work  so  shrilly 
as  to  rise  above  the  turmoil  of  the  lathes 
and  mills. 

"Stop  that  whistling!"  demanded  the 
instructor. 

"But  Ruskin  praises  the  man  who 
whistles  at  his  work." 

"Don't  quote  your  musicThall  comedian 
to  me,"  was  the  stern  reply. 

Dundas,  Ont. — Buchanan's  Wallpaper 
Store  is  among  the  stores  that  promote 
business  by  means  of  newspaper  adver- 
tising, good  display  space  being  used 
in  the  Dundas  "Star." 


Novel  ScbciDCS 
1        Tbat  Have  Helped 

Business 


STATIONERY   "MENU" 

Grand  &  Toy,  of  Toronto,  do  some  good 
advertising  both  in  the  newspapers  and 
in  the  form  of  circulars  and  folders  of 
the  latter  an  original  Thanksgiving  "in- 
vitation" told  of  their  Fall  spread  of 
good  things  prepared  to  "satisfy" 
their  customers,  everything  fresh  and 
up-to-date.  We  do  not  intend  to  "hash 
up"  something  to  try  to  please. 

The    following    "menu"    was    given: 

<;rand  loose  leaf  ledger 

With   round  back  and  perfect  alignment 
of  leaves 
PENCILS 
Blue   Points,   Etc. 
FOUNTAIN  PENS 
Extra   Dry 
ENVELOPES        GLASSWARE        PEN- 
HOLDERS 
Choice    Cut  I 

FILING   SYSTEMS     DESKS     CHAIRS 
Served  in  the  Latest  Styles 
DESK  CALENDARS 
OFFICE   DIARIES   POCKET   DIARIES 
1921  Brands 
TO    ORDER 
Letter    Heads  Special    Blank    Books 

Loose  Leaf  Sheets 
Cards  Forms 

Stephens'  Writing  Fluid  Stafford's  Copy- 
Ink  Carter's  Red  Ink 
CHARGE   YOUR    INKWELLS 
-Music  by  the  E.  &  T.  Rubber  Band 

WINDOW  HINTS 

People  are  inquisitive  and  they  like  to 
linger  before  the  window  in  which  goods 
are  attractively  shown.  Keep  your  glass 
shining  all  the  time.  Don't  put  too  much 
merchandise  in  your  window  at  once,  or' 
too  many  kinds.  Make  it  easy  for  people 
to  concentrate  on  one  line  and  get  a  de- 
finite impression.  Window  displays  ap- 
pear to  better  advantage  at  night  than 
in  the  daytime.  The  lamps  should  be 
hidden  from  the  view  of  the  person  out- 
side the  window,  throwing  their  flood  of 
light   on  the   display. 

In  addressing  the  retail  merchants' 
convention  at  Vancouver,  C.  L.  Greer 
emphasized  a  point  with  regard  to  win- 
dow dressing:  that   is   of  first   class   im- 


portance to  every  retailer.  He  emphasiz- 
ed the  proper  placing  of  objects  in  the 
window.  There  are  some  ways  you  can 
place  a  cane,  or  a  pencil  sharpener  that 
seem  left-handed  to  the  beholder. 

"Try  it  out  yourself,"  said  Mr.  Greer; 
"stand  in  front  of  your  window  and  see 
whether  the  article  looks  as  if  you  could 
take  it  in  your  hand  right  as  it's  placed, 
or  would  you  have  to  put  your  hand  over 
or  around  it  to  take  hold  of  it?  Details? 
Truly — but  they  make  the  difference  be- 
tween the  window  that  has  the  pleasing 
appearance  and  the  one  that  you  can 
pick  it  out,  but  there's  somthing  wrong 
with  it." 

BOOK  CONTESTS 

At  a  meeting  of  the  Canadian  Litera- 
ture Club,  Toronto,  recently,  a  vote  was 
taken  on  "My  Favorite  Canadian  Book," 
and  the  book  that  received  th"e  most  votes 
was  "The  Golden  Dog,"  by  William 
Kirby. 

Why  should  not  contests  like  this  be 
conducted  by  booksellers  in  their  respec- 
tive towns.  Successive  contests  could 
be  held  covering  different  classes  of 
books;  My  favorite  book  for  boys;  My 
favorite  book  for  girls,  etc.  Try  it  out. 
It  cannot  fail  to  increase  interest  in 
books  and  promote  sales. 


WELFARE  WORK 

Large  institutions  are  coming  more 
and  more  to  a  realization  of  the  value 
of  promoting  esprit  de  corps  by  means 
of  welfare  work  within  an  organization. 
Many  have  their  own  clubs,  athletic, 
social,  literary,  etc.  An  indication  of 
good  work  accomplished  in  this  direction 
is  the  "Service  Bulletin,"  issued  by  the 
staff  of  the  White  &  Wycoff  Mfg.  Co.,  of 
Holyoke,  Mass.,  for  circulation  among 
employees  of  that  organization.  The 
current  issue  of  this  paper  has  12  pages 
and  it  is  full  of  good  inspirational  mat- 
ter as  well  as  news  and  gossip  about 
employees  of  this  concern.  One  feature 
of  interest  is  the  record  of  the  artivi- 
ties  of  the  Employees'  Mutual  Benefit 
Association. 

All  this  suggests  that  even  in  retail 
stores,  especially  the  larger  ones,  this 
general  idea  can  be  put  into  practice. 
Store  proprietors  by  encouraging  this 
idea  cannot  fail  to  promote  general  ef- 
ficiency among  the  employees. 


An  ignorant  friend  of  mine  took  me  to 

a  show. 
The  orchestra   played  "Hail,  the   gang's 

all  here." 
He  thought  it  was  the  national  anthem, 

and  he  stood  up! 
And  I  did,  too,  gol-darn  him. 


Advertise  Books  for  Comfort 

Picture  the  Joys  of  Reading  in  Your  Advertise- 
ments and  Books  Can  More  Readily  Be  Sold. 


"E 


VERYWHERE  have  I  sought 
peace,"  once,  centuries  ago,  cried 
a  venerated  saint,  "and  found 
it  nowhere  save  in  a  corner  with  a  book!" 
The  "Piper"  does  not  feel  qualified 
even  to  attempt  to  say  what  the  troubles 
were  that  harassed  him.  Beyond  a  vague 
idea  that  robber  barons  were  no  respect- 
ers of  the  cloth,  and  that  in  those  more 
exuberant  days  devils  used  to  invade  the 
cloisters  and  were  forced  out  only  by 
holy  water  and  ink  bottles,  his  mind  is 
quite  blank  on  the  subject.  But  the  point 
is  that  from  all  the  turmoil  of  his  troub- 
lous age  he  found  no  peace  "save  in  a 
corner  with  a  book."  There  he  sits  in 
the  "Piper's"  imagination — benign  and 
wise — almost  a  god.  He  wears  the  coarse 
robes  of  his  priory,  the  sandals,  cord  and 
tonsure.  The  warm  sun  streams  through 
the  leaded  windows  and  makes  a  yellow 
pattern  on  the  flagged  floor.  There  he 
sits  and  reads.  What  the  book  is,  the 
"Piper"  does  not  know — nor  really  care 
— but  as  he  opens  it  the  world  is  shut 
out.     He  reads  even  as  we  do  to-day — 


to   find    peace   and   forget    all    his    care. 

To-day  the  "Piper"  found  the  hours  at 
his  office  harassing,  the  city  streets 
noisy  and  sordid  and  rude.  It  rained  all 
day — a  tedious  drizzle!  That  ogre  of 
the  decade — the  H.  C.  L. — pursued  him 
unpleasantly.  The  dinner  at  the  club 
was  poor,  and  there  was  a  new  piano 
player  in  his  apartment  house,  but  in  a 
corner  by  his  fireplace  he  opened  the 
covers  of  a  book — and  found  peace.  Af- 
ter he  had  read  a  chapter  he  cared  no 
more  for  the  disturbances  of  the  day 
than  did  St.  Thomas  a  Kempis  care  for 
the  devils  and  robbers  of  his. 

With  any  one  of  many  good  new  books 
included  in  the  lists  featured  in  this  is- 
sue of  Bookseller  and  Stationer  many  are 
the  customers  of  every  bookseller  who 
could  similarly  settle  down  in  perfect 
peace.  The  bookseller's  part  is  to  get 
these  books  and  these  people  together 
and  to  accomplish  that  advertising  in 
the  newspapers  with  some  such  intro- 
duction as  the  foregoing  will  be  found 
most   efficacious. 


Retailers'  Advertisements  Reviewed 

Good  Ideas  Gleaned  From  Recent  Advertisements  of  Booksellers 
and  Stationers  in  All  Parts  of  Canada 


THERE  is  great  need  for  more 
''gray  matter"  being  infused  into 
many  of  the  newspaper  adver- 
tisements of  booksellers  and  stationers. 
Newspaper  space  costs  money  but  still 
we  have  the  spectacle  of  space  being 
absolutely  wasted  with  Hallowe'en  ad- 
vertisements on  November  1st,  Christ- 
mas advertisements  after  New  Year's 
Day  and  similar  unseasonable  announce- 
ments, either  because  the  merchant  for- 
gets or  is  too  lazy  to  change  the  copy. 

Newspapers  should  keep  hawk-like 
<eyes  on  their  advertisers  to  prevent  just 
such   advertising  waste. 

Then  again  there  is  need  for  more 
originality  in  advertising  and  less  of  the 
stereotyped  style,  such  as: 

"You  are  invited  to  inspect  our  stock." 

There's  no  kick  in   that  at  all! 

Start  off  with  "pep!"  If  the  adver- 
tisement is  designed  to  direct  attention 
to  toys,  for  instance,  it  might  take  the 
form  of  a  letter:  -From  the  office  of 
Santa  Claus." 

There  might  well  be  a  series  of  these 
addressed  to  boys  and  girls,  each  suc- 
cessive letter  including  definite  news 
about  certain  toys  which  the  retailer  is 
featuring  for  Christmas  trade. 

Each  letter  should  have  a  signature  of 
Santa  Claus'  name  reproduced  in  script 
so  as  to  make  it  more  striking-.  It  will 
he  found  that  the  children  will  take  an 
immense  interest  in  these  letters  from 
Santa  Claus.  The  letters  might  well  in- 
clude brief  news  of  old  Santa's  progress 
from  the  North  Pole  as  he  gradually 
approaches  that  centre  of  the  universe 
— the   little   old   home   town! 

Incidents  could  be  worked  in,  such  as 
mishaps  to  the  reindeer  or  other  minor 
delays.  The  parents  will  follow  such  ad- 
vertisements every  bit  as  closely  as  the 
children,  and  many's  the  laugh  they  will 
set  out  of  them.  By  putting  them  in 
good  humor  in  this  manner  the  pros- 
pects of  interesting  them  in  the  toys 
featured  in  the  successive  advertise- 
ments will  be  all  the  brighter. 

The  whole  plan  can  be  worked  out 
in  even  small  display  space,  and  can  be 
planned  to  deal  with  any  other  lines  of 
poods  for  children,  such  as  picture  books 
for  instance. 

This  will  serve  to  illustrate  what  is 
meant  by  seeking  to  put  originality  in 
newspaper  advertising. 

The  merchant  should  prepare  all  ad- 
vertisements with  the  utmost  care  to 
make  them  productive  to  the  largest 
possible  degree,  and  publicity  should  be 
planned  well  ahead.  Never  wait  until 
the  very  last  minute  and  then  be  satis- 
fied with  dashing  off  something  that  is 
merely  a  space-filler.  Make  every  ad- 
vertisement  count. 


Winnipeg,  October  7. — Under  the 
heading  "Stationery  for  Social  Affairs," 
Russell-Lang's  advertised  these  items 
in  newspaper  space  six  inches  deep: — 

FOR    WEDDINGS.    —    Engraved      or 

Printed,  Wedding  Invitations,  Announce- 
ments, Wedding  Cake  Boxes  and  Enclo- 
sure Cards,  Confetti,  White  Paper  Bells, 
Place    Cards,  etc. 

FOR  DANCES.— 5,000     Dance     Pro- 
grammes  with   numbered   spaces  for   15 
dances.        Many    beautiful    designs,    60c 
per    dozen.        Programme      Pencils,    60c 
dozen. 

FOR   CARD   PARTIES.— Bridge     and 

:>00  Score  Pads,  15c  and  25c;  Tally  Cards, 
3c,  4c  and  5c  each;  Playing  Cards  from 
60c  to  $1.50  per  pack.  Note— Buy  Play- 
ing Cards  now  and  save  the  big  tax  of 
from  25c  to  50c  per  pack.  We  are  per- 
mitted to  clear  out  our  present  stock 
without  the  big  tax  added. 

JUST  RECEIVED  BY  EXPRESS 

Fiesh  Supplies  of.  dainty  Birthday! 
Cards,  Birth  Announcement  Cards,  Con- 
gratulation Cards,  Anniversary  Cards, 
Cards  for  "Shut-ins,"  "Bon  Voyage" 
Cards  etc.,  etc. 

DAINTIEST   PERGONAL    STATION- 
ERY 

Large  shipments  of  Crane's  Note- 
papers,  in  bulk  and  papeterie  form. 
Boxes  from  75c  to  $15.00  per  box.  We 
have  a  wonderful  "Family"  Box  at  $1.50. 
Black  Bordered  Stationery,  Black  Bor- 
dered Acknowledgment  Cards,  Visiting 
Cards,  etc.,  etc. 

CHILDREN'S    PARTY     INVITATIONS 

Nice  new  line.  Boxes  of  8  Cards,  with 
Envelopes,    40c. 

HALLOWE'EN  NOVELTIES 

Are  being  opened  to-day.  Paper  Caps, 
Garlands,  Crinkley  Paper,  in  rolls,  ser- 
viettes, etc.,  etc. 

Mirror,  Alta. — C.  L.  Suggett  has  been 
doing  some  good  book  advertising  in  dis- 
play newspaper  space.  Here  are  quo- 
tations from  one  his  recent  advertise- 
ments in  the  Mirror  Journal: 

"We  carry  a  large  range  of  the  Latest 
Books  and  the  more  popular  reprints. 

We  have  also  a  range  of  Paper  Novels 
for  cheap  reading. 

We  carry  practically  all  the  popular 
Magazines." 

New  Glasgow  N.S. — White's  Popular 
Store,  featuring  stationery,  fancy  goods, 
wallpaper  and  picture  framing,  has  been 
paying  special  attention  to  wallpaper 
in  newspaper  advertising.  This  store 
has  the  agency  for  a  "wallpaper  clean- 
er." 
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Turnbull's  is  one  of  the  leading  feook 
and  stationery  stores  of  Hamilton,  Ont., 
and  the  wallpaper  department  is  an  im- 
portant branch  of  this  firm's  business. 
Recently  liberal  newspaper  space  has 
been  used  to  advertise  a  clearance  sale 
of  wallpaper  "to  make  room  for  new- 
goods  beginning  to  arrive." 

A  striking  paragraph  in  one  of  these 
ads  was: 

"At  the  prices  quoted  below  we  will 
soon  make  lots  of  room,  so  come  early 
and  expect  to  get  a  real  bargain.  You 
will  not  be  disappointed.  Buy  for 
Spring  Now!" 

Collingwood,  Ont. — Brown's  Book  and 
Wallpaper  Store  has  been  conducting  a 
special  Fall  sale.  In  the  advertising, 
wallpaper  got  special  attention  and  here 
is  a  significant  paragraph  from  one  of 
the  wallpaper   advertisements: 

Sale    of    Manufacturer's   Jobs 

It  will  be  a  long  time  before  you  will 
be  offered  values  such  as  are  now  on 
sale.  It  will  pay  you  to  buy  new  even  if 
you  do  not  use  your  paper  until  Spring. 
Th.-j  new  Spring  Goods  are  going  to  be 
much  higher  priced  than  the  wall  papers 
now  on  Sale. 

Oakville,  Ont. — Grinham's  Bookshop 
promotes  children's  trade  by  offering 
free  balloons  with  each  purchase  of  15 
cents  or  over. 

Gcderich,  Ont.  —  Advertising  "Fall 
Wallpaper,"  Porter's  Bookstore,  of  Gode- 
rich,  included  this  appeal  in  a  recent 
advertisement: 

"Right  now,  when  rugs  are  up  and 
the  house  is  disarranged  generally,  have 
those  rooms  repapered  and  brighten 
them  up  for  the  winter." 

Collingwood,  Ont. — Brown's  book  and 
wallpaper  store  in  newspaper  advertising 
features  picture  framing,  telling  people 
about  "new  mouldings  here  for  Christ- 
mas framing,"  and  advising  them:  "Have 
your  framing  done  now." 

Toronto,  Ont. — One  of  the  big  depart- 
ment stores  in  a  recent  advertisement 
had  this  paragraph  about  toy  trains. 
Appeals  of  this  nature  awaken  interest 
and  make  sales.  The  reduction  need  not 
be  very  great.  The  odd  price  does  the 
trick: 

"What  little  boy  does  not  just  love  a 
trian  ?  Then  here  is  a  chance  to  de- 
light him  with  a  miniature  train  at  an 
especially  favorable  price.  These  trains, 
which  consist  of  engine,  tender,  and  one 
car,  together  with  four  track  lengths 
which  make  up  a  circular  track  system 
18  inches  in  diameter,  have  been  espec- 
ially marked  to  clear  at  $1.95  on  Wed- 
nesday. The  engine  and  cars  are  made 
of  sheet  metal,  stamped  and  decorated 
in  a  very  realistic  style." 


Attractive  Store  Sells  More  Goods 

Value  of  a  Good  Store  Front  and  Attractive  Interior  Arrangement 
-^Something  About  Window-Trimming. 


IN  some  towns  the  stationery  stores 
are  among  the  most  attractive  of  all 
the  retail  establishments,  while  in 
others  the  reverse  is  the  case.  The 
writer  has  in  mind,  too,  Ontario  towns 
about  ten  miles  apart,  one  of  these 
towns  illustrating  the  progressive  type 
of  store  and  vice  versa.  Each  has  a  wide 
reputation  among  travellers  representing 
houses  selling  goods  to  booksellers  and 
stationers,  these  reputations  being  in 
accordance  with  what  has  been  said,  and 
it  is  significant  that  the  retailers  in  the 
good  appearing  stores  sell  far  more 
goods  than  do  those  whose  stores  are 
slip-shod   in  appearance. 

Common  sense  would  suggest  that  the 
exterior  of  the  store  no  less  than  the  in- 
terior should  appeal  to  the  public  and 
convey  to  the  observer  a  favorable  im- 
pression. A  clean,  unobstructed  pave- 
ment; a  tasteful,  prosperous  looking 
front,  an  attractive  entrance — all  these 
are  most  important  factors  in  giving  to 
the  store  an  individuality  that  should  ap- 
peal favorably  to  the  passerby. 

After  this  has  been  secured,  no  less 
care  should  be.  taken  to  still  further 
create  a  favorable  impression  by  making 
the  interior  worthy  of  the  exterior  pre- 
sentment— that  the  floors,  walls,  fix- 
tures, decorations  and  even  the  merchan- 
dise should  harmonize  in  a  general  tone 
of  unobtrusive  richness.  The  develop- 
ment of  what  may  be  considered  artistic 
storekeeping  has  had  the  effect  of  train- 
ing the  public  to  appreciate  the  appro- 
priate, the  beautiful  in  arrangement  and 
environment  and  to  look  with  disfavor 
upon  the  crude  and  inartistic, 

The  Value  of  Good  Fixtures 

Many  merchants  have  the  idea  in  their 
minds  that  rich  looking  and  artistic  fix- 
tures are  an  unremunerative  investment, 
arguing  that  as  the  majority  of  their 
customers  are  not  recruited  from  the 
wealthier  class  the  appearance  of  the 
store  is  not  a  vital  matter.  This  fallacy 
arises  from  a  wrong  estimate  of  human 
nature,  for  what  might  be  termed  the 
middle,  or  even  the  artisan,  class  is  just 
as  keen  in  its  observance  of  a  well  kept 
inviting  looking  store,  and  is  just  as  ap- 
preciative as  those  customers  of  a  higher 
social  station. 

Every-day  experience  conclusively 
proves  that  the  business  value  of  hand- 
some and  appropriate  fixtures,  and  the 
argument  of  competition,  if  no  other 
consideration,  should  direct  the  attention 
of  merchants  to  its  importance. 

Merchandise  always  looks  better  and 
more  inviting  when  displayed  in  rich 
looking  cases  or  on  handsome  fixtures 
and.  helps  considerably  the  sale  of  the 
merchandise   thus    shown. 


The  most  important  part  of  the  store, 
and  one  which  should  command  the  most 
careful  attention  in  the  store,  are  the 
windows.  Yet  many  storekeepers,  par- 
ticularly those  in  the  smaller  towns 
throughout  the  country,  fail  to  realize 
the  value  to  their  business  of  well  dress- 
ed windows.  More  often  than  not  this 
important  part  of  their  business  is  left 
to  some  clerk  having  no  knowledge  of 
window  dressing  and  who  consequently 
works  with  only  a  half-hearted  interest. 

Compare  the  action  of  stores  of  this 
character  with  that  of  the  large  city  de- 
partment stores.  The  proprietors  of 
these  immense  establishments  consider 
the  business-bringing  value  of  their  win- 
dows of  sufficient  importance  to  employ 
window  dressers,  or  display  managers  as 
they  are  sometimes  called,  at  large  salar- 
ies. If  it  pays  these  great  merchants  to 
devote  their  time  and  money  to  this  im- 
portant detail,  does  it  not  stand  to  reason 


that  it  will  pay  the  smaller  merchant? 

If  the  latter  would  select  a  young  man 
with  some  natural  ability  and  give  him 
charge  of  the  window  or  windows  and  en- 
courage him  to  study  its  trade-bringing 
possibilities,  it  would  not  be  long  before 
he  would  begin  to  take  a  personal  in- 
terest in  his  work,  and  a  decided  improve- 
ment in  the  appearance  of  the  windows 
would  soon  become  manifest.  He  should 
be  encouraged  to  change  the  display  as 
often  as  possible,  for  a  change  in  win- 
dows will  be  found  to  be  a  trade  stimu- 
lus without  an  equal. 

Making  good  use  of  the  show  window 
rarely  calls  for  any  extensive  use  of  time 
or  money,  but  it  does  require  forethought 
and  careful  consideration.  It  should 
make  first  of  all  a  distinct  and  concrete 
impression.  There  should  be  a  balance, 
as  in  advertising  copy,  rather  than  mere 
static   symmetry. 


The  Traveller  is  a  Highly  Trained  Specialist 

The  Retailer  Can  Obtain  First-Hand  Informa- 
tion from  One  Who  is  Best-Equipped  to  Give 
It,  If  He  Will  Give  a  Little  of  "His  Time  and 
Courtesy  to  the  Man  on  the  Road 


IF  WE  go  back  just  a  few  years  in 
the  history  of  the  retail  trade  we 
can  find  a  time  when  it  was  the 
ordinary  thing  to  treat  travellers  shab- 
bily. Today  the  man  who  walks  into  a 
retail  store  to  sell  is  one  of  its  most 
welcome  visitors.  This,  to  a  consider- 
able extent,  is  the  result  of  the  travel- 
ling man's  own  efforts  to  make  himself 
of  invaluable  service  to  the  trade. 

The  representatives  sent  out  by  manu- 
facturers and  wholesalers  are  as  a  class 
a  fine  body  of  men.  They  are  intelligent, 
earnest,  energetic  and  painstaking.  They 
have  a  wide  range  of  experience  because 
they  cover  broad  territories  and  exchange 
ideas  with  live  business  men.  The  big 
men  in  the  trade  to-day  realize  the  great 
benefit  derived  from  talks  with  travellers 
and  probably  this  is  the  very  reason  why 
salesmen  find  that  the  bigger  and  busier 
the  business  man,  the  more  courteous 
and  considerate  he  is.  The  small  re- 
tailer is  much  more  likely  to  offend  than 
the  executive  of  a  large  firm. 

The  retailer  who  takes  the  trouble  to 
listen  to  the  salesman  finds  that  many 
useful  hints  are  often  dropped  even 
though  no  sale  is  made.  The  travelling 
man  just  at  this  time,  for  example, 
knows  if  it  is  advisable  to  stock  heavily 
with  certain  lines  in  view  of  a  possibility 
of  a  fall  in  price.  In  the  important  mat- 
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ter  of  window  decoration  he  has  a  big 
store  of  information  derived  from  the 
hundreds  of  windows  he  sees  in  his  daily 
life.  And  where  is  there  a  live  repre- 
sentative who  cannot  find  a  clerk  for  the 
vacancy  on  a  merchant's  staff? 

It  is  not  a  waste  of  time  to  spend  a 
few  minutes  with  the  man  who  sees  suc- 
cesses and  failures  and  the  causes  for 
both  every  day.  The  salesman  is  abreast 
of  the  times  and  the  merchant  who  is 
courteous  towards  him  keeps  abreast  of 
them  too. 

SAVE  THE  TRAVELLER'S  TIME 

In  these  times  when  conservation  is 
essential  to  our  national  welfare,  why 
not  adopt  a  rule  for  the  conservation  of 
travelling  men? 

Why  keep  a  travelling  man  hanging 
around  your  store  for  hours  waiting  for 
a  chance  to  talk  to  you;  when,  in  all 
probability  you  could  finish  your  busi- 
ness with  him  in  five  or  ten  minutes? 

One  of  the  things  that  add  to  the  cost 
of  doing  business  is  the  high  cost  of 
keeping   salesmen  on  the  road. 

If  you  don't  believe  it,  ask  the  travel- 
ling man  who  comes  in  what  his  expense 
account  was  for  the  previous  week. 

Help  the  travelling  man  conserve  time. 
He  will  appreciate  it.  And  it  won't  hurt 
you  a  bit. — "The  National." 


Why  Booksellers  Should  Organize 

An  Instance  of  How  Trade  Suffers  from  Lack  of  Organization — 
Conventions  Would  Be  Source  of  Inspiration  and  Profit — A 
Stationers'  Trip  to  a  Convention  and  What  He  Learned  There — 
Rank  and  File   of  Trade   Must  Be   Convinced   of  Benefits  of 

Team  Work/ 


A  STRIKING  incident  showing  the 
need  of  organization  on  the  part 
of  booksellers  and  stationers  in 
Canada  is  brought  prominently  before 
the  trade  by  another  article  in  this  issue 
on  the  observance  of  Children's  Book 
Week  in  the  United  States,  November 
15  to  20.  The  article  in  question  gives 
a  few  details  with  regard  to  methods 
that  are  being  employed  by  the  Trade 
Association  to  promote  the  success  of 
this  movement,  and  any  bookseller  hav- 
ing the  interests  of  the  trade  at  heart 
and  reading  the  excellent  publicity  pro- 
paganda and  methods  employed  by  those 
in  charge  of  this  Children's  Book  Week 
campaign  cannot  help  experiencing  a 
feeling  of  regret  that  there  is  no  trade 
organization  in  Canada  to  take  advan- 
tage of  the  excellent  example  set  by 
our  confreres  over  the  border  and  to 
carry  along  a  similar  campaign  for  the 
benefit  of  Canadian  booksellers.  Book- 
seller and  Stationer  has  for  years  past 
never  ceased  to  impress  upon  the  trade 
in  this  country  the  need  of  organization, 
the  urgent  need  of  the  cultivation  of  the 
get-together  spirit  and  the  necessity  for 
team  work  if  we  are  ever  to  hope  to  se- 
cure the  advantages  which  practically 
every  other  line  is  securing  from  the 
benefits  of  association.  At  no  time  have 
the  benefits  accruing  from  trade  organ- 
ization been  more  apparent  than  during 
the  past  two  or  three  years.  Time  after 
time  legislation  has  been  modified  or 
cancelled  when  it  has  been  shown  by  the 
officials  of  this  or  that  trade  association 
that  its  provisions  would  bear  unfairly 
upon  the  interests  of  the  trade  or  indus- 
try concerned. 

One  of  the  chief  sources  of  inspiration 
and  profit  which  is  inevitably  the  result 
of  organization  among  the  members  of 
any  particular  line  of  business  is  the 
conventions  which  are  arranged  and  held 
from  time  to  time  for  discussion  of  mat- 
ters   in    which    the    trade    is    interested. 

The  advantages  to  be  derived  from  at- 
tending a  retail  merchants'  convention 
are  not  sufficiently  appreciated  by  the 
average  store  keeper.  "I  haven't  the 
time,"  or  "I  cannot  afford  it,"  are  ex- 
pressions frequently  heard  when  discuss- 
ing this  subject. 

Meaningless  expressions  these,  when 
you  come  to  think  of  it!  What  have 
you  not  time  for?  No  time  to  listen 
to  what  some  of  the  most  successful  men 
in  your  line  of  business  can  tell  you? 
No  time  to  pick  up  hints  on  a  hundred 
and  one  subjects  that  are  most  vital  to 
you  in  running  your  business?     No  time 


to  hear  how  others  have  made  money  by 
methods  which  you  can  copy  with  equally 
satisfactory  results? 

The  fact  is  if  you  hope  to  be  a  suc- 
cessful man  to  any  extent  in  your  own 
line,  you  cannot  afford  to  stay  away  from 
these  conventions.  Here  are  one  or  two 
points  a  stationer  gathered  at  a  con- 
vention recently.  It  was  his  first  ap- 
pearance at  one  of  these  functions  and 
he  has  expressed  his  determination 
never  to  miss  another  if  he  can  help 
it. 

People  Do  Things  From  Force  of  Habit 

This  was  one  point  that  was  borne 
in  upon  him.  For  instance,  one  man 
picks  up  his  morning  paper  and  the 
first  thing  he  turns  to  is  the  editorial 
page,  another  will  make  straight  for  the 
stock  market  quotations,  others  for  the 
weather  forecast,  and  still  others  will 
turn  to  the  back  page  for  the  Goahead 
Co.'s  advt.  They  know  that  this  ad. 
appears  on  the  same  page  every  morn- 
ing, and  if  it  pays  a  successful  firm  to 
keep  their  ad.  to  the  same  page,  the 
average  man  may  take  it  for  granted 
there   is   something  in  the   idea. 

Another  point  brought  out  was  that 
ten  men  fail  in  business  from  advertis- 
ing too  little  to  every  one  that  fails 
because  he  advertises  too  much. 

It  did  not  take  this  merchant  long  to 
decide  that  it  would  pay  him  to  take  a 
reasonable  sized  advertising  space  in  the 
daily  issues  of  two  widely  read  local 
papers.  And  he  further  stipulated  that 
this  ad.  should  always  occupy  the  same 
position  in  the  same  page  of  the  paper. 
Incidentally  he  selected  the  Personal 
page  as  being  the  one  most  likely  to 
educate  people  to  look  for  and  read  his 
publicity. 

Do  Not  Crowd  Your  Windows 

That  window  displays  should  not  be 
crowded  was  another  point  which  seem- 
ed to  be  generally  accepted.  This  was 
contrary  to  this  man's  ideas,  which  had 
always  tended  in  the  direction  that  the 
more  different  things  you  could  put  in 
the  window  the  better.  The  arguments, 
however,  which  he  heard  at  the  conven- 
tion convinced  him  that  his  former  ideas 
were  wrong  and  that  a  crowded  window 
does  not  make  a  clear-cut  impression  on 
the  mind.  On  the  other  hand  if  a  few 
articles  are  attractively  displayed  the 
impression  is  distinct  and  not  likely  to 
be  forgotten. 

Invisible  Window   Lighting 

And  the  preconceived  idea  he  had  was 
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that  bright  lights  in  a  window  are  very 
attractive.  Here  again  the  arguments 
he  heard  convinced  him  that  light  at- 
tracts, but  that  a  light  will  attract  the 
gaze  and  hold  it,  and  so  an  exposed  light 
in  a  window  is  not  a  good  business  pro- 
position. There  should  be  plenty  of 
light,  but  its  source  should  not  be  visible. 

One  speaker  at  the  convention  spoke 
of  the  necessity  for  a  man  to  have  plenty 
of  vitality,  ample  sleep  and  good  health 
if  he  were  to  be  able  to  make  full  use 
of  every  minute  of  the  day. 

The  convention  of  which  we  are  speak- 
ing was  one  held  by  a  general  retail 
merchants'  association.  One  point  men- 
tioned may  not  concern  every  bookseller 
in  its  direct  application,  but  on  general 
principles  it  affects  every  tradesman,  no 
matter  what  his  vocation. 

The  point  referred  to  dealt  with 
weights  and  measures.  Many  store- 
keepers who  have  never  given  any 
thought  to  the  matter  make  it  a  habit 
to  give  just  a  little  over  the  correct 
weight  in  weighing  out  any  commodity. 
One  speaker  at  this  convention  worked 
out  figures  on  the  basis  of  the  retailer 
giving  half  a  cent's  worth  extra  value 
on  each  transaction.  The  total  for  ten 
years  was  astounding,  and  would  un- 
doubtely  cause  any  merchant  to  think 
twice  before  continuing  any  such  un- 
businesslike methods  as  were  here  men- 
tioned, and  to  which  he  may  have  been 
accustomed. 

Other  subjects  dealt  with  were  methods 
of  calculating  profits,  hints  on  window 
dressing,  the  necessity  of  marking  prices 
on  goods  displayed,  cash  and-credit  sys- 
tems, with  all  of  which  this  stationer 
was  more  or  less  acquainted,  having 
read  articles  on  them  in  Bookseller  and 
Stationer,  but  never,  he  declared,  had 
the  necessity  of  giving  them  attention 
appealed  to  him  with  such  force  as  when 
he  listened  to  the  actual  experiences  of 
his  fellow  tradesmen. 

Now,  if  a  stationer  can  attend  a  con- 
vention of  retailers  in  general  and  derive 
the  benefit  which  this  man  declares  he 
has  derived  from  his  attendance,  does 
it  not  stand  to  reason  that  from  a  con- 
vention composed  especially  of  men  in 
his  own  line  he  would  derive  a  still 
greater  benefit  ? 

The  trouble  seems  to  be  in  this  mat- 
ter of  organization  that  every  one  is 
content  to  let  some  one  else  do  the  work. 
There  are  a  few  enthusiastic  members  in 
the  trade,  but  their  enthusiasm  avails  lit- 
tle unless  it  is  backed  up  by  the  support 
(Continued  on  page  69) 


Children's  Book  Week  in  Canada 

"More  Books  in  the  Home,"  the  Slogan — American  Booksellers' 

Association  Will  Co-operate  with  Canadians  to  Help  Along  the 

Idea  in  Canada — Many  Helpful  Suggestion  Here  Offered. 


REFERENCE  was  made  in  the  last 
issue  of  Bookseller  and  Stationer 
to  the  fact  that  the  observance  of 
a  book  week  for  children  was  being- 
planned  in  the  States,  and  suggestions 
were  made  as  to  various  methods  which 
might  be  adopted  to  carry  out  the  same 
idea  in  Canada.  Since  the  publication  of 
the  article  referred  to,  Bookseller  and 
Stationer  has  received  an  extremely 
helpful  letter  from  Frederic  G.  Melcher, 
chairman  of  the  general  committee  of 
the  U.S.  association,  stating  that  the 
idea  is  going  tremendously  well  across 
the  border  and  that  his  association  will 
do  anything  in  their  power  to  assist 
Canadian  booksellers  in  carrying  out  a 
similar  observance  of  children's  book 
week  in  this  country. 

Mr.  Melcher  also  forwards  samples  of 
the  various  publicity  material  which  is 
being  used  by  his  association,  and  very 
kindly  states  that  they  can  spare  a  limit- 
ed number  of  posters  for  use  in  the  area 
covered  by  Bookseller  and  Stationer. 

The  united  thanks  of  the  Canadian 
trade  are  due  to  Mr.  Melcher  and  his 
association  for  this  generous  offer.  The 
poster  in  question  is  about  22  inches 
high  by  15  inches  wide,  and  is  headed 
"Children's  Book  Week,  November  15th 
to  20th,  1920."  It  is  printed,  in  colors 
and  represents  a  boy  and  girl  engrossed 
in  studying  volumes  which  have  been  se- 
lected from  a  large  bookcase  in  the 
background.  At  the  foot  is  the  slogan 
which  has  been  adopted  on  all  publicity 
material  used  in  the  campaign:  "More 
Books  in  the  Home."  The  poster  would 
constitute  an  artistic  display  for  any 
bookseller's  window  or  interior  of  the 
store.  There  is  also  a  window  sticker 
in  two  colors,  26  inches  long  by  7  inches 
wide,  containing  the  same  wording  as 
the  poster. 

Write  for  Posters 

Any  readers  of  Bookseller  and  Sta- 
tioner desiring  to  take  advantage  of 
Mr.  Melcher's  kind  offer  should  write 
to  the  Children's  Book  Week  Committee 
at  Room  212,  334  Fifth  Avenue,  New 
York,  mentioning  this  paper,  and  he  will 
accommodate  them  as  far  as  is  in  his 
power. 

Various  other  methods  of  publicity  are 
being  adopted,  which,  as  they  will  be  of 
material  use  to  any  booksellers  who  are 
organizing  an  observance  of  children's 
book  week  in  Canada,  we  are  describing 
in   detail   herewith. 

For  Club    Meetings,   Etc. 

For  distribution  to  club  meetings, 
schools,  libraries,  etc.,  a  leaflet  8  inches 


by    3V2    inches    has    been    printed    which 
reads  as  follows: 

"WHAT    IS    CHILDREN'S     BOOK 
WEEK?" 

A  joint,  annual  effort  to  encour- 
age the  love  of  books  among  child- 
ren and  the  discussion  of  children's 
reading  in  our  communities.  Book- 
sellers, Librarians,  Boy  Scouts, 
Women's  Clubs,  Educators  through- 
out the  country  are  giving  organiz- 
ed co-operation  in  bringing  this  dis- 
cussion  before   the   people. 

"HOW   CAN     WE    HELP    CHILD- 
REN'S  BOOK   WEEK?" 

By  assisting  local  librarians  and 
booksellers  to  get  attention  to  their 
book  exhibits,  story  hours,  talks 
and  other  features;  by  urging  local 
clubs,  schools  and  churches  to  take 
part  in  the  week;  by  asking  moving- 
picture  exhibitors  to  show  children's 
book  films  during  the  week;  by  en- 
riching the  personal  libraries  of 
our   children  during 

CHILDREN'S  BOOK  WEEK 
November  15th  to  20th,  1920 
Small  stickers  for  use  on  envelopes 
have  also  been  printed  depicting  a  child 
seated  on  the  floor  and  surrounded  by 
books,  and  underneath  the  same  word- 
ing  as   on  the   poster. 

Newspaper  Publicity 
Letters  have  been  written  to  the  edi- 
tors  of    various    newspapers     enclosing- 
suggestions    for   an    editorial    announce- 
ment as  follows: 

"MORE  BOOKS  IN  THE  HOME" 

"Among  the  people  who  are  interested 
in  children  and  in  reading,  Children's 
Book  Week  has  come  to  be  an  annual 
November  event.  The  public  libraries, 
the  book  dealers,  the  women's  clubs,  the 
schools,  the  churches,  the  movies,  boy 
scouts,  and  other  institutions  and  or- 
ganizations concerned  with  children  are 
all  combining  to  give  children  a  chance 
to  read  good  books  and  to  own  more  of 
them. 

"The  books  that  children  take  home 
from  school  and  from  the  public  library 
are  often  the  entering  wedge  of  Ameri- 
canization (Canadianization)  into  the 
homes  of  the  foreign  born.  Books  own- 
ed by  children  are  often  companions 
through  life.  Many  great  men.  admit 
their  debt  to  books  read  in  their  boy- 
hood. In  hundreds  of  cases  books  have 
furnished  the  first  vision  of  deeds  to  be 
accomplished  and  worlds  to  be  explored. 

"The  schools  have  perhaps  the  great- 
est opportunity  of  all  for  making  Child- 
ren's Book  Week  a  success,  not  only  be- 
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cause  they  touch  all  the  homes  in  which- 
children  live,  but  also  because  of  their 
realization  of  the  importance  in  life  of 
the  love  of  books.  In  class-room  dis- 
cussions of  books,  in  special  assembly 
periods,  in  co-operation  with  local  li- 
braries, bookdealers  and  clubs,  the 
schools  are  urged  to  take  part  in  Child- 
ren's Book  Week,  November  15-20,  1920. 
Manual  training  classes  can  take  part 
by  encouraging  the  making  of  "home- 
made" bookcases.  Boys  will  delight  in 
making  these  for  their  own  rooms  and 
for  different  members  of  their  families. 
The  bookcases  will  be  incentives  to  the 
building  up    of  home   libraries. 

"An  attractive  poster  in  color,  painted 
by  Jessie  Willcox  Smith,  can  be  obtained 
from  the  Children's  Book  Week  Com- 
mittee, Room  212,  334  Fifth  Avenue, 
New    York   City." 

Practical  Hints  for  Storekeepers 

Here  are  some  valuable  hints  as  to 
what  the  storekeeper  may  do  to  pro- 
mote success  of  the  movement: 

Get  everyone  in  the  store  full  of  your 
interest  in  Children's  Book  Week.  Plan 
for  the  best  ahd  most  competent  sales 
force  that  the  children's  department  has 
ever  had.  Arrange  for  special  sales- 
men's   study   on   children's   books. 

Get  in  touch  with  the  English  teachers 
in  the  local  school  and  get  them  to  co- 
operate with  the  librarian  recommending 
an  outside  reading  course  for  children. 
Carry  the  books  which  comprise  this 
reading  course  on  a  separate  shelf  clear- 
ly indicated. 

Make  the  children's  department  look 
different  from  the  rest  of  the  store  and 
separate  from  it. 

Be  sure  to  have  a  carefully  planned 
window  display  and  freshly  trimmed 
counters  for  the  juvenile  week.  Have  a 
story  book  in  the  window,  if  it  is  a  large 
one. 

Group  books  on  the  counters  to  make 
selections  easy:  For  girls,  for  boys,  for 
littlest  ones,  for  scouts,  the  finest  pic- 
ture books,  etc. 

Relegate  the  usual  displays  to  a  less 
conspicuous  place  during  the  week. 

Get  some  prominent  person  to  lend  to 
the  bookstore  the  books  which  comprised 
his  library  when  a  child,  and  have  these 
books  on  display. 

Be  sure  to  have  plenty  of  stock  to 
meet  all  sorts  of  demands  in  quantity 
and  variety.  Children's  Book  Week  will 
be  followed  immediately  by  the  big 
Christmas   rush. 

You  are  building  up  a  reputation  for 
service,  be  sure  and  give  it. 


BOOKS E L  L E R     AND     S T A  T I O  N  E R 


Publicity 

Advertise  that  you  will  give  away  a 
bookmark,  list,  set  of  bookplates,  or 
some  souvenir  connected  with  books  to 
every  child  who  comes  into  the  store  dur- 
ing- the  week. 

Have  an  attractive  "Children's  Guest 
Book."  Get  the  children  to  sign  their 
names,  addresses,  ages,  and  birthday 
dates.  Use  this  mailing  list  for  sending 
out  a  souvenir  and  advertisement  on  the 
birthdays.  Would  be  a  valuable  mailing 
list  for  years,  following  the  children  into 
adult  reading. 

Selling 

Mark  stock  with  plain  prices  so  that 
customers  will  experience  the  minimum 
delay  in  buying.  This  will  demonstrate 
to  new  book-buyers  how  simply  and 
quickly  the  purchase  of  a  book  can  be 
made  in  comparison  with  the  purchase 
of  any  other  article  for  a  child.  Have 
well  planned  facilities  for  wrapping,  etc. 

Take  orders  for  anything  the  custom- 
er wants  which  is  not  in  stock.  If  un- 
able to  get  the  book  yourself,  address 
the  big  jobbers.  Never  say  to  a  custom- 
er, "We  can't  get  it,"  until  you  have 
tried  every  possible  method. 

Urge  all  grown  people  to  get  the 
habit  of  purchasing  one  book  a  month 
or   oftener  for  a   child's   library. 

Emphasize  the  fact  that  juvenile  sales 
should  be  made  at  all  times  and  not 
merely  for  birthdays  and  holidays.  A 
book  may  be  given  to  a  child  as  a  re- 
ward. 

A  phonograph  may  add  liveliness  to 
a  child's  corner  and  be  used  in  connec- 
tion  with   "Bubble   Books." 

Have  children's  book  plates  for  sale; 
it  stimulates  the  desire  for  personal 
ownership.  If  feasible,  have  a  special 
children's  book  case  for  sale  in  the  de- 
partment; it  increases  the  interest  in  the 
child's  own  library. 

.  Make  the  parent's  and  child's  prob- 
lems yours.  The  cultivation  of  a  child's 
friendship  and  interest  is  quite  as  im- 
portant as  that  of  his  parent's.  This 
suggestion  is  unnecessary  for  people 
who  are  fond  of  children. 

In  your  conversation  with  a  prospec- 
tive buyer  always  emphasize  the  per- 
sonal relationship  as  much  as  possible. 
Find  out  whether  the  purchaser  is  buy- 
ing a  book  for  his  own  child  and  if  so 
always  say  in  your  conversation,  "Your 
boy"  or  "your  girl." 

Always  try  to  find  out  what  the  child 
has  read  in  just  the  same  fashion  that 
you  try  to  find  out  what  the  adult  cus- 
tomer is  interested  in  before  you  try 
to  make  your  sale  to  him. 

The  most  vital  thing  of  all  is  care  in 
the  selection  of  juvenile  salespeople,  who 
must  be  not  only  fond  of  children  but 
able  to  meet  them  on  their  own  ground, 
to  be  interested  in  the  things  they  are 
interested  in,  and  to  discuss  these  in- 
terests with  them  quite  as  gravely  as 
they  would  the  interests  of  a  grown  per- 
son. 

Do  everything  you  can  to  make  chrld- 


IN   TORONTO 

Members  of  the  trade  will  recall 
the  references  in  Bookseller  and 
Stationer  to  the  annual  exhibition  of 
children's  books  conducted  by  the 
Toronto  Public  Library  in  previous 
years.  This  year  this  is  n'oinK  to  be 
a  more  comprehensive  undertaking 
than  ever  before  in  line  with  the 
Children's  Book  Movement  in  the 
United  States,  which  is  being  so  ag- 
gressively   put    across    over    there. 

Under  date  of  Oct.  27  'the  follow- 
ing letter  came  from  Dr.  Locke,  the 
chief  librarian,  who  instituted  this 
children's  book  promotional  work  in 
connection  with  the  Toronto  libraries 
seven  years  ago: 

"The  Children's  Book  Week  is  go- 
ing to  be  put  on  in  Toronto,  begin- 
ning December  1st.  Wc  have  made 
arrangements  with  the  publishers 
and  booksellers  and  we  are  taking 
the  lead,  as  we  have  for  the  last 
seven  years.  We  are  not  following 
the  American  Book  Week  in  any  way, 
except  in  suggestion,  because  we 
have  had  a  book  fortnight  for  seven 
years.  This  year  we  are  taking  ad- 
vantage of  the  general  movement 
throughout  the  continent  in  favor  of 
making  a  week  of  it  and  so  we  have 
notified  all  the  publishers  and  book 
sellers  in  the  city  that  we  propose 
to  take  the  matter  up  and  have  re- 
ceived from  them  very  hearty  en- 
dorsation.  We  are  acting,  of  course, 
in  their  behalf,  as  well  as  in  behalf 
of  the  public,  because  we  do  not  sell 
any  books  and  our  only  interest  is 
to  see  that  people  purchase  them  in 
large  quantities  -and  purchase  good 
enes." 


ren  come  to  bookstores  and  want  to  own 
books.  They  are  your  customers  of  to- 
day and  they  must  be  your  customers 
of  to-morrow. 

Build  on  the  foundations  of  intelligent 
helpful  service  and  resolve  to  make  the 
selling  of  children's  books  a  year  round 
practice  in  your  community. 

For   Publishers 

To  40  publishers  of  juvenile  books  the 
following   circular  has   been   sent: 

"Our  special  slogan  this  year  for  the 
booksellers  is:  "Get  the  Children  into 
the  Store  during  Children's  Book  Week." 
We  are  urging  dealers  to  make  the  chil- 
dren part  of  "live"  displays,  so  that  the 
grown-ups  will  see  the  children  with 
books.      Purchases  will  be  inevitable. 

"In  order  to  get  the  children  into  the 
store,  dealers  will  have  to  offer  induce- 
ments; souvenir  book  marks,  book  plates, 
attractive  lists;  an  author's  presence; 
guest  books  in  which  the  children  may 
write  their  names,  ages,  addresses  and 
birthday  dates  (the  dealers  to  use  these 
as  mailing  lists  for  follow-up  souvenirs 
and  advertising),  etc.  These  special 
souvenirs  and  talks,  if  well  advertised, 
will   bring   the   children    in. 

"This  is  where  the  publishers'  help  is 
needed,  and  where  attractive  advertis- 
ing will  count.  Some  of  the  publishers 
have  already  indicated  their  intention  of 
printing  attractive  special  book  marks 
for  distribution.  The  general  committee 
for  Children's  Book  Week  will  print 
copies  of  a  plan  for  a  home  made  book- 
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case  for  general  distribution  to  boys.  We 
think  that  if  the  boys  make  bookcases 
for  their  own  rooms,  their  sisters'  and 
their  mother's  rooms,  purchases  of  books 
will  follow. 

"Will  you  not  put  some  of  your  best 
advertising  into  this?  Please  let  us 
know  what  you  can  do,  and  send  us 
samples  of  the  material  you  prepare  for 
the  trade. 

"Please  let*  us  know,  also,  which  of 
your  juvenile  authors  can  be  counted  on 
to  talk  in  the  stores  throughout  the 
country." 

Various  other  methods  have  been 
adopted  to  promote  the  success  of  the 
Week,  among  which  may  be  mentioned: 

In  the  Bookstores 

Special  inducements  will  be  made  to 
get  the  children,  as  well  as  grown-ups  in- 
terested in  children,  into  the  bookstores 
during  the  Week.  The  publishers  are 
co-operating  in  furnishing  book  marks, 
book  plates  and  other  souvenirs  to  be 
given  away;  authors  will  be  in  the  stores 
£o  meet  the  children.  Special  tables  and 
displays  will  suggest  gifts  for  children. 
Bookcases  that  boys  can  make  at  home 
will  be  exhibited,  and  working  drawings 
given  to  boys. 

In   the   Libraries 

Exhibits  of  books  recommended  for 
children  of  different  ages  and  tastes  will 
be  held.  Librarians  will  advise  pax'ents 
in  book  selection.  Special  story  hours 
will  be  held  for  the  children. 

The  Women's  Clubs 

Many  of  the  clubs  are  devoting  their 
November  programmes  to  discussions  of 
children's  reading.  The  libraries  will 
have  exhibits  of  books  at  these  meetings. 
In  many  cases,  librarians  or  authors  will 
speak.  At  state  federation  meetings, 
space  on  the  programmes  will  be  given 
to  outline  of  plans  for  the  Week,  fold- 
ers will  be  distributed  and  exhibits  of 
books  will  be  shown. 

The   Schools   and   Churches 

Reading  for  children  will  be  especially 
emphasized  in  many  assembly  hours  and 
classes  in  schools,  and  in  sermons.  Chil- 
dren's reading  as  a  home  occupation  for 
Sunday  can  well  be  featured  in  churches 
and  Sunday  schools. 

The  Press 

Magazines  and  newspapers  will  be 
urged  to  give  attention  through  special 
articles  and  editorials,  in  October  and 
November,  to  the  general  subject  of  chil- 
dren's books.  Authors  will  tell  of  the 
books  they  liked  when  they  were  chil- 
dren; of  the  books  they  have  written  for 
children;  of  their  homes  and  their  own 
children's  reading,  etc. 

The  Movies 

Children's  book  films  will  be  shown 
during  the  Week.  Motion  picture  theatres 
will  be  urged  to  show  the  slogan:  "More 
Books  in  the  Home,"  in  connection  with 
their  films.  Bookstores  and  libraries 
will  feature  the  books  screened. 


BOOKSELLER  AND  STATIONER 


Children^  Book  Week  will  be  an  op- 
portunity to  enrich  children's  home  lib- 
raries not  only  by  actual  gifts  of  books 
but  also  by  a  greater  interest  in  chil- 
dren's reading,  and  a  wider  discussion  of 
the  value  to  children  of  the  love  of 
books. 

The  suggestions  contained  in  this  ar- 
ticle should  afford  booksellers  a  plenti- 
ful field  for  the  selection  of  propaganda 
and  publicity  for  the  successful  promo- 
tion of  a  Children's  Book  Week  in  Can- 
ada. 

In  conclusion '  we  cannot  do  better 
than  quote  Mr.  Melcher's  own  words  as 
to  the  "Why"  of  a  Children's  Book  Week: 
Why  a  Children's  Book  Week 
"Everyone  believes  that  children  should 
grow  up  among  books  —  plenty  of  books, 
the  best  of  books  —  yet  this  great  boon 
is  lost  to  ever  so  many  boys  and  girls 
whose  parents  intend  to  give  them  every 
advantage.  Parents  forget  about  books, 
leave  their  purchase  to  chance  gifts,  or 
hesitate  for  lack  of  offered  guidance  in 
selection. 

"Everyone  remembers  how,  when  Tin- 
ker Bell  was  dying,  Peter  Pan  came  to 
the  front  of  the  platform  and  called  to 
the  audience,  'Oh!  Do  you  believe  in 
fairies?'  and  we  all  leaned  forward  in  our 
seats  and  said,  'We  do,'  and  Tinker  Bell 
was  saved.  Well — here  are  we  on  the 
front  of  the  platform  saying,  'Do  you 
good  people  believe  in  more  books  for 
children?'  and  we  rather  hope  to  hear 
the  parents  say,  'Yes,  we  do.'  " 


TEXT  BOOK  SHORTAGE 

Teachers  in  convention  in  different 
county  associations  have  been  voicing 
complaints  regarding  the  shortage  of 
school  text  books.  For  instance  at  the 
South  Renfrew  Teachers'  Institute  in 
session  at  Renfrew,  Ont.,  on  Oct.  15,  a 
resolution  was  unanimously  adopted 
urging  the  Department  of  Education  to 
do  something  to  relieve  the  shortage  of 
text-books. 

Complaints  were  made  that  in  many 
schools  the  supply  was  not  equal  to  the 
demand  and  when  the  pupils  were  with- 
out books  it  was  impossible  for  them 
to  make  progress.  Consequently  the 
reputation  of  the  teacher  suffered.  Ob- 
jection was  also  taken  to  the  frequent 
changes  of  textbooks  as  unfair  to  school 
children,  parents  and  dealers.  It  was 
reported  that  local  booksellers  "would 
refuse  to  handle  school  books,  as  they 
were  so  often  left  with  dead  stock  on 
their  hands  when  changes  were  made. 

Inspector  McNab  explained  that  the 
shortage  of  books  was  caused  by  the 
paper  scarcity  and  that  neither  depart- 
ment officials  nor  publishers  were  to 
blame.  When  conditions  become  nor  .rial 
again,  he  added,  the  situation  would 
right  itself. 

FREE  TEXT  BOOKS 

Commencing  next  September,  35,000 
public  school  pupils  in  Winnipeg  will  be 
supplied  with  free  text  books.  The  total 
cost  of  these  books  is  expected  to  ap- 
proximate  $83,500.     This   amount,   how- 


ever, should  be  materially  reduced  by  the 
re-issue  of  books  handed  in  by  old  pupils 
next  June. 

Including  the  assistant  superintendent 
and  the  superintendent's  secretary,  the 
executive  officers  of  the  Winnipeg  school 
board  have  been  appointed  to  a  special 
committee  to  inquire  into  and  submit 
recommendations  as  to  the  method  of 
purchase  and  distribution  of  the  books. 

NEW  TEXT  BOOKS 

From  the  University  Tutorial  Press 
comes  "Mathematics  for  Technical  Stu- 
dents," by  Haler  and  Stuart,  extending 
the  first  course  so  as  to  provide  a  three 
years'  course  on  the  subject. 

"A  Laboratory  Manual  of  English 
Literature,"  by  Stanley  Oldham,  comes 
from  the  World  Book  Co.,  of  Yonkers, 
N.Y.  This  book  teaches  English  com- 
position by  the  inductive  method.  Aims 
to  make  the  student  an  independent 
worker.  The  plan  and  method  of  the 
book  make  the  assignments  in  English 
composition  as  definite  as  the  assign- 
ments in  mathematics.  Gives  emphasis 
to  investigation,  the  collection  of  ma- 
terial, and  the  outline  of  the  theme  or 
composition  as  necessary  elements  in 
writing.  Due  attention  also  paid  to  oral 
work  in  English.  The  book  explains  its 
object  without  placing  upon  the  teacher 
an  additional  load  of  written  work  to 
correct.  Can  be  used  with  any  of  the 
standard  rhetorics  for  either  a  two- 
year  or  a  four-year  high  school  course. 


Scatter  Sunshine  With  Greeting  Cards 

How  Dealers  Can  Promote  Greater  Interest  and  Develop  In- 
creased Sales  This  Year. 


PROBABLY  the  most  uncomfortable 
creature  in  the  world  is  the  one, 
who  on  Christmas  morning  re- 
ceives a  number  of  cards  from  people 
whom  he — or  she — forgot  to  remember. 

Stationers,  by  impressing  the  probabil- 
ity upon  their  customers  will  find  that 
they,  will  by  that  means  be  able  to  con- 
siderably speed  up  greeting  card   sales. 

This  Christmas,  more  than  ever  be- 
fore, greeting  cards  are  going  to  be  in 
vogue. 

Good  form  is  largely  a  matter  of  do- 
ing the  right  thing  at  the  right  time. 
That  is  why  the  sending  of  greeting 
cards  has  come  to  be  a  matter  not  mere- 
ly of  good  will  but  of  good  form. 

Ages  ago  the  lords  and  ladies  of  the 
land  began  the  use  of  hand  illumined 
cards  to  carry  the  season's  greetings.  If 
all  the  goodwill  which  has  been  created 
by  greeting  cards  throughout  these  years 
could  be  accumulated,  there  would  be  a 
quantity  of  it  sufficient  to  offset  the  ills 
of  the  world  for  a  long,  long  time. 

Retailers  should  point  out  to  their 
customers  how  easy  it  is  to  forget  dif- 
ferent relatives  and  friends  who  should 
be  remembered  at  Christinas  time.    The 


best  plan  is  to  start  at  once  to  keep  a 
notebook,  including  in  it  every  one  to 
whom  it  is  desired  to  send  a  greeting 
card.  The  telephone  book  is  very  handy 
to  make  sure  of  an  address  about  which 
one  is  in  doubt. 

With  greeting  cards,  as  with  every- 
thing else,  the  early  shopper  gets  the 
cream  of  the  stocks  to  choose  from,  there- 
fore   early  shopping  should  be  urged. 

Some  good  suggestions  to  the  gen- 
eral public  regarding  the  making  of 
plans  in  advance  to  assure  remembering 
everybody  are  contained  in  a  booklet 
issued  by  the  Greeting  Card.  Association. 
Here  are  some  extracts  from  it: 

"I  have  learned  my  lesson.  It  is  this. 
The  people  who  always  do  the  right 
thing  at  the  right  time  —  these  people 
we  come  to  love  for  their  constant  acts 
of  kindness  —  who  are  always  known 
for  their  thoughtfulness  —  these  people 
aren't  inspired.  They  don't  act  on  the 
impulse  of  the  moment.  They  simply 
use  forethought.  They  are  always  think- 
ing ahead  about  ways  of  showing  their 
goodwill  to  others. 

"It  was  last  Christmas  morning  that 
this   came   over   me,   when   the   postman 
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handed  me  dozens  of  Christmas  cards 
from  friends  to  whom  I  had  entirely  for- 
gotten to  send  cards.  I  was  so  mortified 
that  then  and  there  I  made  a  vow. 

"And  to-day,  long  before  Christmas, 
I  have  made  up  my  list  of  friends  to 
send  cards  to  this  year.  First,  every  one 
who  sent  to  me  last  year,  for  I  had 
pasted  every  card  I  got  into  a  book,  with 
the   address  of  the  sender. 

"Then  I  got  out  my  old  school  class 
book  for  the  friends  of  long  ago.  From 
the  local  telephone  book,  year  books  and 
other  lists  I  got  the  addresses  of  neigh- 
bors and  acquaintances. 

"I'm  sure  I  haven't  forgotten  a  soul. 
And  what  a  relief  it  is  to  know  that  it's 
all  done  way  ahead  of  time,  that  all  the 
addresses  are  right  and  that  I  can  go 
out  now  and  buy  just  the  appropriate 
card  for  each  person. 

"And  this  year  there  won't  be  in  my 
mail  any  cards  from  people  I  forgot  to 
remember." 

All  this  is  good  inspirational  matter 
for  Canadian  stationers  to  pass  on  to 
their  customers.  Much  of  this  matter 
could  be  used  effectively  in  advertising 
space  in  the  newspapers. 


READ  MORE  HISTORY 

If  activities  of  women's  clubs  become 
widespread  in  the  direction  indicated  by 
the  proceedings  at  the  last  meeting  of 
the  American  Women's  Club  of  Toronto, 
there  is  a  prospect  of  a  widened  sale  of 
books  of  history.  At  this  meeting  Mrs. 
E.  Scott  Nasmith  emphasized  the  fact 
that  citizens  of  the  United  States  and 
Canadians  had  the  same  forebears,  and 
dwelt  on  the  many  points  of  similarity. 
She  made  a  plea  for  the  reading  of  his- 
tory, of  English  history,  because  of  the 
traditions  there  which  concern  United 
States  citizens  and  Canadians  alike,  and 
of  that  prince  of  historians,  Macaulay, 
from  whose  works  she  read  several  se- 
lections. 

She  made  a  plea  also  for  community 
work  and  urged  her  listeners  to  become 
"block"  workers  in  their  own  districts 
among  their  own  neighbors.  Community 
centres  are  not  necessarily  in  downtown 
districts,  but  in  any  section  where  op- 
portunities present  themselves. 

A    "NOVEL"'    IDEA 

W.  P.  Baker,  literary  editor  of  the 
Syracuse  Post-Standard,  moved  by  love 
of  good  books  and  the  desire  to  spread 
the  knowledge  and  the  love  of  them, 
has  instituted  what  he  calls  a  "Shelf- 
less Library" — which  means  chat  when 
he  finds  a  book  that  strongly  appeals  to 
him,  instead  of  keeping  it,  he  gives  it 
to  someone  who,  he  thinks,  will  ap- 
preciate it,  together  with  a  paper  slip, 
measuring  about  six  by  four  inches, 
and  bearing  this  agreement  at  its  top: 
"The  Rules  of  the  Library  are  These: 
The  borrower  agrees  to  put  this  book 
on  his  reading  table,  not  or  his  book- 
shelf, and  to  read  it  without  delay.  He 
agrees  when  he  has  read  it  to  pass  it  on 
to  a  friend  who,  he  believes,  will  be  in- 
terested." Below  are  written  the  names 
of  those  who  read  the  book  as  it  is  passed 
along.  Mr.  Baker  often  has  letters  from 
those  who  read  and  circulate  these  vol- 
umes which  he  starts  upon  their  travels 
and  he  says  it  is  remarkable  how  far  they 
go  and  how  many  readers  they  have. 

WELLS  IN  RUSSIA 

H.  G.  Wells  visited  Moscow,  Russia, 
in  October,  where  he  was  greeted  by  a 
deputation  of  authors  headed  by  Maxim 
Gorky.  Mr.  Wells  declared  he  did  not 
doubt  that  Russia  was  on  the  eve  of  a 
noble  future,  but  that  the  Russian  and 


British  characters  were  very  different 
and  that  the  two  peoples  could  not 
achieve  their  purposes  by  the  same 
methods.  "Your  road,"  the  Moscow 
despatch  reports  him  as  saying,  "is  to- 
ward communism,  ours  is  toward  col- 
lectivism." 

ROBERT  WATSON 

Robert  Watson,  who  is  on  the  staff 
of  the  Hudson's  Bay  Company  at  Ver- 
non, B.C.,  is  a  Scot  who  came  to  Canada 
some  years  ago.  He  has  followed  up 
"My  Brave  and  Gallant  Gentleman"  and 
"The  Girl  of  O.K.  Valley"  with  this 
year's  "Stronger  Than  His  Sea,"  which 
has  all  the  dash  and  go,  the  skilful 
presentation  of  lively  incident,  the  vivid 
portrayal  of  unique  character,  and  the 
compelling  charms  of  intermingled  love 
and  mystery  of  the  previous  Watson 
stories.  But  in  addition,  the  author  has 
excelled  himself  in  the  abundance  of 
quaint,  rich,  and  even  rollicking  humor. 

The  adventures  and  escapades  of 
Sandy  Porter,  left  "the  man.  of  the 
family"  at  the  tender  age  of  six;  his 
career  through  boyhood,  youth,  and 
young  manhood,  show  his  persistent 
striving  in  the  face  of  difficulties  until 
he  wins  out  and  proves  himself  "strong- 
er than  his  sea."  The  setting  is  partly 
Scotland   and   partly  Canada. 

MARSHALL   SAUNDERS 

Marshall  Saunders'  early  home  was 
Halifax,  Nova  Scotia,  her  father,  the 
late  Rev.  Dr.  E.  M.  Saunders,  being 
himself  a  writer  of  considerable  repu- 
tation. For  some  years  Miss  Saunders 
lived  in  the  United  States.  She  also 
travelled  widely  in  Europe  and  else- 
where, but  now  makes  her  home  in  To- 
ronto. She  is  best  known  for  her  great 
juvenile,  "Beautiful  Joe,"  which  put  her 
in  the  "million  class."  Another  story 
somewhat  similar  is  her  new  book  "Bon- 
nie Prince  Fetlar,"  in  which  a  Shetland 
pony  tells  his  own  story.  In  the  matur- 
ity of  her  art,  Miss  Saunders  has  writ- 
ten with  singular  vivacity  and  charm. 
Into  its  pages  is  crowded  all  the  wealth 
of  sympathy  and  understanding  of  ani- 
mal life  which  has  everlastingly  endear- 
ed her  to  animal  lovers,  young  and  old, 
the  world  over. 

JERRY-BUILT  YARNS 

William  MacLeod  Raine,  author  of 
"The  Big-Town  Round-Up,"  in  discussing 
the  Western  novel  at  the  annual  meeting 
of  the  American  Library  Association,  ad- 
mitted that  many  stories  of  this  type 
were  jerry-built,  constructed  according 
to  formula  and  furnished  with  stage  pro- 
perties of  wooden  cowboys,  gunmen,  etc.; 
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but  he  maintained  that  this  fault  was 
with  the  writer's  handling  of  the  theme 
rather  than  with  the  theme  itself.  Such 
stories,  he  said,  should  be  judged  by  the 
same  tests  applied  to  other  fiction. 

"SAPPER'S"  NEW  NOVEL 

Great  interest  attaches  to  the  appear- 
ance of  a  new  novel  by  "Sapper," 
whose  "The  Lieutenant  and  Others," 
"Mufti,"  and  other  war  tales  published 
during  the  war,  made  so  many  friends 
for  this  new  writer,  whose  name,  not 
then  revealed,  is  Cyril  McNeille.  The 
title  of  the  new  story  is  "Bull-Dog 
Drummond."  Captain  Hugh  Drummond, 
otherwise  "Bull-Dog  Drummond,"  being 
demobilized,  finds  peace  too  dull  to  be 
borne,  and  advertises  for  a  job  of  any 
sort — lawful  or  unlawful — so  long  as  it 
has  a  spice  of  adventure.  Among  nu- 
merous replies  is  one  from  a  girl  who 
is  in  dire  distress  and  needs  help  against 
two  amazing  masters  of  crime,  heads  of 
a  gang  of  international  anarchists, 
Bolshevists  and  other  ruffians,  whom 
they  are  using  to  their  own  ends.  Drum- 
mond meets  the  girl,  promptly  devotes 
himself  to  her  service,  and  is  forthwith 
involved  in  a  breathless  whjrl  of  in- 
trigue, robbery,  violence  and  murder, 
that  gives  him  and  the  reader  enough 
excitement  to  have  made  the  fortune  of 
half  a  dozen  novels. 

A  NICE  BOY 

Tom  Purbeck's  father  kept  a  "pub" — 
he  kept  it  so  respectable  that  the  neigh- 
bors called  it  "Purbeck's  Heaven";  his 
mother  was  a  Spaniard,  from  whom  his 
sister  inherited  musical  genius.  He  tells 
their  tale  in  Stacy  Aumanier's  new  book, 
"One  After  Another,"  a  story  of  here- 
dity that  has  such  originality  and  dis- 
tinction as  "The  Querrils"  prophesited. 
He  himself  is  troubled  by  being  "a  nice 
boy"  during  his  school  days.  Although 
his  father  is  very  ambitious  he  is  ap- 
prenticed in  "the  city,"  and  the  record 
of  his  business  career  is  very  entertain- 
ing, especially  the  phase  when  he  is  a 
scene  painter. 


Selling  Points  About  Timely  Books 


THE  LITTLE  WARRIOR 

Pelham  Wodehouse's  humorous  story, 
"Tfce  Little  Warrior,"  which  has  been 
runming  serially  in  "MacLean's  Maga- 
zine," is  now  available  in  book  form. 

MAN'S  GREAT  CONCERN 

A  catechetical  work  by  Ernest  R.  Hull, 
S.  J.,  entitled,  "Man's  Great  Concern, 
the  Management  of  Life,"  presents  views 
respecting  thought  and  conduct  in  a  great 
variety  of  circumstances  and  emergen- 
cies. The  author's  opinions  deal  with 
physical,  mental  and  spiritual  problems 
from  the  standpoint  that  man  owes  it 
to  himself  and  his  fellows  to  live  an 
upright,  active,  useful  and  unselfish  life. 

ANTI-RENT  REBELLION 

All  those  unfortunates  who  have  been 
vainly  seeking  apartments  or  houses 
within  their  means  will  entertain  fellow 
feelings  for  the  agitators  against  pirati- 
cal landlords  described  by  Don  Cameron 
Shafer  in  his  romance,  "Barent  Creigh- 
ton."  The  "Anti-Rent  Rebellion"  of  the 
40's,  which  ended  the  patroon  landhold- 
ing  system  in  America  serves  as  a  back- 
ground for  the  story.  The  rent  objectors 
of  Beventy-five  years  ago  organized  into 
various  tribes  of  "Indians"  and  defied 
landlords,  agents,  sheriffs  and  officers  of 
the  law  to  eject  them  or  to  collect  ex- 
orbitant rents. 

MRS.  ASQUITH 

"If  I  had  had  real  application — as  all 
the  Asquiths  had — I  should  by  now  be  a 
well-educated  woman;  but  this  I  never 
had.  I  am  not  at  all  dull,  and  never 
stale,  but  I  don't  seem  to  be  able  to 
grind  at  uncongenial  things.  I  have  a 
good  memory  for  books  and  conversa- 
tions, but  bad  for  poetry  and  dates;  won- 
derful for  faces  and  pitiful  for  names. 
—From  "The  Autobiography  of  Margot 
Asquith." 

THE  PURPLE  HEIGHTS 

Marie  Conway  Oemler's  latest  novel, 
"The  Purple  Heights,"  is  as  rich  in 
laughter  and  tears,  in  thrillingly  dram- 
atic situations,  and  in  all  those  other 
elements  that  endear  a  story  to  a  great 
public,  as  was  the  author's  first  aston- 
ishing success,  "Slippy  McGee."  Peter 
Devereaux  Champneys'  widowed  mother 
lived  in  a  three-room  house  in  Riverton, 
South  Carolina,  and  this  boy  was  the 
last  of  the  once  powerful  family  of  the 
Champneys.     She  died  of  too  little  food 


and  too  much  work,  and  the  little  boy, 
who  had  already  been  pronounced  a  dunce 
at  school,  became  an  odd-job  youngster 
in  the  town  and  a  fisherman  on  the 
river.  His  beloved  mother,  dying,  had 
told  him  to  raise  the  name  of  Champ- 
neys to  greatness  again.  Peter  made 
good. 

THE  GREAT  LEVIATHAN 

"The  Great  Leviathan"  is  written  by 
D.  A.  Barker,  a  new  author.  He  has 
created  a  hero  who  dares  the  world,  the 
Great  Leviathan,  because  of  his  convic- 
tions. The  development  of  a  youth, 
morally  and  mentally,  through  the  pecu- 
liar circumstances  which  influence  his 
life  is  traced  carefully  and  consistently. 
This  is  a  new  John  Lane  publication 
which  should  sell  because  of  its  origin- 
ality. 

PELOUBET'S  NOTES 

From  W.  A.  Wilde  &  Co.,  Boston, 
comes  the  "Peloubet's  Select  Notes  for 
1921,"  being  the  47th  annual  volume. 
Since  the  appearance  of  the  last  volume, 
the  founder,  Dr.  Peloubet,  has  passed 
away,  and  this  volume  may  be  consider- 
ed a  memorial  to  him.  The  new  editor 
is  Rev.  Dr.  Amos  R.  Wells,  who  was 
for  twenty  years  Dr.  Peloubet's  assist- 
ant. It  will  be  appreciated,  therefore, 
the  general  plan  of  the  "Notes"  is  being 
maintained. 

The  matter  of  course  is  all  fresh  and 
new  but  the  whole  treatment  has  the 
same  meritorious  characteristics  that 
have  for  so  many  years  made  this  an- 
nual commentary  on  the  International 
Sunday-School  lessons  so  valuable  to 
Sunday-School  teachers  and  the  mem- 
bers of  their  classes. 

A  feature  of  the  present  volume  is  an 
appreciation  by  Dr.  Wells  of  the  late 
Dr.  Peloubet,  with  a  half-tone  reproduc- 
tion of  his  portrait. 

HEROES  OF  EARLY  ISRAEL 

For  immediate  publication,  "The  Heroes 
of  Early  Israel"  is  announced,  by  Irving 
F.  Wood,  professor  of  biblical  literature 
and  comparative  religion  at  Smith  Col- 
lege. Chapters  on  the  land  and  on 
Egypt  make  clear  the  background  of 
biographical  tales,  and  maps  and  half- 
tones help  to  give  an  impression  of  the 
Bible  country.  It  is  recognized  that 
these  tales  were  first  told  round  the 
camp  fires  and  to  the  children  in  the 
homes  of  Ancient  Israel.    There  are  var- 
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ious  versions  of  them,  as  of  all  traditions, 
and  their  preservation  is  due  to  a  desire 
to  inspire  love  of  country  and  service  of 
God.  This  series  presents  the  early  tra- 
ditions from  Abraham  to  Samson.  It  is 
the  first  of  three  books  that  will  take 
in  the  chief  personages  of  the  whole  of 
the  Old  Testament. 

NEW  AND  FORTHCOMING 

Announced  for  immediate  publication 
is  "The  Anthology  of  Magazine  Verse 
for  1920,"  edited  by  William  Stanley 
Braithewaite  and  "The  Best  Plays  for 
1919-1920,"  edited  by  Burns  Mantle, 
Dramatic  Editor  of  the  New  York  Even- 
ing Mail.  Books  of  this  nature  are 
specially  important  to  booksellers  in  that 
sale  this  year  means  probable  sales  of 
subsequent  issues  each  year  to  all  pur- 
chasers. 

"A  Prophet  of  Joy,"  by  Gamaliel  Brad- 
ford, is  a  keen  and  humorous  interpreta- 
tion of  contemporary  life,  written  in  the 
pleasing  stanza  which  Byron  employed 
in  "Don  Juam"  The  mingling  of  wisdom 
and  satire,  whimsicality  and  genuine 
poetry,  is  also  reminiscent  of  Byron.  The 
plot  (for  it  has  vigorous  narrative  in- 
terest) is  well  chosen  for  the  display  of 
modern  foibles,  faults,  and  ideals.  In 
fact,  it  is  closer  to  the  realities  of  the 
times  than  most  of  the  realistic  novels. 

IN  THE  MOUNTAINS 

A  most  delightful  new  book  which  has 
recently  come  from  Gundy's  is  the  anony- 
mous "In  the  Mountains,"  in  which  an 
Englishwoman,  going  to  her  villa  in 
Switzerland,  for  the  first  time  after  the 
war,  there  to  recuperate  both  her  physi- 
cal and  mental  state,  unexpectedly  finds 
herself  host  to  two  other  Englishwomen, 
sisters,  who,  it  transpires,  are  virtually 
exiles  because  the  younger  had  married 
in  Germany,  not  once  but  twice!  Her 
first  husband  was  Siegfried,  after  whose 
death  she  married  his  uncle,  Herr  Juchs, 
who  also  dies. 

This  circumstance  is  more  of  a  cross 
for  the  older  sister  than  for  Mrs.  Jucks, 
or  "Jewks,"  as  her  elder  sister  pro- 
nounces it  for  obvious  reasons.  The 
manner  in  which  these  facts,  at  first 
carefully  guarded  against  disclosure, 
are  unveiled;  the  progress  of  the  friend- 
ship of  the  three  women  and  the  sur- 
prising developments  of  that  friendship, 
make  up  a  most  entertaining  story, 
spiced  by  many  a  delicate  humorous 
touch,  the  whole  being  an  exquisite  pre- 
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sentation  of  true  feminine  character  en- 
riched by  the  story's  setting  in  the  Swiss 
mountain  country  and  the  homely  atmos- 
phere lent  by  the  housekeepers,  the  im- 
perturbable Antoine  and  his  spouse.  For 
anyone  wishing  to  read  a  story  of  the 
restful  type  that  will  be  read  and  re- 
read, this  story  is  strongly  to  be  re- 
commended. 

SMILES 

Eliot  Harlow  Robinson,  best  known  to 
the  book  world  as  the  author  of  "Smiles: 
A  Rose  of  the  Cumberlands,"  whose 
latest  work—  "The  Maid  of  Mirabelle:  A 
Romance  of  Lorraine" — has  recently 
come  from  the  Page  Company  (Boston), 
has  secured  for  himself  a  definite  posi- 
tion among  American  writers  of  fiction 
in  a  surprisingly  short  space  of  time.  In 
the  course  of  four  busy  years,  one  of 
which  was  spent  abroad  as  director  of 
athletics  in  the  French  army,  he  has 
progressed  from  a  practising  lawyer, 
with  literary  leanings  (that  word  "pro- 
gressed" is  Mr.  Robinson's  own!)  to  a 
successful  novelist  and  author  of  five 
books,  in  addition  to  many  short  stories. 
His  romance  "Smiles"  established  his 
literary  reputation  as  a  master  of  style 
and  human  appeal,  and  these  two  ele- 
ments are  well  to  the  fore  in  his  new 
work,  an  after-the-war  book  of  France. 
Mr.  Robinson  is  proud  to  tell  the  world 
that  he  was  born  and  raised  in  the  old 
Bay  State.  He  is  a  graduate  of  Har- 
vard University  and  the  Harvard  'Law 
School. 

THE  LEOPARD  PRINCE 

Announced  for  early  publication  is 
"The  Leopard  Prince:  A  Romance  of 
Venice  in  the  Fourteenth  Century,"  by 
Nathan  Gallizier,  an  able  writer  of  his- 
torical novels.  It  is  interesting  to  note 
that  Mr.  Gallizier  has  chosen  for  his 
latest  work  scenes  which  played  a  pro- 
minent part  in  the  World  War  and  which 
presented  to  the  treaty  makers  at  Ver- 
sailles the  same  difficulties  between  the 
races  on  the  Adriatic  which  Mr.  Gal- 
lizier's  hero  prince  encountered  six  hun- 
dred years  ago. 

LABORATORY     MANUAL     OF    ENG- 
LISH COMPOSITION 

The  overburdened  teacher  should  find 
the  Laboratory  Manual  of  English  Com- 
position of  real  practical  help.  It  is 
written  by  Stanley  R.  Oldham,  principal 
of  a  high  school  at  Norwood,  Massa- 
chusetts. The  aim  is  to  transfer  from 
the  teacher  to  the  student  the  work 
which  belongs  to  the  student.  There  is 
little  written  work  to  correct,  and  even 
the  preparation  of  the  lesson  is  done  by 
the  student.  It  comes  from  the  World 
Book  Company,  New  York. 

FRANK   ROY   FRAPRIE 

Frank  Roy  Fraprie,  author  of  travel 
and  art  books,  keen  observer  and  globe 
trotter,  having  recently  accomplished  an 
admirable  translation  of  M.  Andray 
Hallays'    forthcoming    new    spell    book — 


"The  Spell  of  the  Heart  of  France:  The 
Towns,  Villages  and  Chateaux  About 
Paris,"  in  train  for  issue  about  the  first 
of  November,  has  taken  himself  on  a 
personally-conducted  tour  through 
France  and  Germany.  In  a  recent  letter 
to  his  publishers  from  "la  belle  France," 
he  observes:  "The  Germans  played 
havoc  with  some  of  the  places  featured 
in  M.  Hallays'  book,  especially  Soissons. 
.  .  .  The  streets  are  dark  and  dismal 
here  and  everywhere  else,  and,  as  in 
America,  the  wealthy  and  the  workmen 
are  both  rich  in   Europe." 

NEVER  GROW  OLD 

In  this  book,  published  by  Putnam's, 
an  eminent  French  physician,  Dr.  Goizet, 
essays  to  set  forth  "How  to  Live  More 
Than  One  Hundred  Years."  He  is  85 
years  old,  in  complete  possession  of  all 
his  faculties,  mental  and  physical.  For 
the  past  thirteen  years  he  has  enjoyed 
perfect  health,  due  to  the  method  dis- 
covered by  him,  a  method  which  in  his 
own  case  has  proved  unfailing.  Dr. 
Goizet  quotes  many  other  successful 
examples  from  the  practice  of  his  health 
method. 

VOCABULARY  IN  FIVE  LANGUAGES 

Henri  Viard  has  put  together  the  ap- 
proved terms  for  telegraphy,  wireless 
telegraphy  and  telephone,  and  radio- 
telegraphy,  which  are  used  in  French, 
English,  Italian,  Spanish  and  German. 
He  has  made  an  index  of  them  which  he 
calls  an  alphabetical  repertory.  This  re- 
fers the  reader  to  the  pages  where  the 
definitions  of  the  terms  are  to  be  found 
and  the  corresponding  expressions  in  the 
other  languages.  This  book  should  prove 
a  very  useful  source  of  information  to 
students  of  science.  It  is  published  by 
Gauthier-Villars  &  Co.,  Paris. 

HANDBOOK  OF  ENGLISH 

From  the  World  Book  Co.,  Yonkers, 
N.Y.,  comes  "The  Handbook  of  English 
Composition,"  second  revised  edition,  by 
Luella  Clay  Carson,  which  trains  the  stu- 
dent in  accuracy  and  effectiveness  in  the 
essentials  of  English  composition,  -and 
the  ready,  rapid,  and  unconscious  use  of 
correct  forms.  It  presents  the  main 
requisites  of  good  English  in  such  com- 
pact and  usable  form  that  it  becomes  a 
code  for  accurate  expression.  The  many 
valuable  suggestions  and  clear  explana- 
tions of  confusing  points  assist  the  stu- 
dent in  learning  the  rules  or  laws  of 
grammar  and  rhetoric. 

The  simplicity  and  eloquence  of  Eng- 
lish speech  are  brought  to  the  attention 
of  the  student  in  a  way  that  compels 
interest. 

SECOND  COURSE  IN  MATHEMATICS 
FOR  TECHNICAL  STUDENTS 

The  University  Tutorial  Press  has 
published  a  new  book  by  'Haler  and 
Stuart,  which  should  prove  of  value  as 
a  supplementary  book  for  classes  in 
technical  schools.  Though  some  of  the 
work  is  beyond  the  scope  of  high  school 
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courses,  much  of  it  is  quite  elementary. 
First  and  second  year  university  stndent 
in  mathematics  can  use  it  to  advantage. 

HOW  BOOKS 

For  the  advertisement  of  "System's 
How  Books"  in  the  October  issue  price 
revisions  were  marked  on  the  proof,  but 
unfortunately  the  paper  had  gone  to 
press  before  this  corrected  proof  arrived. 
The  books  in  question,  with  the  earrect 
retail   prices,   are   as   follows: 

"How  to.  Run  a  Retail  Business  at 
Greater  Profit,"  $2.75;  "How  to  Writ. 
Advertisements  That  Sell,"  $1.35;  "How 
to  Finance  a  Business,"  $1.35;  "How  to 
Collect  Money  by  Mail,"  $1.35;  "161 
Store  Plans  to  Win  New  Trade,"  $1.35; 
"How  to  Run  a  Store  at  a  Profit,"  $1.25; 
"How  to  Sell  More  Fire  Insurance," 
$1.25;  "How  to  Manage  an  Office,"  $1.35; 
"How  Scientific  Management  is  Applied," 
$1.35;  "How  to  Get  More  Out'of  Your- 
Factory,"  $1.35;  "How  to  Sell  Real  Es- 
tate at  a  Profit,"  $1.35;  "78  Proved  Plans 
for  Handling  and  Closing  Real  Estate 
Deals,"  $1.35;  "How  to  Systematize 
Your  Factory,"  $1.10;  "How  to  Manage 
Men,"  $1.10;  "How  to  Get  Workmen," 
$1.10;  "How  to  Advertise  a  Bank,"  $1.35; 
"How  to  be  Personally  Efficient  in  Busi- 
ness," $1.35;  "How  to  Increase  Your 
Sales,"  $1.35;  "How  to  Talk  Business  to 
Win,"   $1.35. 

GENESIS  FOR  CHILDREN 

Quite  a  novelty  is  Dr.  Alexander  Gor- 
don's "The  Enchanted  Garden,"  being  a 
series  of  delightful  stories  from  Genesis 
retold  for  little  folks  in  Dr.  Gordon's 
inimitable  way.  He  shows  a  fine  ap- 
preciation of  the  child's  viewpoint.  The 
never-fading  wonder  of  this  inspired  re- 
cord of  man's  beginnings  is  woven  into 
a  sheaf  of  dramatic  and  poetie  tales 
that  will  be  sure  to  fascinate  the  young 
I'eader  and  be  very  welcome  to  the  older 
person,  particularly  the  teacher,  parent 
and  minister  looking  for  new  story-tell- 
ing  material. 

The  author  says  in  his  preface:  "There 
is  no  book  in  the  Bible  more  fascinating 
than  Genesis.  It  charms' us  in  our  child- 
hood, and  it  keeps  its  spell  to  the  end. 
For  it  is  not  only  full  of  the  enchanted 
poetry  of  the  East,  it  is  a  shining  mir- 
ror of  life  in  every  age  and  under  every 
sky.  As  we  follow  these  tales,  we  seem 
to  be  reading  the  story  of  our  own 
souls." 

Dr.  Gordon  is  professor  of  Hebrew  at 
McGill  University. 

SHOP  PRACTICE 

A  thoroughly  practical  and  helpful 
book,  prepared  especially  for  those  who 
have  had  little  or  no  experience  in  shop 
work,  is  R.  F.  Yates'  "Shop  Practice  for 
Home  Mechanics."  The  introduction  is 
given  over  to  an  elementary  explanation 
of  the  fundamentals  of  mechanical 
science.  This  is  followed  by  several 
chapters  on  the  use  of  small  tools  and 
mechanical  measuring  instruments.  Ele- 
mentary and  more  advanced  lathe  work 
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is  treated  in  detail  and  directions  given 
for  the  construction  of  a  number  of  use- 
ful show  appliances.  Drilling  and  ream- 
ing, heat  treatment  of  tool  steel,  special 
lathe  operations,  pattern  making,  grind- 
ing, and  grinding  operations,  home 
foundry  work,  etc.,  make  up  the  rest  of 
the  volume. 

SNA  UK'S   ANNUAL 

Starr  Wood's  Annual  (The  Snark) 
reaches  its  twenty-first  issue  with  the 
forthcoming  number.  Ready  at  the  end 
of  the  year,  its  .  contents  are  always 
bright  and  cheerful  and  the  number  will 
contain  upwards  of  thirty  full-page  and 
sixteen  half-page  illustrations' by  that 
inimitable  artist,  Starr  Wood,  whose 
humor  is  always  appreciated  the  world 
over. 

TO  ADD  WAR  VOLUMES 

Hugh  .Chisholm,  who  has  been  editor 
of  the  Encyclopaedia  Britannica  since 
1904,  is  at  work  upon  the  preparation  of 
three  new  volumes  to  be  added  to  the 
present  eleventh  edition,  and  has  a  large 
staff  at  work,  both  in  London  and  New 
York.  The  editor  estimates  that  al- 
most 70  per  cent,  of  the  new  matter  will 
be  devoted  to  questions  connected  with 
the  war,  for  although  every  subject 
needing  fresh  treatment  will  be  brought 
up  to  date,  there  are  not  many  miscellan- 
eous developments  which  call  for  extend- 
ed additional  space,  apart  from  such 
special  activities  as  aviation,  automobiles 
and  moving  pictures. 

CHARLES  E.  CHAPIN 

"An  amazing  human  document"  truly 
applies  to  Charles  E.  Chapin's  story,  a 
book  published  by  Putnam's.  It  has  an 
introduction  by  Basil  King.  The  story 
was  written  in  Sing  Sing  Prison,  and  in 
this  unflinching  revelation  of  the  tragedy 
which  terminated  his  career  with  life 
imprisonment,  the  author,  for  twenty 
years  city  editor  of  the  New  York  "Even- 
ing World,"  bares  his  soul.  It  is  an  ut- 
terly unusual  biography  of  an  American 
newspaperman,    startlingly    authentic. 

REVISE  HISTORY 

"If  the  Ministers  of  Education  in  the 
Province  of  Ontario  and  Quebec  will  get 
together  and  revise  our  text-book  history 
I  think  it  will  go  a  long  way  toward 
getting  a  better  understanding  in  Can- 
ada," declared  Dr.  Philip  Roy,  Canadian 
Trade  Commissioner  to  France,  in  ad- 
dressing Dr.  James  L.  Hughes'  party  of 
continental  tourists  at  the  King  Edward 
Hotel,  Toronto,  on  Sept.  22nd.  There 
were  about  150  persons  present,  most 
of  them  school  teachers. 

AUCTION    METHODS   UP-TO-DATE 

One  of  the  especially  interesting  new 
issues  of  the  year  is  "Auction  Methods 
Up  to  Date,'  by  Milton  C.  Work,  author 
of  several  authoritative  books  on  this 
subject.  The  book  came  out  recently, 
published  by  John  C.  Winston  Co.  Mr. 
Work  is  credited  w;th  having  the  largest 
following  of  any  witer  on  the  game 
of  auction  bridge.     Fe  's  the  originator 


of  the  present  count  which  revolutionized 
and  popularized  the  game.  He  creates 
new  ideas  where  most  writers  repeat  the 
theories  of  others.  As  an  expert,  he  has 
visited  practically  every  city  in  which  the 
game  has  produced  skillful  players.  He 
has  met  the  experts  in  all  these  cities 
and  is  qualified  to  describe  their  methods 
of  play  and  give  the  reasons  for  and 
against  each  theory. 

There  are  so  many  devotees  of  auction 
bridge  that  books  of  this  nature  will 
make  ideal  Christmas  gifts  for  them. 
This  should  not  be  lost  sight  of  by  book- 
sellers. This  new  book  contains  the  new 
laws  of  1920  adopted  by  the  Whist  Club 
of  New  York — the  code  that  practically 
dictates  what  will  be  universally  followed 
by  auction  players.  A  number  of  radical 
changes  in  the  laws  of  the  game  have 
been  made  and  every  law  has  been  re- 
written. It  is  not  expected  that  any 
further  changes  will  be  made  for  s-ome 
years.  A  player  who  is  not  familiar  with 
these  new  laws  will  find  himself  at  a 
serious   disadvantage. 

Mr.  Work  is  the  chairman  of  the  card 
committee  of  the  club  which  is  in  charge 
of  the  law  making.  He  explains  the 
changes,  tells  why  they  were  made,  and 
also  why  certain  proposed  changes  were 
not  made.  A  feature  is  the  presentation 
of  "The  Tournament  Hands."  This 
series  of  hands  is  regarded  as  the  best 
and  most  conclusive  test  of  skill  yet  de- 
vised, in  that  it  entirely  eliminates  the 
element  of  luck  and  rewards  only  sound 
bidding  and  brilliant  play. 


SIR     GILBERT     PARKER 

Whose  new  novel,   "No   Defence,"  appeared   in 

October. 

Sir  Gilbert  Parker,  an  author  known 
throughout  the  world,  was  one  of  the 
British  delegates  to  the  Imperial  Press 
Conference  in  Canada  as  one  of  the  pro- 
prietors of  a  combine  of  newspapers.  It 
is  many  years  since  he  lived  in  Canada, 
but  Canadians  do  not  forget  that  since 
he  produced  his  first  play  in  1888  he 
has  given  the  world  stories  and  novels 
of  Canada  which  have  helped  to  make 
his  fame,  and  have  shown  the  more 
agreeable  as  well  as  the  most  adventur- 
ous side  of  Canadian  life.  He  was 
knighted,  given  a  baronetcy,  and  made  a 
Privy  Councillor.  His  latest  novel,  "No 
Defence."  was  published  Oct.  7th. 
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DEATH  OF  MRS.  B.  M.  CROKER 

London,  Oct.  21.— Mrs.  B.  M.  Croker, 
the  novelist,  died  in  London  recently. 
She  was  the  wife  of  Lieutenant-Colonel 
John  Croker,  formerly  of  the  Royal  Scots 
and  Royal  Munster  Fusiliers,  and 
daughter  of  the  late  Rev.  William  Shep- 
pard. 

NEW  REPRINTS 

"Vice  Versa,"  by  F.  Anstey,  "Phyllis," 
by  Mrs.  Hungerford  and  "Rodney 
Stone,"  by  A.  Conan  Doyle,  were  recent 
arrivals  in  Murray's  paper  covered  copy- 
right novels  and  from  the  same  firm 
have  come  copies  of  the  new  2s.  reprints, 
cloth-bound,'  of  Henry  Seton  Merriman's 
"From  One  Generation  to  Another,"  and 
"The  New  Rector,"  by  Stanley  J.  Wey- 
man. 

WOUNDED   SOULS 

Few  writers  have  so  completely  cap- 
tured the  appreciation  of  readers  as  has 
Sir  Philip  Gibbs,  as  war  correspondent, 
magazine  writer  and  novelist.  His  new 
novel,  "Wounded  Souls,"  is  really  more 
than  fiction  being  veritably  the  truth 
about  certain  men  and  women,  standing 
face  to  face  with  life  again  after  pass- 
ing through  the  searing  flame  of  the 
war.  No  one  who  reads  this  story  of 
Wickham  Brand  and  the  German  girl 
he  loved  and  married  can  forget  the 
high  and  tragic  beauty  of  this  love  idyl. 
Amidst  the  fostered  hates  of  nations 
and  the  crumbling  of  human  institutions 
these  two  spirits  rise  invulnerable  and 
one  catches  a  glimpse  of  that  new  order 
for  which  Philip  Gibbs  speaks:  the  vic- 
tory of  the  heart  and  the  spirit  over  the 
brute  forces  of  matter.  It  is  a  recital 
of  impassioned  truth-telling,  memorable 
and    fine. 

MOSES  IRONS 

"The  Business  Philosophy  of  Moses 
Irons,"  by  Daniel  Louis  Hanson,  publish- 
ed by  A.  W.  Shaw  Co.,  of  Chicago,  is  a 
book  of  fiction  with  a  happy  blending 
of  humor,  philosophy,  and  business 
strategy.  The  author  shows  that  busi- 
ness is  more  than  a  number  of  ledgers, 
some  clerical  help,  a  well  organized  fac- 
tory, a  corps  of  salesmen  and  executives; 
far  more,  too,  than  a  convenient  method 
of  transmitting  merchandise  into  money. 
You  see  that  business  touches  upon  all 
the  phases  of  life — it  is  life— interesting, 
exciting.  This  tale  depicts  the  struggles 
of  a  keen  and  able  executive.  The 
methods  he  uses  to  win  sales,  to  increase 
the  efficiency  of  purchasing  and  other 
departments,  are  not  only  entertaining, 
they  are  inspiring. 

THE  TRAP 

Among  the  season's  novels  coming 
from  the  Ryerson  Press  is  "The  Trap," 
by  Maximilian  Foster,  in  which  Henry 
Lester,  a  young  millionaire,  falls  in  love 
with  Sally  Raeburn  while  he  is  travelling 
in  California.  That  is  when  he  believes 
Sally  to  be  ignorant  of  his  great  wealth 
and  thinks  that  she  loves  him  for  him- 
self.     Then    he    discovers    that    she    has 
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always  been  aware  of  his  identity,  and 
that  her  adopted  aunt,  Mrs.  Steese,  has 
taken  her  away  from  her  self-supporting 
job  and  maintained  her  in  luxury  with 
the  understanding  that  she  would  marry 
a  very  wealthy  man  and  "divide  the 
spoils."  The  discovery  so  sickens  Lester 
that  he  determines  to  have  his  revenge 
on  the  two  women.  To  this  end  he  in- 
vites them  to  a  house-party  at  his  coun- 
try place,  "Ferncliff,"  on  the  Hudson, 
where  he  plans  an  ingenious  trap  which 
he  thinks  will   expose   their   perfidy. 

SCIENCE 

From  John  Murray,  London,  comes 
"The  Advancement  of  Science,  1920,"  be- 
ing a  paper-bound  book  containing  the 
addresses  delivered  at  the  88th  annual 
meeting  of  the  British  Association  for 
the  Advancement  of  Science,  held  at 
Cardiff,    in    August    1920. 

HUMAN     AND     INDUSTRIAL     EFFI- 
CIENCY 

Henry  Chellar,  in  his  book,  "Human 
and  Industrial  Efficiency,"  applies  the 
scientific  method  to  the  problems  of  in- 
dustry and  commerce.  Many  subjects 
are  dealt  with  from  the  standpoint  o'f 
applied  psychology.  The  outlook  of  the 
author  is  fresh  and  practical,  the  style 
is  unacademic  and  popular.  This  book  is 
a  Putnam  issue. 

McKENNA 

"Lady  Lilith"  is  a  novel  which  could 
have  been  written  by  no  one  but  Stephen 
McKenna,  because  his  knowledge  and  ob- 
servation of  social  and  political  life  in 
London  is  reinforced  by  a  genius  which 
has  made  his  books  remarkable  and  en- 
grossing pictures  of  contemporary  Eng- 
lish society.  Lady  Barbara  Neave,  the 
Lady  Lilith  of  this  story,  is  a  contem- 
porary of  Sonia  Dainton.  To  say  that 
she  is  typical  of  the  modern  woman 
would  be  unfair;  but  this  character-study 
of  a  clear-cut  personality,  absolutely  un- 
restrained in  her  egotism  and  disregard 
for  the  lives  of  others,  and  yet  posses- 
sed of  singular  power  to  charm,  is  not 
exaggerated  fiction  but  realism  of  the 
highest  order. 

THE  CAPTIVES 

Hugh  Walpole's  new  novel  "The  Cap- 
tives," deals  with  London  life  and  is  the 
study  of  a  girl  and  two  men — particu- 
larly of  Maggie  Cardinal.  This  novel, 
coming  as  it  does  on  the  heels  of 
"Jeremy,"  is  a  confirmation  of  his  re- 
turn to  English  life.  Indeed,  the  fact 
that  this  story  was  begun  in  1914  and 
has  been  for  him  one  of  the  most  ab- 
sorbing stories  he  has  adventured  upon, 
is  evidence  that  the  Russian  books  were 
a  literary  excursion,  while  the  life  and 
manners  of  his  own  people  are  the  abid- 
ing materials  of  his  art. 

SIR  WILLIAM  VAN  HORNE 

"The  Life  and  Work  of  Sir  William 
Van  Home"  is  the  remarkable  record  of 
a  towering  figure  in  the  history  of  this 
continent.     The  biographer  is  W.  Vaug- 


han,  whose  work  has  been  exceptionally 
well  done. 

Frederick  O'Brien's  "Drifting  Among 
the  South  Sea  Isles,"  is  an  exceptionally 
entertaining  record  of  travel  with  a  rich 
vein  of  humor  and  a  fine  sensitiveness 
to  the  beauty  of  island  scenery. 

A  new  travel  record  is  Harry  A. 
Franck's  "Roaming  Through  the  West 
Indies."  He  gets  a  new  people  on  paper 
with  unerring,  unsentimentalized  fidelity, 
and  with  a  vigor,  vitality  and  vividness 
that  is  amazing. 

"Children  in  the  Mist,"  by  George 
Madden  Martin,  tells  of  the  negroes 
whom  the  white  man  brought  to  Am- 
erica— the  white  man  who  shirked  the 
responsibility  that  this  act  of  his  laid 
upon  him.  The  tales  here  gathered  to- 
gether present  a  chronological  continuity, 
covering  the  time  from  the  emancipa- 
tion of  the  negro  down  to  the  present. 
These  tales  are  distinctly  above  the 
average  from  the  standpoint  both  of 
literature  and  entertainment. 

NO  CLUE 

James  Hay,  Jr.,  has  written  a  new 
mystery  story,  "No  Clue,"  the  chief 
characteristic  of  which  is  that  each  chap- 
ter is  in  itself  a  big  story,  ending  on  a 
high  note  of  dramatic  suspense  such  as 
is  rarely  found  in  the  culminating  big 
scene  of  the  average  detective  story.  And 
this  suspense,  created  in  the  reader's 
mind  at  the  outset  by  a  remarkable  first 
chapter,  grows  with  the  progress  of  the 
narrative.  The  denouement  of  "No 
Clue!"  comes  with  a  surprise  and  a  sud- 
denness  almost   unprecedented. 

A  POLISH  NOVELIST 

Of  all  the  works  of  Madame  Nalkow- 
ska,  the  brillian  Polish  writer,  "Kobiety," 
which  is  Polish  for  "Women,"  has  at- 
tracted the  most  wide-spread  attention 
in  Europe. 

The  book  itself,  just  published  on  this 
side  by  Putnam's,  is  an  extraordinary 
analysis  of  unusual  feminine  psychology. 
It  is  vividly  outspoken,  the  work  of  an 
intellectual  rebel,  the  peculiar  charm  of 
whose  writing  lies,  perhaps,  in  its  Slavic 
flavor — a  flavor  in  no  wise  lost  by  the 
translator,  Michael  Henry  Dziewicki, 
English  lecturer  at  Jagellonian  Univer- 
sity, Cracow. 

Sofja  Rygier-Nalkowska  was  born  in 
Warsaw  some  30  years  ago.  Her  father, 
Waslaw  Nalkowski,  was  a  famous  geo- 
grapher and  author,  and  her  mother,  too, 
an  "intellectual"  and  writer. 

Madame  Nalkowska  is  the  author  of 
several  other  novels,  and  of  three  col- 
lections of  short  stories. 

CHILDREN    OF   STORM 

An  English  author  whose  works  are 
becoming  increasingly  popular  is  Ida 
A.  R.  Wylie.  Her  latest  novel  is  "Chil- 
dren of  Storm."  It  presents  the  ques- 
tion: Can  marriage  out  of  one's  social 
class  be  successful  ?  This  may  be  taken 
as  the  question  uppermost  in  the  au- 
thor's mind  in  writing  this  novel.  The 
"Children  of  Storm"  are  the  daughter  of 
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a  rich  and  powerful  family  and  the  son 
of  a  poor  grocer.  They  keep  their  mar- 
riage a  secret,  and  out  of  the  first  bit 
of  deception  there  emerges  a  tangle 
which  involves  many  lives.  Miss  Wylie 
has  touched  with  great  tenderness  the 
love  story  of  two  souls.  Though,  it  is  the 
old,  old  story,  there  is  a  new  element 
in  it — the  conflict  between  love  and 
labor,  a  conflict  every  man  and  every 
woman  may'soon  have  to  face.  "Children 
of  Storm"  begins  where  most  novels  end. 

IN   CHANCERY 

John  Galsworthy  has  so  clearly  taken 
a  unique  place  among  the  novelists  writ- 
ing in  English  today  that  a  new  novel 
from  him  has  come  to  be  an  event,  both 
in  England  and  America.  "In  Chancery," 
published  by  the  Copp,  Clark  Co.,  is  a 
story  woven  about  the  same  family  that 
held  the  stage  in  "The  Man  of  Property" 
with  success.  It  is  of  the  affairs  of  the 
Forsytes — the  brothers  and  sisters  and 
their  families — who  inherited  so  strongly 
the  instinct  to  acquire  the  almighty  dol- 
lar, or  its  equivalent,  the  English  pound, 
with  all  the  privileges  and  powers  (and 
weaknesses)  that  come  with  it.  In  his 
new  novel  Galsworthy  has  made  a  par- 
ticular study  of  the  loves  and  desires  of 
middle  age,  and  brings  forward  once 
more  the  arresting  character  of  Soames 
Forsyte. 

CURWOOD 

"The  Valley  of  Silent  Men"  by  James 
Oliver  Curwood,  published  by  the  Copp, 
Clark  Co.,  is  a  tale  of  love,  mystery,  ad- 
venture, romance — desperate  fights,  life, 
death,  real  men  and  women.  Mr.  Cur- 
wood portrays  great  souls,  and  strong, 
who  wage  their  battles  of  life  and  love 
in  the  open  spaces,  the  great  out-of- 
doors,  God's  Country,  no  less. 

NO  DEFENCE 

Another  big  literary  event  this  season 
is  the  appearance  of  a  new  novel  by  Sir 
Gilbert  Parker,  published  by  the  Copp, 
Clark  Co.  It  is  a  strong  dramatic  novel 
on  an  old  but  ever  new  theme.  The 
scenes  are  laid  in  Ireland,  England,  West 
Indies,  and  America,  during  the  troub- 
lous days  of  the  French  Revolution.  Dyck 
Calhoun,  the  proud  and  only  son  of  an 
Irish  gentleman,  meets  the  fascinating 
Sheila  Llyn.  Sheila's  disreputable  father 
is  murdered  during  a  brawl  and  Dyck 
is  held  for  the  murder,  although  inno- 
cent. At  the  trial  he  pleads  "no  defence." 
Thrown  in  prison  for  a  short  time,  on  his 
release  he  joins  the  British  Navy,  and 
thereafter  romance  and  adventure  dog 
his  heels  half  the  world  over,  until  he 
restores  the  honor  of  his  name  and  wins 
freedom  from  stain  and  blame  for  both 
himself  and  faithful  Sheila. 

THE  ELIA  CENTENARY 

This  year  is  the  literary  centennial  of 
the  writing  of  the  Essays  of  Elia,  the, 
first  of  which  date  back  to  the  autumn 
of  1820.  The  books  of  Charles  Lamb 
should  be  given  prominence  among 
Christmas  gift  suggestions  this  year. 


LEADERS  AMONG  ENGLISH  NOVELISTS 

Hugh  Walpole  Presents  Interesting  List  of  Twenty-One   Men 
and  Women  Writers  Whose  Books  Are  Worth  Buying. 


HUGH  W  ULPOLE,  in  the  London 
Express,  gives  the  names  of  the 
following  21  living  novelists  who, 
in  his  estimation,  top  the  list  of  English 
writers    of   fiction: 

"To  myself  the  most  interesting  living 
English  novelists  are:  Joseph  Conrad, 
Thomas  Hardy,  Rudyard  Kipling,  George 
Moore.  H.  (i.  Wells,  Arnold  Bennett,  John 
Galsworthy,  D.  H.  Lawrence,  J..  D.  Beres- 
t'ord.  May  Sinclair,  W.  B.  Maxwell,  F. 
Brett  Young,  Frank  Swinnerton,  W.  L. 
George,  Sheila  Kaye-Smith,  Ford  Madox 
Hueffer,  Ethel  Sidgwick,  Dorothy  Rich- 
ardson, Clemence  Dane,  Frederick  Niven 
and   Janus   Joyce. 

"I  have  purposely  made  that  list  large 
and  comprehensive.  There  are  in  it  21 
names,  but  theie  is  not  an  author  there 
who  has  not  written  at  least  one  book 
that  is  worthy  of  the  intelligent  interest 
of  any  man  or  woman.  Many  readers 
would  add  the  names  of  Gilbert  Cannan, 
Compton  Mackenzie.  J.  C.  Snaith  and 
W.  J.  Locke. 

"The  point,  after  all,  is  not  in  my  list. 
It  is  rather  that  here  are  21  men  and 
women.  Books  by  at  least  a  dozen  of 
them  will  probably  appear  during  any 
current  year.  By  purchasing  these  books, 
by  judging  and  limiting,  by  comparison, 
praising,  and  condemning,  not  too  dog- 
matically, readers  will  not  only  give 
themselves  a  great  deal  of  pleasure  and 
amusement,  but  will,  honorably  and  in- 
telligently, help  forward  the  cause  of 
English   literature. 

Examine  the  List 

"Let  us  examine  the  list.  In  Conrad, 
Hardy,  Kipling,  Moore,  Wells,  Bennett, 
Galsworthy  and  May  Sinclair,  we  have 
novelists  who  are  already  formed,  who 
have  'arrived'  in  the  definite  and  final 
sense,  whose  work  can  be  seen  in  bulk. 
By  that  I  do  not  mean  that  none  of  these 
writers  will  give  us  anything  new  again. 
Hardy's  career  as  a  novelist  is  definite- 
ly closed,  and  we  can  say  with  some  as- 
surance that  'Kim'  was  Kipling's  final 
novel.  Conrad,  Bennett,  and  Galsworthy 
are  by  now  so  individually  marked  in 
style,  technique,  structure  and  philosophy 
that  they  can  quite  easily  be  seen  'in  the 
round.'  Only  about  Wells  it  is  still  hap- 
pily impossible  to  say  what  he  will  do 
next. 

Spotting   the   Winner 

"It  is  with  the  lower  half  of  my  list, 
however,  that  the  same  of  'spotting  the 
winner'  can  most  happily  be  played. 
Among  these  14  names  no  writer  is  de- 
finitely established  in  the  final  sense.  In- 
deed, Clemence  Dane,  Dorothy  Richard- 
son, James  Joyce  (and  to  those  I  should 
add  the  name  of  Virginia  Woolf )  are  all 
now   only   at      the    beginning   of      their 


careers.  With  such  writers  as  J.  D. 
Beresford,  Ethel  Sidgwick  and  Sheila 
Kaye-Smith  a  pretty  clear  conclusion  can 
already  be   formed. 

"How  I  envy,  for  instance,  the  reader 
to  whom  the  novels  of  Ethel  Sidgwick 
are  appearing  for  the  first  time!  Her 
books,  with  their  elusive  prose  and 
slightly  cynical  philosophy  and  compli- 
cated family  relations,  are  not  every- 
body's taste,  but  'Succession'  is  one  of 
the  finest  books  of  our  time  and  an  ad- 
mirable work  to  stand  as  a  keystone  of 
the  arch. 

Worth   Buying 

"Here   at  any  rate  are  authors   whose 


books  are  worthy  of  purchase  —  worthy 
of  something  more  than  a  casual  readt- 
ing  —  worthy,  I  venture  to  say,  of  stand- 
ing on  your  shelves  beside  the  books 
which  the  verdict  of  time  has  conse- 
crated classics. 

"Bvery  one  of  the  writers  I  have 
named  is  writing  not  only  to  make  a  liv- 
ing, not  only  to  pass  the  time  or  gain 
applause,  but  also  in  a  greater  or  lesser 
degree  to  express  the  conviction  about 
life  that  is  within  him,  honestly,  fear- 
lessly, as  he  sees  it.  The  result  of  that 
conviction  is  surely  worth  at  least  eight 
shillings." 


"Janey  Canuck"  and  Jean  Norris 

Both  Are  Judges  of  Women's  Courts  as  Well 
as  Being  Popular  Novelists. 


TWO  women  novelists  who  have  be- 
come widely  known  as  adminis- 
trators of  the  law  are  Mrs.  Ar- 
thur Murphy,  police  magistrate  of  the 
Women's  Court  of  Edmonton,  Alta.,  and 
Judge  Jean  Norris,  of  New  York,  both 
of  whom  were  in  Toronto  last  month 
attending  the  Congress  of  Boys'  and 
Girls'    Work. 

Both  have  written  novels  that  have 
gained  wide  popularity.  The  writings  of 
Mrs.  Murphy  (Janey  Canuck)  are 
greatly  favored  in  England,  and  de- 
servedly so,  because  of  the  true  Canadian 
sentiment  they  express  and  the  genuine 
impression  about  Canada  which  they  im- 
part to  English  readers. 

While  in  Toronto  Mrs.  Murphy  was  a 
guest  at  a  meeting  of  the  MacLean  Club, 
an  organization  made  up  of  the  several 
hundred   men   and    women    who   are   con- 


MRS.    ARTHUR   MURPHY, 
"Janey    Canuck 


nected  in  different  capacities  with  the 
MacLean  Publishing  Company,  Booksel- 
ler and  Stationer  being  one  of  the  16 
periodicals   issued  by  this  company. 

Mrs.  Murphy's  address  was  the  big- 
event  of  this  meeting  and  was  greatly 
enjoyed. 

She  was  greatly  impressed  with  the 
esprit  de  corps  in  this  organization  as 
exemplified  by  the  nature  of  the  Mac- 
Lean  Club  and  its  activities. 

NEW  AND  FORTHCOMING 

Major  Beith,  or  Ian  Hay,  as  he  appears 
on  the  title  pages  of  his  books,  was 
present  at  the  opening  night  of  his 
"Happy-Go-Lucky,"  at  the  Booth  Theatre 
in  New  York.  This  play,  which  Major 
Beith  dramatized  from  his  own  novel 
of  the  same  name,  has  had  a  long  and 
successful  run  in  London  as  "Tilly  of 
Bloomsbury." 

Charles  F.  Higham,  whose  "Looking 
Forward"  has  just  been  published,  is 
one  of  the  leading  advertising  agents  of 
London  and  also  a  member  of  Parlia- 
ment. Mr.  Higham,  whose  publishers 
say  he  is  paid  more  money  per  month 
than  any  other  writer  in  Europe,  direct- 
ed the  publicity  for  the  British  war  loan 
bonds. 

KIPLING  ON  SCREEN 

Rudyard  Kipling  has  at  last  been  won 
over  to  screen  authorship.  Kipling  does 
not  merely  consent  to  the  adaptation  of 
certain  of  his  novels  and  poems,  but  he 
becomes  in  effect  the  scenario  writer, 
personally  adapting  celebrated  examples 
of  his  published  works  for  picture  pre- 
sentation. 
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Specialties  Worth  Pushing 

Rubber  Stamps  and  Lever   Embossing   Presses — Good  Business 
May  Be  Developed  With  These  by  Every  Stationer 


o 


F  the  making  of  books,"  quoth 
the  prophet,  "there  is  no  end," 
and  the  latter  remark  might 
■well  be  applied  to  rubber  stamps.  The 
styles  of  stamps  and  the  uses  they  can 
be  put  to  in  the  variety  of  businesses 
that  go  to  make  up  the  trade  of  a  town 
are  endless,  and  in  this  line  one  has 
ample  scope  for  making-  extra  trade.  The 
business  in  lever  embossing  presses  is 
mostly  confined  to  two  distinct  classes 
of  business,  that  of  the  strictly  commer- 
cial stationer  who  sells  to  limited  com- 
panies seals  and  presses  for  the  company 
secretary's  or -directors'  use,  and  the 
good-class  stationer  in  the  suburbs  and 
towns  who  specializes  on  good  class 
notepaper,  and  sells  the  presses  with  ad- 
dress headings  only.  Irrespective  of 
this  a  little  time  can  well  be  spent  in 
considering  this  trade  and  the  advantage 
to  be  gained  by  pushing  these  lines. 

Rubber  stamps  can  be  divided  into  two 
styles,  both  of  which  pay  for  attention. 
The  first  are  stamps  that  have  a  word- 
ing on  ready  for  use,  and  the  second 
those  that  are  wanted  with  special  word- 
ings for  special  requirements. 

Varieties  of  Stock  Wordings 

There  are  a  multitude  of  these  word- 
ings, and  no  stock  is  complete  without 
a  selection  of  the  best  sellers.  Quite  a 
number  of  these,  such  as  "Director," 
"Secretary,"  "Limited,"  "Terms  Month- 
ly," "Carriage  Paid,"  etc.,  are  practical- 
ly everyday  sales,  providing  the  public 
know  this  style  of  stamp  can  be  obtain- 
ed from  stock  at  a  low  price.  Other- 
good  stamps  in  the  way  are  "Very  Ur- 
gent," "These  prices  are  subject  to  al- 
teration," "Immediate  Delivery,"  "Please 
refer  to in  your  reply." 

In  some  districts  where  a  commercial 
trade  is  cultivated  stock  stamps  for 
crossing  cheques  and  for  marking  in- 
voices, after  having  been  checked,  and 
many  other  styles  will  pay  for  stocking, 
and  it  is  surprising  when  a  customer 
sees  a  list  of  stock  wordings  how  many 
be  finds  he  can  do  with  and  purchases 
at  once. 

Hand  Daters  and  Numberers 

Quite  a  number  of  varieties  of  these 
stamps  are  on  the  market  and  sell  well 
in  nearly  all  cases.  Some  are,  of  course, 
only  suitable  for  certain  businesses,  but 
the  small  hand  dater  is  worth  the  con- 
sideration of  every  stationer,  and  as  the 
profit  on  all  this  class  of  goods  is  large, 
it  will  pay  liberally  for  the  room  taken 
up.  Daters  are  also  made  with  special 
bands  for  libraries,  ledger  clerks  and 
card  index  systems,  all  of  which  pay  for 
introduction  to  the  persons  likely  to  buy. 
^Numbering  machines  sell  well  with  fac- 


tories and  large  business  houses,  and 
can  be  obtained  quickly  if  it  is  thought 
advisable  not  to  stock. 

Rubber    Stamps    to    Order 

This  is  the  part  of  the  trade  that  pays 
specially  for  pushing.  There  is  no  out- 
lay and  the  profit  is  large.  Once  the 
trade  is  developed  it  is  surprising  what 
a  variety  of  customers  one  gets,  and 
variety  of  uses  the  stamps  are  put  to. 
The  usual  style  of  order  is,  of  course, 
the  business  stamp  of  just  the  name  and 
address,  to  be  used  for  stamping  on  cir- 
culars, postcards,  price  lists,  etc.,  that 
do  not  require  to,  or  cannot  be,  printed. 
There  are  many  other  styles,  however. 
Stamps  for  marking  the  name  on  linen, 
for  stamping  the  address  on  notepaper, 
for  making  additions  to  already  printed 
matter,  for  signatures  at  the  bottom  of 
letters,  and  many  others  that  will  sug- 
gest themselves  to  the  up-to-date  sta- 
tioner. 

Facsimile  Signature  Stamps 

Facsimile  stamps  pay  well  for  making, 
and  if  introduced,  often  lead  to  a  large 
business.  The  writer  some  time  ago  sug- 
gested to  nurses  at  a  large  hospital  that 
a  facsimile  stamp  for  marking  linen 
wpuld  be  very  effective.  One  was  done 
as  a  sample,  and  dozens  of  orders  have 
since  resulted.  Facsimile  stamps  were 
also  suggested  for  use  in  a  large  fac- 
tory for  checking  instead  of  just  the 
ordinary  "ticks"  that  are  usually  made, 
and  stamps  have  been  made  for  the  per- 
son in  charge  of  every  department.  In 
this  way  a  rubber  stamp  department  be- 
comes a  real  asset  to  every  stationer's 
business. 

How  to  Push  These  Goods 

There  is  no  better  way  of  selling  rub- 
ber stamps  than  to  advertise  them  by 
means  of  printed  illustrations.  Any  and 
all  of  the  rubber  stamp  manufacturers 
will  loan  electros  gratis  (and  often  sup- 
ply lists  at  a  very  nominal  charge)  for 
illustrating  a  circular.  What  a  person 
sees  he  can  "take  in."  Descriptive  word- 
ing is  not  enough.  The  priced  illustra- 
tion is  the  thing. 

For  Window  Display 

For  window  display  a  nicely  hand- 
written card,  surrounded  by  the  l'eal  im- 
pressions (not  printed  specimens)  of 
rubber  stamps  will  draw  business,  as 
will  a  neatly  stamped  impression  at  the 
bottom  of  the  firm's  memos  to  the  ef- 
fect that:  "We  make  perfect  rubber 
stamps  promptly."  Lever  embossing- 
presses  can  be  best  introduced  by  using 
a  press  oneself  to  stamp  price  lists,  etc., 
and  by  circularizing  with  printed  speci- 
mens   showing       the    different    styles    of 
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wording.  In  concluding  it  should  be 
made  a  rule  in  every  establishment  that 
wording  for  rubber  stamp  orders  and 
lever  embossing  presses  be  written  in 
block  type.  It  is  attention  to  a  little 
detail  like  this  that  often  makes  for  the 
minimum  of  mistakes  in  this  "line  worth 
pushing." — "The    British   Stationer." 

UNDERWOOD  MAKES  CHANGE 

P.  G.  Underwood,  who  for  eleven  years 
has  been  a  moving  spirit  with  the  Moore 
Push  Pin  Co.  organization,  has  found 
it  desirable  to  resign  to  enter  a  busi- 
ness of  his  own. 

His  untiring  energy  and  constant  at- 
tention to  business  have  contributed  in 
large  measure  to  the  growth  of  this 
business  from  $15,000  per  year  to  over 
a  third  of  a  million  dollars  annually.  Mr. 
Underwood  has  many  business  friends 
from  coast  to  coast  throughout  Canada, 
and  he  expressed  to  Bookseller  &  Station- 
er his  keen  appreciation  of  their  many 
kindnesses  and  courtesies  extended  to 
him  at  all  times. 

Mr.  Underwood  will  shortly  be  in  a 
position  to  announce  his  new  plans. 


BOOKSELLERS  SHOULD  ORGANIZE 

(Continued  from  page  59) 
of  the  rank  and  file  of  the  trade  through- 
out the  country.  This  support,  unfor- 
tunately, appears  to  be  lacking,  or,  in 
any  case,  if  the  will  to  give  the  neces- 
sary support  exists,  the  expression  of  it 
is  lacking. 

A  few  months  back  Bookseller  and 
Stationer  asked  its  readers  throughout 
the  country  to  send  a  postcard  as  an 
expression  of  their  goodwill  and  desire 
to  support  a  proposition  having  for  its 
aim  the  formation  of  a  trade  organiza- 
tion among  the  booksellers  and  station- 
ers of  Canada.  The  result  was  remark- 
ably disappointing  and  the  only(  conclu- 
sion to  be  drawn  was  that  the  tracle 
generally  is  not  sufficiently  convinced  of 
the  desirability  of  such  organization  and 
of  the  many  benefits  which  would  ac- 
crue from  it. 

It,  therefore,  devolves  upon  those  en- 
thusiastic members  of  the  trade  to  co- 
operate with  Bookseller  and  Stationer  in 
losing  no  opportunity  of  urging  upon  the 
rank  and  file  time  and  again  the  value 
of  trade  associations,  how  every  indi- 
vidual trade  is  bound  to  profit  by  them. 
We  have,  so  to  speak,  to  undei-take  a 
proselytizing  campaign  among  ourselves. 
Those  of  us  who  know  and  realize  the 
benefits  of  getting  together  and  the 
power  of  unity  must  do  all  in  our  power 
to  convince  those  who  are  indifferent  or 
sceptical  on  the  subject.  Then  and  then 
only,  can  we  hope  for  success  in  the 
formation  of  a  Dominion-wide  and 
powerful  trade  organization. 


Fine  Store  in  Village  of  800  People 

Typical    Western    Enterprise — Eyolfson's    of    Wynyard,    Sask., 
Specialize  in  Phonographs — Good  Stock  of  Books. 


J  P.  EYOLFSON,  Wynyard,  Sask., 
is  making  a  success  of  phono- 
graphs as  a  sideline  in  his  store. 
Wynyard  is  only  a  small  town  in  Sas- 
katchewan, but  is  the  centre  of  a  good 
farming  section,  and  Mr.  Eyolfson  has 
not  lost  any  opportunity  to  place  phono- 
graphs in  as  many  homes  as  possible. 
He  has  not  neglected  to  apply  selling 
efforts  to  phonographs  as  one  of  his 
profitable  sidelines  and  has  gone  right 
after  the  people  in  his  neighborhood.  He 
keeps  machines  always  on  hand,  and 
also  endeavors  to  have  a  good  choice  of 
records  at  all  times.  Sales  from  this 
source  constitute  a  feature  in  his  busi- 
ness. 

Mr.  Eyolfson  took  over  his  present 
business  in  1915.  Previous  to  that  time 
he  was  an  apprentice  in  the  store.  Since 
taking  it  over  he  has  improved  the  place 


Don't  wind  your  instrument  too 
fast. 

Don't  wind  your  instrument  too 
tight. 

Don't  play  any  record  until  you 
have  cleaned  it  well  with  a  record 
brush. 

Don't  place  needle  on  record  until 
motor  has  started. 

Don't  trust  the  adjustment  of 
your  phonograph  to  inexperienced 
people. 

Don't  hesitate  to  call  us  when 
your  phonograph  needs  attention. 


A  suggestion  for  a  card  to  send  owners 
of  'machines  in  your  district. 


In  the  first  instance  to  rent  a  second- 
hand table  model  would  not  create  the 
right  kind  of  quality  impression  of  the 
phonograph  you  were  selling.  If  you 
rented  a  small  second-hand  table  model, 
and  then  the  people  who  had  rented  your 
instrument  visited  friends  and  heard  a 
large  cabinet  model,  they  are-  likely  to 
judge  your  line  unfairly,  and  if  they  did 
buy  they  would  buy  one  like  their 
friends'. 

"If  a  person  is  interested  so  much  as 
to  want  to  rent  a  phonograph,  it  should 
be  possible  to  make  a  sale  in  the  ma- 
jority of  instances.  When  any  one  calls 
at  our  store  to  rent  a  phonograph,  I  al- 
ways suggest  buying  a  small  model,  tell- 
ing them  to  sell  it  after  they  are  through 
with  it.  Or  if  they  should  want  to  ex- 
change it  for  a  larger  model  in  the  fall 
we  should  be  glad  to  take  the  small  in- 


This   Saskatchewan   store   is  a   good  example   of   Western   enterprise. 


in"  many  ways.  He  installed  a  new 
lighting  plant  recently  that  cost  over  one 
thousand  dollars.  It  is  now  a  well- 
lighted  store,  with  nineteen  lights  in 
the  store  and  two  out  in  the  front. 
Wynyard  is  just  a  small  town  but  this 
fine  store  would  do  credit  to  a  place  of 
much  larger  size.  Mr.  Eyolfson  carries 
a  full  line  of  stationery  as  well  as  books 
and  school  supplies.  Phonographs  and 
cameras  are  stocked  and  he  declares  that 
in  the  past  year  he  has  doubled  his 
business. 

Wynyard  has  a  population  of  about 
800  people.  How  many  villages  of  this 
size  in  the  East  can  boast  a  store  with  as 
goodly    an    array    of   books? 


In  June,  1920,  for  which  figures  are 
just  available,  Canada  was  the  United 
States'  biggest  customer  in  phono- 
graphs, having  taken  $104,600  worth  of 
their  phonographs  in  the  month.  Eng- 
land led  as  importers  of  $113,000  worth 


of  phonographs.  Canada  led  in  records. 
The  United  States  exported  $193,500 
worth  of  records  to  us  and  only  $41,600 
to  England  in  the  month. 


An  Opportunity 
to  Make  a  Sale 
of  the  Machine 


"I 


F  a  person  is  interested  so  much 
as  to  want  to  rent  a  phonograph, 
there  should  be  an  opportunity  to 
sell  one,"  remarked  a  merchant  stocking 
phonographs  in  a  small  western  town, 
when  asked  his  opinion  in  regard  to  this 
question  of  renting  talking  machines. 
"We  have  never  considered  it  advisable," 
he  continued.  "I  would  prefer  to  loan 
one  if  we  have  sufficient  stock  on  hand. 
"As  a  business  proposition  the  renting 
of  phonographs  does  not  appeal  to  me. 
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BOOKS  ARE  "CATCHING" 

A  Cleveland  librarian  is  quoted  as 
having  said  that  good  books  were  catch- 
ing. Just  leave  enough  of  them  around 
where  people,  especialy  children,  can  be 
exposed  to  them,  and  the  first  thing  you 
know  those  who  have  been  exposed  will 
get  the  book  fever  and  want  to  read. 

TWELLS  BREX 

Hamilton  Fyfe's  book  "Twells  Brex" 
consists  of  extracts  from  his  articles  as 
contributed  by  Brex  to  the  London 
"Daily  Mail,"  which  evidence  the  wide 
range  of  his  interests,  his  acute  insight, 
and  keen  observation,  and  the  sound 
judgment  with  which  he  discussed  the 
various  topics  with  which  he  had  to  deal. 
As  Mr.  Fyfe  well  remarks,  if  Twells 
Brex  had  begun  to  write  earlier,  and  had 
made  a  study  of  writing,  he  would  have 
left  an  enduring  name  in  literature. 


Toys  and  Fancy  Goods 

News  About  the  Toy  Trade,  Fancy  Goods,  Leather  Goods  and 

Novelties. 


WORLD-WIDE  TOY  NEWS 

Russia. — The  chief  pastime  of  peasants 
in  Russia  during  the  long  winter  months 
is  toy  making.  This  includes  all  kinds 
of  handicrafts — wood  and  ivory  carving, 
bronze  work,  metal  and  wooden  toy 
makirlg  and  setting  of  precious  stones. 
Though  the  tools  these  people  use  are 
the  simplest,  and  the  majority  of  the 
peasants  cannot  read  or  write,  the  ar- 
tistic perfection  reached  is  a  marvel  to 
famous  connoisseurs  and  art  critics. 

China. — Department  stores  in  this 
country  are  looking  for  toys  from  other 
countries,  and  the  most  enterprising 
firms  are  eager  to  do  business  with  Bri- 
tish firms. 

Germany.  —  Five  hundred  thousand 
pounds'  worth  of  German  dolls,  which 
might  well  be  called  grumpy  dolls  be- 
cause of  their  severe  and  even  grouchy 
faces,  have  recently  been  sent  into  Eng- 
land for  Christmas  selling.  It  will  be 
interesting  to  see  how  these  take. 

Switzerland. — The  toys  exported  up 
till  August  this  year  by  Switzerland 
amount  to  417,302  francs. 

France. — Toy  manufacturers   here  are 
taking  advantage  of  the    smart    Parisi- 
enne's   new  craze    for    collecting     dolls. 
These   puppets   are   exhibited   much     as 


Crokinole   Boards    are   ready   sellers   as    Christmas   gifts.      A  board   prominently   displayed   in   the 
window    with   a   price   card   will   make   many    sales. 


rare  china  or  antique  silver  was  at  one 
time.  They  are  therefore  expensive,  and 
the  toy  dealers  are  reaping  a  harvest. 

United  States. — The  following  figures 
show  the  increase  that  has  been  made  in 
the  manufacture  of  toys  in  the  United 
States  during  the  last  two  years:  Domes- 
tic toys  exported  for  the  seven  months 
ending  July,  1918,  $747,504;  domestic 
toys  exported  for  the  seven  months  end- 
ing July,  1920,  $1,956,628. 

Japan. — There  are  more  toy  shops  in 
these  islands  per  capita  than  in  any  other 
country  in  the  world. 


LACROSSE  AND  RUGBY  SUPPLIES 

Canadians'  national  game  has  been 
costing  more,  in  keeping  with  other  rises 
in  costs  during  recent  years.  The  Mont- 
real "Standard"  in  the  course  of  a  recent 
article  quoted  the  following  prices  which 
are  the  retail  prices: 

Lacrosse  sticks,  which  up  to  the  war 
could  be  obtained  from  $2.00  to  $3.50, 
are  now  worth  from  $5.50  to  $7.50  each. 

Caps,  which  cost  $1.00  then,  now  cost 
$2.00.  Short  pants,  which  then  were 
listed  at  75  cents  a  pair,  now  cost  $2.00 
a  pair  or  $21.00  per  dozen. 


Where  Novelties  Sell 


The  Gift   Shop,  originated  by  Almy's,  Ltd.,  of  Montreal 
customers  may  avail  themselves  of  timely  suggestions. 


h  is  opened  ea  h  year  about  a  month  before  Christmas,  so  that 
alesforce  choose  all  the  articles  displayed. 
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Shoulder  and  arm  pads  only  used  to 
rust  $1.00  each,  now  they  are  $2.50. 

Jerseys  at  $1.50  have  gone  up  to  $4.50 
each  or  $50.00  a  dozen.  Lacrosse  balls 
have  risen  from  50  cents  to  75  cents. 

Lacrosse  gloves,  which  used  -to  cost 
from  $2.50  to  $5.00  a  pair,  now  cost  from 
$8.00  to  $10.00  for  two,  and  goal  nets, 
which  only  cost  $5.0C,  have  increased  in 
price  very  much  and  are  now  $10.00. 

The  Rugby  clubs  will  also  feel  the  in- 
crease in  cost  for  the  outfit  which  used 
to  cost  $30.75  now  cannot  be  had  for  less 
than   $55.50. 

An  official  Rugby  ball  used  to  cost 
$5.00,  now  no  first  class  pigskin  can  be 
had  under  $12.  A  head  harness  used 
to  command  the  same  price,  now  it  coots 
$7.50.  A  rubber  nose-mask  and  mouth- 
piece used  to  be  sold  for  $1.00  and  seems 
to  be  the  only  thing  that  has  not  in- 
creased in  price,  while  a  pair  of  shoes 
that  used  to  cost  $8.00  now  brings  $12. 

Jackets  and  pants  which  used  to  be 
listed  at  $2.50  can  only  be  had  for  $7.00 
but    shoulder    pad    and    collar-bone    pro- 


Shoo-fly   rockers  are   always  good  stock.     Good  display 

at  this  season. 


tectors  have  gone  down  and  while  they  Jersey 

used  to  charge  $5.00  for  them,  they  fan      from   $3 
now  be  had  for  $4.00.  75  cents 


of   these   is   especially  advisable 


howev 
to  $6 
pair  t 


er,  have 
.00  and  s 
o  $2.50  a 


climbed      up 
tockings  froia 
pair. 


Inspiration  for  the  Junior  Clerk 

Aim  High  in  Your  Life  Work — Some  Hints  on  Window  Trim- 
ming and  Card  Writing. 


AIM   HIGH 

It  is  stated  by  those  who  have  studied 
scientifically  the  ways  of  men,  that  the 
best  of  us  is  only  three  or  four  per  cent, 
efficient — that  even  those  who  achieve 
the  greatest  success  do  not  begin  to 
measure  up  to  the  native  capacity  that  is 
in  them.  Lost  motion,  carelessness, 
wasted  effort,  indolence,  distraction  from 
the  chief  business  of  the  day — all  take 
their  toll,  and  men  remain  inefficient  at 
the  business  which  they  undertake,  how- 
ever productive  they  may  appear  to  the 
casual  eye.  Thus  the  man  who  merely 
sets  himself  to  strive  with  undivided  ef- 
for  toward  the  objects  which  he  has  in 
view  can,  with  an  equipment  even  lower 
than  the  average,  achieve  results  that 
would  be  a  credit  to  a  higher  type  of 
brain. 

Do  not  be  satisfied  with  merely  keep- 
ing your  business  going  and  getting  a 
living  out  of  it.  Do  not  stop  short  when 
but  half  way  to  success.  The  power  is 
within  you;  work  on  up  to  the  height 
that  you  would  reach.  If  you  think  you 
can  do  it,  you  can.  Face  the  world  with 
courage — and  a  smile.  You  will  make 
friends  who  will  become  good  customers. 
They  will  tell  others  about  what  you  are 
doing.  Determine  that  you  are  going  to 
help  make  the  bookstore  in  which  you 
are  employed  one  that  will  be  spoken  of 
as  a  model  of  enterprise  and  appearance. 

WINDOW  HINTS 

To  compel  attention,  to  attract  buyers, 
and  to  sell  merchandise  displayed,  each 
article  should  be  carefully  selected,  the 
goods  should  be  bright,  fresh  and  clean 
and  the  display  made  with  all  the  care 


possible  to  bestow.  To  think  any  sort 
of  display  will  sell  goods  is  a  serious 
error  and  to  depend  on  having  people 
guess  at  the  price  is  another  error. 

Many  stores  will  cling  to  the  idea,  as 
goods  are  shown,  that  they  will  sell  and 
the  price  is  a  secondary  matter.  Just 
the  same,  people  like  to  see  the  price  and 
know  what  they  will  be  expected  to  pay 
before  going  inside. 

CARDWRITING 

The  shading  of  letters  with  a  light 
gray,  green  or  blue  tint  adds  greatly  to 
the  attractive  appearance  of  a  card.  Care 
should  be  taken  not  to  get  the  shading 
tints  too  dark. 

Short  strokes  are  necessary  for  the  be- 
ginner until  he  has  become  proficient 
enough  through  practice  to  make  the 
entire  sweep  of  all  circular  letters  with- 
out removing  the  brush  from  the  letter. 

BE  TOO  BUSY— to  find  fault  with 
your  job,  your  work  or  your  employer. 
If  you  cannot  work  happily,  then  be 
square — and  go  where  you  can. 

BE  TOO  BUSY— to  sne6r,  to  criticise, 
to  excuse  and  to  waste.  These  things 
do  but  poison  and  weaken  a  man  and 
make  him  both  useless  and  impotent. 

BE  TOO  BUSY— to  pay  attention  to 
what  the  other  fellow  is  doing.  You 
are  both  at  separate  jobs — to  be  com- 
pleted efficiently  as  possible.  No  man 
ever  did  another  man's  work  so  well  as 
he  could  do  it  for  himself. 

BE  TOO  BUSY— to  imitate,  to  envy 
and  to  brag.  You  have  a  personality, 
whether  developed  or  not,  and  that  is 
able  to  stand  as  a  fine  example  of 
power,    if    you    will    but    recognize    the 


fact  and  put  a  personal  stamp  to  it  in 
what  you  do. 

BE-TOO  BUSY— to  frown,  to  get  long- 
faced  and  sour.  Folks  are  more  apt  to 
remember  you  by  your  smile  than  by 
anything  else.  So  cultivate  a  regular 
24-karat  kind. 

BE  TOO  BUSY— to  hatch  troubles. 
Refuse  to  "sit"  on  them  and  they  will 
never  hatch!  There  is  plenty  of  trouble 
in  the  world  already.  No  more  is 
needed.  When  more  is,  you  will  be  asked 
for  your  share — and  be  well  paid  for  it! 

BE  TOO  BUSY— to  interfere  with 
other  people's  business.  Every  man's 
and  woman's  problem  is  a  personal  af- 
fair, and  should  be  faced  and  settled  as 
such.  You  will  never  be  thanked  for  it, 
so  why  offer  your  services? 

BE  TOO  BUSY— to  think  of  anything 
but  that  which  is  worth  while.  Time 
goes  by  so  quickly.  "  'Tis  but  the  wink 
of  an  eye  and  the  waft  of  a  breath!" 

BE  TOO  BUSY— to  be  unhappy! 
— George  Matthew  Adams  in  the  Phila- 
delphia Bulletin. 


TWELVE   THINGS   TO   REMEMBER 

(From  the  papers  of  Marshall  Field.) 

The  value  of  time. 

The  success  of  perseverance. 

The  pleasure  of  working. 

The  dignity  of  simplicity. 

The  worth  of  character. 

The  power  of  kindness. 

The  influence  of  example. 

The  obligation  of  duty. 

The  wisdom  of  economy. 

The  virtue  of  patience. 

The  improvement  of  talent. 

The  joy  of  originating. 
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Weldon  Roberts 

Rubber    Erasers 


Considered  from  any  angle — the  dealer's  viewpoint  or  the  consumer's 
— the  erasers  we  produce  give  fullest  satisfaction.  There  can  be  no- 
better  rubber  erasers  than  the 

"World's  Quality  Standard" 


Weldon  Roberts  Rubber  Co.  Newark,  N.J.  U.S.A. 


NEWS 


o 


WING  to  the  fact  that  we 
have  been  handicapped  in 
production  by  the  recent  re- 
moval of  our  plant  from  Syra- 
cuse to  Oswego,  together  with 
unsatisfactory  delivery  of  raw  materials,  we  are  Months 
Behind  in  our  Orders.  There  have  been  two  complete 
tie-ups,  both  lasting-  from  five  to  six  weeks. 

While  this  condition  exists  at  present,  we  would  advise  jobbers  and  re- 
tailers to  place  orders  now  for  1921  shipments  of  O.K.  Paper  Fasteners, 
O.K.  Sanitary  Erasers,  and  O.K.  Letter  Openers. 

GET  READY  FOR  BETTER  CONDITIONS 

IN    1921 

Order  NOW  from  your  regular  source  of  supply 

.  .  .  Washburne's  "O.K."  Paper  Fasteners  -  3  Sizes  -  Brass  and  Nickel  Finish 
.  .  .  Sanitary  "  O.K."  Erasers,  Typewriter  -  Ink  -  Pencil 
.  .  .  Ries'  "O.K."  Letter  Opener,  Hand  and  Electric;  3  Sizes  -  3  Models 
CHECK  THEM  UP  NOW  AND  ORDER  EARLY 

Write  for  illustrated  and  descriptive  literature  with  prices 

THE  O.K.  MANUFACTURING  CO.,  Inc. 

OSWEGO,  NEW  YORK 


To  Sell  Novelty  Purses  the  Retailer 

Must  Buy  Enough  For  Display 

Any  New  Line  Will  Take  if  Enough  Comment  is  Created  Regard- 
ing It — Showing  of  the  Goods  Must  Make  an  Impression 


LEATHER  goods  were  a  few  years 
ago  taken  on  as  a  side  line  by 
stationers  who  could  not  get  their 
regular  supplies  through.  Leather  goods 
are  now  an  important  part  of  most  mer- 
chants' stock.  The  public  look  for  them, 
they  add  to  the  appearance  of  a  store 
and  they  sell  easily  on  their  own  merits. 

There  are  some  dealers  who  claim 
that  novelty  leather  articles  will  not 
move  off  their  counters  fast  enough  to 
warrant  their  giving  any  space  to  them. 
They,  therefore,  keep  only  the  regular 
lines,  standard  purses,  car  ticket  cases 
and  billfolds.  They  forget  that  there 
is  a  very  reasonable  explanation  for 
this.  Take,  for  instance,  the  manager 
of  a  department  store  who  intends  put- 
ting on  a  new  line  of  women's  purses. 
Basing  his  actions  on  the  knowledge  that 
new  creations  only  become  a  fad  when 
the  people  make  them  so,  he  proceeds 
to  educate  the  public  regarding  the  par- 
ticular line  he  wishes  to  sell.  He  re- 
moves all  other  purses  which  might  dis- 
tract the  attention  of  customers  and  fills 
his  show  case  or  window  with  styles  and 
colors  of  the  variety  he  wants  to 
popularize.  He  writes  this  purse  up  in 
his  daily  advertisements  and  trains  the 
public  to  think  that  these  are  the  vogue. 

The  same  method,  even  if  on  a  smaller 
scale,  should  be  followed  by  stationers 
in  showing  a  new  line  of  leather  goods. 
If  one  or  two  novelty  purses  are  placed 
in  the  window  among  other  purses,  they 
very  probably  won't  sell;  the  town  or 
neighborhood  has  not  learned  these  are 


A   new  writing  case  toeing   featured  as  a  good 
gift-  for   a   man. 


the  latest  in  women's  bags.  Let  the 
stationer,  however,  order  two  dozen  in 
a  range  of  colors  and  in  different  leath- 
ers' and  place  these  on  exhibition  with  a 
showcard  to  call  the  attention  of  cus- 
tomers,   and    in    the    vast    majority      of 


cases  the  line  will  sell  well  because  it 
will  create  comment. 

Canadian  manufacturers  expect  big 
business  next  Spring  in  a  new  canteen 
bag  which  they  are  offering.  It  is  a 
square  box-shaped  bag  with  vents  to 
prevent  the  contents  from^  falling  out 
when  open.  A  small  purse  for  coin  is 
attached  with  a  neat  steel  chain.  This 
bag  comes  in  eight  colors  and  four 
grains  of  leather. 

Strap  purses  are  always  a  good  line 
with  the  stationer.  Those  with  the  strap 
at  back  or  top  find  a  good  sale  because 
of  their  utility  and  convenience. 

For  Christmas   selling  the  velvet  bag 


mm 


One  of  the  attractive  new  designs   in  ladies' 

handbags. 

shown  in  French  chiffon  velvets  should 
be  a  profitable-  line. 

The  beauty  box,  which  is  on  the  mar- 
ket now,  is  an  attractive  and  well  made 
bag.  The  newest  of  its  kind  is  the 
shaped  bag — ornamental,  useful  and  of 
moderate  price.  It  contains  .change 
purse,  car  ticket  case,  lip  stick  and  pin 
box,  and  opens  on  one  side  only.  It  is 
carried  over  the  arm  by  a  neat  leather 
strap. 

A  well-made  writing  case  for  men  is 
now  being  shown  in  soft  ostrich  grain. 
It  contains  note  book,  note  paper,  dic- 
tionary and  stamp  book.  It  is  no  big- 
ger than  a  large  magazine. 

A  new  billfold  which  holds  bills  se- 
curely in  a  little  pocket  without  open- 
ing the  fold  is  having  a  ready  sale 
among   business   men. 

Christmas  last-minute  sales  are  al- 
ways assured  the  merchant  who  has  a 
stock  of  key  cases,  poker  cases  and  wal- 
lets on  hand.  In  fact  many  stationers 
found  that  last  year's  leather  goods  sales 
equalled  and  in  some  cases  were  far 
ahead  of  some  other  important  holiday 
lines. 
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Beuaty  Box  with   curved   top. 

The  Standard  Pencil  Co.,  St.  Louis, 
Mo.,  have  recently  completed  a  new  fac- 
tory of  concrete  and  brick.  It  has  75,000 
feet  of  floor  space. 

The  Pencil  Products  Corporation,  a  re- 
cent organization  of  prominent  New 
York  business  men,  has  just  completed, 
at  its  new  premises,  141  W.  17th  Street, 
New  York  vCity,  the  installation  of  mod- 
ern mechanical  equipment  for  the  mak- 
ing of  magazine  pencils. 


SKRIP 

The  Sheaffer  Laboratories,  Fort  Madi- 
son, Iowa,  claim  to  have  perfected  a  new 
writing  fluid  which  protects  checks  and 
records  because  it  cannot  be  removed 
without  defacing  the  surface  of  the 
paper.  Ink  eradicators  have  no  effect  on 
it — even  the  acid  combinations.  They 
have  named  it  "Skrip." 


Here    are    some   slogans    for    Store 
Signs,  Window  Displays  and  News- 
paper Advertisements: 

Give  the  Children   a  Chance. 

Don't    Forget    the   Kiddies! 

Have  Your  Children  Started  Their  Library 
Yet? 

A  Home  Without  Books  is  Like  a  House 
Without    Windows. 

Have    Your   Children    an    Empty    Bookcase? 

Have  You    a   Little  Reader   in  Your   Home? 

A  Book  Given  to  a  Child  is  a  Good  Invest- 
ment. 

What  Does  Your   Boy   Do  After   Supper? 

When   in   Doubt,   Give  Books. 

Books  of  Beauty  Are  a  Joy  Forever. 

A  Bookcase  That  Boys  Can  Make  and  Fill. 

Start  the   Children's  Bookshelf  Right. 

This  is  Children's  Book  Week — What  Does 
It  Mean   to   You  ? 

One  Book  in  Your  Home  is  Worth  Two  at 
the    Store. 

Growing   Minds   Need    Proper  Nourishment. 
Select  the   Right   Books   for   Your  Children, 

or   They    May    Select  the    Wrong    Books 

for    Themselves. 


BOOKSELLER     A N D     S T  A  T I  0 N E R 


)6u  last  Month 


and  a#ain 


(Slmstmaslraclp 

is  almost  upon^ou 

The  chances  are  that  if  you  double  your  stock  of  Waterman's  Ideal  Fountain 
Pens,  you  will  sell  them  all  before  Christmas  is  over.  So  that  if  you  remain 
satisfied  with  just  the  stock  you  have,  you  will  lose  a  great  many  possible  sales, 
and  corresponding  profits. 


Now's  the  time  for  action.  The  pens  you  will 
sell  next  month  must  be  ordered  at  once.  We  will 
give  you  service,  but  we  must  know  your  needs 
without  delay. 


L.  E.  Waterman  Company,  Limited 

179  St.  James  St.,  Montreal 

(Factory :  St.  Lambert,  Que.) 


_  (  Icteal  I 
Fourtf&tiiHen 


75 


BOOKSELLEB      AND     STATIONER 


Some  Hand  ! 


If  you  want  a  sure  winning  com- 
bination. 


If  you  have  not  ordered, 
Order  Now. 


If  you  are  not  going  to  have  suffi- 
cient stock  let  us  hear  from  you  as 
soon  as  possible. 


If  your  campaign  is  well  organized 
you  are  going  to  break  all  card 
sales  records  this  year. 


William  E.  Coutts 

wwm 


45  Adelaide  St.  West 
TORONTO 


Member  of  ihe  Greeting 
Card  Association 


THE  CARMIC 

AUTOMATIC  ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT. 


] 


ADVANTAGES  OF  THE  CARMIC: 


1 


Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines    from    28,000  to 
'  32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best  material  and  workmanship 
throughout. 

Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 
Machines  supplied  ready  for  working. 


6 


s 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303.  SOUTHAMPTON  STREET, 
CAMBERWELL,  LONDON,  S.  E.  5,  ENG. 


Telephone: 
Hop  479. 


Telegrams: 
"Encarmicom,  Camb,  London.' 
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BOOKSELLER     AND     S T A  T I O X  E H 


Music  and  Musical  Merchandise 

A  Guide  for  Buying  and  Selling 


THOUSANDS 
of  DEALERS 

Are  finding  "FEIST 
SONGS"  a  most  pro- 
fitable line. 

Music  sales  were  never 
larger  than  they  are 
to-day. 

Write  us  for  Prices,  etc. 

LEO  FEIST  LTD. 

193  Yonge  St.       Toronto 


Advertisements 

in  This  Space 

$5  a  Month 

on    Yearly 

Contract 


MUSIC  IN   THE   HOME  CAMPAIGN 

The  Canadian  Bureau  for  the  Advance- 
ment of  Music  has  begun  a  campaign  to 
foster  music  in  the  home.  The  idea  is 
to  centre  public  attention  on  the  advan- 
tages which  music  and  musical  instru- 
ments give  to  everyone,  from  the  young 
child  to  the  oldest  member  of  the  family. 
A  series  of  advertisements  is  appearing 
in  the  Canadian  papers  throughout  the 
autumn  season  and  right  up  until  Christ- 
mas week  in  the  following  way:  Music 
dealers  in  <:ach  centre  purchase  collec- 
tively the  newspaper  space  for  the  ad- 
vertisements prepared  by  the  Bureau. 
Besides  this  a  series  of  Ten  Musical 
Talks  by  C.  C.  Laugher,  Mus.Bac,  is  be- 
ing supplied  to  weekly  newspapers 
throughout  the  country.  The  trade  if 
very  optimistic  about  the  benefits  to  be 
derived  by  them  from  this  national  cam- 
paign. 
MUSICAL    RUDIMENTS 

The  Boston  Music  Company  have  pub- 
lished a  text-book  called  "Musical  Rudi- 
ments.' It  is  the  work  of  Leo  Smith, 
Mus.  Bac,  of  Manchester,  England.  A 
methodical  treatment  of  the  rudiments 
of  scales,  intervals,  time  and  marks  of 
expression  is  given.  There  is  also  a  set 
of  questions  and  answers  based  on  each 
chapter.  "Musical  Rudiments"  is  one  of 
the  new  series  of  text-books  which  the 
Toronto  Conservatory  of  Music  is  using. 
Not  only  do  many  booksellers  and  sta- 
tioners sell  music  but  some  music  stores 
handle  stationers'  supplies  as  a  side  line. 
The  Song  Shop  on  Yonge  Street,  Toronto, 
is  one  of  these.  Postcards  are  displayed 
in  a  very  convenient  place  and  many  are 
bought  along  with  sheet-music.  Toys 
of  a  musical  and  mechanical  nature  are 
also    sold    here. 


Are  You  Getting 

Your  Share  Of 

Needle  Profits? 

It  is  cash  business  ! 

REFLEXO 

Triple-Tone,  Ten  Record 

NEEDLES 

are  good  sellers.     Packed  in  a 

handy  carton,  100  boxes  to  a 

carton.    Sell  for  15c.  a  box. 

Write  for  Sample. 

The  Musical  Mdse.  Sales  Co. 

79  Wellington  St.  W.,  Toronto 


COMING! 

More  New 
Music  Trade 
Advertise- 
ments Will 
Appear  in 
This  Depart- 
ment Next 
Month. 

WATCH  FOR  THEM 


The  McKinley  Edition  of  Fifteen  Cent  Music 


will    always    hold    first   place   as    an    Edition    of 

Standard,    Classic    and    Teaching   Music 
as    an    established    demand    for    this    line    of    Music    exists    throughout 
the    United   States    and    Canada. 

It   meets    the    requirements    of    the    Teacher,    Student    and    the    Accom- 
plished Musician. 

It  has  proved'   itself   to  thousands   of  dealers   to  be   the   best   foundation 
for   a   sheet   music    department. 

Write   us    for   samples 

McKINLEY  MUSIC  CO. 

The  Largest  "  Exclusively  Sheet  Music  House" 
in  the  World 


Every    copy    of   The    MoKinley    Edition    sold    means    a    profit    of   200   per 
cent,  to   the   dealer. 

The  McKinley  Edition   (Revised  for  Canadian  Trade)   conforms  in  every 
detail   with    Canadian   copyright  laws. 

A  great  advantage  to  the  merchant  as   a   "Trade  Bringer"   is   the   cata- 
logues   bearing    the     dealer's     imprint    which    are    supplied    with    this 
Edition.      These    catalogues    will   attract   more    customers   to    you.-    store 
than  any  other  medium  you  could  employ, 
and   particulars   to-day. 

New  York  City  :  145  W.  45th  Street 

Chicago  :  1501-15  East  Fifty-Fifth  St. 


&- 


BOOKSELLER   AND   STATIONER 


GET  THE  BEST!  BLOTTING  PAPER 


MANUFACTURED  BY 


THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Housatonic 


For  ARTISTIC  EFFECT 
USE 

The  ALBION 
SILKY  CORDS 

for  Tying 

::  BOOKLETS  :: 
GREETING  CARDS 
::     CALENDARS     :: 

The  Progressive  Stationer  uses  the  Albion 
Cords  every  day  for  innumerable  purposes. 

PLAIN  CALENDAR 
CORDS,  BOOK  SEW- 
ING  THREADS,  etc. 

Ask  for  Samples  from  the  Manufacturers. 

The  Albion  Sewing  Cotton  Co.  Ltd. 

Fawley  Mills,  Tottenham  Hale 

LONDON,   ENGLAND 


No.  1 


Our  Increased  Advertising  this 
fall,   means  Greater  Demand. 
We  have  already  sold  these  goods 
for  you.    Send  your  order  in  now ' 
to  avoid  disappointment  later. 


No.  25. 


With  our  more  than  doubled  production,  we  are  scarcely  able 
to  fill  our  orders  promptly.  We  therefore  suggest  that  you 
look   up  now 


Moore 


Push-Pins 

"Glass  Heads— Steel  Points" 
Push-less  Hangers 
"The  Hanger  with  the  Twist" 
Push  Maptacks 
"Colored  Spherical  Heads" 
Push  Thumbtacks  , 


\  "Brass,  Steel,  Celluloid,  One-Piece" 
"Standardized  and  Advertised  the  world  over." 
Send   for   Samples   and   Prices  Advise   your   Jobber  or 

MOORE  PUSH  PIN  CO.,  117  Berkley  St.,  Phila,  Pa. 


INDEX   TABS 

FOR  ALL  REQUIREMENTS 

in    Celluloid,     Leather,    Canvas,    Cloth    and    Paper 

Sold    in 

"AIGNER'S    PATENT   CUT    STRIPS"— and    also    any 

kind    of    Index    attached    to    Sheets,    in    any    size    or 

Quantity. 

They  are  not  manufactured  from  Cheap  Material, 
and  have  stood  the  Test — That  is  why  they  are  the 
Best.  50  per  cent,  in  time  saved  on  account  of  all 
our  Tabs  being  put  up  in  "AIGNER'S  PATENT  Cl'T 
STRIPS,"  uniform  in  size — no  resorting — and  all 
chances   of   errors    are   eliminated. 

A  trial  order  will  convince  you — Order  1  dozen  sets 
or  50  dozen  sets — We  are  equipped  to  make  imme- 
diate   shipments    at    lowest    WHOLESALE    PRICES. 

Over  3  Million  sold  last  year — Let's  make  it  5 
Million  this  year. 

"LET  GEORGE  DO  IT" 

G.  J.  Aigner  &  Co. 

Sole  Manufacturers  of  the  "Patent  Cut  Index  Tabs" 

Dept.  B,  521-23  W.Monroe  St.,  CHICAGO,  ILL. 


ALPHA  "m  ART 

N  0  V  E  L  T  Y-H  UMOUR      IN 

CALENDARS,  CHRISTMAS  CARDS, 

POSTCARDS 


3S 


The    "Alphalsa"     Publishing    Co. 

LIMITED 
2-4,  Scrutton  St.,  Finsbury,  London,  E.C.2,  England 


PROTECTS  \0UR  FINGER 


"ARGUS"  Paper  Fasteners/1 

New  patent — finger  guard   absolutely  H|/^\, 
prevents  point  pricking.    Made  of  steel  |«*^| 
and  always  stays  in  place.     Cost  no 
more    than    others    and    sell    readily. 
Write  for  FREE  sample. 

You  Can't  Lose  Pen  or  Pencil 

This  wonderful  UP-TO-DATE 
m  combination  clasp  and  yearly 
Jj  calendar  will  more  than  pay  for 
_  Itself  by  sarins  pencils  and 
£  time.    At  all  good  statlooers  or 

from  ts  20c.  stamps  or  coins. 

ARGUS  MFG.  CO.  Dept.  30 

402-406  N.  Paulkia  St.,  CHICAGO,  ILL. 
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State  for  Pen  or  PeoeH 


B  < )  0  K  SELLER     AN  I)     S  T  A  T  I  <  >  N  E  R 


British  Goods  Are  Standards  of  Value 


WATERSTON'S 


"BEE" 


BRAND 


SEALING   WAX 

Factory: 
Warriston  Works,  Edinburgh,  Scotland 


BURGESS  &  CO. 

58  Church  Road 

Upper  Norwood,  London,  S.E.  19 

ENGLAND 

FRENCH 

TOYS 

FANCY  GOODS 

BRIAR  PIPES 

Write  for  Catalogue  and  Prices 


Established   20  Years 

W.  S.  TURTON  &  CO. 

30  and  32  Gravel  Lane 

SALFORD 
Manchester,  England 

Manufacturers  of  Special  Lines  in 
Counting  Frames,  Blackboards  and 
Easels,  Dolls'  Bedsteads,  Kites,  Toy 
Fishing  Nets. 


NEW  THUMB  TACKS 

The  Noesting  Pin  Ticket  Com- 
pany, Inc.,  are  putting  on  the  mar- 
ket a  cut-out  or  one-piece  thumb 
tack.  These  thumb  tacks  will  be 
manufactured  in  the  six  sizes, 
ranging  from  5-16  in.  to  %  in. 
head,  and  will  be  heavily  nickeled. 


NEW  GOODS 

DESCRIBED  AND  ILLUSTRATED 

NEW  RECORD  BOOK 

An  interesting  new  loose-leaf  book 
introduced  by  the  Goes  Lithographing 
Co.,  of  Chicago,  is  a  Common  Law  Re- 
cord, for  use  of  unincorporated  com- 
panies. , 

Aside  from  being  a  combined  record 
of  the  by-laws,  minutes  of  trustees' 
meetings,  transfer  record,  dividend  book, 
certificate  register,  ledger  for  holders  of 


beneficial  interest,  etc.,  this  Common 
Law  Record  book  contains  an  instructive 
treatise,  many  helpful  suggestions  and 
all  of  the  forms,  including  an  outline  of 
the  agreement  and  declaration  of  trust, 
schedules  conveying  cash  and  property 
to  the  trustees  and  various  other  legal 
forms  that  are  necessary  and  essential 
during  the  process  of  organization  and 
later  in  the  keeping  of  records. 


Hold  the  Line 

Here's  the  line  to  bold 
— John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  bo  quick- 
ly. There's  quality 
about  it.  It  writet- 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  Itaiinf  Wh»lt- 
lalt  Hous's  In  Toronto  &  Montrttl 

(Registered) 
London  (En j.)  Expert  Agency 

8  St.  Bride  Street 
LONDON,  E.C. 


THE    EYES    OF 
THE  TRADE 

ARE  ON 

THIS  SPACE 

EVERY 

MONTH 

MEET  THEM 

WITH  YOUR 

ADVERTISEMENT 

$5  a  month  on 
yearly  contract 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  flue  steel  and  made 
in  one  of  Birmingham*!  best 
equipped  factories,  thia  dandy 
writing  -pen  will  prore  a  mightj 
fine  teller  for  erery   lire  dealer. 


ROB    ROY    PEN 


Be  aura  to  tee  eamplee  before  you  order  your  new  atock.    You'll 
find  our  pncee  are   right 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   1842.    MONTREAL. 


HOOK SELLER  AND   STATIONER 


Watch  This  Page  for  Specialties 


The  F-B  Loose  Leaf 
Holder 


BS*» 


Pat.    May  13,   1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
boles.  Exchangeable  posts.  Wholesale 
$2.50  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


DESK  PADS 

Good     Merchandise— -Fair    Prices 

Satisfaction    Guaranteed 

on    all    specialties 

Leather    and     Brass    Corner 

D:sk    Pads 

(Flexible   and    stiff — 60    styles) 

Glass    Desk    Pads 

(3  styles — 3  sizes) 

Cloth   Covered   Card   Index 

Cabinet 

(Standard  Sizes) 

L.  SAINBERG 

657  W.  Houston  St.  New  York 

Canadian  Rcprainlatiet 

Standard  Distributing  Co.,    Guy  Block 

Montreal.  Que. 


••.illiit.alliiliiUUAiM 

<       "The  Guarantee  of  Quality"       \— -  ■—/     ► 


Self-Inking 


U  Jj  1  U1N  Line  Daters  t 

Numberers  ► 

Sign  Marken  £ 

Rubber  Type  ► 

Printing  ► 

Outfits  £ 

Manufactured  by  ^ 

FULTON  SPECIALTY  CO.  t 


1  Stamp  Pads 


J    Elizabeth,  XewJeriey     ► 

•♦▼TTTTVVTTTYTTTTYVVYYTTea 


NEW  BOXES  AND  LABELS 

In  the  stationery  business  beautiful 
and  convenient  packages  vie  with  one 
another  on  the  shelves  and  counters  of 
wholesaler  and  retailer.  The  stationer 
takes  a  pride  in  his  stock  and  in  his  ar- 
rangements for  handling  and  displaying 
it.  And  the  number  of  articles  carried 
in  the  up-to-date  stationery  store  is 
legion  compared  to  that  of  such  a  store 
twenty-five  years  ago.  Consider  how 
well  arranged  they  are  for  inspection, 
and  how  clean  and  ready  for  instant  use 
are  the  articles  after  you  have  opened 
them  in  your  own  establishment. 

In  this  connection  it  is  interesting  to 
refer  to  the  standardized  cartons  and 
boxes  in  which  the  Dixon  people  are 
now  shipping  their  pencils,  special  colors 
being  adopted  for  the  different  brands, 
green  for  the  highest  grade,  red  for 
middle  grades,  etc.,  the  same  principle 
being  worked  out  as  to  labels. 


NEW   BLANK  BOOKS 

Boorum  &  Pease  Company  have  issued 
a  new  catalogue  of  their  complete  line 
of  blank  books  and  loose  leaf  devices.  It 
is  a  convenient  size  for  handling,  5  1-2  x 
8  3-1  and  contains  316  pages  bound  in 
cloth  with  stiff  covers.  It  presents  de- 
tailed information  regarding  loose  leaf 
and  blank  books,  lines  which  are  oc- 
cupying increasingly  important  posi- 
tions in  the  stationery  trade.  A  new 
item  recently  added  is  a  Delivery  Book 
bound  in  either  full  canvas  or  oilcloth 
covers.  It  was  originally  intended  for 
icemen  and  milkmen,  but  newsdealers 
as  well  are  finding  it  particularly  adapt- 
ed to  their  requirements. 

The  book  contains  120  pages  and  each 
page  has  ruled  spaces  for  3  months' 
daily  deliveries,  with  debit,  credit  and 
"extra"  columns. 


GIFTS  FOR  INDIA 

Answering  a  question  as  to  suitable 
gifts  to  send  away  to  boys  and  girls  in 
India,  a  Toronto  store  answered  a  cor- 
respondent as  follows: 

"Within  your  price  limit  are  numerous 
toys,  books  and  cards  that  should  please 
them.  Thus:  Boxes  of  colored  beads,  10 
cents;  small  dogs  (composition),  5  cents; 
tiny  metal  cart  and  horse,  5  cents;  bulls, 
10  cents;  whistles,  10  cents;  tops,  10 
cents;  wee  wooden  motor  cars,  10  cents; 
cotton  doll  forms — nurses  and  High- 
landers— 10  cents;  bead  chains,  10  cents; 
cut-out  paper  dolls,  20  cents;  dolls'  tea 
sets,  25  cents;  skipping  ropes,  5  and  10 
cents;  balloons,  5  and  10  cents;  pocket 
combs  in  cases  (as  requested),  20  cents; 
and  Bible  picture  books,  5  and  15 
cents  (the  text  being  in  English,  these 
may  be  out  of  the  question)." 


Gem   Inkstand 

No.  5 


3  in.  Diameter 
Pal.  Oct.  24.  1916 

Embodies  a  New  Idea: 

ROTARY  COVER 

Is  Countersunk   Flush  With 

Top  of  Inkstand 

SATISFIES  YOUR  CUSTOMERS 


POPULAR      PRICE 


Cushman  &  Denison  Mfg.  Co.,   New  York. 


RELIANCE  INK 

"The  Ink  You  Can  Rely  On" 


New 
Graceful 
Bottle    toWNcEl 


New 

Attractive 

Label 


Reliance  Ink  Co.,  Limited 

Winnipeg,  Man. 


INKSTANDS 

OF    ALL    STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

93  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  line*. 
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HOOKS  E  L  L  K  R     AN  I)     S  T  ATIONE  R 


Watch  This  Page  for  Specialties 


Excellent  for  holding  Essays,  Class  Notes, 
Lectures,  Forms,  Magazines,  Reports, 
Orders,   etc. 

Made  in  all  sizes.  Capacity  of  back,  %" 
to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hanz  over 

mouthpiece   of   phone. 
School  Rings. 

Elbe  No.   1  Eyelet  Machine. 
Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


"GRIP" 

IS  THE  SUPREME   OFFICE 

ADHESIVE 

SEMI-FLUID,    STRONG,    CLEAN 

WRITE    US    ABOUT    THIS    PRO- 
FITABLE,   FAST-SELLING 
LINE 

RELIANCE  INK  CO.  LTD. 

WINNIPEG,  MAN. 


TRADE  DIRECTORY 

ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,     526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 

Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co.,  Montreal. 

BELTS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BILL  FOLDS 

Davia  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK  BOOKS 

Boorum  &   Pease   Co.,   Brooklyn,   N.Y. 

Buntin,  Gillies  &  Co.,  Hamilton. 

The  Copp.  Clark  Co..  Toronto. 

Dawson  Ltd.,  W.  V.,  Montreal,  Toronto,  Winnipeg. 

Dominion   Blank   Book  Co.,  B°rthierville,  Que. 

National    Blank    Book    Co.,    Holyoke,   Mass. 

BLANK    CARDS    (Programmes,    Menus,    etc.) 

Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 

BLOTTING  PAPERS 

Eaton-Dikeman  Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CARDS 

Alphalsa    Pub.    Co.,    2-4    Scrutton    St.,    Finsbuiy, 

London,    Eng. 
Wm.   E.   Coutts,   145  Adelaide  St.   W.,  Toronto. 

CASH    REGISTER   ROLLS. 

Paper  Manufacturers   Co.,   Inc.,  526   Cherry  Street, 
Philadelphia. 

CELLULOID  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 

Can.    Manufacturing   of   Novelty,    13    Boucher   St., 
Montreal,  Que. 

CODE  BOOKS 

The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable    Directory.    17    State    St.,    New 
York,  N.Y. 

CRAYONS 

Binney  &  Smith,  New  York. 

A.     R.    MacDougall     &    Co.,    468     King     St.     West, 
Toronto. 

DICTIONARIES 

G.    &    C.   Merriam. 

Laird  &  Lee,  Chicago,  111. 

DIE  WIPING  PAPER 

Paper  Manufacturers  Co.,  Inc.,  526   Cherry  Street, 
Philadelphia. 

ENGRAVING   (Steel  and  Copper  Plate) 

Artistic  Stationery  Co.,  1«4  Berkeley  St.,  Toronto, 

ENVELOPES 

Barber-Ellis   Co.,   Toronto. 

Buntin.  Gillies  &  Co.,  Hamilton. 

Copp.  Clark   Co..  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

ENVELOPE    MACHINES 

David   Carlaw   &    Sons   Ltd.,   Glasgow,   Scotland. 

ERASERS 

Menzies  &  Co.,  Ltd.,  Toronto. 

Weldon   Roberts.  Rubber  Co.,  Newark,  N.J. 

EXERCISE    BOOKS 

Canadian  Pad  &  Paper  Co.,  Ltd.,  255  Wellington 
W„  Toronto. 

EYELETTING    MACHINES    AND    EYELETS 

Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd..  Toronto. 


The  Self-Filling 

yfiuARD 
FOUNTAIN  PEN 

Fully  Guaranteed 


Fitted  with  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  100%  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and  Net   Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  erery 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  at 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples   and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,  Connecticut 


"Sphinx" 

Show  Card  Colors 

A.  Palette  of 
15  Selected 
Colors,  of 
great  depth 
and  brilliancy. 
Mat  drying 
and  ready  for 
use.  In  2- 
ounce  patent 
lid  jars  and 
larger  sizes. 
Sample  Card 
on  request. 

F.  WEBER  &  CO. 

Manufacturing   Artist   Colormen   since  [1854 
Main  Office  and  Factory  : 

1220  Button  wood  St.,  Philadelphia,  Pa. 


Baltimore 


St.  Lout 
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BOOK  BUYERS'  GUIDE 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 

Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband   Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women:  — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 
What     a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of   45    Ought    to 

Know. 

$1.20  Each. 

THE  RYERSON  PRESS 

Publishers  Toronto 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per   dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  West        -         Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE   IN   THE   U.S.A. 
Grammar  Separate,  $1.00 

Grammar  with  Key   $1.25 

WYCIL  &  COMPANY 

206  Broadway  New  York  City 

Liberal  Discounts  to  the  Trade 


c1vuaL0R  ONLY  $1-50 

dCA    KNOWLEDGE 

320  Pages     ILLUSTRATED 
By  Dr.WINFIELD  SCOTT  HALL,  Ph.D. 

Noted  A  uthority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE— 

What  every  young  man  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacher  and  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
In  plain  wrapper  for  only*.  Cn 
1  Need  to  Held    postage  10 cents  extra.  pi.OU 

McClelland  &  stewart 

Limited 

215  Victoria  Street, 
TORONTO 


FANCY   PAPERS,   TISSUES   AND   BOXES 

Dennison   Manufacturing  Co.,   Boston. 
Menzies  &  Co.,  Ltd..  Toronto. 

FILES 

Elbe  File  and  Binder  Co..  97  Reade  St.  New  York. 

FOUNTAIN  PENS 
Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 
A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 
L.  E.  Waterman.  Montreal.  Que. 

GREETING   CARD    CORDS 

Albion    Cotton    Sewing    Co. 

GREETING  CARDS,  POST  CARDS,  ETC. 

Artistic  Stationery  Co.,   164  Berkeley  St.,  Toronto. 

W.  E.  Coutts,   145   Adelaide  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

A.    R.    MacDougall    &    Co.,   Toronto. 

Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 

Valentine  &  Sons  Publishing  Co..  Toronto. 

INKS,  MUCILAGE  AND  GUMS 

Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 
The   Carter   Ink    Co.,   Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg,   Man. 
S.  S.  Stafford  Co.,  Toronto. 

"Glucine."     Menzies  &  Co.,  Ltd.,  439  King  St.  W., 
Toronto. 

INDELIBLE  INK 
Carter's  Ink  Co.,  Montreal. 
Payson's  Indelible  Ink. 
S.   S.   Stafford  Co.,  Toronto. 

INKSTANDS 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

LEAD  AND  COPYING  PENCILS 

American   Pencil  Co.,  New  York. 

Wm.  Cane  &  Sons,  Newmarket,  Ont. 

A.  R.  MacDougall  &  Co.,  468  King  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

LEATHER  GOODS 

Can.    Leather   Products    Ltd.,    Toronto. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Julian    Sale   Leather   Goods    Co.,   Toronto. 
Western    Leather   Goods    Co.,    Ltd.,   Toronto. 

LOOSE  LEAF  BOOKS,  BINDERS  AND 
HOLDERS 

Boorum   &    Pease   Co.,    Brooklyn. 

Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,  Ltd.,  539  King  St.  W.,  Toronto 

National  Blank  Book  Co.,  Holyoke,  Mass. 

Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 

Rand.  McNally  &  Co.,  Chicago. 
The  Copp,  Clark  Co.,  Toronto. 

MEMO    PADS 

Robinson  Mfg.   Co.,  Westfield,   Mass. 
Sainberg  &  Co.,  New  York. 

MAP    TACKS 

Moore    Push-Pin    Co.,    Philadelphia,    Pa. 

MUSICAL    MERCHANDISE 

Mus.    Merch.    Sales    Co.,    79    Wellington    St.,     W., 
Toronto. 

PAPER  BALERS 
Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 

Noesting  Pin  Ticket  Co.,  Mt.  Vernon,  N.Y. 
O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES   AND  WRITING   PAPERS 

Barber-Ellis  Co.,  Toronto. 

Buntin,  Gillies  &  Co.,  Toronto. 

Clark  Bros.  &  Co.,  Winnipeg,  Man. 

The  Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

A.  R.  MacDougall  &  Co.,  468  Kink  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

PENNANTS 

Can.    Manufacturing    of   Novelty,    13    Boucher   St., 
Montreal,  Que. 


Classified  Advertising 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  th"  Do- 
minion. The  best  seller.  Established  over 
eighty  years.  Ask  for  counter  iisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


"J7ASY  FIX"  PATENT  POST  CARD  HOLD- 
ers.  Millions  already  sold,  wholesalers, 
send  60  cents  for  sample  dozen,  $5  per 
gross  post  free.  Orders  in  rotation.  Mayor 
Gabbott,  manufacturer,  "Enterprise  Works," 
Bradley    Place,    Southport,    England. 


Experienced  ruler  on  Blank  Book 
Stock  Work,  capable  of  taking 
charge  of  a  department  with  seven 
machines.  Reply  giving  experience 
and  salary  expected.  Box  5, 
Bookseller  and  Stationer. 


2  CENTS  A  WORD 

pays  for 

Advertisements 

in  this  column 

under  the  headings : 

BUSINESS  WANTED 

BUSINESS  FOR  SALE 

SITUATIONS  WANTED 

SITUATIONS  VACANT 

MISCELLANEOUS 

MINIMUM  CHARGE 

$1.00 


Laird  &  Lee, 

Incorporated 
Chicago,   111.,   U.S.A. 

Publishers  of  Webster's  school 
dictionaries,  vest  pocket  dic- 
tionaries in  all  languages,  me- 
chanical, technical  and  reference 
books,  diaries  and  business 
books. 


This   Space  $3.00    a 

Year  on  Yearly 

Contract 
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If  you  handle  any  Fancy 
Goods  lines  for  Christmas 
you  should  have  a  copy  of 
our  Christmas  Catalogue. 

Your  name  on  a  post 
card  will  bring  a  copy 
promptly. 

Pugh  Specialty  Co., 

s     Limited  1    ' 
||38  to  42  ClifrorrTStreet] 
?*?&  Toronto,  Canada  j 


Waste  Paper  Balers 


The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Smnd  for  Caialowum. 

CLIMAX  BALER  CO. 

HAMILTON.  ONT. 


McFarlane  Sod  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


DOLLS 

Direct  from  the 
Manufacturer 

Novelty  and 
Stuffed  Dolls 

of 

Unbreakable 
Wood  Fibre. 

Send  for  our  Cata- 
logue and  Price  List. 


CANADIAN  TOY  CO. 

6  WILLIAM  ST 
Phone  Main  2327  MONTREAL 


PHONOGRAPHS 

Mus.    Merch.    Sales    Co.,    79    Wellington    St..     W., 
Toronto. 

PHONOGRAPH     SUPPLIES 

H.   A.   Bemister,   10  Victoria   St.,   Montreal,   Que. 

PILLOW  COVERS 

C?n.    Manufacturing    of   Novelty,    18    Boucher    St., 
Montreal,  Que. 

PHOTO    ALBUMS 

Crown  Novelty  Co.,   188   Adelaide  St.   W.,   Toronto. 


PLATE     PRINTING 

Artistic  Stationery   Co.,   164  Berkeley  St.,  Toronto. 

PLAYING  CARDS 

Consolidated    Litho.    Co.,    Montreal. 

A.   O.   Hurst   (Goodall's),   32  Front  St.,   Toronto. 

Standard  Playing  Card  Co.,  Chicago,  111. 

U.  S.  Playing  Card  Co.,  Windsor,  Ont. 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

PUSH-PINS 

Moore   Push-Pin   Co.,   Philadeluhia.   Pa. 

PUSH-LESS   HANGERS 

Moore   Push-Pin   Co.,   Philadeluhia,   Pa. 

RUBBER  STAMPS.  STENCILS.  ETC. 

John  T.  Clark  &  Son,  Ltd.,  Manchester,  Eng. 
Fulton  Specialty  Co.,  Elizabeth,  N.J. 

SCHOOL  BAGS 

Coup,    Clark    Co.,    Toronto. 

Warwick    Bros.    &    Rutter,    Toronto, 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

SCHOOL   AND    OFFICE    RULERS 

Westcott   Rule  Company,   Inc..   Seneca  Falls,   N.Y 

SHEET  MUSIC 

McKinley  Music  Co..  1501-15  K  5P*h  St..  Chicago. 
Leo.    Feist    Ltd.,    193   Yonge   St.,   Toronto. 

SHORTHAND    BOOKS 

Sir  Isaac  Pitman   &   Sons,   Ltd.,   27   Simpson    Ave., 
Toronto. 

STATIONERS'  SUNDRIES 

Buntin,  Gillies  &  Co.,  Hamilton. 

The    Copp,    Clark    Co.,    Wholesale    Stationers,    To- 
ronto. 
Clark  Bros.  &  Co..  Ltd..  Winnipeg.  Man. 
Crown  Stationery  Co.,  12  West  17th  St..  New  York. 
W.  V.  Dawson,  Ltd.,  Montreal.  Toronto.  Winnipeg. 
E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING  PENS 

John  Heath.  8  St.  Bride  St.  E.C.,  London. 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 

Esterbrook    Pen    Co.,    Brown    Bros.,    Ltd.,   Toronto, 

Canadian  Representatives. 
A.   R.   MacDougall   &   Co.,  Toronto. 

(John    Mitchell's     Pens) 

THUMB    TACKS 

Moore   Push-Pin    Co..    Philadelphia,    Pa 

Noesting    Pin   Ticket   Co.,    Mt.    Vernon,   N.Y. 

TOILET  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

TOYS.   DOLLS.   PUZZLES,   ETC. 

Beaver  Doll    Co.,    Hamilton,   Ont. 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 

Ford  Co..   Ltd..   R.   S.,  Vancouver. 

A.    C.    Gflbert-Menzies    Co..    Ltd.,    Toronto. 

Island   Toy   &   Mfg.   Co.,   Ltd.,   Walthamstow,   Lon- 
don  E.    17,   England. 
Meccano  Toy  Co..  Ltd..  71  W.  23rd  St.,  New  York 

Moddelit    Mfg.    Co.,    St.    Paul'e.    Bristol,    Eng. 

Morimma    Bros.,   53   W.    23rd   St.,   New   York. 
Nerlich  &  Co.,  146  Front  St.  W.,  Toronto. 
W.  S.  Turton  &  Co.,   30-32  Grand  Lane,  London, 
England. 

WRITING     PADS 

Canadian    Pad    &    Paper   Co.,    Ltd.,   Toronto. 


§pu™§ 


Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 
Board  Clips 

Defiance    Mfg.   Co. 

384  B'way,  N.Y. 


Ink  stands 

Automatic 
Wood 
Glass 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO         -         CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Picture*.  Frames.  Mirror*.  Statuary  —  oyery- 
thlng  In  Picture  Frarolnr  ontflu.  II  50.00 
will  (tart  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  yonr  pictures  to  me.  I  will 
frame    them     at     low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  brome 
finished  statnes.  175.90  will  make  a  beauti- 
ful  display. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue . 
Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  best  made 

Thi  Frid  J.  Merir  Hfc.  Do. 
MMILTOI.  III*.  U.S.A. 
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Erasers  of  Highest  Quality 


The  standard  of  quality  is 
the  highest  and  terms  are 
the  best  obtainable. 


' 


Inquiries  Invited. 


HO.SOT 


THE  CLYDE  RUBBER  WORKS  CO.,  LTD. 

\  RENFREW,  SCOTLAND 


The  Tucker  Manufacturing  Co.,  Ltd. 

Specify   TUCKER'S  MANUFACTURERS  OF 

"hand  grip  brand,"       PAPER  FASTENERS,  DRAWING  PINS  AND  GENERAL 

on  all  Orders  and  Indents  STATIONERS'    SUNDRIES 


SELF-PIERCING 
43  42  41 


PAPER     FASTENERS 
40  633 


"S"  SERIES 

S  2  S3  S  4 


I 


Registered    Trade    Mark 

CALENDAR    SUSPENDERS 


ONE    PIECE    STEEL    DRAWING    PINS 


•GRIPON"    CLIP 


HOLDFAST     SCREW         DRAWING  PIN 
TICKET  BINDERS     "BEST  OF  ALL" 

201  400 


REQUIREMENTS    OF    ALL    MARKETS    SPECIALLY    STUDIED 

CRESCENT    WORKS,    HARLESDEN,   LONDON,   N.W.,  ENG. 

For  Catalogue  and  Prices  Write  our  Representative 

AUBREY  O.  HURST,  32  FRONT  ST.  WEST,  TORONTO 


lion  K  S  K  L  '.  K  R     AND     RT  A  TIO  N  E  R 


The  Home  of  Quality  and  The  Giver  of  Profit 


M.  &  V.  typewriter  ribbons  have  had  a  splendid 
"market"  record  in  sales.  Those  handli'ig  this 
line  recommend  the  Quality  of  them  as  the 
highest.  The  customers'  appreciation  cf  their 
quality  is  responsible  for  the  substantial  profits 
they  have  made. 

These  ribbons  are  guaranteed  durable,  perman- 
ent and  indelible  and  your  customers  w'll  find 
them  just  as  represented. 

Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory 

Park  Ridge,  N.J.,  U.S.A. 


SELECT  NOTES 

The  World's  Greatest  Commentary  on  the  International 

Sunday-school  Lessons 

By  AMOS  R.  WELLS,  Litt.D.,  LL.D. 

IT  IS 

COMPREHENSIVE 
PRACTICAL 


SCHOLARLY 
CONDENSED 


These  four  words  sum  up  its  true  value 

Let  us  send  you  a  pamphlet  containing  the  first 
lesson  taken  from  the  volume  of  1921 

Price,  $2.00  Net;  $2.10  Delivered 


WILDE'S  BIBLE  PICTURE  SETS 

Sixty  pictures  in  an  attractive  portfolio 
illustrating  the  Uniform  Lessons  for  1921 

90  cents  postpaid 

W.  A.  WILDE  COMPANY 


Rand-McNally  Bldg. 
Chicago 

FOR  SALE  AT  ALL  BOOKSTORES 


120  Boylston  Street 
Boston 


(^77^(1^^x6/^^^^ 


DURING  the  coming 
Xmas  Holiday  season, 
there  is  certain  to  be  an  even 
greater  demand  for  this 
popular 

"A. A."  Fountain  Pen 

Filled  by  a  mere  twist  of  the 
wrist,  this  famous  Self- 
Filling  Fountain  Pen  sells 
readily  at  popular  prices. 

Trade  discounts  and  information 

on  special  assortments 

upon  request. 

MODERN  PEN  COMPANY 


533  Canal  St. 


New  York  City 
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Parker  Fountain  Pens 


Safety -Sealed,  Self-Filling 

Why  have  7,000,000  chosen  the  Parker  Pen? 

1.  It  is  always  ready  to  write,  smoothly  without  blotting  or  skipping. 

2.  It  can  be  furnished  self-filling  or  regular;  the  self -filler  has  no  pro- 
jections or  holes  in  the  walls  through  which  ink  can  leak. 

3.  The  clip  is  the  safest  and  best  imaginable. 

The  Parker  Pen  is  a  real  selling  proposition  for  you,  Mr.  Dealer.  It  is  not 
an  experiment,  but  the  result  of  29  years  of  successful  pen  manufacturing; 
not  just  so  much  gold  and  rubber— it  is  that  plus  service  and  satisfaction. 

Let  the  Parker  Pen  Boost  Your  Christmas  Sales 


Some  of  the  more  popular  styles 


No.  18.     Black  rubber,  plain  or  chased,  slip-over  cap,  regular  style  Retail  price  $2.75 


ffim^^z&msiMf 


OTCK-~K»ffF"E~ 
^SAFETY 

PAT.JUNE*I2. 


No.  20  J.K.S.F.     Black'rubber,  plain  or  chased,  self-filler,  clip  35c  extra  Retail  price  $3.50 


No.  24  J.K.S.F.     Black  rubber,  plain  or  chased,  self-filler,  clip  35c  extra  Retail  price  $5.50 


~-^Jll\&^MifuMa* 


No.  51  J.K.S.F.      Black  rubber,  with  gold  band  for  monogram  Retail  price  $6.00 


Hamilton 


Canada 


AND  OFFICE  EQUIPMENT  JOURNAL 


The  only  publication  in  Canada  devoted  to  the  Book,  Stationery  and  Kindred 
Trades,   and  for  thirty-five    years  the  recognized  authority  for  those  interests. 


VOL.  xxxvi. 


PUBLICATION      OFFICE:      TORONTO,     DECEMBER,     1920 


No.  12 


f3otd*2 


BARONESS  ORCZY 

aoth$,.75      THE  FIRST  SIR  PERCY 

A.  E.  W.  MASON 

aoth$,.75         THE  SUMMONS 

SAPPER  (CYRIL  McNEILE) 

aoth  $1.75    BULL  DOG  DRUMMOND 

BERTA  RUCK 

cioth$,.75    SWEETHEARTS  UNMET 

J.  S.  FLETCHER 

cioth  $1.75  EXTERIOR  TO  THE  EVIDENCE 

HODDER  &  ST0UGHT0N,  LIMITED,  Publishers,  TORONTO 


BOOKSELLER  AND  STATIONER 


This  National  Cash  Register  Shows 

1.  The  business  handled  by  each  clerk 

2.  The  business  in  each  department 


With  this  register  you  know  which 
clerks  are  the  most  valuable.  You  can 
fix  wages  on  actual  selling  records. 

It  gives  you  printed  and  added  records 
which  you  need  for  a  profit-sharing 
or  bonus  system.  This  makes  your 
employees  vitally  interested  in  increas- 
ing your  business. 


This  register  tells  which  departments 
of  your  business  are  making  the  most 
profits. 

It  tells  when  a  department  is  not 
producing  as  it  should.  You  know 
when  to  start  a  selling  campaign  to 
put  any  department  back  on  a  pay- 
ing basis. 


It  is  the  best  way  to  get  the  facts  you  must  have 

about  your  business 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH    REGISTER    CO. 

OF    CANADA    LIMITED 
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RANKS  WITH  WELLS 


ARTHUR  BEVERLEY  BAXTER 

the  brilliant  young  Canadian  author,  has  become  the  big 
sensation  of  the  year  in  the  literary  world. 

He  is  acclaimed  by  the  great  London   newspapers  as 
The  Peer  of  Wells. 

His  new  novel 

"THE  PARTS  MEN  PLAY" 

is  characterized  as 

The  pronouncement  of  a  states- 
man in  the  guise  of  the  prophecy 
of  a  novelist. 


As  Lord  Beaverbrook  points  out  in  a  fore- 
nurd  of  congratulation: — "A  Canadian  lives  in 
a  kind  of  halfway  house  between  Britain  and 
the  United  States.  He  understands  Canada  by 
right  of  birth ;  he  can  sympathize  with  the 
American  spirit  through  the  closest  knowledge 
born  of  contiguity;  his  history  makes  him 
understand  Britain  and  the  British  Empire.  He 
i.«,  therefore,  a  national  interpreter  between  the 
two  sundered  portions  of  the  race." 


The  bookseller  cannot  be  too  enthusiastic  in  recommending  "The 
Parts  Men  Play"   to  his  customers. 

Baxter  proved  his  ability  with  "The  Blower  of  Bubbles,"  which 
was  an  enormous  success  in  England  and  which  is  still  gaining 
rapidly  in  sales  in  Canada. 

In  his  writing  there  is  something  more  subtle  and  elusive  than  the  story 
itself,  which  seems  to  grip  one's  very  soul. 

''The  Parts  Men  Play"  will  be  the  biggest  seller  of 
this  year's  Christmas-gift  novels. 

WIRE    YOUR     ORDER    TO-DAY 

McClelland  &  stewart,  limited 

PUBLISHERS  TORONTO 


I'.oOXSELLER  AND  STATIONER 


LAST    CALL! 

Check  Your  Stock  at  Once  of— 


Poole 

Blind 

Dell 

Moon  Calf 

Sinclair 

The  Romantic 

Masters 

Mitch  Miller 

The  Life  of 

Kitchener 


Aumonier 

One  After 
Another 

Stacpoole 

Man  Who 
Found  Himself 

Masefield 

Right  Royal 

Ballard 

The  Stranger 


Rackham 

Irish  Fairy 
Tales 

Fletcher 

Dead  Men's 
Money 

London 

Hearts  of 
Three 


MR.  H.  G.  WELLS'S 

OUTLINE  of  HISTORY 


THE  ONLY  EDITION 


2  VOLUMES,  $12.00 


The  Macmillans  :    70  Bond  Street 

TORONTO 


BOOKSELLER      AND     STATIONER 


No  Wonder  the  Sale  Increases  Steadily! 


HI- ■    ,'y 


The  Product  is  Unsurpassed 

It  has  all  the  qualities  that  card  players  want.  It  is  the  pre- 
ferred deck  of  millions  of  card  players  everywhere.  It  is  the 
acknowledged  leader  in  its  field. 

The  Advertising  is  increasing  the  Interest 
in  Card  Playing 

Striking  half-page  displays  in  the  biggest  national  magazines 
are  seen  by  over  35,000,000  people  monthly.  This  advertis- 
ing is  causing  old  players  to  play  oftener — it  is  convincing 
those  who  don't  play  of  the  delightful  enjoyment  they  are 
missing. 

The  Book  of  Rules  is  Teaching  Thousands 

to  Play 

Thousands  of  copies  are  being  sent  out  weekly.  Those  who 
receive  them  are  learning  new  games— and  playing  oftener 
than  ever.  These  books  are  also  teaching  many  to  play  who 
never  played  before.  l  . 

Attractive,  Compelling  Dealer  Helps 

including  window  displays  and  counter  package  holders,  are 
tying  the  dealer's  store  to  the  national  advertising — reminding 
customers  and  passers-by  of  Bicycle  and  Congress  Cards — and 
telling  them  that  here  is  the  place  to  buy  them. 

Everything  possible  is  being  done  to  make  YOUR  sales  of 
Bicycle  and  Congress  Playing  Cards  bigger,  easier  and  more 
profi  able.  Check  up  on  your  stocks  and  see  that  they  are 
adequate.  Send  for  the  free  display  material  and  display 
it  in  your  store  and  windows. 

And  don't  forget  Revelation  Fortune  Telling  Cards — 
the  biggest  selling  novelty  game  of  tlie  year. 


THE  U.  S.  PLAYING  CARD  COMPANY 

Department  4  CINCINNATI,  OHIO,  or  WINDSOR,  CANADA 

BICYCLE  W 


OfHCMl  HUUES 

CAO.D 
GAMES 


Z^EZHL 


BOOKSELLER     AND     STATIONER 


They  Keep  UpThemselves 
And  Your  Profitable  Sales 


This  is  the  time  of  the  year  when  the  merchant 
will  be  co-operating  with  his  customers  by  carry- 
ing in  stock  necessary  decorations  and  articles 
used  in  various  games  in  connection  with  Dances, 
Private  Parties,  etc.  Balloons  play  a  conspicuous 
part  in  this  form  of  amusement  and  "Eagle" 
Brand  Balloons  will  be  found  to  be  just  what  youv 
customers  are  looking  for. 

The  colored  assortment  makes  an  attractive  dis- 
play that  will  help  your  selling  efforts. 
The  Eagle  Company  manufactures  Toy  Balloons 
exclusively  and  those  handling  them  will  find  en- 
tire satisfaction  with  the  margins  of  profit  from 
the  sales  thereof. 

Our  assortment  of  balloons  includes  the  follow- 
ing: 

No.    1    division    includes: 

A — Air   and    Gas    Balloon,    12    sizes,    inflating   4    to   36    inches 

diameter. 
B — Airship    Balloon.    6    inches,    inflating    12    to   30    inches    in 

length. 
C — Valve    Balloon,    long    and    round    shape ;    25    sizes. 
D — Sausage    Squawker,    assorted    colors ;    5    sizes. 
E — Round    Squawker,    assorted    colors;    11    sizes. 

No.    2    division    includes:    (These    are    practically    toy    items) 

F — "Baby    Squawk,"    length    9     inches    over    all. 

G — Jumbo    Squawker,    assorted    colors ;    length    9    inches    over 

all. 
H — Bagpipe,   four  notes  ;   9   inches  over  all.. 
I — Bagpipe,    three  notes;   length    5    1-2    inches   over   all. 
J — Bagpipe    four    note    tone    pipe,    single    note    Drone,    each 

in    box. 
K — Watermelon   Balloon,    inflates   30    inches    long. 

No.  3  division  takes  in  all  lines  of  Balloons  suit- 
able for  advertising. 

No.  4  division  includes  Balloons  for  all  Seasons, 
Hallowe'en,  Thanksgiving,  Xmas,  New- 
Year's,  Easter,  Valentines. 

No.  5  takes  in  assortments  of  1  gross  regular 
lines,  and  No.  10  is  1-2  gross  Bagpipe 
styles.  Also  assortment  No.  50  (for  selling 
over  counter  like  a  game  to  individuals)  of 
four  large  type   Squawkers  and  Bagpipes. 


THE  EAGLE  RUBBER  CO. 

ASHLAND     -     OHIO 

Canadian  Agents: 

MENZIES  &  CO.,  LTD.    -    439  King  St.  West 

TORONTO,  CANADA 


BOOKSELLER     AND     STATION ER 


NEWS 


THE  fact  that  we  have  been  so  far 
behind  in  orders  because  of  tie-ups, 
due  to  our  removal  from  Syracuse  to 
Oswego,  and  non-arrival  of  raw  mate- 
rial, is  after  all,  in  the  wider  sense,  due  to 
the  enormous  demand  for  the  three  big 
O.K.  PRODUCTS: 

O.K.  Paper    Fasteners, 

O.K.  Sanitary  Erasers, 

O.K.  Letter  Openers. 


GET    READY 

FOR  BETTER 

CONDITIONS 

in 

192  1 

ORDER    NOW    FROM    REG- 
ULAR  SOURCE   OF   SUPPLY 

Washburne's   "O.K."   Paper  Fasteners — 3  Sizes 

— Brass  and  Nickel  Finish 
Sanitary     "O.K."     Erasers,     Typewriter — Ink — 

Pencil 
Ries'  "O.K."  Letter  Opener,  Hand  and  Electric; 

3  Sizes — 2  Models 

CHECK  THEM  UP  NOW  AND  ORDER  EARLY 
Write  for  illustrated  and  descriptive  literature  with  prices. 

THE  O.K.  MANUFACTURING  CO.,  Inc. 

OSWEGO,  NEW  YORK 


The  AFFABLE 
STRANGER 

By 

PETER   McARTHUR 

Author  of 
"In  Pastures  Green" 


ONE  section  of  the  press  says  that  he    is 
more  of  a  stranger  than  Affable. 
Another  section  of  the  Press  says  that  he  is 
just  the  man  they  have  been  looking  for. 

JylGGt   TJ.ITT1  and    decide    for  yourself. 


BOOK  $1.65 


STORES.  PRICE 


Publisher  : 

THOMAS  ALLEN,  TORONTO 


B  0  0  K  S  E  L  L  E  R      A  N  D      ST  A  TIONER 


WATERSTON'S 


"BEE"      jjIKf     BR 


MARK 


SEALING 


Banker's 


is  the  banker's  fav- 
>rite  quality.  It  is  a 
•rou  g  h  1  y  reliable 
c,  possessing  a  bril- 
jy  of  colour,  com- 
I  with  the  greatest 
;iveness,  and  has  the 
onal  advantage  of 
sold  at  a  moderate 


THE  CARMIC 

AUTOMATIC    ADJUSTABLE 

ENVELOPE  OR  BAG  FOLDING 

MACHINE. 


BRITISH  MADE  THROUGHOUT 


ADVANTAGES  OF  THE  CARMIC: 

1.  Any  size  Envelope  or  Bag  can  be 
folded  upon  the  "Carmic,"  within  the 
specified  range  of  each  Machine 
which  is  practically  unlimited. 

2.  The  change  from  one  size  to  another 
being  carried  out  in  about  one  hour. 
No  additional  boxes  needed.  Same 
box  used  for  all  sizes. 

3.  All  classes  of  paper  can  be  folded. 

4.  Output  of  Machines  from  28,000  to 
32,000  per  day. 

5.  Does  not  require  special  skill  to 
operate. 

6.  Very  little  motive  power  is  needed  to 
drive  Machine. 

7.  Best      material      and      workmanship 
'throughout. 

8.  Space  required  for  machine  and  oper- 
ator, 7  ft.  x  5  ft. 

9.  Machines  supplied  ready  for  working. 


Prices  and  Particulars  to  be  obtained  from 

Peter  Carmichael  &  Co.,  Ltd. 

303,  SOUTHAMPTON  STREET 
CAMBERWELL,  LONDON,  S.  E.  5,  ENG. 

Telephone:  Telegrams: 

Hop  479.  "Encarmicom,  Camb,  London.' 


!!  t )  ( )  K  S  E  L  L  E  R     AND     STATIONER 


Loose  Leaf 
Devices 

and  Blank  "Books 

THE  LINE  OF  I0O0I  NUMBER5 

The  same  care  and 
quality  that  has  dis- 
tinguished B&P  pro- 
ducts for  80  years.enters 
into  the  manufacture  of 
our  Loose  Leaf  Devices 


Sold  only  through  dealers 


BOORUM  6  PEASE  CO. 

NEW  YORK 


If  You  Buy  Ream  Goods 

You  Will  Be  Interested  in 

CRANE'S  STANDARD 

Four  or  Five  Quire  Boxes 

THEY  contain  120  sheets  and 
100  envelopes  (in  note  size  and 
correspondence  cards  100  of  each)  ; 
cost  less  than  under  the  old  method 
of  selling;  leave  no  broken  or  mis- 
matched stocks;  and  are  attractively 
boxed  ready  for  delivery.  Requests 
for  single  quire  lots  may  be  filled 
by  selling  30  sheets  —  5  sections  of 
letter  size  —  to  each  package  of  en- 
velopes and  charging  ^4  of  the  price 
of  the  box.  The  one  quire  papeterie 
is  always  available,  however,  to  meet 
this  class  of  trade. 

Offered  at  present  in  Crane's  Linen 
Lawn  and  Crane's  Kid  Finish 

These  papers  can  also  be  had  in  the 
former  put  up  of  ^th  reams  and 
bsth  M  in  a  huge  variety  of  size=, 
in  quantities  of  not  less  than  5  reams 
and  2V2  M. 

Canadian  funds  accepted  at  par. 


C*AHltf 


EATON,  CRANE  &  PIKE  COMPANY 

New  York  Pittsfield,  Mass. 


BOOKSELLER  AND  STATIONER 


TZenus  erasers 


Quality  is  paramount  in 
the  manufacture  of 
VENUS  Erasers.  Repu- 
tation for  them  has  been 
won  by  sheer  merit.  The 
same  enduring  goodness 
which  makes  VENUS 
Pencils  stand  out  above 
all  other  makes  places 
this  eraser  in  a  class 
by   itself. 


No.    411— "Nowaste' 


O 


•NLY  the  finest  grade  gray  rubber  is  used — 
smooth,  close  texture.  Erases  quickly  and 
cleanly.  Will  not  discolor  or  damage  even 
the  most  delicate  materials.  Does  not 
crumble  or  harden.  Made  in  12  sizes. 
Smallest,  100  to  a  box — Largest,  4  to  a  box. 

"NOWASTE"  ERASERS 

In  most  circular  typewriter  erasers  half  the 
erasive  rubber  is  covered  by  the  metal 
center — therefore  wasted.  The  NOWASTE 
has    less    metal    center    and    more    erasive 

rubber. 

The  steady  demand  for  erasers  that  give 
satisfaction  is  profitably  met  when  you 
carry  ample  stocks  of  these  leaders. 
Ask    for    samples! 


American  Lead  Pencil  Co. 

220  Fifth  Avenue,  New  York 

and  London,  England 


->(eiUc.ke.- 


Efficiency  Is  Simplicity 


Getting  down  to  brass  tacks,  efficiency  is 
merely  doing  any  routine  work  the 
Simplest  way  it  can  be  done. 

And  -  the  reason  progressive,  money-making  exec- 
utives insist  upon  efficient  methods  is  that  the 
Simplest  way  of  doing  any  routine  work  is  the  most 
economical,  easiest,  quickest,  most  accurate. 

The  Simplicity  of 

>^e.ilic.ke. 

Greater  Efficiency  Devices 

makes  them 

Most  Economical 

Quickest 

Easiest 

Most  Accurate 


(Style  15HX) 
Pay  Roll  Calculator 

These  are  but  four  of  the  reasons 

<^r{e.tlto.kc  Pay  Roll  Calculators  are  in  general 
use  by  leading  concerns  noted  for'the  efficiency  of 
their  methods.  They  are  sound,  money-saving 
reasons.     Reasons  why 

-  The  American  Railway  Express  Company 
uses  over  12,000  Meilicke  Devices. 

-  The  Western  Union  Telegraph  Company 
recently  purchased  500  special  Calculators 
to  fit  their  methods. 

-  The  Western  Electric  Company  uses 
Meilicke  Calculators  and  saves  35%  over 
every   other   method   formerly   used. 

-T*f(c.Utc.k.e*  Calculators  are  designed  specifi- 
cally for  the  work  they  do.  Other  methods  are  makeshift  at 
best.  A  Pay  Roll  Calculator  is  so  extremely  simple  to  operate 
inexperienced  clerks  can  compute  pay  rolls.  All  answers  are 
pre-calculated,  accurate  and  ready-to-read  instantly.  A 
Meilicke  Calculator  is  100%  efficient;  there  is  no  longer  a  need 
to  continue  using  inaccurate,  expensive,  makeshift  methods. 

The  Pay  Roll  Calculator  is  made  on  the  Hourly 
Basis  with  answers  in  Quarter,  Tenth  or  Twelfth  Hour  periods; 
on  both  the  44  Hour  and  48  Hour  weekly  basis.  There  are 
different  styles  of  Calculators  for  Piece  Work  computations 
by  Units,  Tens,  Hundreds  or  Dozens  and  Gross.  A  special 
Calculator  for  Monthly  pay  roll  work. 

DEALERS 

Your  customers  are  buying  Meilicke  Calculators  by 
mail.  Why  don't  you  take  their  orders  and  make  a 
good  profit? 

Write  us  for  special  profit-sharing  proposition  offered 
to    up-to-the-minute    progressive    dealers. 

Meilicke  Calculator  Company 


Makers  of  Time  and  Money-Saving  Efficiency  Devices 

J  362  North  Clark  Street      Chicago 
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CRAHOUb 


Don't  make  us  say 

Sorry  we  can't  supply 
you" 


REMEMBER  how  it  was  last  Christ- 
mas? People  crowding  your  store 
from  early  morning  to  late  at  rright, 
looking  for  something  for  their  youngsters 
and  a  long  list  of  nephews,  nieces,  and 
other  children.  Why  for  weeks  before  the 
25th  you  can  sell  such  an  unusually  attrac- 
tive, useful  and  inexpensive  gift  as  the  No. 
25  "CrayolA"  outfit  about  as  fast  as  you 
can  wrrap  them  up. 

So  don't  forget  there  are  thousands  of 
dealers  sending  in  their  orders  to  the 
jobbers.  We  can  fix  them  up  now,  but 
you've  no  time  to  lose.  Don't  wait  a 
day  longer — don't  take  a  chance  of  mak- 
ing us  say,  "We  can't  supply  you" — get 
in  vour  order  now  for 


No.  25 


"CRAYOLA" 

Gift  Box 

Have  you  our  latest  catalog  illustrated 
in  colors?    If  not,  let  us  know. 

BINNEY  &  SMITH  CO. 


81  Fulton  Street 


New  York  City 


No.  25  "CrayolA"  Out- 
fit. 12  Assorted 
"CrayolA"  Crayons, 
3Yi  ins.  long.  Outline 
Drawing  Book  and  two 
cut  Art  Stencils,  4x5 
ins.  One  package  draw- 
ing paper,  25  sheets, 
4x5  ins.  Put  up  in 
attractive  hinged  cover 
heavy  cardboard  box. 
One  dozen  boxes  in 
container. 


R 


A 
A 
C 

BATH  1 

LONDON 
NEW  YORK 
MELBOURNE 

TORONTO 

St.  Martin's  House 
70  Bond  Street 


1837  -  1920 

SHORTHAND 
TYPEWRITING 
COMMERCIAL 
EDUCATIONAL 
TECHNICAL  & 
1  SCIENTIFIC 


M 
A 

N 


Apply  for 
C  omplelc 
C  dialogue 


& 


LOOK  TO 
STOCK 


Progress 
With  Us 


Wholesale  Agcnls: 

Copp  Clark  Co.     and 
Commercial  Textbook  Co. 


o 

N 
S, 


D. 


Mucilages  and  Paste 
are  Made  in  Canada 


Catalogues  mailed  to  the  trade  on  request. 


Canadian  Factory  and  Offices  at 


9-11-13  Davenport  Road 


Toronto 


"<v/^£ 


[3  O  0  K  S  K  L  L  E  R     A  N  D     STATU)  N  E  R 


REFIGURED  COSTS 


our    INDISPENSABLE  PRODUCTS    have    been 
and  we  are  in  a  position  to  quote  you    exceptionally 
attractive  prices  on  Noesting  Harmless  Pin  Tickets — Desirable 
Paper  Clips — Solid  Head  or  Cut  Out  Thumb  Tacks. 


Costs    on 
refigured 


Simplex 


Harmless  Pin  Tickets 
16  Stock  Sizes 


Cut  Out 
6  Sizes 


NOESTING  PRODUCTS    PRODUCE   PERMANENT    CUSTOMERS 


Write   Us  for   Quotations   To-day 


NOESTING  PIN  TICKET  CO.,  INC. 


MOUNT  VERNON 


NEW  YORK 


ROBINSON  REMINDER 


Each  memo  goes  on  a  separate  perforated  coupon. 
When  attended  to  it  is  torn  out.  This  Leaves  Live 
Notes  Only  for  instant  reference,  removing  the  last 
excuse  for  forgetting.     Handy  pocket  in  cover. 

How  It  Does  Sell! 

Over  a  million  in  use  already  and  the  demand  in- 
creases daily.  Millions  yet  to  be  sold,  and  will  be, 
by  the  hundreds  of  far-sighted  dealers  who  are  out 
for  this  business.  Best  National  Magazines  in  the 
country  are  used  to  speed  up  "turnover,"  and  we  sup- 
ply dealers  with"  high-class  colored  window  cards, 
brilliant  translucent  counter  signs,  and  other  adver- 
tising helps  to  enable  them  to  connect  up  with  this 
powerful  publicity. 

Ask  Now 
For  Your 
PROFIT 
On  These 
Retail 
Prices 


filler 


Size   B 
3x5  In. 

$1.25 
1  75 
•J  -III 
2.75 

:  00 


lllei  i 


Reminder    with    extra 

Black  Leather 

Cross   Grain    Leathei 

India    Calf 

Cowhide 

Genuine    Morocco 

Imitation    Leather 

Cloth     (without    extra 
Ladies    Shopping    Reminder 

With    Pencil    and    Extra    Filler 

Black    Leather 

Patent   Leather   or   Cross   Grain 

Morocco.    Cowhide   or   India    I 
Extra  Fillers  :       Per    dozen:      Size   B, 
$1.00;    Size    L.    70c.      Gold    name  on   cover   25c  extra. 
Prices   chanced   without    notice 

ROBINSON  MFG.    CO. 

74  ELM  ST.,  WESTFIELD,  MASS.,  U.S.A. 


Size   A 

3'/fex7  In. 

$2.00 

2  75 
:  .hi 

3  7  5 
4.00 
1.00 

50 
Size    L 

$L.riO 

1.75 

2.25 

75c:    Size 


Nationally  Advertised  in 

SATURDAY  EVENING  POST 

LITERARY  DIGEST 

AMERICAN,  MACLEAN'S 

METROPOLITAN,  and  Elsewhere 

Accept  No  Imitation  ^^ ^ ,^-— -  »  . 

Notes 
Only 


Tear  Out 

When 

Attended  To 
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DOMINION  STUDENTS'  NOTE  BOOK  COVERS 


The  excellence  of  Dominion  Students' 
Note  Book  Covers  is  recognized  in 
schools  and  colleges  throughout  the 
country.  Not  only  in  the  lecture  and 
class  room,  but  everywhere  a  serviceable 
popular-priced  ring  book  is  needed,  these 
Dominion  Covers  are  in  a  growing  de- 
mand. 


Stationers  catering  to  school  business 
will  find  it  profitable  to  submit  samples 
of  these  covers  to  local  educational  in- 
stitutions and  to  advertise  an  assortment 
in  stock.  These  books  are  made  in  Can- 
ada and  sold  through  the  trade  only. 


Dominion  Blank  Book  Company 

Limited 

BERTHIERVILLE,  P.Q. 


National.  B^kL^IP  Divies 


It  is  gratifying  to  think  of  the  important  part  that 
National  Blank  Books  and  Loose  Leaf  Devices  perform 
in  National  business.  Wherever  accounting  is  done  and 
records  are  made,  some  items  from  the  National  Line 
are   sure  to  be   found   rendering   faithful   service. 


A  user  of  one  National  number  readily  becomes  a  regu- 
lar customer  of  other  National  record  books.  It  is 
much  better  for  an  office  to  stick  to  the  National  Line, 
in  place  of  a  motley  assortment  of  varied  makes  and 
brands.  In  order  to  successfully  take  care  of  your  trade 
stock  the   National   Line. 


NATIONAL  BLANK  BOOK  COMPANY,  HOLYOKE,  MASS. 
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It's  The  Right  Knowledge  That  Counts 


The  knowledge  -of 
the  fact  that  M.  & 
V.  typewriter  rib- 
bons have  a  splen- 
did sales  record 
will  count  a  great 
deal  with  those 
handling  or  con- 
templating putting 


in  stock  this  line 
of  goods,  inasmuch 
as  it  will  create  an 
optimistic  confi- 
dence in  their 
Profitable  Quality. 
Guaranteed  Dur- 
able, Permanent, 
and  Indelible. 


Mittag  &  Volger,  Inc. 

Principal  Office  and  Factory 

Park  Ridge,  N.J.,  U.S.A. 


Sales  Count  in 
Business 


— And  the  first  way  to  make  a  sale  is  to  show  what 
you  have  to  offer.  When  you  have  an  attractive  dis- 
play or  something  to  catch  the  eye,  it  starts  a  pros- 
pective purchaser  thinking. 

CANE'S  CANADIAN-MADE  pencils  are  not  made 
for  attraction,  but  for  writing  and  drawing  service 
in  schools  and  homes.  However,  for  our  customers' 
display  purposes  we  put  the  pencils  in  colored  stands, 
containing  half  a  gross,  tipped  and  finished  in  six 
different  colors,  with  V2  gross  additional  ready  to  re- 
place those  sold  from  display  stand.  Complete  in 
box.  The  price  for  display  stand  and  gi'oss  of  pen- 
cils is  $5.25.    Each  pencil  retails  at  5  cents. 

Any  wholesale  stationer  in  Canada  can  supply 
CANE'S  pencils. 


The  Wm.  Cane  &  Sons  Co.,  Limited 

Newmarket,    Ontario 
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SLUCKETT'S     #"^ 
TERL  MM  [j 

POST  BINDERS 


This  is  our  Style  DE.  It  is  made  in  19  stock  sizes  and  in  any  special 
size  that  is  required/ 

SPECIAL  SERVICE 

In  our  new  factory  we  have  facilities  such  as  we  have  never  had  before. 
Our  schedule  for  SPECIALS  is  FOUR  days  from  receipt  of  order — 
in  case  you  are  rushed  we  can  ship  the  day  after  the  order  comes  in; 
we  don't  advise  this  as  it  doesn't  give  the  glue  time  to  dry.  However, 
if  you  want  this  special  service  just  mark  your  order  —  SPECIAL 
RUSH— and  send  it  along.     Mail — Phone — Wire. 

METALS 

If  you  do  your  own  binding  we  will  furnish  you  metals  only.  Small 
orders  shipped  same  day. 

Write  for  Our  Latest  Price  List 
and  Discount  Sheet 

Luckett  Loose  Leaf,  Limited 

TORONTO 
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Repeat  Orders 


You  may  wish  to  order  a 
little  extra  stock  for  the 
last  few  days  of  Christmas 
selling. 

If  you  do,  please  wire  at 
our  expense  and  we  will 
give  your  orders  immedi- 
ate and  careful  attention. 

Just  mention  the  amount 
and  the  retail  prices  and 
we  will  give  you  best  sell- 
ers only. 

The  same  applies  to  New 
Year  Cards  should  you  re- 
quire a  few  more. 

William  E.  Coutts 

145  Adelaide  Street  West 
TORONTO 


Member  of  the  Greeting  Card  Association 


Get  the  Trade  of 
Eversharp  Buyers 


Eversharp  continues 
to  sell  quickly,  and 
steadily,  because  it  is 
always  sharp  yet 
never  sharpened, 
because  it  is  superbly 
designed  to  give  life- 
long writing  comfort. 


Naturally,  Eversharp 
sales  mean  gratifying 
profits  to  Eversharp 
dealers;  they  also 
mean  added  prestige. 

Eversharp  users, 
quite  generally,  re- 
member where  they 
purchased  Eversharp 
and  return  regularly 
to  purchase  Ever- 
sharp  Leads  and 
other  articles  of  high 
quality. 

Strictly  from  the 
dollars -and- cents 
standpoint,  consider 
carefully  the  value  of 
this  Eversharp  pres- 
tige, and  then  write 
for  the  interesting 
Eversharp  catalog 
and  literature.  Ad- 
dress the  Canadian 
representatives: 


The  symbol  of 
perfect  writing— 
the  mark  of  the 
Eversharp  Pencil 
and  Tempo!  nt 
Pen. 


Rowland  &  Campbell,  Ltd. 

Winnipeg,  Manitoba 

Consolidated    Optical   Co. 

Toronto,  Ontario,  and  Montreal,  Quebec 


The  name  is  on    the  pencil 

Made  and  Guaranteed  by 
THE   WAHL    COMPANY,  Chicago 
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mm 


Feature 
Work-Organizers 

For  Gifts  to  Men 


The  Illustration  above  shows  how  Work 
Organizers  look.  The  one  below  snows  how 
thea  are  used  Fifteen  styles,  lllustra 
lion  shows  the  No.  :;:'.2.  letter  slie, 
10  pocket,  Blaek  Seal  (iraln  Fabril.nl,'.. 
> -,  25  one  of  'he  mosl  populai  styles  Same 
Size  genuine  leathet  cover,  (15.00,  I'.ipei 
eover,    $1.90. 


Thousa  n  ils  of 
Work  -Organizers 
were  given  last 
year — in  fact  all 
through  the  year. 
This  year  push 
them — they  have 
splendid  poss  i- 
bilities  for  gifl 
purposes. 

Office  men  like  practical,  usable  .gifts  and  some- 
thing they  haven't  already  received  by  the 
dozen. 

The  fifteen  style,-  of  Work-Organizers  allow  a. 
wide  range  of  choice,  both  in  assort- 
ment and  price. 

A  copy   of  the  Work-Organizer 
bulletin,     "How     to     Organize 
Desk- Work,"     free    with     each 
Work-Organizer. 


h itrrbrook 

Jackson  Siub  No.  441 


Work-Organizer  Co. 

725  We»t  Grand  Boulerard    -      Detroit,  Mich. 


The  Reputation  of 
Esterbrook  Pens  is 
based  on  Excellence 
of  Performance 

When  you,  Mr.  Dealer,  show 
a  customer  a  comprehensive 
assortment  of  Esterbrook 
Pens,  in  one  of  the  Esterbrook 
Counter  Display  Cases,  he  is 
sure  to  be  satisfied  with  the 
service.  And,  he's  sure  to  be 
satisfied  with  the  pen  he  se- 
lects. A  satisfied  customer 
is  a  strong  asset  for  you. 

Write  us  about  the  new  counter  dis- 
play cases  and  signs — Esterbrook  Pens. 

THE  ESTERBROOK  PEN  MFG.  CO. 

18-70  COOPER    STREET 

CAMDEN,  N.J. 

Canadian  Agents :     Brown    Bros.,  Ltd..  Toronto.  Canada 


USE 
LIKE 
THIS 


UsterJbjroolc 

JPStlS  "Easiest  to  sell!" 


Standardized  Ships- 


and  Standardized  Stocks 


Standardized  ships  prevented  mistakes,  cut  down  costs,  and  hastened  build- 
ing. They  were  one  of  America's  greatest  contributions  and  "ships  won  the 
war." 

Standardizing  anything  means  simplifying  according  to  a  standard. 

Simplifying  your  merchandising  methods  by  adopting  Carter  standards  will 
reduce  your  operating  costs  and  increase  your  profits.  Why  not  push  one  line 
that  gives  unexcelled  quality  in  each  product? 

Standardizing  on  Carter  products  will  save  costs  for  shelfroom,  handling, 
bookkeeping  and  stock  accounting.  / 

Carter  Inx  Products  have  a  fifty  years'  reputation  for  excellence,  are  well 
advertised  and  guarantee  satisfaction. 

The  Carter  line  is  complete  and  its  quality  is  unsurpassed.  Standardizing 
on  Carter's  is  business  commonsense. 

THE  CARTER'S  INK  COMPANY 

Mount   Royal   Avenue   and   Drolet  Street 
MONTREAL,    QUEBEC 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiii!  "'■■ ' ■"! :',::.!!'" '  ■  ■  ■     -'   '  '  '   ■.'itiiillii 
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ANNOUNCEMENT 

We  desire  to  announce  to  the  trade  that  we  are  again 
in  full  production  and,  with  the  added  facilities  of  our 
new  factory,  are  now  in  a  position  to  give  our  customers 
better  service  than  ever  before. 

We  wish  to  thank  all  of  our  friends  for  their  courteous 
consideration  during  the  period  of  moving,  and  we  feel 
certain  the  better  service  that  the  new  plant  has  made 
possible  will  more  than  make  up  for  some  of  the  annoy- 
ances that  were  inevitable  under  the  conditions. 

WILSON -JONES  LOOSE   LEAF   CO. 


3300    Franklin    Blvd. 
CHICAGO,  ILL. 


316  Hudson  St. 
NEW  YORK 


Money- Saving  Information 

'The  most  useful  information  contained  in  any  paper  I  get" — so  a  Western  banker 
writes  in  to-day's  mail,  renewing  his  subscription  for  FINANCIAL  POST. 

"Very  often,"  his  letter  goes  on  to  say,  "I  am  called  on  to  suggest  investments  for 
small  amounts,  sometimes  as  low  as  a  few  hundreds,  and  I  find  your  Investors' 
Inquiry  Service  a  reliable  partner  to  consult.  If  every  investor  knew  there  was 
such  a  service  at  his  call  it  would  surely  lessen  the  losses  of  many  of  these  people." 

The  Investors'  Inquiry  Service  fills  just  that  need.  Unless  you  are  perfectly  sure 
of  your  investments,  write  us  before  you  buy. 

It  costs  FINANCIAL  POST  subscribers  nothing  to  be  sure  before  placing  hard- 
earned  savings  in  stocks  that  may  never  have  a  chance  of  paying  dividends. 

Trained  service  men  will  give  you  the  benefit  of  keen  analysis  based  on  the  facts 
behind  the  securities  you  are  considering.  This  is  one  of  many  features  enjoyed  by 
our  readers. 


143  University 
Avenue 


THE  FINANCIAL  POST 


TORONTO 

Canada 


BOOKSELLERS:  FEATURE  THIS  PERIODICAL  ON  YOUR  NEWS-STAND.     Published  Weekly 


b~* 
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How  Many  of  These 

Popular,  Quick,  Ready  W.  &  W.  Sellers 

Do  You  Carry  in  Stock 

And  For  Which  There's  a  Constantly  Increasing  Demand? 
No  matter  the  need,  you'll  find  the  answer  in 

White  &  Wyckoff  s 
Distinctive  Stationery 


comprising 


Staple  Papeteries 

Gift  Boxes  of  Stationery 

Package  Papers 

Pound  Papers 

Boxed  Papers 

Envelopes 

Men's    Personal    Stationery 

Men's  Semi-Business  Stationery 

Society  Visiting  Cards 

Panelled   Paper 

Panelled  Cards 

Deckle-Edge  Paper 

Gold  Bevelled  Cards 

Gold  Bevelled  Paper 

Silver  Edged  Paper  and  Cards 

Mourning  Stationery 

Mourning  Cards 

Sympathy   Acknowledgments 

Juvenile  Stationery 

Children's  Party  Invitations 


Birth  Announcements  for  Boys 
Birth  Announcements  for  Girls 
Hand  Bordered  Cards 
Hand  Bordered  Paper 
Gold  Edged  Cards 
Gold  Edged  Paper 
Lined  Envelopes 
Ink  Tablets 
Spelling  Tablets 
Pencil  Tablets 
Composition  Books 
Blotter  Cover  Tablets 
Examination  Blanks 
Drawing  Tablets 
Note  Books,  end  fold 
High  School  Note  Books 
Stenographers'  Note  Books 
Typewriter  Papers 
Manuscript  Covers 
Mercantile  Scratch  Pads 


Stationery  for  everybody — men,  women,  children — in  all  walks  of  life — for 
their  every  requirement — will  be  found  in  the  W.  &  W.  line.  A  paper  for 
every  need — a   price  for  every   purse.     More  facts  on   request. 


White  &  Wyckoff  Mfg.  Company 

Master  Makers  of  Distinctive  Social  Stationery 

HOLYOKE,  MASSACHUSETTS,  U.S.A. 

Canadian  RcoresentatiOcs: 


A.     R.     MacDougall     &     Co.,     Ltd., 
468  King   St.  W.,  Toronto,   Ont. 


The  Mark  of 

f Ili'TTIIDIIIIIMIIIIIIIIIIIIIIIIIIIIMIIIflw)/'1"' 
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The    Schofield    Paper    Co. 
23-25  Prince  William  St.,  St.  John,  N.B. 


Master  Makers     j> 


W 


¥ 
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VUL-COTS  FOR  1921 

Stationers  who  specialize  in  selling  these  high- 
grade  waste  baskets  have  thereby  materially 
increased  their  volume  of  business  at  most  sat- 
isfactory profit. 

Vul-Cots  are  made  of  a  highly  developed  qual- 
ity of  vulcanized  cotton  fibre — a  hard,  tough 
substance  of  great  strength,  yet  it  is  light  in 
weight. 

Vul-Cot  Fibre  will  not  split,  dent  or  corrode — 
nor  will  it  deteriorate  with  age. 

The  sides  and  bottoms  of  Vul-Cot  Waste  Bas- 
kets are  solid,  concealing  contents  and  prevent- 
ing scraps  of  paper  and  litter  from  sifting 
through  to  the  floor. 

They  are  smooth  inside  and  out,  and  have  no  sharp  projections  to  catch  clothing 
woodwork  and  furniture. 


GUARANTEED 


^^%s,  vv* 


or  mar 


Colors  are  neutral  to  harmonize  with  any  surroundings. 

Vul-Cot  Waste  Baskets  are  sanitary. 

They  are  gracefully  shaped — good  looking — and  are  the  ideal  baskets  for  home,  school 
or  office. 

Send  for  illustrated  folder  with  prices  and  discounts. 


SETTEN  &  DURWARD 
OF  BIRMINGHAM 

The  present  year  has  seen  a  big 
influx  of  this  firm's  standard 
British-made  stationery  sundries 
into  the  stationery  stores  of  Can- 
ada, and  because  of  the  high 
grade  of  these  products  1921  will 
witness  enormously  increased 
sales. 

SELLING  THESE   GOODS   WILL 
STRENGTHEN  YOUR  TRADE 

There  are  two  Setten  and  Durward  fac- 
tories in  Birmingham.  One  is  devoted  to 
the  manufacture  of  a  varied  line  of  pro- 
ducts of  wood,  such  as  Stationery  Cases, 
bases  for  Ink  Stands,  etc. 

In  the  other  factory  are  manufactured 
metal  specialties,  such  as  Brass  Paper 
Fasteners,  Compasses,  Dividers,  Protrac- 
tors, and  the  various  items  going  to  make 
up  Drawing  Sets,  as  well  as  other 
School  Supplies.  Cash  Boxes  and  Deed 
Boxes  are  extensively  manufactured. 
Still  another  important  line  comprises 
various  carded  goods  for  stationers. 


tr'J      *■   i> 


A        R        Ivla/*ri/%lirroll      J6v     ("***  [    *-J       Representatives  for  Canada  and  Newfoundland 

I\.   I\.    lViaCUOUgail   Ot    L.O.,    Ltd.   468  King  St.  West  Toronto 
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ELdoradO 

"THE  MASTER   DRAWING  PENCIL" 


Made  in  l?  Leads— one  for 

every  nerd  <./    preference 


DIXON'S 

ELDORADO 


What  it  brings  to  your  Service  is 
Distinction ;  what  it  leaves  with 
your  Customers  is  Satisfaction : 
and  your  profit  through  its  sale  is 
large  in  what  you  can  count  and 
deposit  in  your  bank,  but  larger 
still  in  that  good  opinion  of  your 
customer,  which  cannot  be 
counted,  nor  discounted. 


ELdoradO 

"ihe  ?naster'  drawing  pencil" 


JOSEPH  DIXON  CRUC1BLECO.,  Pencil  Deft.  74-J,  Jersey  City,  N.  J. 

Canadian  T)iitributors: — A.  R.  MacDougall  &  Co.,  Ltd.,  Toronto 


Make    1921    a  "Standard"  Year 


*%'Y'«^f  7 


Crayel — Highest  quality  wax 
crayon  for  general  school  use. 

A  complete  cariely  of  school 
crayons  carried  in  stock  '" 
Toronto.  NONE  BETTER 
MADE.  Asl(  your  jobber  for 
prices. 


STANDARD   CRAYONS 


Best  for  User 


Best  for  Dealer 


Omega  Dustless  Chalk — A  dustless  chalk  that  is 
dustless.  Omega  is  entirely  free  from  grit, 
erases  easily  and  will  not  scratch  the  'board. 


Tin: 

Artco  Pastel 


T  A13HOUTKD4  "1  OBB. 
r.Mf  SfjPEnW  PASTli  ftHK 

Of.n  .nil  Frar.tloet  *M  uit4 


Artco  Pastel — Especially 
adapted  for  advanced 
color  work  in  paper  draw- 
ing. They  can  also  be 
used  with  water  and  pro- 
duce a  delicate  water 
color    effect. 


Standard  White  and  Yellow  En- 
amelled School  Chalk— NONE 
BETTER  MADE. 


A¥>         ma  I\  Q       {^  I    ,    1        Representatives  for  Canada  and  Newfoundland 

.    K.    MaCDOUgall   &   tO.,    LtCl.   468  King  Street  West  Toronto 
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To  Secure  Those 

Big  Christmas  Sales 


To  study  your  customer  quickly — to  make  more  money — there  is 
no  better  way — are  we  not  right? — than  by  suggesting  books  by 
authors  whose  names  have  become  widely-known  and  will,  there- 
fore, be  most  acceptable. 

Then — remember  the  names— drill  your  clerks  in  them,  too  —  of 
both  authors  and  books  in  the  list  below.  From  these  you  can  fill 
any  customer's  wants. 


BERTRAND    W.    SINCLAIR 

OCTAVUS    ROY    COHEN 

Poor    Man's    Rock.        $2.00. 

Come    Seven.        $2.00. 

JEFFERY    FARNOL 

MAX   BRAND 

Black    Bartlemy's   Treasure.       $2.00. 

The    Night   Horseman.       $2.00. 

GEORGE   BARR   McCUTCHEON 

MAXIMILIAN   FOSTER 

West    Wind    Drift.       $2.00. 

The   Trap.       $2.00.                               • 

RIDGWELL    CULLUM 

GERALD    BISS— 

The  Heart  of  Unaga.      $2.00. 

The  Door  of  the   Unreal.      $2.00. 

ANTHONY    HOPE 

FRANCES   R.    STERRETT 

Lucinda.       $2.00. 

Nancy   Goes  to  Town.      $2.00. 

MARIE    CORELLI 

M.    McCONN 

The  Love  of  Long  Ago.     $2.00. 

Mollie's    Substitute    Husband.        $2.00. 

FLORENCE   BARCLAY 

OLGA   HARTLEY 

Returned  Empty.       $2.00. 

Anne.       $2.00. 

ROSE    McCAULEY 

STEPHEN    McKENNA 

Potterism.        $2.00. 

Sheila  Intervenes.      $1.25. 

E.   V.    LUCAS 

STEPHEN   McKENNA 

Verena    in    the    Midst.        $2.00. 

The  Reluctant  Lover.       $1.25. 

AUTHOR    "YOUNG   VISITERS" 

HENRY   ST.  JOHN   COOPER 

Daisy  Ashford :   Her   Book.       $2.00. 

Sunny  Ducrow.       $2.00. 

BRUCE    BAIRNSFATHER 

W.    G.    SMITH 

The  Bairnsfather  Case.      $2.50. 

A  Study  in  Canadian  Immigration.      $3.00 

RT.-HON.  J.   H.  THOMAS,   M.P. 

JAMES    L.    HUGHES 

When    Labour    Rules.       $2.00. 

The    Poems  of  Robert   Burns.       $3.00. 

J.   S.   SNAITH 

E.   B.   BIGGAR 

The  Adventurous  Lady.       $2.00. 

Hydro-Electric    Development    in    Ontario. 

H.    M.    SHARP 

160     SUCCESSFUL    MEN 

A  Pawn   in   Pawn.       $2.00. 

Touchstones    of   Success.        $1.35. 

$2.08. 


Good  Idea  to  Check  up  Your  Stock  of  These  Now. 

THE  RYERSON  PRESS 


Publishers 


TORONTO 
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Editorial  from 

THE    FINANCIAL    POST 

Toronto,  October  22,  1920 
Published  by  THE  MACLEAN  PUBLISHING  COMPANY,   Limited 

WE  SHOULD  DO  BUSINESS  WITH  THE 
BOHEMIANS   , 

T^HE  great  majority  of  the  Canadian  public  are 
-*■  laboring  under  a  misapprehension  as  regards 
Bohemia  or,  as  it  is  now  called,  the  republic  of 
Czecho-Slovakia,  when  they  consider  it  as  Austrian 
or  allied  with  Germany.  Although  Bohemia  formed 
a  part  of  the  Austro-Hungarian  Empire  previous  to 
the  war,  its  people  never  became  reconciled  to  being 
a  subject  race  to  Austria  and  for  many  years  were 
preparing  to  free  themselves  from  that  country. 
Compelled  to  fight  with  the  Austrian  forces  at  the 
beginning  of  the  war,  they  seized  the  first  oppor- 
tunity and  deserted  to  the  Allies,  fighting  with  them 
in  Siberia,  Russia,  France  and  Italy. 

They  were  with  the  Canadians  at  Vladivostok 
and  when  our  troops  returned  home  they  undertook 
to  care  for  the  graves  of  Canadian  soldiers  in  that 
region.  Later  a  detachment  of  several  thousand  of 
them,  including  their  commanding  General,  traveled 
across  Canada  on  their  way  home  and  were  cordially 
entertained  everywhere. 

There  was  a  proposal  to  settle  25,000  of  them  in 
Canada  last  spring,  but  Russian  Soviet  labor  agi- 
tators bluffed  the  Dominion  Government  out  of  it 
and  the  country  thus  lost  an  unusually  fine  type  of 
farmer.  An  effort  should  still  be  made  to  get  emi- 
grants from  there. 


FACTORIES 

BOHEMIA,  CZECHO-SLOVAKIA 


SOLE  AMERICAN  AGENCY 
34  EAST  23rd  ST.,  NEW  YORK 


"KOH-I-NOOR"  PENCIL  COMPANY 

IRVING  P.  FAVOR,  Manager 
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The  Canadian  AWnac  for  1921 

Seventy-Fourth  Year 

Edited  by  Arnold  W.  Thomas 

KlUhed    continuously    since 

such  as:  Government  Officials 

Customs  Taritt  Stnools 

Banks  Societies  f  aeneral 

Militia  and  a  vast  amount  ot  gen 

Post  Offices  information 
Clergy  Retail  price  $3  50  ne 

YOU  CAN  MAKE    A    PKU  ^ ___ 

TENTIAL  BEST  SELLER^^ _ _ —  ^ 

Do^raonDiaries 
Diligent  peatery 

0FF1CE         Varieties   have  been    re  ueed .      T  ^       mAR1ES 
JURIES       -He,   ^a^T.  ^  ^^  ^  ^ 

^  make  your  1921   Uia  > 
Keep  your  stoek  complete  and  make  y 

Water  Mark.  Send  for  price  list. 


>WeC.n—  LIMITED 

TUr  rOPP  CLARIS  ^u.,  *- 

Tnt  ivn      toronto 


Editorial  Comment 


mi 


mi 


1 1  III  I II 1 1  III  I  M  I ITI 1 1 1 1 1 1  l:ITl:i'lll'l  lililil  lill  Ll.lll  l:l  I'lil'l  1 1 1 1  LI  l;l  lllll  N  1 1  III  III  ll;l  I  M  M  M  :  P   1:1 1 1  III  II I  I '  ' 


TRADE  IS  BRISK 

BUSINESS  is  good  and    will    continue    good 
throughout  this  year's  Christmas  season  in 
,the  book  and  stationery  stores.     This  will  be 
the  case  in  spite  of  the  rather  too  loud  sound- 
ing of  pessimistic  notes  in  some  quarters. 

One  of  the  principals  of  an  old-established 
wholesale  stationery  house,  discussing  this 
question  with  Bookseller  and  Stationer,  said 
that  he  had  been  through  many  periods  when 
the  trade  in  high-priced  goods  had  been  back- 
ward and  the  experience  had  invariably  been 
that  this  helped  business  in  the  book  and  sta- 
tionery stores. 

This  year's  sales  to  the  retailers  of  their 
papeteries  had  been  on  an  unprecedented 
scale  and  some  retailers  had  come  to  Toronto 
especially  to  make  arrangements  to  order  addi- 
tional quantities  over  their  original  placing 
orders,  then  being  filled. 

From  all  sides  come  reports  of  good  brisk 
business  in  the  retail  stores  and  the  prospect 
is  that  Bookseller  and  Stationer  will  in  Janu- 
ary be  able  to  report  bumper  holiday  business 
in  all  sections  of  Canada. 


BUILD  FOR  THE  FUTURE 

IT  has  taken  a  long  time  to  convince  the 
trade  in  Canada  that  there  is  an  all-year 
round  profit  in  toys.  Many  dealers  have  even 
introduced  this  department  as  an  experiment 
rather  than  from  conviction  as  to  its  advisabil- 
ity. Yet  very  few  of  these  have  given  up  the 
line. 

Apart  from  the  direct  business  which  toys 
give  the  dealer,  there  is  another  aspect  which 
is  just  as  important.  The  small  boy  is  taught 
to  place  a  penny  on  the  collection  plate,  not 
from  actual  monetary  value,  which  the  coin 
means  to  the  church,  but  to  train  him  in  the 
good  habit  of  giving.  The  boy  who  learns  to 
look  in  the  store  windows  for  toys  on  which  to 
spend  his  money  is  also  unconsciously  trained 
in  the  habit  of  buying.     The  store  which  was 


able  to  supply  his  childish  fancies  becomes  a 
part  of  his  habit  for  buying  when  he  outgrows 
the  toy>  age  and  wants  a  book  or  a  fountain 
pen. 

There  is  a  big  opportunity  for  travelling  men 
to  influence  booksellers  and  stationers  in  the 
question  of  toy  departments.  Many  dealers, 
who  through  diffidence  or  carelessness  have 
never  attempted  such  might  be  added  to  their 
list  of  customers  out  of  appreciation  of  the 
genuine  business  opportunity  opened  up  for 
them. 


WHY  SO  PEEVISH? 

IN  the  light  of  the  thousands  upon  thousands 
of  books  by  Canadian  authors  bought  by 
Canadian  people,  as  witness  this  year's  sales  of 
Canadian  books  in  the  bookstores,  it  seems 
rather  ungrateful  for  some  Canadian  author?  to 
be  so  critical  of  the  Canadian  public  for  not 
buying  more  of  their  books.  Every  little  while 
peevish  speeches  of  this  sort  are  let  loose  at 
meetings  of  "the  elect,"  one  of  the  latest  being 
the  November  meeting  of  the  Toronto  Women's 
Press  Club. 


WHOLESALER  AND  RETAILER 

THAT  the  interests  of  the  retailer  and  the 
wholesaler  are  very  much  identical,  even 
though  they  may  have  their  differences,  was  the 
statement  made  before  the  Ontario  Retailers' 
Association  by  Hugh  Blain,  president  of  the 
Canadian  Wholesale  Grocers'  Association.  Mr. 
Blain  is  right.  He  was  not  far  wrong  either  in 
his  statement  that  there  never  was  a  time  when 
the  wholesaler  and  retailer  should  be  more 
cordially  working  together  than  the  present. 
Mr.  Blain  has  some  common-sense  views  on  the 
wholesaler-and-retailer  question  and  it  would 
be  a  good  thing  for  both  parties  if  they  would, 
as  he  suggests,  get  together  and  exchange  views 
on  such  things  as  distribution  methods,  chain 
stores,  the  relationship  of  manufacturers,  the 
mail  order  houses  and  wholesalers'  policies.  An 
understanding  between  the  two  on  a  number  of 
questions  would  do  no  one  any  harm. 
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Study  of  Customers'  Tastes  Broadens 
Possibilities  of  Book  Selling 


When  Salespeople  Are  Able  to  Advise  Mrs.  Brown  About  Litera- 
ture She  Follows,  There  Is  an  Inevitably  Favorable  Reaction- 
Something  About  the  Training  of  the  Sales  Force 
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OOKS  mean  more  to  the  indi- 
vidual who  purchases  them 
than  any  other  article  he  or 
she  may  buy.  Wearing-  apparel  has  a 
limited  use,  soon  wears  out  and  is 
then  discarded.  A  piece  of  furniture, 
a  rug,  or  some  other  similar  article  is 
purchased  for  its  own  value.  It  is  eas- 
ily appreciated  by  being  seen  or  by  be- 
ing used,"  said  Miss  L.  Duzan,  head  of 
the  book  department  of  Miller  &  Rhoads, 
Richmond,  Va.,  in  an  interview  with 
"The   Dry   Goods   Economist." 

"A  book  is  entirely  different.  A  book 
lasts  forever.  It  is  something  that  has 
no  value  at  all  unless  read  or  studied; 
something  that  in  itself  means  nothing, 
and  it  is  worth  while  to  the  purchaser 
only  when  he  or  she  takes  the  time  to 
read.  Therefore,  a  book  occupies  a  pe- 
culiar place  in  the  home.  Many  homes 
to-day  are  quite  devoid  of  books;  and  yet 
by  the  man,  woman  or  child  who  is  crav- 
ing to  learn,  books  are  greatly  desired. 

Must  Get  Below  Surface 

"A  department  store  which  sells  books 
must  not  try  to  market  merchandise  of 
this  kind,  then,  as  it  would  clothing  or 
some  other  commodity  that  must  only 
be  seen  to  be  appreciated.  It  must  try 
to  strike  an  entirely  different  angle.  It 
must  try  to  reach  far  deeper  than  the 
surface.  For  only  by  so  doing  can  it 
really  successfully  handle  its  book  de- 
partment." 

The  Miller  &  Rhoads  book  depart- 
ment, though  located  in  a  faraway  cor- 
ner of  the  basement,  is  one  of  the  most 
profitable  and  busy  sections  of  the  en- 
tire store.  Miss  Duzan  has  succeeded 
in  building  up  a  remarkable  business, 
which  she  attributes  to  the  fact  that  in 
the  merchandising  of  books  she  at- 
tempts to  keep  away  from  the  mere  sell- 
ing idea,  and  tries  to  develop  in  her  cus- 
tomers an  understanding  what  books 
mean  in  the  home. 

Salespeople    Diligently   Trained 

The  salespeople  of  this  department 
are  intensively  trained  to  know  their 
wares. 

"For."  said  Miss  Duzan.  "a  salesper- 
son in  the  dress  goods  department  must 
know  how  the  merchandise  he  is  selling 
is  made,  and  should  be  able  to  tell  the 
difference  between  an  all-wool  piece  of 
goods  and  a  mixed  weave;  so  in  this 
department  knowledge  of  the  merchan- 
dise is  essential.  The  spirit  of  the  au- 
thor; the  idea  that  he  tried  to  put  forth 
in    his    writings;    the    thought    back    of 


his  work;  and  his  relative  importance  in 
this  work  must  be  well  known  to  the 
salesperson  if  he  or  she  hopes  to  be 
successful." 

In  the  training  of  salespeople,  Miss 
Duzan  issues  question  sheets  from  time 
to  time  which  deal  with  national  prob- 
lems on  which  books  are  being  written 
or  with  particular  books  carried  in  stock. 

A  copy  of  one  of  these  question  sheets 
follows: 

No.  1 — What  was  the  Federal  Suf- 
frage   Amendment    Bill? 

No.  2. — Name  three  good  books  on 
the  Woman  Movement. 

No.  3. — Name  three  war  books  giving 
the  English  point  of  view. 

No.  4. — Name  three  war  books  giving 
the  French  point  of  view. 

No.  5. — Name  the  most  important  war 
book  from  an  American  point  of  view. 

No.  6. — Name  four  present-day  poets 
whose  works  are  being  widely  discussed, 
and  two  titles  of  each  author. 

No.  7. — What  is  the  Scofield  edition 
of  the  Bible? 

No.  8. — What  is  meant  by  editions? 

No.  9. — What  does  a  customer  mean 
when  she  speaks  of  a  contemporary? 

No.  10. — What  should  be  your  ques- 
tion to  a  customer  buying  children's 
books  before  you  start  with  suggestion  ? 

Followed   in    Stationery,    Too 

In  the  stationery  department  the 
general  idea  is  followed  out.  One  of 
the  question  sheets  in  the  stationery  de- 
partment   is    reproduced    here: 

No.  1. — How  many  sheets  of  paper  to 
a  quire? 

No.  2. — How  many  sheets  to  a  ream  ? 

No.  3. — What  is  the  difference  be- 
tween a  linen  and  chamois  finish? 

No.  4. — What  do  we  mean  by  "bond 
paper? 

No.  5. — What  brands  of  ream  goods 
do  we  carry? 

No.  6. — What  brands  of  pound  goods 
do  we  carry? 

No.  7. — What  is  a  good  suggestion  to 
a  customer  buying  fine  papers  by  the 
quire? 

No.  8. — How  many  packages  of  en- 
velopes would  you  tell  a  customer  was 
the  usual  number  sold  to  one  pound 
of    paper? 

No.  9. — What  make  fountain  pens  do 
we  sell,  and  why? 

No.  10. — Name  ten  stationery  articles 
apart  from  paper  that  are  constantly 
in  demand. 

These  instruction  sheets  not  only  give 
the  salesperson   a  better  idea   as  to  the 
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merchandise  on  hand,  but  have  in  addi- 
tion an  educational  value  as  they  often 
raise  questions  which  the  salesperson 
formerly  had  never  considered. 

Increased    Book   Sales 

Miss  Duzan  has  found  that  the  sales 
of  a  certain  line  of  books  which  are 
covered  by  one  of  these  statements  ma- 
terially increased  after  the  salespeople 
had  been  given  a  chance  to  study  it  over. 

"My  sales  are  built  up  along  staple 
and  solid  lines,  and  I  make  no  effort  to 
carry  the  cheaper  and  more  sensational 
type  of  literature.  All  my  selections 
are  of  such  a  nature  that  they  can  fit 
well  in  any  home,  and  will  be  really  an 
asset  in  that  home.  The  demand  for 
the  so-called  trashy  books  is  so  uncer- 
tain that  the  sale  of  them  really  means 
nothing. 

"The  salespeople  in  the  book  depart- 
ment in  a  department  store,  if  they 
rightly  understand  the  importance  of 
that  department,  can  become  a  construc- 
tive force  in  the  development  of  right 
reading  among  the  customers  of  the 
store. 

Element  of  Responsibility,  Too 

"Women  come  in  and  want  to  know 
what  are  the  best  books;  what  kind 
of  stories  we  have  that  will  make  an 
appeal  to  the  child,  and  they  often  leave 
the  selection  of  the  stories  and  books, 
which  will  form  a  large  part  of  the 
child's  education,  to  the  salespeople  of 
this  department. 

"My  salespeople  know  and  understand 
that  in  making  a  selection  for  these 
children  they  are  placing  in  the  hands 
of  these  children  something  that  will  go 
a  long  way  in  the  moulding  of  that 
child's  mind.  Therefore,  it  is  most  im- 
portant that  they  choose  well  and 
wisely. 

"The  choice  of  books  for  the  depart- 
ment is  one  of  the  most  important  ele- 
ments to  be  considered.  A  book  depart- 
ment that  doesn't  carry  with  it  more 
than  the  mere  sale  of  merchandise  fails 
in  the  fulfillment  of  its  mission.  After 
the  merchandise  is  on  hand  it  is  just 
as  important  to  dispose  of  it  in  order 
to  fulfill  that  mission  as  it  is  to  dis- 
pose of  it  in  making  a  sale. 

"We  feel  after  we  have  placed  a  set 
of  good  books  in  a  home,  that  we  have 
done  more  than  sell  so  much  merchan- 
dise. We  have  started  the  members  of 
that  home  on  an  educational  jo*urney 
that  will  broaden  their  minds,  and  will 
give  them  a  keener  appreciation  of  liv- 
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ing,  and  a  deeper  insight  into  the  world's 
thoughts. 

"I  find  that  since  people  are  reading 
more  serious  books  they  have  come  to 
a  keener  realization  of  what  living  real- 
ly means.  This  I  attribute  largely  to 
the  soldier  influence,  particularly  since 
there  is  a  great  demand  at  this  time 
for  biographies,  histories,  and  techni- 
cal works,  many  of  the  technical  books 
being  along  the  lines  of  educational 
work  the  soldier  received  while  in  army 
training  camps. 

"Also  at  this  time  there  is  a  demand 
for  smaller  books.  This  is  probably 
due  largely  to  the  fact  that  people  liv- 
ing in  apartments  have  so  small  a  place 
in  which  to  place  their  books  that  they 
want  them  of  a  size  that  will  fit  small 
shelving,  often  found  in  apartments. 
The  large,  heavy  tomes  of  our  grand- 
fathers are  out  of  style. 

Value  of  Acquaintanceship 

"Acquaintanceship  is  one  of  the  chief 
factors  in  the  merchandising  of  books. 
People  really  do  not  know  what  they 
want  to  read.  Many  people  read  to  kill 
time,  others  for'  the  purpose  of  enter- 
tainment, while  others  have  a  serious 
educational  idea  back  of  all  their  read- 
ing. In  order  to  merchandise  his  wares 
a  salesman  must  have  some  insight  as 
to  the  class  of  reading  a  prospective 
customer  indulges  in.  My  salespeople 
are  therefore  instructed  to  keep  as 
closely  in  touch  with  their  customers  as 
possible  and,  in  talking  with  them,  try 
and  sound  out  the  desires  of  the  cus- 
tomer, and  then,  on  dull  days,  when  a 
salesperson  has  little  to  do,  she  calls 
up  her  customers  to  tell  them  of  any- 
thing new  that  may  have  come  in,  or 
to  gossip  with  them  about  the  leading 
books  on  the  market. 

Keeping  Customers  Interested 

"I  find  that  customers  appreciate  this 
interest  on  the  part  of  the  salespeople, 
because  they  are  able  to  gain  informa- 
tion for  use  conversationally.  Most  peo- 
ple like  to  create  the  impression  that 
they  are  well  informed,  and  they  ap- 
preciate a  chance  to  talk  with  some- 
one who  has  read  a  certain  book — some- 
one who  can  give  them  an  inkling  as 
to  the  nature  of  the  book,  so  that  they 
can  discuss  it. 

"Realizing  this,  I  have  made  an  effort 
to  make  the  salespeople  build  up  a  per- 
sonal clientele,  and  this  close  contact 
of  the  salesperson  with  the  customer  re- 
sults in  many  sales,  and  a  better  un- 
derstanding between  the  customer  and 
salesperson. 

Also  Uses  Direct  Advertising 

"I  have  several  selected  lists  of  peo- 
ple to  whom  I  send  notes  on  new  books 
from  time  to  time.  Also,  I  have  other 
lists  that  I  circularize  with  direct  ad- 
vertising matter  of  a  general  nature. 

"The   salespeople   employed  in   a  book 


department  should  have  more  than  an 
ordinary  education,  for,  as  they  are 
dealing  with  big,  educational  factors, 
unless  they  have  studied  considerably 
they  will  be  unable  to  properly  appre- 
ciate the  merchandise  they  are  selling." 

Many  sets  are  always  on  display  in 
Miss  Duzan's  department. 

"We  have  been  carrying  on  an  ad- 
vertising campaign  here  to  popularize 
the  sale  of  fine  editions  for  gift  pur- 
poses," Miss  Duzan  declared,  "and  have 
found  our  campaign  more  than  success- 
ful. This  demand  for  books  for  gift 
purposes  has  been  brought  about  by  di- 
rect advertising,  letters  and  cards  being 
sent  to  people  whom  we  believe  would 
be  interested  in  making  such  gifts,  and 
we  find  that,  as  a  general  rule,  people 
appreciate  such  suggestions,  as  nothing 
serves  quite  so  well  for  a  gift  as  a 
book,  or  a  set  of  books. 

Value    of    Knowing    Tastes 

"If  you  happen  to  have  a  pretty  good 
knowledge  of  what  Mrs.  Brown  reads, 
and  someone  comes  in  asking  for  a  pres- 
ent for  Mrs.  Brown,  you  can  suggest  a 
book  that  can  be  appreciated,  not  only 
because  it  comes  as  a  gift,  but  because 
it  is  something  in  which  Mrs.  Brown 
is    particularly    interested. 

"A  little  money  judiciously  expended 
for  advertising  purposes  along  these 
lines  will  soon  make  known  that  you 
have  a  pretty  good  index  of  the  read- 
ing habits  of  a  certain  set  of  people, 
and  when  this  fact  becomes  well  known 
in  that  set,  you  will  have  many  requests 
for  books  for  gift  purposes,  the  giver 
leaving  the  entire  selection  of  the  mer- 
chandise to  you.  This  kind  of  trade  is 
particularly  valuable,  as  it  brings  you 
in  contact  not  only  with  the  purchaser 
of  the  book,  but  with  the  recipient  of 
the  gift." 


DISCS  AS  GREETINGS 

According  to  a  sensational  news  story 
cabled  from  Paris  to  American  newspa- 
pers, Paris  is  starting  this  year  a  new 
fashion  in  Christmas  cards.  Instead  of 
receiving  from  their  friends  some  gaily- 
colored  pictures  with  somewhat  senti- 
mental verses  printed  below  and  the  usu- 
al Christmas  greetings,  Parisians  of  the 
cosmopolitan  kind  who  keep  the  festival 
are  to  receive  something  entirely  new. 
Its  appearance  will  be  very  uninterest- 
ing, for  tucked  in  a  somewhat  bulky 
envelope  they  will  find  a  circular  disc 
of  beeswax. 

The  game  is  this:  Everyoneone  wi  + 
a  registering  apparatus  on  a  phonograph 
is  busy  speaking  into  it  little  messages 
which  he  or  she  thinks  his  or  her  friends 
might  like  to  hear.  Even  if  one  does 
not  have  the  apparatus  at  home,  one 
can  go  into  a  store  and  make  records 
on  small,  specially  prepared  discs,  which 
can  be  taken  away  by  the  dozen.  The 
happy  recipient  on  Christmas  morning 
will  have  the  delight  of  the  greeting 
and  also  that  of  surprise,  for  part  of 
the  game  is  not  to  enclose  a  card,  but 
let  the  voice  do  everything. 

Retail  stationers  will,  of  course,  take 
this  with  more  than  one  grain  of  salt. 
Greeting  cards  will  not  be  supplanted, 
but  this  novelty  may  have  a  good  run. 


E.  J.  Farvell,  stationer,  Thornbury, 
Ont.,  has  been  succeeded  by  F.  C.  Har- 
rington. 


Albany,  N.Y. — A  woman  87  years  old 
has  bought  a  typewriter  because  her 
right  arm  is  broken  and  she  has  never 
learned  to  push  a  pen  with  her  left. 
Getting  along  fine. 


Haste,  Superficiality,  Self-Assurance 

Characteristics   of  People   of   To-day— Harm 
They    Are    Doing    Themselves    Will    Affect    • 
Posterity 


IN  "A  STUDY  of  the  Times,"  by  W. 
Duncan  McKim,  M.D.,  Ph.D.,  pub- 
lished by  Putnam's,  the  author  deals 
with  the  disturbed  mental  balance  and 
universal  discontent  that  has  followed 
the  Great  War.  Common  sense  is  flout- 
ed and  self-control  is  reduced.  Credu- 
ity,  everywhere  rampant,  is  now  armed 
with  political  power  and,  unless  per- 
suaded to  discretion,  the  people  will  do 
irremediable  harm  to  themselves  and 
posterity. 

"Haste,  superficiality,  and  self-assur- 
ance characterize  generally  our  deliber- 
ations, which  are  vitiated  by  faulty  per- 
ception, inadequate  facts,  and  fallacious 
logic.  The  frailties  of  intellect  and  the 
wiles  of  self-interest  lead  us  all  astray; 
we  are  misled  by  the  social  influences 
about  us  and  we  mislead   ourselves.  We 
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must  reform  our  thinking,  if  we  would 
achieve  true  progress. 

"With  a  growing  knowledge  of  man, 
our  confidence  in  his  judgment  must  di- 
minish, but,  happily,  we  shall  continue 
to  revere  the  noble  qualities  of  the  hu- 
man heart.  For  those  who  reflect,  doubt 
must  pervade  every  domain  of  thought; 
but  this  need  not  impair  the  incentive 
and  the  joy  of  existence,  for  it  is  not 
intellect  but  feeline  which  determines 
the  quality  of  our  life." 

Books  of  this  nature,  dealing  with 
subjects  so  vitally  affecting  mankind  in 
general,  give  booksellers  an  opportunity 
for  materially  enlarging  the  scope  of 
their  selling,  enabling  them  to  enlist  the 
interest  of  many  who  are  not  habitual 
readers    of    books. 


Stationers'  Hardware  and  Glassware 

Selling  Helps  as  Presented  by  Committee's  Report  at  National 
Convention  of  U.S.  Stationers 


EY.  HORDER,  of  Chicago,  who  is 
one  of  the  most  enterprising  sta- 
*  tioners  in  the  U.  S.,  is  chairman 
of  the  committee  on  hardware  and  glass- 
ware of  the  National  Association  of  Sta- 
tioners of  the  U.  S.,  and  the  following 
suggestions  for  display  of  these  goods 
were  included  in  his  report  at  the  con- 
vention held  in  St.  Louis: 

"I  believe  all  hardware  and  glassware 
should  be  displayed  on  a  counter  and  not 
in  a  showcase.  The  day  of  the  showcase 
has  passed,  except  for  a  very  few  sta- 
tionery items. 

"A  stationer  who  wishes  to  test  this 
statement  may  prove  it  for  himself: 

"For  one  week  tabulate  the  sales  of 
an  article  displayed  in  a  showcase;  then 
place  a  dozen,  or  a  filled  tray,  of  the 
same  article  on  a  counter.  Use  a  sign 
stating  the  price,  etc.  The  sale  of  the 
article  will  increase. 

"Small  hardware  should  be  displayed  in 
trays  with  a  small  card  and  price  at  the 
head  of  each  tray. 

"Inspect  the  5  and  10  cent  stores.  Wool- 
worth  can  help  the  stationer  display 
merchandise,  and  Woolworth  knows  how 
to  merchandise. 

"One  man  should  be  in  charge  of  this 
department.  Make  him  responsible.  In- 
sist upon  neat  displays;  insist  upon  the 
stock  in  the  shelves  being  neat  and  or- 
derly. Pay  your  salesmen  a  bonus  on 
sales.  A  bonus  properly  applied  in- 
creases sales  and  profits.  If  you  have 
displayed  goods  that  will  not  sell,  re- 
duce the  price  until  they  are  sold.  It 
is  not  economy  to  hold  such  merchandise. 
"Furthermore,  stock  in  this  department 
should  turn  five  times.  A  perpetual  in- 
ventory or  a  plan  as  good  should  be  used. 

"A  "record  of  sales  and  purchases  of 
some  kind  should  be  maintained  in  order 
to  weed  out  the  non-selling  articles,  also 
to  discover  the  ones  of  which  too  large 
•a  stock  is  carried.  Pay  the  man  in 
charge  a  bonus  for  the  turnover  you  de- 
sire. 

"We  may  not  agree  with  all  his  con- 
clusions, but  they  furnish  food  for 
thought  and  discussion. 

"As  often  as  possible  use  the  national 
advertising  of  the  manufacturers  of  of- 
fice supplies  in  conjunction  with  your 
display  of  the  same  merchandise.  Cut 
the  advertisement  from  the  trade  or 
daily  papers,  mount  neatly  on  good 
board  and  put  it  in  the  window  by  the 
side  of  your  display;  this  links  your  store 
with  the  national  advertiser  and  has 
great  pulling  power  with  the  buying  pub- 
lic. 

"We  have  had  some  of  these  mounted 
as  suggested  and  you  can  see  how  effec- 
tive they  are  in  attaining  the  desired  re- 
sults. 


"(Show  signs  and  comments  on  each 
and  suggesting  improvements.) 

"These  display  cards  will  be  at  your 
disposal  .upon  the  conclusion  of  this  re- 
port, and  discussion  is  invited  upon  them. 

"But,  after  all  is  said  and  done,  the 
best  'selling  helps'  in  the  office  supply 
field,  as  in  all  others,  is  a  good  sales- 
man; not  an  order  taker,  who,  when  the 
customer  has  bought  a  single  item,  says: 
'Is  that  all,'  with  a  tone  of  finality  in 
his  voice;  but  a  salesman  who  knows  his 
stock  and  the  needs  of  the  public,  and 
who  can  and  does  suggest  other  articles 
for  office  use. 

"It  is  the  'added  sale'  that  counts  and 
which  makes  a  more  rapid  turnover  pos- 
sible. 

"How  many  retailers  have  taken  the 
time  to  analyze  the  increase  in  selling 
prices  of  the  principal  articles  covered 
by  this  report?  The  gross  receipts  of 
most  dealers  in  the  past  two  years  have 
been  abnormally  large,  but  have  we  sold 
more  merchandise  ? 

"The  average  increase  in  the  selling 
price  of  glass  inkstands  since  the  begin- 
ning of  1917  is  about  55  per  cent.,  and 
of  glassware,  as  a  whole, -75  per  cent., 
while  cash  and  bond  boxes  in  the  same 
period  have  advanced  about  175  per  cent. 
Make  a  thorough  investigation  of  your 
business  and  see  if  you  really  are  selling 
more  goods.  Find  out  if  your  business 
is  built  on  a  rock  or  on  the  sand. 

"It  is  vitally  important  that  window 
displays  be  neat,  clean  and   bright,  the 


background  and  ceiling  being  of  white 
or  cream  color  to  add  to  the  light  thrown 
upon  the   merchandise. 

"Prices  should  not  be  neglected,  but, 
except  in  special  sales,  prices  should  be 
subordinated  to  the  display. 

"In  special  sales  the  price  ticket  is 
the  centre  of  attraction. 

"Cut  glass  inkstands  show  to  best  ad- 
vantage on  a  pink  or  green  blotter. 

"If  a  little  attention  is  paid  to  the 
seasonal  display  of  sponge  cups  and 
paper  weights,  many  more  sales  would 
result.  Glass  and  iron  paper  weights 
should  be  put  on  display  in  spring  and 
summer  when  office  windows  have  to  be 
raised   for  ventilating   purposes. 

"The  inside  show  cases  must  be  kept 
in  a  neat,  clean  condition  if  purchasers 
are  to  be  attracted,  and  that  is  the  only 
reason  for  the  display." 


SIGNS  AND  SHOW  CARDS 

E.  G.  Matthews  has  written  a  prac- 
tical book  on  "How  to  Paint  Signs  and 
Show  Cards,"  which  contains  a  com- 
plete course  of  instruction.  It  is  illus- 
trated with  over  100  alphabets  and  de- 
signs, and  written  in  plain  English  that 
everyone  can  understand  and  thus  learn 
to  paint  good  signs. 

The  alphabets  and  designs  are  also 
suitable  for  commercial  artists  or  any- 
one who  has  occasion  to  do  hand  let- 
tering. The  book  is  published  by  the 
J.    S.    Ogilvie    Co.,    of   New   York. 


Teach  Art  of  Retail  Selling 

Manufacturer   Makes   Practical    Suggestion — 
Assistants  Should  Also  Be  Taught  Stock-Keep- 
ing and  Display  of  Goods. 


FOR  retailers  and  the  assistants 
there  is  food  for  thought  in  the 
following,  which  is  from  a  letter 
written  to  the  National  Association  of 
Stationers  of  the  U.  S.  by  a  member  of 
a  stationery  manufacturing  concern,  a 
man  of  long  experience  in  the  trade: 

"No  matter  what  the  character  of  a 
dealer's  stock,  the  success  of  his  busi- 
ness depends  largely  on  the  personnel  of 
his  sales  force.  I  have  been  amazed  at 
the  ignorance  displayed  behind  the  coun- 
ters of  retail  stationery  stores,  and  par- 
ticulai-ly  in  the  paper  and  envelope  de- 
partments. This  condition  exists  every- 
where—it makes  no  difference  where  I 
go,  I  find  stationers  deploring  the  in- 
capacity and  inefficiency  of  their  sales 
force.  Is  there  a  remedy  for  this  ?  '  I 
think  there  is.  Most  of  the  larger  cities 
now   have   a   Stationers'   Association.     I 
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would  suggest  that  you  arrange  for 
classes  or  lectures  occasionally,  in  which 
you  could  teach  your  sales  forces  the  art 
of  selling  goods,  keeping  stock,  display, 
etc.;  the  essential  details  regarding  the 
particular  lines  you  carry  in  comparison 
with  the  competitive  lines,  and  indeed, 
all  the  thousand  and  one  details  which  a 
competent  sales  person  in  the  stationery 
business,  whether  man  or  woman,  should 
be  familiar  with  in  order  to  render  em- 
ployer and  customer  the  best  possible 
service.  If  your  present  sales  forces  are 
not  adequate  in  number,  .you  might  ad- 
vertise for  young  men  and  young  women 
and  have  special  classes  for  them  where 
they  could  be  taught  these  things,  with 
the  promise  that  those  who  show  them- 
selves competent  would  be  given  good 
situations." 


Blank  Books  In  the  Stationery  Trade 

Some  Valuable  Suggestions  Are  Brought  Out  in  This  Report 
Presented  to  Stationers'  Association — No  Lower  Prices  in  Sight. 


CHAIRMAN  CHARLES  A.  STE- 
VENS, of  the  special  committee  on 
blank  books,  presented  a  report 
at  the  convention  of  the  National  Asso- 
ciation of  Stationers  of  the  U.  S.,  which 
brought  out  points  of  vital  interest  to 
all  members  of  the  trade. 

He  told  of  the  elimination  of  a  lot  of 
sizes  and  thicknesses  in  blank  books  by 
manufacturers. 

"Take  copying  books,  for  instance — 
they  were  always  made  in  300,  500,  700 
and  1,000  pages,  while  to-day  most 
manufacturers  are  only  making  two 
thicknesses  and  have  cut  down  their 
variety  about  75  per  cent.,  which  gives 
both  the  dealer  and  manufacturer  more 
capital  to  use  in  other  lines. 

The  investment  is  not  as  large  in 
blank  books  on  the  dealers'  shelves  to- 
day as  it  was  fifteen  years  ago  on  ac- 
count of  the  tremendous  inroads  made 
by  loose-leaf  goods,  and  while  the  dealer 
formerly  had  hundreds  of  dollars  invest- 
ed in  medium  and  demy  ends  and  bands 
books,  to-day  his  investment  in  these 
goods  is  very  small,  and  some  dealers 
have  dropped  them  altogether. 

By  reducing  the  thicknesses  and  styles 
it  gives  both  the  manufacturer  and  deal- 
er a  chance  to  carry  a  larger  quantity  of 
the  good  sellers  and  turn  over  their  in- 
ventory oftener  than  with  such  a  large 
variety  and  it's  in  the  turnover  where 
the  money  is  made. 

Blank  books  cover  a  lot  of  shelf 
space  and  while  to-day  they  are  fig- 
ured on  a  margin  that  should  pay  the 
dealer  a  profit,  I  think  that  they  should 
be  figured  to  sell  at  retail  on  a  different 
basis.  The  quick  sellers  should  be  sold 
on  a  closer  margin  than  the  slow  sellers, 
such  as  copying  books,  invoice  and  scrap 
books  and  full  bound  blank  books.  These 
are  seldom  turned  more  than  twice  a 
year,  and  often  only  once,  while  memor- 
andum and  pass  books  and  crown  size 
books  are  often  turned  from  five  to  six 
time  a  year  according  to  the  dealer  and 
his  favorable  location  of  being  nearer  the 
factory  where  he  can  get  stock  quickly 
and  does  not  have  to  carry  the  heavy 
stock  that  other  dealers  must  whose  lo- 
cation is  miles  away  from  the  source 
of  supply. 

No  Lower  Prices 

Now,  in  regard  to  the  costs  of  blank 
books,  I  doubt  if  we  will  see  cheaper 
prices  for  some  time  to  come,  as  from 
what  information  I  can  gather  as  to  the 
source  of  supply  of  paper,  boards  and 
everything  entering  into  their  costs,  we 
may  have  another  advance,  and  there 
are  rumors  out  to-day  while  I  am  writing 
this  report  that  we  will  soon  have  to  pay 
more. 

Years  ago   the  dealer's   investment  in 


blank  books  was  by  far  his  largest  item 
on  his  shelves,  but  to-day  his  loose-leaf 
stock  has  grown  so  fast  that  it  takes 
first  place  in  his  inventory. 

Now,  the  manufacturer,  in  getting  out 
his  price  lists,  has  helped  the  dealer 
enormously  as  it  helps  the  small  dealer 
in  pricing  his  goods,  but  these  price  lists 
should  be  figured  out  more  extensively 
on  such  lines  as  memorandum  and  pass 
books  and  the  cheaper  lines  of  blank 
books.  If  we  buy  memorandums  listed 
at  $36  a  gross,  less  our  discount,  they 
should  not  recommend  they  be  sold  at 
25  cents   each   for  the   single  book. 

Such  goods  as  we  buy  by  the  gross 
should  show  at  least  40  per  cent,  on  the 
selling  price  by  the  gross  and  one-tenth 
for  the  dozen  price,  and  one-tenth  or 
one-eleventh  of  the  dozen  price  for  the 
price  each  as  it  takes  time  to  show  these 
goods  where  sold  singly  and  the  sale  is 
very  small.  If  an  article  costs  us  only 
2  cents  each  and  sells  for  5  cents  the  per- 
centage of  profit  is  splendid,  but  really 
you  have  lost  money  on  the  sale  because 
of  its  size  and  it  costs  so  much  to  sell 
small  items. 

Keep  a  Stock  Book 

Every  dealer  should  have  a  good  stock 
book  to  keep  track  of  his  blank  books, 
as  it  helps  him  to  know  what  goods  are 
slow  sellers  and  he  can  drop  those  which 
do  not  turn  and  use  the  space  and  capital 
for  better  sellers.  How  many  dealers 
label  their  blank  books  before  putting 
them  on  their  shelves  for  sale?  Some 
stationers  do  not  label  them  at  all,  but 
sell  them  as  received  direct  from  the 
factory.  It  is  a  splendid  idea  to  give 
each  individual  book  a  separate  number 
and  when  the  customer  wants  another 
book  like  the  one  he  has  been  using,  all 
he  does  is  to  turn  to  the  label  on  the 
front  cover  and  telephone  his  stationer 
to  send  him  a  number  3671  blank  book, 
and  the  dealer  turns  to  his  numbering 
book  and  finds  that  No.  3671  calls  for  a 
500-page,  6-column,  3/i  Russia  demy  jour- 
nal, manufacturer's  number  261,  and  can 
only  be  purchased  from  this  individual 
stationer,  but  if  the  label  called  for  No. 
261,  500-page,  6-column,  then  he  could 
call  up  any  stationer  and  purchase  it. 

Yes,  it  is  a  lot  of  trouble  and  labor 
to  put  these  labels  in  the  books  and  put 
them  in  correctly,  but  it  pays  a  hand- 
some dividend  in  the  repeat  orders.  All 
our  salesmen  have  instructions  before 
delivering  a  blank  book  to  the  customer 
to  check  up  the  special  number  and  see 
if  it  is  correct  as  it  may  save  us  a  lot  of 
trouble  later  on  if  it  should  not  be  right 
— and  sometimes  we  make  mistakes.  It 
is  also  a  wise  plan  to  place  the  thicker 
books  on  top  of  the  thin  books  on  the 
shelf   as    most   salesmen   pull    down    the 
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first  book  they  lay  their  hands  on  and 
very  often  the  customer  will  take  a  300- 
page  book  if  shown  first  where  he  might 
have  taken  a  150-page  book  if  that  had 
been  taken  down.  It  helps  increase  the 
volume  of  sales  as  well  as  the  profits, 
and  does  not  take  any  more  of  the  sales- 
man's time  to  sell  it. 

It  is  also  a  wise  plan  to  date  the  front 
label  of  the  package  when  goods  are 
received  so  you  can  tell  by  the  dates 
which  package  to  bring  up  from  the 
stock  room,  and  in  this  way  you  will  al- 
ways have  the  new  stock  in  reserve  and 
dispose   of   the  old  stock   first. 

Margin  of  Profit 

Blank  books  should  pay  a  larger  mar- 
gin than  pencils  or  pens  or  many  other 
lines.  Did  you  ever  think  what  it  costs 
to  market  $500  worth  of  blank  books — 
the  item  of  freight  and  cartage — shelf 
room  occupied — the  number  of  times  they 
have  to  be  rewrapped — and  the  time  used 
in  dusting  and  keeping  the  stock  shelves 
looking  neat — and  also  the  salesmen's 
time  in  showing  several  different  kinds 
before  the  customer  is  satisfied — also 
the  spoilage  and  depreciation  where  they 
are  shown,  particularly  how  the  ladies, 
in  selecting  them  love  to  put  a  dirty 
glove  on  the  pages  and  leave  finger 
marks?  Well,  all  that  takes  time  to 
clean  and  put  back  on  shelves  when  the 
same  $500  worth  of  pencils  can  be  shown 
and  sold  in  a  quarter  of  the  time.  Blank 
book  stocks  are  not  turned  as  often 
as  many  other  lines,  so,  as  I  said  before, 
they  should  show  a  larger  profit  on  the 
sale. 

The  column  books  have  taken  the  place 
of  many  of  the  old  lines  of  blank  books 
and  are  one  of  the  best  sellers  in  the  line. 
These  books  are  generally  made  in  only 
two  thicknesses  and  seem  to  satisfy  all 
users — and  I  am  glad  to  say  that  the 
manufacturers  are  gradually  cutting 
other  lines  so  we  will  only  have  two  or 
three  thicknesses  in  each  line. 

Diaries 

Mr.  Stevens:  "In  regard  to  diaries,  the 
manufacturers  could  cut  down  their 
number  of  styles  of  binding.  On  some 
of  the  small  diaries  they  have  as  many 
as  6  or  7  or  8  different  styles  of  binding. 
During  the  past  two  years  they  have 
not  been  able  to  get  the  styles  of  bind- 
ing and  they  have  had  to  substitute 
other  lines  altogether.  We  have  several 
different  items  of  diaries  in  our  stock 
that  are  awful  to  try  to  handle.  Diaries 
should  be  handled  on  a  larger  margin  or 
percentage  of  profit  than  blank  books. 
I  think  diaries  should  be  sold  at  list 
price,  no  matter  what  discount  you  get. 
You  know  that  usually  you  have  a  lot  of 
diaries  left  over  every  year.  Some  years 
we  sell  out,  if  we  are  lucky." 


News  of  the  Trade 
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THE  TEXT  BOOK   PROBLEM 

Paper  shortage  is  given  as  the  reason 
for  the  lack  of  High  School  text  books, 
loose  leaf  note  books,  and  the  junior  class 
British  histories  in  the  Collegiate  insti- 
tutes and  High  schools  of  Toronto,  ac- 
cording to  Hon.  R.  H.  Grant,  Minister  of 
Education. 

When  asked  whether  it  was  not  true 
that  the  manufacturers  wanted  an  in- 
crease in  the  prices  they  got  for  the  books 
and  that  the  delay  in  the  appearance  of 
the  books  was  accounted  for  by  the  re- 
fusal of  the  Government  to  grant  these 
price  increases,  the  Minister  replied: 

"No,  the  shortage  of  paper  is  the  rea- 
son. I  went  to  Ottawa,  and  with  the  rep- 
resentatives of  other  provinces  tried  to 
get  the  Government  there  to  put  an  em- 
bargo on  the  fine  paper  used  in  these 
books,  but  this  was  refused  us. 

"I  know  there  is  a  shortage  of  text 
books,  and  this  has  bothered  me  a  lot. 
I  had  some  representatives  in  to  see  me 
today,  and  they  have  pointed  out  a  clause 
in  their  contracts  which  allows  us  to  in- 
crease the  price  to  be  paid  them  if  it  is 
considered  necessary,  and  also  for  them 
to  give  us  a  reduction  if  the  price  is  too 
high." 

"What  are  you  going  to  do?" 

"I  have  told  them  to  give  me  their  case 
in  writing,  pointing  out  this  clause,  and 
that  I  will  take  the  matter  up  at  once. 

"Owing  to  the  shortage  of  paper  we 
have  changed  the  regulation  regarding 
use  of  loose  leaf  note  books  and  they  can 
now  use  any  kind  they  like." 

The  said  contracts  with  publishers  now 
run  from  year  to  year,  and  this  has  been 
the  case  since  the  war.  Before  that  the 
contracts  were  for  seven  and  ten-year 
terms. 

It  is  quite  likely  that  the  Government 
will  within  a  short  time  appoint  a  com- 
mission to  investigate  this  matter  and 
decide  what  should  be  done  regarding 
text  hooks. 


COMMUNICATION 

Ontario  Department  of  Education, 
Toronto,   Nov.   29,   1920. 
The  Editor, 
Bookseller  and  Stationer, 

I  am  directed  by  the  Minister  of  Edu- 
cation to  say,  in  reply  to  your  letter  of 
November  22,  1920,  that  any  delay  on 
the  part  of  the  publishers  in  filling 
school-book  orders  has  been  due  entirely 
to  the  shortage  of  book  paper.  Some  of 
the  publishers  did  not  receive  their  sup- 
plies of  book  paper  until  the  end  of 
August  or  the  beginning  of  September, 
although  they  had  placed  their  orders 
for  these  supplies  from  six  to  nine 
months  earlier.  If  -  any  of  your  sub- 
scribers write  for  information  in  regard 
to  the  text-book  situation,  they  should 
be  informed  by  you  that  information  will 
be  given  to  any  bookseller  regarding  any 
book  if  he  will  write  to  the  Department 
of  Education  naming  the  text-book  or 
text-books  and  the  dates  of  his  orders 
to  the  publishers.  It  would  be  quite  im- 
possible to  give  general  information  re- 
garding the  whole  textbook  situation, 
since  that  situation  changes  from  day  to 
day — the  supplies  of  a  certain  book  being 
short  one  week  and  amply  sufficient  the 
next  week.  It  is  believed  that  supplies 
of  all  the  text  books,  without  exception, 
are  now  going  forward  to  the  retailers, 
although  until  recently  one  high  school 
book  and  one  public  school  book  could 
not  be  secured,  for  the  reason  stated 
above. 

A.  H.  U.  COLQUHOUN, 
Deputy  Minister  of  Education. 


On  the  whole,  in  spite  of  the  present 
state  of  public  opinion,  and  the  down- 
ward tendency  of  many  other  commodi- 
ties, there  does  not  seem  to  be  much 
prospect  of  prices  declining  in  office  sup- 
plies. 


OFFICE   SUPPLY   PRICES 

Well  posted  members  of  the  stationery 
trade  look  for  a  slight  decline  in  the 
prices  of  stationery  sundries  made  of 
metal,  but  stationers'  glassware  will 
likely  continue  scarce  and  still  further 
price   increases  are   looked  for. 


KEEP   STOCK   MOVING 

Retailers  must  carry  sufficient  stock 
even  if  they  know  that  the  goods  they 
are  buying  may  possibly  be  sold  at  a 
loss.  The  loss  thus  sustained  would  be 
less  than  would  be  sustained  if  they  lost 
their  reputation  for  giving  service  to 
their  customers  by  being  out  of  goods 
customers  want.  If  a  dealer  allows  his 
stock  to  run  too  low  he  will  send  cus- 
tomers to  his  competitors  and  mail-order 
houses,  and  while  his  competitor  may 
take  a  temporary  loss  it  may  be  the 
means  of  securing  a  number  of  new  cus- 
tomers who  will  prove  profitable  to  him 
during  the   next   few   months. 

Heads  of  large  commercial  houses  say 
that  the  principle  they  are  working  on 
at  the  present  time  is  to  speed  up  their 
turnover.  On  no  account  should  goods 
be  carried'  in  stock  for  any  great  length 
of  time.  If  a  line  is  not  moving  the 
price  should  be  brought  down  until  it  is 
sold.  In  this  way  firms  protect  them- 
selves against  any  big  loss,  should  there 
be  a  big  general  slump  in  the  market. 
In  the  smaller  places  it  will  not  be  pos- 
sible to  get  as  rapid  turnover  on  many 
lines  as  it  is  in  the  city.  The  same 
principle,  however,  should  hold  good  and 
every  retailer  at  this  time  should  count 
on  speeding  up  his  turnover.  Dealers 
who  have  small  cash  assets  cannot  af- 
ford to  carry  as  big  a  stock  at  this  time 
as  the  man  who  has  greater  assets. 


Brockville,  Ont. — A  new  stationery 
store  has  been  opened  here  by  John 
Yates,  at  98  King  street  west.  He  is 
featuring  business  stationery  and  office 
supplies. 


How  You  Can  Multiply  School  Trade 


IN  connection  with  school  supply 
trade  retailers  should  prepare  for 
extra  business  with  the  opening  of 
the  new  school  term  in  January.  In  this 
connection  it  should  be  remembered  that 
there  are  many  supplementary  supplies 
that  can  be  readily  sold  besides  those 
prescribed  by  the  regular  school  courses. 
Try  out  this  plan: 

Every  school  teacher  should  have  spe- 
cial portfolios  or  classified  file  for  or- 
ganizing  work   in   connection   with   each 


subject.  Principals  should  have  similar 
equipment  for  each  school  room  and  for 
each  teacher  under  supervision.  This  is 
a  cue  for  the  retailer  to  canvass  all 
school  principals  and  teachers  for  orders 
for  these  items. 

Each  week  or  each  month  they  can  be 
canvassed  for  some  aditional  item  and 
by  adopting  this  plan  stationers  will  find 
that  they  will  be  able  to  make  sales  of 
items  that  would  not  otherwise  be  pur- 
chased at  all,  or,  if  so,  would  go  to  the 
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persistent  travelling  representatives  of 
school  supply  houses  who  go  direct  to 
the  schools  because  their  regular  busi- 
ness is  not  done  with  the  retail  trade. 

The  retailers  need  not  be  afraid  of  this 
competition.  They  will  find  that  the 
prices  they  can  profitably  quote  will  be 
as  low  or  lower  than  these  travellers, 
who  have  travelling,  hotel  and  other  in- 
cidental expenses  that  more  than  equal 
the  retailer's  cost  of  doing  business. 


Toy  Displays  In  Montreal  Stores 

Toy  Departments  Overflowing  With  Fascinating  Examples  of  the  Toy-making  Art — British, 

French,  American  and  Canadian  Goods  Show  Marked  Improvement — Educational 

Games  Are  to  the  Fore — Mechanical  Devices  Are  Excellent. 


IT  IS  many  a  long  year  since  stocks 
of  toys  have  been  so  plentiful  as  is 
the  case  this  year,  and  perhaps  as 
a  result  of  this  plentitude  of  supply 
managers  of  toy  departments  have  felt 
an  incentive  to  elaborate  their  plans  for 
Christmas  display  and  to  lay  as  much 
emphasis  upon  the  toy  in  its  every  con- 
ceivable form  as  they  possibly  can. 

According  to  one  department  manager 
interviewed  by  Bookseller  and  Stationer, 
there  is  no  lack  of  toys  of  every 
sort  and  description,  and  in  spite  of  the 
dullness  of  trade  in  most  lines  of  mer- 
chandise it  is  expected  that  buying  for 
Christmas  in  these  lines  will  be  better 
than  ever.  It  is  impossible  to  discrim- 
inate in  favor  of  any  country  as  regards 
the  merits  of  any  particular  line,  since 
toy  manufacturing  all  over  the  world  has 
improved  by  leaps  and  bounds  within  the 
last  twelve  months.  Speaking  roughly, 
it  was  stated  that  the  stuffed  animals 
from  British  workshops  are  by  far  the 
best  of  their  sort,  and  dolls  from  Ameri- 
can and  Japanese  makers  are  quite  the 
most  attractive.  The  British  and  Cana- 
dian educational  toy  is  the  leader  of  its 
kind,  and  the  Japanese  musical  goods, 
such  as  pianos,  are  far  superior  in  their 
class.  In  celluloid  goods  the  American 
market  is  supreme,  while  for  doll's  fur- 
nishings the  best  range  comes  from 
France  and   England. 

Every  season,  according  to  this  man- 
ager, is  noted  for  its  own  particular  line 
of  best  sellers.  In  1918,  for  instance, 
dolls  were  very  slow  to  move  and  almost 
any  other  line  of  toy  went  faster;  in 
1919,  however,  dolls  sold  freely,  in  spite 
of  the  fact  that  they  were  hard  to  secure 
and  this  year  it  is  expected  that  the 
mechanical  and  the  educational  toy  will 
hold  the  field  in  the  hearts  of  young- 
sters. 

Hundred-Dollar  Toys 

Almy's  Limited  are  all  ready  for  their 
annual  reception  to  the  patron  saint  of 
Christmas,  and  are  planning  a  monster 
parade  in  his  honor  as  is  their  custom 
every  season.  A  large  section  on  the 
second  floor  has  been  set  apart  for  toy- 
land,  and  many  rows  of  display  tables 
and  shelves  have  been  especially  decor- 
ated in  scarlet  with  animal  cut-outs  ap- 
pliqued  upon  them.  All  the  toys  will 
be  shown  upon  this  background  of  scar- 
let, and  much  evergreen  and  other 
Christmas  greenery  will  be  used  as  well. 
Among  the  features  of  Almy's  toy  dis- 
play will  be  toy  motor  cars  and  stuffed 
horses  which  will  sell  at  $100,  or  over, 
and  which  are  marvellously  made.  The 
motors  can  attain  a  speed  of  15  miles 
per  hour  by  the  use  of  clever  gear  ar- 


rangements,   and    will    no    doubt    tempt 
many   youthful    speed   artists.    ' 

Among  the  other  new  toys  noticed 
here  are  miniature  grand  pianos,  which 
are  very  tuneful  and  are  equipped  with 
the  half  tone  scale  so  that  real  music 
can  be  played  upon  them.  These  should 
be  of  real  educative  value  to  their  tiny 
owners  in  time  to  come.  Another  de- 
lightful novelty  is  the  block  outfit  which 
features  instructive  games  as  well  as 
the  usual  building  construction  effects. 
A  feature  of  these  new  blocks  is  that 
there  is  only  one  way  of  fitting  them 
together,  owing  to  a  trick  in  the  con- 
struction, and  therefore  the  child  play- 
ing with  them  cannot  be  misled  as  re- 
gards his  knowledge  of  the  alphabet,  for 
letters  are  carved  upon  each  block  and 
they  must  follow  in  their  proper  order. 
Whenever  a  bridge  or  a  church  is  con- 
structed of  these  blocks  the  entire  al- 
phabet inevitably  appears  upon  the  sur- 
face, or  correctly  spelled  words  of  one 
syllable,  as  the  case  may  be.  The  double 
purpose  game  is  one  of  the  features  of 
1921. 

For  Grown-Up  Children 

There  has  been  a  dearth  of  amusing 
games  for  older  people  for  several  years, 
according  to  the  toy  manager,  and  noth- 
ing seems  to  have  approached  ping-pong 
in  popularity  until  this  year,  when  a 
form  of  indoor  golf  has  been  perfected 
which  is  expected  to  achieve  great  suc- 
cess. There  is  no  reason  on  earth  why 
grown-ups  should  not  play  as  well  as 
children,  yet  the  field  is  apparently  un- 
tilled  in  this  respect. 

Toy   Salesmanship 

For  older  boys  and  girls  also  many 
ingenious  scientific  and  mechanical  out- 
fits are  making  their  appearance  this 
year,  such  as  complete  telephone  sets, 
with  mouthpiece,  receiver,  wires,  etc., 
and  more  and  more  emphasis  is  being 
laid  upon  science  in  toydom  with  every 
successive  month.  The  great  thing  in 
handling  this  class  of  toys,  according  to 
the  manager,  is  to  have  a  sales  staff  with 
imagination  and  a  capacity  of  seeing  the 
child's  viewpoint,  so  that  sales  may  be 
stimulated  by  interesting  the  youngster 
as  well  as  the  parent.  When  a  customer 
enquires  about  a  toy,  the  sales  clerk 
should  be  able  to  tell  her  something 
more  than  the  price  of  the  article.  She 
should  be  able  to  say  to  her:  "This  little 
cart  costs  $1.50  madam,  and  it  is  one  of 
the  newest  ideas  in  painted  toys.  It  is 
made  in  the  States  and  is  all  hand- 
painted  and  screwed  together  so  that 
it  will  not  break  easily.  The  colors  are 
fast,   and  there  aren't  any  pointed   cor- 


ners to  hurt  a  chrld.  We  have  about  a 
dozen  varieties  made  by  the  same  people 
and  they  are  a  fascinating  collection  for 
a  child  to  make  from  time  to  time. 
There  are  all  kinds  of  animals  and  carts 
and  trees,  etc.,  so  that  one  can  have  a 
farmyard  right  away."  That  sort  of 
argument  will  interest  most  mothers,  and 
where  a  50  cent  article  might  have  been 
sold,  a  $2  one  will  probably  be  sold  in- 
stead or  else  several  of  the  50  cent  kind. 

The  public  does  not  want  cheap  toys, 
it  seems,  and  there  is  certainly  an  in- 
creasing interest  on  the  part  of  parents 
to  try  to  develop  an  interest  in  home 
fun  on  the  part  of  their  children.  Par- 
ents now  understand  that  something 
more  than  just  clothing  and  food  is  re- 
quired by  the  normal  child  nowadays 
and  they  are  seeking  ways  and  means 
of  making  the  home  as  attractive  as  pos- 
sible. Following  this  idea,  the  toy  de- 
partment can  make  a  definite  appeal  to 
such  parents  during  the  entire  year,  and 
one  of  the  best  things  to  interest  grown- 
ups is  the  child's  reflectroscope  or  lan- 
tern for  showing  picture  post-cards,  etc., 
which  can  be  operated  by  electricity. 
Such  an  outfit  will  keep  children  amused 
for  a  whole  evening  and  is  absolutely 
simple  to  manage,  as  no  complicated 
slides  are  required  for  its  operation. 

Still  younger  children  are  perennially 
interested  in  the  Teddy  bears  and  dolls, 
which  this  year  appear  in  more  varie- 
ties than  ever  and  with  many  improve- 
ments. The  walking  doll  is  already  sell- 
ing well  in  spite  of  its  cost,  and  many 
other  English  dolls  which  feature  real 
hair,  etc.,  are  in  strong  demand.  The 
latest  English  Teddy  bear  has  a  realistic 
growl,  whicn  makes  him  very  attract- 
ive, and  the  larger  the  bear  the  more 
popular  he  is.  Every  possible  species  of 
animal  appears  this  season  upon 
wheels,  in  all  sizes,  but  the  largest  kinds, 
upon  which  a  small  horseman  can  ride 
astride,  will  of  course  prove  irresistible 
to  children. 

The   Doll's   House 

There  does  not  exist  a  single  small 
girl  whose  heart  would  not  beat  faster 
at  the  sight  of  some  of  the  wonderful 
doll's  houses  which  are  being  featured 
this  season  by  Henry  Morgan  &  Co.  One 
particularly  attractive  house,  which  is 
about  3  feet  high  and  IVi  feet  square, 
is  entirely  hand  made,  even  to  the  bricks 
of  neatly  joined  bits  of  wood,  of  which 
the  walls  and  roof  are  made.  The  dor- 
mer and  bow  windows  have  balconies 
with  flower  pots,  and  there  is  a  verandah 
in  front.  The  house  is  completely  out- 
fitted with  every  modern  convenience 
which    can    be  imagined,  even  including 
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icily,  for  which  fixtures  are  pro- 
vided in  each  room.  There  arc  hand- 
made rugs  upon  the  floors,  cretonne  cur- 
at the  windows,  and  period  furni- 
ture in  each  room.  In  the  kitchen  t 
<s  a  refrigerator  as  well  as  the  most 
up-to-date  mode]  kitchen  cabinet,  range 
with  complete  outfit  of  utensils,  etc.,  and 
at  every  window  flower  boxes  bloom 
with  gay  flowers.  Such  a  house  as  this, 
it  is  interesting  to  note,  is  the  product 
of  a  Montreal  manufacturer,  and  no 
finer  exhibition  is  to  be  found  among 
the  many  British  and  American  lines 
shown. 

The  American  doll's  house  is  well  fin- 
ished on  the  exterior,  but  is  unfurnished 
within.  The  British  house  is  a  replica 
of  the  well-known  English  villa,  usually 
tall  and  narrow,  sometimes  featuring 
three  stories,  again  only  a  bungalow 
style.  These  houses  are  very  attractive 
architecturally  speaking,  and  often  have 
a  tennis  court  and  bowling  green  on 
the  roof,  with  a  miniature  staircase 
leading  down  to  the  ground.  The  win- 
dows in  these  houses  are  exact  repro- 
ductions of  quaint  latticed  cottage  win- 
dows. 

One  novel  house  is  a  composite  desk, 
table  or  -bookcase  combined,  and  pre- 
sents an  ordinary  appearance  of  a  doll's 
house  on  the  outside,  but  when  the  roof 
is  opened  up  can  be  used  in  any  of  the 
above  capacities. 

The  ever  popular  Noah's  Ark  reap- 
pears this  year  in  new  colorings  and 
more  attractive  appearance  than  ever. 
The  large  outfits  not  only  comprise  com- 
plete sets  of  animals,  but  include  the 
whole  family  of  Noah,  and  several  trees 
for  making  the  ark  as  picturesque  as 
possible.  The  arks  appear  in  half  a 
dozen  styles  and  feature  wheels  as  well 
as  the  usual  keel-bottom. 

During  an  interview  with  a  prominent 
toy  importer  who  has  just  returned  from 
England,  Bookseller  and  Stationer 
was  informed  that  British  toy  makers 
have  launched  a  big  campaign  to  sup- 
plant foreign  toys  in  the  British  mar- 
kets. An"  advertising  campaign  is  be- 
ing waged  calling  attention  to  the  com- 
prehensive range  of  toys  now  being 
manufactured  in  Great  Britain,  and  urg- 
ing the  British  public  to  give  prefer- 
ence to  British-made  goods. 

The  extension  of  this  industry  means 
increased  industrial  activity  in  many 
parts  of  the  country.  The  metal  parts 
of  the  toys  and  games  are  chiefly  manu- 
factured in  the  Birmingham  district, 
while  large  potteries  in  the  vicinity  of 
Stoke-upon-Trent  are  providing  dolls' 
heads,  arms,  legs,  and  eyes.  The  manu- 
facture of  toys  from  wood,  wool,  or 
fibre,  is  carried  on  in  a  number  of  cities, 
chiefly  in  London,  Liverpool  and  Man- 
chester. Before  the  war  Great  Britain 
imported  toys  to  the  value  of  £1,450,814 
(1913),  from  foreign  _  countries,  and  a 
very  small  amount  from  her  own  pos- 
sessions. Approximately  four  -  fifths 
came  from  Germany.  Imports  fell  off 
during    the    war,    though    the   toy   trade 


with  France  grew  steadily  to  large  pro- 
portions. The  United  States  furnished 
large  quantities  in  1915,  but  this  trade 
fell  off  to  half  the  next  year  and  has 
since  been  negligible,  the  adverse  rate 
of  exchange  acting  as  a  check. 

Germany's  trade,  of  course,  stopped. 
The  extent  of  its  revival  and  the  menace 
to  the  British  toy  manufacturer  may  be 
seen  by  a  comparison  of  import  figures 
for  the  first  half  of  the  present  year. 
In  that  period,  of  imports  worth  £1,170,- 
994,  Germany  furnished  more  than  half 
—£'631,138,  as  against  £377,789  worth  in 
the  first  half  of  1914.  British  retailers 
do   not   like   to   handle   these  goods,   but 


it  is  a  matter  of  business  with.  them. 

The  buyer  for  the  toy  and  fancy  de- 
partments in  a  West  End  house,  where 
the  annual  Christmas  fair  is  a  special 
feature,  said  that  in  pre-war  days  he 
was  accustomed  to  spend  two  months  in 
Germany,  and  during  that  time  placed 
orders  amounting  to  £11,000  or  so  for 
toys,  sports  and  fancy  goods.  He  has 
been  in  Germany  recently  for  several 
weeks.  Many  large  German  houses  have 
been  sending  representatives  to  England 
to  secure  large  orders  for  Christmas 
goods,  and  many  Dutch  houses  have  been 
acting  for  German  manufacturers. 


Toylands   in  Toronto 


T.  Eaton  Company  Stages  Monster  Parade  in  Honor  of  Christmas 

Patron — Three  Floors  of  Toys  Attract  Thousands  of  Children 

— Santa  Arrives  Early  to  Cheer  Things  Up 


TORONTO'S  thoroughfares  from 
North  Yonge  street  station  to 
Queen  street  were  packed  as  they 
have  seldom  been  packed  before  with 
eager  children  on  Saturday  morning, 
November  13th,  when  Santa  Claus  ar- 
rived from  the  land  of  ice  palaces  and 
diamond  snows  to  take  up  his  abode 
until  Christmas  Eve  in  the  wonderful 
new  Toyland,  built  for  the  genial  patri- 
arch and  his  brilliant  entourage  by  the 
T.  Eaton  Company  in  the  newly  ac- 
quired wing  of  the  main  store. 

Such  scenes  of  enthusiasm  as  marked 
Santa's  entry  to  the  Queen  City  and  his 
subsequent  passage  through  the  streets 
could  scarcely  be  eclipsed — tens  of  hun- 
dreds of  lighthearted  kiddies  pressed 
eagerly  to  the  curb  for  a  point  of  van- 
tage, danced  to  keep  Jack  Frost  from 
nipping  little  toes,  or — if  particularly 
lucky  in  getting  an  inside  stand — flat- 
tened tip-tilted  noses  against  the  store 
windows  in  order  to  miss  nothing  of  the 
long-heralded  parade.  Eaton's  outdid 
any  previous  pageant  of  the  kind  under- 
taken in  Toronto — elaborate  and  true  to 
the  loveliest  picture  books  were  the 
scenes  enacted  in  the  city  streets,  en- 
abling rich  and  poor  alike  to  make  the 
personal  acquaintance  of  such  wonderful 
personages  as  Old  King  Cole,  Cinderella, 
the  Old  Woman  That  Lived  in  a  Shoe 
and  all  the  other  notables  that  tread 
the  fanciful  pathway  of  the  nursery 
rhyme  tales. 

The   Arrival 

Loud  cheering  greeted  each  of  the 
personages  as  they  came  by  in  the  pro- 
cession until  Santa  himself  came  into 
view.  First  a  look  of  respect,  mingled 
with  awe,  came  over  the  little  faces. 
Then,  as  the  good  saint  turned  his  beam- 
ing face  toward  them,  he  at  once  lost 
all  the  air  of  mystery  and  they  broke 
into  a  mighty  cheer.  It  was  away  with 
doubt,  away  with  fear.  The  beard  of 
Santa  Claus  is  not  made  of  cotton  wool, 
as  the  big  boys  told  them.  He  was  real. 
He  wore  no  mask. 
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Bouncing  and  laughing,  waving  his 
hands  and  displaying  the  bags  of  toys 
he  had  brought  from  his  workshops  in 
the  Far  North,  he  was  cheered  along 
the  whole  route  of  the  procession. 

He  presented  a  gorgeous  smiling  spec- 
tacle in  a  cardinal  suit?  beautifully 
trimmed  with  white  fur,  and  when  he 
climbed  the  ladder  and  swung  into  a 
third  storey  window  thousands  of 
throats  cheered  him  as  one,  and  straight- 
way the  joyous  hordes  of  youngsters 
oozed  in  through'  the  store  and  sought 
out  their  favorite  haunts  in  a  Toyland 
bigger  and  finer  than  anything  they 
had  seen  before. 

Here  the  memories  of  the  magnificent 
parade  with  the  animals  on  horseback, 
the  Highlanders'  band  and  Humpty 
Dumpty  hanging  perilously  from  his 
wall,  were  obscured  by  new  subjects  of 
wonderment  and  everyone  forget  every- 
thing but  the  presence  of  the  most  won- 
derful toys — three  whole  floors  of  them 
— and  a  Toyland  approached  through 
glistening  doorways  and  distinct  as  a 
sacred  place  from  the  rest  of  the  store. 
Separate  staircases  built  enabled  the 
youngsters  to  get  from  one  wonderful 
display  to  another  without  having  the 
spell  broken,  and  from  dolls  to  animals, 
blocks  to  trains,  automobiles  to  books, 
they  wandered  with  unconfined  enthu- 
siasm. 

At  Simpson's  Christinas  Show 

Across  the  way  in  the  Robert  Simp- 
son Company's  Christmas  Show.  Santa 
arrived  quite  quietly  on  Thursday,  Nov. 
11th,  and  has  been  holding  court  e 
since  and  rushing  through  his  terrific 
correspondence.  After  a  comparatively 
dull  season,  it  is  astonishing  to  see  the 
swarms  of  people  again  in  the  stores — 
everybody  has  caught  the  Christmas 
spirit,  and  undoubtedly  the  early  arrival 
of  Father  Christmas  has  done  much  to 
stir  up  enthusiasm  and  get  the  wheels 
of  trade  moving  once  more. 


Right  Spirit  In  Toy  Advertising 


RETAILERS  in  their  advertising 
could  accomplish  better  results 
were  they  to  pay  more  attention 
to  the  spirit  of  tlfeir  advertising.  For 
instance,  in  advertising  toys  it  is  a  good 
idea  to  address  these  selling  talks  to  the 
boys  and  girls  themselves  even  though 
it  is  father  who  disgorges  the  price.  Here 
are  a  few  paragraphs  from  an  adver- 
tisement with  many  illustrations  of  toys 
in  the  Toronto  newspapers  on  Novem- 
ber  13. 

DRUMS 

Here's  a  big  drum  with  funny  pictures 
of  Mutt  and  Jeff  all  round  it.  You  can 
sling  it  over  your  shoulder  by  the  red, 
white  and  blue  ribbon  and  march  round 
with  all  sorts  of  noise.  The  price  is 
$1.75,  and  the  tin  bugle  beside  it  is  50 
cents. 

TEA  SETS 

Oh!  what  lovely  tea-parties  you  could 
have  with  this  set  of  green  china.  There 
are  cups  and  saucers  for  six,  a  tea  pot 
that  holds  lots  of  tea,  a  cream  jug  and 
a  sugar  basin,  and  it's  all  dark  green 
with  bands  of  gold.  Price,  $2.50. 
There's  every  kind  of  tea-set  you  can 
imagine.  Picture  china  sets  at  $1.50, 
$2.75,  $3.75;  hampers  of  tea  things  with 
little  fringed  napkins  all  complete  at 
$4.50  and  $6;  aluminum  sets  at  $3.25, 
$3.75  and  $4.75,  as  well  as  all  sorts  of 
dishes  ready  set  with  dainties  at  various 
prices. 

TOY  ADVERTISING 

Advertising  copy  that  embodies  a  con- 
tinuity of  interest  that  will  make  people 
look  for  the  advertisements  from  day  to 
day  can  be  applied  with  great  effect  in 
advertising  toys.  One  of  the  big  depart- 
ment stores  in  Toronto  has  been  devot- 
ing half-page  newspaper  space  to  "The 
Kiddies'  Cbristmas  News"  to  advertise 
the  toy  department.  Here  are  a  few 
typical  paragraphs: 

"A  big  dray    pulled     by     a     prancing' 


dapple  grey  horse  ran  into  a  wagon-load 
of  balloons  and  sent  them  shooting  into 
the  air  like  sky  rockets.  The  little  kid- 
dies who  saw  the  accident  clapped  their 
hands  in  glee  with  every  bang.  At  the 
Christmas  show  you  can  buy  the  horse 
and  the  balloons  and  stage  your  own  ex- 
plosion. Gaily-colored  balloons,  5,  10  and 
15  cents." 

"While  the  membership  of  the  Veloci- 
pede Club  is  very  large,  there  is  still 
room  for  many  more  Toronto  boys  and 
girls.  It  is  advisable  to  sign  up  to-day 
as  the  club  is  waiting  for  you.  Room  for 
everybody.  Santa  Claus  has  the  mem- 
bers' list.  Join  to-day  in  Blank's 
Christmas  Show.  Velocipedes,  $6.40  to 
$28.50." 

Another  article  had  this  heading: 

"TIN     SOLDIERS  CALLED  OUT!" 

An  article  headed  "Ball  Teams  Get 
Busy"  told  of  the  big  supply  of  balls 
brought  by  Santa  Claus. 

Toy  motor  cars  were  the  subject  of  an 
article  with  this  heading:  "May  Break 
Speed  Limit  Every  Day  and  No  Arrest," 
a  sub-title  stating  that  "Tin  Policemen 
Pay  no  Attention  to  Reckless  Motorists 
on  Fifth  Floor." 

TOY  SOLDIERS 

Horse  and  foot — king's  men  all  of 
them  and  ready  for  a  fight!  Brown  and 
black  horses,  red  coats  and  helmets — 
they're  a  fine  looking  lot.  An  officer 
rides  proudly  along,  a  bugler  sounds  the 
charge — it's  all  as  lifelike  as  you  could 
wish.  These  are  English  soldiers  and 
priced  at  $1. 

NOAH'S  ARK 

"The  animals  went  in  two  by  two;  the 
elephant  and  the  tiger,  too."  That's 
only  the  beginning  of  the  procession  you 
see  coming  out  of  the  Ark.  We  couldn't 
possibly  put  all  the  donkeys  and  sheep 
and  bears  and  things  into  the  picture. 
Mr.   and    Mrs.    Noah    are    on   the   upper 


deck  waiting  for  the  animals  to  get  out 
of  the  way.  It's  a  fine  looking  Ark, 
isn't  it?  All  painted  white  and  orange 
with  green  windows.  All  the  animals 
are  painted,  too,  and  the  whole  business 
is  made  of  wood.  Price,  $20.  Smaller 
Noah's  Arks  of  the  same  kind  are  priced 
from  $3.75  up. 

THE  MAGAZINE  GIFT 

Here  is  something  to  suggest  to  cus- 
tomers: 

"Magazines  make  probably  the  best 
Christmas  gifts,  coming  monthly  or 
weekly  they  are  a  regular  reminder  of 
your  kindness  and  goodwill." 

Toronto,  Nov.  25. — A  department 
store  advertisement  included  this  para- 
graph  devoted  to   autograph   albums: 

"An  autograph  album  is  a  gift  that's 
out  of  the  ordinary,  yet  in  good  taste. 
Autograph  albums  are  obtainable  in 
several  styles — one  at  $1.25  has  a  pad- 
ded cover,  gold  edged  colored  sheet,  and 
5  x  7V2  "inches  in  size.  In  the  same 
size  with  a  cover  and  sheets  of  better 
quality  is  an  album  at  $1.75.  An  auto- 
graph album  with  a  red  padded  cover  and 
6V2  x  7V2  inches  in  size   is  priced  at  $2." 

This  idea  might  well  be  adopted  by 
stationers  who,  if  they  made  a  drive  on 
autograph  albums,  could  easily  multiply 
by  ten  their  sales  in  the  ordinary  way. 

SHARPENS  POINTER  BLADES 

With  the  wide  use  of  pencil  sharpeners 
comes  a  demand  for  a  sharpener  for 
blades  of  the  pencil-sharpener,  and  this 
device  is  now  on  the  market,  having  been 
perfected  and  introduced  by  the  Pencil 
Pointer  Sharpener  Co.,  of  Tamaqua,  Pa. 
It  takes  but  a  moment  to  sharpen  the 
cutting  apparatus,  and  the  new  device 
is  very  simple  to  use.  Just  insert  in  the 
machine  as  you  would  a  pencil,  turn  the 
handle  a  few  times,  and  the  old  rollers 
will  be  sharpened. 

It  is  guaranteed  to  keep  the  pencil 
sharpener  in  perfect  condition,  saves 
time,  office  expense,  and  lead  pencils. 


Extending  British  Toy  Trade 


DESPATCHES  tell  of  the  proba- 
bility of  Belgian  products,  in- 
cluding toys,  making  a  strong 
bid  for  Canadian  trade  in  1921,  and 
also  of  the  danger  of  German  toys  fil- 
tering through  camouflaged  as  the  prod- 
ucts of  other  lands.  The  adverse  ex- 
change situation  in  those  countries 
makes  trade  on  this  side  especially  at- 
tractive. The  present  year  saw  U.  S. 
toys  sold  in  Canada  in  record-breaking 
proportions.  The  British  toy  makers 
include  Canada  and  all  other  parts  of 
the  Empire  in  their  programme  for  ex- 
tending their  trade  in  the  coming  year. 


They  are  bending  renewed  efforts  in 
their  campaign  to  supplant  foreign  toys 
in  the  British  market,  and  since  the 
war  a  large  number  of  new  firms  have 
begun  manufacturing  and  old  ones  have 
extended  their  production.  The  cam- 
paign is  being  conducted  by  the  British 
Toy  Association,  which  has  branches  in 
all  of  the  principal  cities  in  the  United 
Kingdom  where  the  toy  and  game  in- 
dustries are  prominent.  Special  adver- 
tisements are  being  inserted  in  the  lead- 
ing magazines  and  newspapers,  calling 
attention  to  the  comprehensive  range  of 
toys   now  being   manufactured  in    Great 
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Britain  and  urging  the  British  public 
to  give  preference  to  British-made 
goods. 

The  extension  of  this  industry  means 
industrial  activity  in  many  parts  of  the 
country.  The  metal  parts  of  the  toys 
and  games  are'  chiefly  manufactured  in 
the  Birmingham  district,  while  large 
potteries  in  the  vicinity  of  Stoke-on- 
Trent  are  providing  dolls'  heads,  arms, 
legs,  eyes  and  similar  parts.  The  man- 
ufacture of  toys  from  wood,  wool,  or 
fibre,  is  carried  on  in  a  number  of  cities, 
chiefly  in  London,  Liverpool  and  Man- 
chester. 


Energetic  Measures  Are  Required 

Canadian  and  British  Toy  Makers  Must  Be  on  Alert  to  Stem  Ger- 
man Toy  Flood 


THE  necessity  for  the  most  aggres- 
sive exploitation  of  Canadian  and 
British  toys  is  emphasized  by  the 
latest  news  from  Germany. 

A.  cording  to  a  cable  despatch  to  the 
daily  press  from  Berlin,  Germany,  on 
November  26,  the  Thuringia  and  Nurem- 
berg toy-making  centres  have  never  be- 
fore been  so  busy. 

One  of  the  toy  trade  papers'  represen- 
tatives says  that  not  even  in  pre-war 
times  was  the  demand  for  toys  so  great. 
Firms  have  been  compelled  to  go  to  the 
big  toy  shops  throughout  the  country  to 
buy  up  unsold  toys  and  touch  them  up  so 
as  to  fill  the  gaps  in  their  supply  to  meet 
the  demand  for  toys  of  all  kinds. 

The  chief  demand  is  from  England, 
which,  even  at  this  late  time  of  the  year, 
is  still  pouring  orders  in  to  German 
firms.  In  October  toys  to  the  value  of 
about  £160,000  were  sent  to  England. 
This  month  the  record — counting  the 
number  of  toys  and  not  their  value  in 
marks — of  the  best  pre-war  months  will 
be  broken. 

The  toys  already  sent  to  England  in 
November,  those  on  the  way  and  those 
ordered,  it  is  said,  will  reach  a  value  of 
200,000,000  marks.  The  number  of  toys 
will  be  between  five  and  six  million. 

To  stem  this  tide  toy  manufacturers  in 
Canada  should  get  the  fullest  measure 
of  support  of  Canadian  toy  dealers,  and 
the  same  applies  to  British  toy-makers 
seeking  trade  in  Canada.  Toward  that 
end  advertising  to  the  retailers  should  be 
on  a  larger  scale  than  ever  before.  The 
toy  industry  of  Canada  faces  a  crucial 
period  in  the  next  year  or  two,  but  enor- 
mous strides  forward  can  be  made  if  ag- 
gressive and  intelligently  directed  pub- 
licity is  given  the  place  it  deserves  in 
their  marketing  plans. 

The  toy  trade  is  one  of  such  propor- 
tions that  it  is  deserving  of  the  applica- 
tion of  big  ideas  and  certainly  a  far 
broader  policy  on  the  part  of  manufac- 
turers and  wholesalers  in  their  attitude 
regarding  advertising  to  the  retailers. 

The  manager  of  the  toy  department  of 
a  leading  department  store  in  Toronto 
reports  that,  as  far  as  actual  business  is 
concerned,  it  has  been  ahead  every  day 
this  fall  of  the  corresponding  dates  last 
year,  the  biggest  Christmas  toy  year  in 
the  history  of  the  store. 

And  where  are  the  toys  coming  from 
this  year?  People  particular  about  fam- 
ily trees  might  study  with  interest  the 
source  of  the  1920  Christmas  toy  market 
offerings.  It  is  whispered  that  a  certain 
number  on  sale  in  Toronto  might  truth- 
fully bear  the  trade  mark,  familiar  of 
yore,  "Made  in  Germany." 

The  Toronto  manager  said  that  no 
German  toys  were  beine:  sold  there,  but 
it  is  known  that  some  German  toys  have 


been  received  here  for  sale,  'mostly  in 
novelty  goods.  One  firm  states  that  they 
were  goods  ordered  before  the  war  and 
are  being  accepted  now. 

"It  would  not  be  surprising  if  some 
German  toys  drifted  into  Toronto  this 
fall,"  said  one  wholesaler.  "Montreal 
has  any  quantity  of  them,  and  other 
German  goods  are  to  be  found  in  To- 
ronto this  year.  It  would  be  possible  for 
them  to  be  here  if  they  had  been  ordered 
within  the  past  three  or  four  months." 

United  States  produces  most  of  the 
toys  sold  in  Canada.  Some  come  from 
England,  but  more  from  Japan,  and 
Canada  on  the  whole  nroduces  quite  a 
respectable  proportion. 

According  to  a  big  toy  retailer  in  To- 
ronto, however,  Canadian  toys  have  been 
a  bit  of  a  disappointment,  notwithstand- 
ing the  fact  that  encouragement  for  their 
manufacture  was  given  by  the  Govern- 
ment during  the  war  to  the  extent  of 
assembling  an  exhibit  of  Canadian-made 
toys,  which  was  shown  right  in  Toronto 
and  many  other  Canadian  centres.  Pos- 
sibly the  Canadians  were  never  very  in- 
terested in  this  industrial  development 
opportunity.  In  any  case,  they  haven't 
"perfected  their  processes"  to  any  ap- 
preciable extent,  and  some  who  were 
making  toys  have  dropped  out  of  the 
interesting    business.        In    consequence, 


Canadian  toy  buyers '  are  paying  ex- 
change to  the  United  States  on  mechan- 
ical and  electrical  toys,  as  well  as  other 
varieties. 

Over  in  England  it  has  been  vastly 
different.  One  large  Toronto  buyer  was 
amazed  this  year  when  he  visited  the 
great  exhibition  in  the  Crystal  Palace 
in  London  and  discovered  the  extent  to 
which  former  munitions  makers  had  de- 
veloped an  important  industry  from  toy- 
making,  at  first  tried  as  a  side  line.  Eng- 
lish toys,  moreover,  it  is  said,  possess 
the  national  characteristics.  They  are 
good  and  substantial  and  made  with  a 
certain  respect  for  artistic  finish.  They 
include  dolls,  tin  toys  such  as  trains, 
spring  wheel  toys,  animals,  teddy  bears. 

Japan  has  sent  along  to  swell  the 
Christmas  store  in  Canada  dolls  with 
bisque  and  celluloid  heads  and  a  certain 
number  of  tin  toys.  Some  merchants, 
however,  considered  the  Japanese  tin 
toys  of  too  flimsy  structure  for  stocking 
up  to  any  extent  with  them. 

One  fact  deplored  is  that  it  is  difficult 
to  get  the  pretty  doll  that  was  every 
girl's  possession  a  decade  ago.  The 
thorough-going  Germans  who  had  the 
monopoly  of  the  world's  toy  trade  in  pre- 
war days  were  particular  to  secure  real 
artists  for  the  delicate  task  of  modelling 
dolls'  faces. 


Price-Cutting  Poor  Business 


THE  existence  of  that  class  of  cus- 
tomer who  will  never  buy  except 
at  a  discount  is  directly  due  to 
the  trade  itself.  There  has  always  been 
the  type  of  dealer  who  would  rather  re- 
duce his  prices  and  make  only  a  slender 
margin  of  profit  than  lose  sales.  This  is 
the  poorest  training  he  could  give  the 
buying  public,  because  the  public  learns 
to  make  increasing  demands  for  reduc- 
tions when  such  may  be  had  for  the 
asking.  People  compare  the  discount 
made  on  the  same  article  in  different 
stores.  But  the  greatest  injury  of  all  is 
that  they  come  to  believe  that  the  mer- 
chant overcharges  in  the  first  place  when 
he  marks  his  goods. 

Customers  who  make  a  practice  of 
asking  a  dealer  to  cut  his  prices  are  as  a 
rule  not  worth  cultivating.  They  are 
usually  the  first  to  return  goods  on  one 
pretext  or  another  and  they  love  to 
spread  the  news  that  they  have  been 
able  to  buy  at  a  lower  price  than  their 
neighbors.  The  perpetual  bargain-hunter 
never  helps  the  dealer  to  stock  quality 
goods. 

Especially  in  these  days  of  unstable 
prices  the  merchant  who  has  a  scale  of 
prices  for  the  same  article  runs  the  dan- 
ger of  losing  the  confidence    of    buyers. 
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People  will  not  believe  that  dealers  sell 
at  a  loss.  If  a  general  drop  in  certain 
lines  occurs,  the  merchant  who,  even  at 
a  loss,  has  a  sale  of  these  goods  at  a 
lower  price  than  he  originally  asked  and 
tells  the  public  that  they  are  reduced, 
will  have  established  himself  with  his 
customers  in  a  way  he  never  can  if  he 
offers  them  at  their  original  price  to  one 
customer  and  cuts  them  when  thei'e  is  a 
chance  of  losing  a  sale. 

There  are  stores  in  Canada  which  are 
known  to  the  public  as  two-price  stores, 
and  for  that  reason  are  usually  well  pat- 
ronized, yet  their  customers  are  grad- 
ually putting  them  out  of  business  be- 
cause they  are  buying  at  a  loss  to  the 
merchants.  It  is  an  established  fact  that 
the  largest  stores  of  today  are  the  one- 
price  small  ones  of  yesterday. 


POCKET  RECORDER 

The  Hallowmax  Co.,  1813  Farragut 
Road,  Brooklyn,  N.Y.,  have  introduced  a 
pocket  recorder,  a  device  which  holds  a 
strip  of  paper  forty  inches  long,  with 
room  for  about  150  items.  Doctors, 
lawyers,  tradesmen  of  all  kinds,  business 
men,  housewives,  salesmen  and  school 
children  quickly  realize  its  usefulness. 


Variety  Draws  Good  Christmas  Trade 

This  Toronto  Stationer  Depends  on  Leather  Goods  for  a  Big 
Proportion  of  His  Holiday  Sales. 


ffTTTHAT  is  your  best-selling 
V/Y/  Christmas  line?"  Bookseller 
asked  a  Toronto  stationer  the 
other  day.  Without  hesitation  he  re- 
plied, "Outside  of  books  and  papeteries, 
I  consider  my  leather  goods  department 
the  most  profitable  of  all  the  lines  I 
carry." 

Pressed  to  tell  the  reason  why  leather 
goods  sell  so  well,  he  said  that  the  range 
there  was  to  choose  from  served  as  a 
valuable  suggestion  box  to  the  casual 
customer  searching  for  a  gift.  He  car- 
ries    something   in    this   line    for     every 


SERVICEABLE    AND    ATTRACTIVE. 

A    smart,    little    leather    hand-bag    opening    on    the 

side  and  containing  toilet  articles  and  purse.     The 

arm   strap    is    very    convenient.      Shown    in    various 

leathers. 


member  of  the  family.  Leather  articles 
appeal  as  useful  gifts;  they  are  usually 
attractive  and  durable. 

He  pointed  out  also  that  the  loss  to 
him  was  very  small  through  counter- 
soiling  as  compared  with  many  other 
lines. 

"By  placing  a  variety  of  these  articles 
in  a  prominent  position,  I  can  count  on 
selling  to  a  large  percentage  of  the 
Christmas  shoppers  who  pass  them.  This 
applies  particularly  to  men's  goods,"  he 
added  with  a  smile.  "Gifts  for  men 
seem  somehow  to  be  left  until  the  last 
minutes  in  the  vain  hope  that  something 


Leather  Goods  for 
Christmas 


For  Ladies 

For  Men 

Leather  Purses 

Wallets 

Leather  Bags 

Bill  Folds 

Velvet  Bags 

Coin  Purses 

Silk  Bags 

Photo  Cases 

Vanity  Boxes 

Key  '  ases 

Canteen  Boxt  s 

Litter  Cases 

Kodak  Bags 

t 'ard  Cases 

Beaded  Bags 

In   1  'ases 

Glove  Cases 

Kerchief  Cases 

Kerchief  Cas(  s 

Safety  Razors 

Dressing  Cases 

Military  J! rush  St  ts 

Bridge  Sets 

Shaving  Sets 

Whist  Sets 

Shaving  Stands 

French  Ivor;/ 

Collar  Bags 

Manicure  Sets 

(  ollar  Boxes 

Writing  Cases 

Playing  Cards 

Shopping  Bags 

Portfolios 

Music  Cases 

A  ttache  Cases 

Week-end  Cases 

Fountain  Pens 

Blank's  Bookstore 

BLANKTOWN 


Suggestion   for  a   leather  goods   Christmas   advertisement. 


different  from  the  time-honored  ties  and 
gloves  will  be  found.  And  a  wallet  or  a 
set  of  military  brushes  or  some  kindred 
leather  article  is  inevitably  the  dark 
horse." 

This  stationer  then  substantiated  his 
arguments  with  an  invitation  to  inspect 
his  show  case  for  leather  goods.  On  the 
tcp  shelf  he  displayed  vanity  boxes, 
glove  cases,  shopping  bags,  manicure 
sets  in  leather  cases,  and  bridge  sets. 
This  shelf  was  labeled  "Gifts  for  Ladies." 
The  second  shelf  held  billfolds,  letter 
cases,  portfolios,  collar  bags  and  playing- 
cards  and  was  called  "Gifts  for  Men." 
The  lowest  shelf  carried  small  purses, 
wrist-watch  straps,  belts  and  music- 
cases    and  said  "Gifts  for  Boys  and  Girls." 

"Come  back  after  New  Year  and  see 
how  many  of  these  I  have  left,"  was  the 
parting  request.  Bookseller  and  Sta- 
tioner intends  to  do  so. 


ANOTHER   NEW  BEAUTY  BOX 

A  further  development  of  a  much  called-for  article 
for  Christmas  trade.  Fitted,  with  large  bevelled 
mirror,  change  purse,  lip-stick  and  hair-pin  purse. 
It  comes  in  bright  cross-grain  Persian  leather  and 
fancy   terrapin    in   brown,   grey   and   navy.  • 


Gift-Shop  Idea  For  Bookstores 

A  Plan  Every  Retail  Bookseller  and  Stationer  Can  Adopt,  Thereby 
Gaining  Prestige  and  Increasing  Volume  of  Business  and  Profit 


FOR  1921  one  plank  in  the  platform 
of  every  book  and  stationery 
store  should  be  the  aggressive  de- 
velopment of  the  "Gift  Shop"  idea.  There 
are  exclusive  gift  shops  in  the  larger 
cities  and  many  department  stores,  es- 
pecially in  the  Christmas  selling  season, 
have  specially  constructed  booths,  which 
are  called  "gift  shops."  Some  of  these 
are  in  the  shape  of  Japanese  pagodas,  an 
enterprising  Jap  firm  having  sold  hun- 
dreds of  these  pagodas  in  the  U.  S.  and 
Canada  to  be  used  for  that  sole  pur- 
pose. Readers  will  recall  the  illustration 
appearing  in  the  November  issue  of  the 
fine  gift  shop  originated  by  Almy's,  of 
Montreal,  this  being  opened  in  November 
each  year.  It  is  in  charge  of  Mr.  Hoover, 
manager  of  the  book  and  stationery  de- 
partment  at   Almy's. 

For  a  book  and  stationery  store  this 
"gift  shop"  idea  should  be  more  than  a 
Christmas  specialty.  It  should  be  a  year- 
round  feature  because  gifts  are  in  de- 
mand throughout  the  year.  There  are 
weddings  in  all  months  of  the  year,  be- 
sides the  whole  gamut  of  wedding  jubilee 
celebrations. 

Every  day  is  somebody's  birthday,  and 
all  through  the  year  there  are  various 
events  such  as  children's  parties  and  all 
sorts  of  social  gatherings  and  celebra- 
tions which  call  for  the  presentation  of 
gifts   large   or   small. 

The  book  and  stationery  store  that 
makes  a  specialty  of  carrying  a  com- 
prehensive stock  of  the  items  that  are 
associated  with  "gift  shops"  will  es- 
tablish a  reputation  in  the  community 
that  will  attract  an  enormous  amount  of 
extra  business  that  would  not  otherwise 
accrue. 

In  the  average  book  and  stationery 
store's-  stock,  there  are  so  many  items 
suitable  as  gifts  that,  even  without  add- 
ing new  lines,  a  most  impressive  "gift 
shop"  can  be  devised.  The  natural  re- 
sult, however,  will  be  that  additional 
items  will  be  stocked  because  this  will 
obviously  be  a  good  step  to  take. 

There  is  no  occasion  to  back  away  from 
this  idea  as  entailing  too  much  effort  and 
labcr  because  to  do  this  is  no  more 
trouble  than  to  trim  effective  windows. 
Goods  are  taken  from  stock  for  window 
displays,  why  should  they  not  similarly 
be  devoted  to  a  "gift  shop"  display? 

Even  if  it  did  entail  considerable  work 

•And  effort  the  prospective  results  would 

more    than   warrant   the   expenditure   of 

both  muscular  and  mental  effort  in  this 

direction. 

Another  benefit  will  be  that  any  mer- 
chant adopting  this  course  will  be  adding 
to  his  prestige  in  the  community  as  a 
wide-awake  retailer,  and  a  store  to 
achieve   outstanding    success   these   days 


has  need  to  be  wide-awake  all  the  time. 

This  idea  will  be  particularly  effective 
in  promoting  the  interests  of  booksellers 
and  stationers  who  are  reaching  out  for 
more  business  in  toys,  fancy  goods  and 
leather   goods. 


GREETING  CARDS 

As  usual  the  majority  of  people  have 
left  their  Christmas  buying  for  the  last 
week  or  two  before  Christmas,  but  it 
is  not  yet  too  late  to  take  orders  for 
Christmas  greeting  cards,  and  an  ad- 
vertisement set  to  look  like  regular 
reading  matter  should  prove  effective  in 
bringing  in  a  good  grist  of  additional  or- 
ders, this  advertisement  to  be  worded 
somewhat   as   follows: 

Personal    Greeting    Cards 

There  are  several  dozen  different  kinds 
of  greeting  cards  in  the  collection  now 
in   our    Stationery   Section. 

Clever  couplets  conveying  the  true 
Christmas  spirit  are  contained  in  the 
favorite  booklet  style  of  card.  A  dainty 
one  in  white,  green  or  buff,  with  gleam- 
ing candle,  winter  scene,  or  Christmas 
tree  decoration,  with  sender's  name  and 
address,  can  be  had  for  as  little  as  two 
dollars  and  twenty-five  cents  the  dozen. 
Or  it  may  be  that  an  extra  large  size  in 
buff  color,  edged  with  narrow  line  of 
blue,    with    picturesque    coaching    scene, 


delicately  colored,  may  strike  the  fancy. 

There  are  some  particularly  nice  ones 
in  Wedgwood  green  and  white  with 
garlands  of  evergreens  or  groups  of  pine 
trees,  all  keeping  to  the  green  and  white 
motif;  while  others  have  "Lady  Boun- 
tifuls"  with  interesting-looking  baskets 
done  in  vivid  colorings,  and  again  many 
have  snowy  landscapes  with  cosy  homes 
nestling  among  such  graceful  Christ- 
massy-looking pine  trees.  For  those 
who  love  the  bluebird  designs  there  are 
many  pretty  cards,  all  carrying  the 
heartiest  of  good,  wishes  for  the  festive 
season. 

Individuality  will  be  the  reward  of 
those  who  make  their  choice  early,  for 
the  assortment  is  at  its  best.  There  is 
no  extra  charge  made  for  having  the 
sender's  name  and  address  engraved, 
and  if  cards  are  selected  now  there  will 
be  no  delay  in  having  this  done. 

W.  E.  Coutts,  greeting-card  manufac- 
turer, sees  a  greater  day  ahead  for  this 
line  than  ever  before.  The  great  in- 
crease in  orders  during  this  year  has 
forced  Mr.  Coutts  to  look  for  larger 
space.  He  intends  moving  into  his  new 
quarters  in  the  early  part  of  1921.  Sev- 
eral representatives  of  the  firm  are  es- 
tablishing themselves  in  the  United 
States  and  all  of  the  Coutts  lines  will  be 
shown  in  England  next  year. 


J][Sl[EIM&  K$KW@©£\ 


McKAY'S  OF  NEEPAWA 

A  well-stocked  book  and 
stationery  store  in  the  West 
is  that  of  J.  L.  McKay,  of 
Neepawa,  Manitoba.  There 
is  a  good  stock  of  books  and 
stationery,  besides  which 
representative  stocks  of 
china,  phonographs,  and  wall 
paper  are  carried. 

Mr.  McKay  opened  this 
business  in  1892,  previous  to 
which  time  he  was  a  com- 
mercial traveller  represent- 
ing an  Eastern  wholesale 
house.  That  Mr.  McKay  has 
been  successful  in  business  in 
Neepawa  as  well  as  in  win- 
ning the  esteem  of  his  fel- 
low citizens  is  evidenced  by 
the  fact  that  he  has  for  five 
years  been  mayor  of  Nee- 
pawa. 

The    illustration    herewith 
showing  the    front     of     the 
store  is  a  line  cut  that  comes 
in  useful  for  newspaper  ad- 
vertising and  this  will  have  suggestive  value  for  other  booksellers. 

Mr.  McKay  is  a  regular  reader  of  Bookseller  and  Stationer,  finding  it  a  most 
useful  trade  help.  He  is  one  of  the  live  booksellers  who,  each  year,  make  use  of 
the  holiday  gift  book  catalogues  as  supplied  to  l'etailers  by  this  trade  paper. 
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Precocity  in  Literature 

Books  by  Juveniles   the    Order   of  the  Day- 
Many  Not  Even  in  Their  'Teens 


DAISY  ASHFORD  started  some- 
thing with  her  "Young  Visiters," 
written  when  she  was  nine.  Pre- 
cocity in  literature  seems  the  order  of 
the  day.  Books  written  by  children 
from  nine  to  ten  years  of  age,  maga- 
zine articles  from  mere  striplings, 
boarding  school  boys  writing  realistic 
novels  which  cause  a  sensation  in  lit- 
erary circles,  these  abound  at  this  time. 
The  dramatist  who  has  risen  to  set  a 
new  standard  for  the  American,  and  in- 
cidentally the  Ganadian,  stage  has  just 
turned   twenty. 

England  is_  witnessing  a  lot  of  pre- 
cocious talent.  A  dozen  others  have 
sought  to  follow  in  the  footsteps  of 
Daisy  Ashford. 

More  interesting  is  the  group  of  boy 
novelists  who  have  sent  out  books  late- 
ly. They  are  not  children,  but  grown 
lads  with  new  notions  of  their  own. 
Some  of  these  books  have  wrested  praise 
from  the  most  conservative  critics.  One 
of  the  youngest  and  cleverest  boys  in 
this  group  is  Alex.  Waugh,  an  English 
boy.  He  writes  of  British  schools  and 
calls  going  to  school  a  barbarous  and 
futile  business.  He  wrote  this  book  in 
his  seventeenth  year.  He  has  a  fellow- 
genius  on  this  side  of  the  Atlantic  in 
young  Fitzgerald,  who  writes  of  Prince- 
ton. Another  is  Robert  Nathan,  and 
still  another  is  Eugene  O'Neil,  who 
wrote  the  now  famous  play,  "Horizons," 
at  twenty — "and  a  young  twenty  at 
that,"   to    quote    a    critic. 

Each  of  these  youthful  writers  takes 
a  fling  at  old  ideas  and  established 
usages.  "How,"  cries  O'Neil  with  that 
passionate  note  of  protest  that  wins  us 
ever  over  to  the  side  of  youth,  "does 
society — organized  conventional  society — 
meet  the  young  man  of  ideals  and  im- 
agination? With  a  club,  as  some  of  us 
know  by  experience,"  and  Nathan  and 
Fitzgerald  echo  his  words. 

WHO   IS   ETHEL  M.  DELL? 

"Who  is  Ethel  M.  Dell?"  Of  course 
one  perfectly  good  answer  is  that  she 
is  a  "best  seller,"  as  witnessed  by  the 
phenomenal  success  of  her  last  book, 
"The  Lamp  in  the  Desert,"  now  being 
duplicated  by  "The  Top  of  the  World." 

"There  has  been  a  great  deal  of  spec- 


ulation about  Daisy  Ashford,  but  has 
anyone  given  a  thought  as  to  who  Ethel 
M.  Dell  was?"  asks  the  Bookseller. 

"For  years  Ethel  M.  Dell  has  been 
one  of  the  most  popular  of  present  day 
writers,  and  what  else  is  known  about 
her?  And  is  anyone  sure  that  that  is 
the  correct  pronoun  to  use  ?  Even  her 
publishers  are  utterly  ignorant  as  to 
who     this     author     is,     and    her    agent, 


ARTHUR    STRINGER. 

through  whom  the  publishers  get  the 
manuscripts,  claims  that  he  has  not 
the  faintest  idea  who  this  author 
really  is.  As  'she'  refuses  to  be  inter- 
viewed, refuses  to  have  her  picture 
taken,  and  refuses  any  information"  at 
all,  this  mystery  has  gone  on  for  years, 
but  she  still  continues  to  write  spell- 
binders. It  seemed  perfectly  natural  to 
take  it  for  granted  that  the  publishers 
knew  all  about  Ethel  M.  Dell,  but  as 
a  matter  of  fact  they  do  not,  and  many 
are  wondering  if  there  is  anyone  who 
does." 


FROM  THE  PHILIPPINES 

Among  the  43  new  subscriptions 
for  Bookseller  and  Stationer  that 
came  in  last  month  was  one  from 
Licerio  J.  Sison,  of  the  Malayan 
Commercial  Co.,  1235  Ascarraga, 
Manilla,  P.I. 


BEST    SELLING    BOOKS    IN    <  A'NAl 
Fiction 

Age  of   Innocence.      Wharton    ...    . 

1  he    Rescue.      Conrad    

I've   Married  Marjorie.      Widdimer    ... 
The    Captives.      Walpole 
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Children    of   Storm.      Wylie 

Returned   Empty.      Barclay 

Wounded    Souls.      Gibbs 

Non-Fiction 

N,.w    It    Can    Be   Told.      Gibbs.. 
Memoirs    of    Empress    Eugenie 
Old.     Old    Tales    From    the     Old.     Old 
Book    Retold    by    Archibald    Smith.. 
Life    of   Times    of    Gait.   Skelton.. 
Outline    of    History.      Wells... 

MARK    TWAIN  ON   ALDRICH 

In  "Crowding  Memories,"  by  Mrs. 
Thomas  Bailey  Aldrich,  the  author  quotes 
one  of  the  best  characterizations  of  her 
poet  husband  that  was  ever  uttered.  The 
speaker  was  Mark  Twain,  who  once  re-' 
marked  to  Robert  Louis  Stevenson: 

"Aldrich  is  always  brilliant;  he  can't 
help  it;  he  is  a  fire  opal  set  around  with 
rose  diamonds;  when  he  is  not  speaking 
you  know  that  his  dainty  fancies  are 
twinkling  and  glimmering  around  him; 
when  he  speaks  the  diamonds  flash.  Yes, 
he  is  always  brilliant;  he  will  be  brilliant 
in  hell,  you  will  see." 

Stevenson  chuckled  and  said,  "I  hope 
not." 

"Well,  you  will,  and  he  will  dim  even 
those  ruddy  fires  and  look  like  a  trans- 
figured Adonis  against  a  pink  sunset." 

BOOKS    AND    AUTHORS 

More  light  on  Jane  Austen's  person- 
ality and  home  life  is  assured  of  a  wide 
welcome  from  lovers  of  books;  and  is 
presented  in  a  volume  >  by  the  great 
novelist's  grandniece,  Miss  Mary  A. 
Austen-Leigh,  entitled:  "Personal  As- 
pects of  Jane  Austen." 

Sophie  Kerr  is  retiring  from  the  man- 
aging editorship  of  the  Woman's  Home 
Companion  to  devote  all  her  time  to 
writing.  She  already  has  a  new  novel 
under  way.  Miss  Kerr  has  been  con- 
nected with  the  Woman's  Home  Com- 
panion for  twelve  years. 

BOOKS  ON  MUSIC 

A  new  book  to  come  very  shortly  is 
"What  Music  Can  Do  for  You,"  by 
Harriett  A.  Seymour,  a  description  of 
the  ethical  as  well  as  the  aesthetic  val- 
ues   of  music. 

A  FALLEN   IDOL 

From  John  Murray.  London,  comes  a 
two-shilling  edition  of  "A  Fallen  Idol," 
by  F.  Anstey,  author  of  "Vice  Versa," 
this  being  one  title  in  a  long  list  of 
popular  novels  in  2s.  uniform  cloth 
binding. 
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Strike  New  Note  In  Book  Advertising 

Time  to  Discard  the  Stereotyped  Old  "List"  Idea  and  Tell  Some- 
thing About  a  Book  in  Order  to  Sell  It 


THIS  Mason  has  seen  the  launch- 
ing of  a  big  campaign  in  the 
-  for  the  collective  advertising 
of  books  and  there  is  no  question  that 
this  has  had  the  effect  of  greatly  in- 
creasing interest  in  books  and  the  desire 
for  their  possession.  Grant  Richards  ad- 
ted  a  similar  undertaking  for  Eng- 
land but  opinion  over  there  on  this  sub- 
ject is  not  unanimous.  For  instance, 
"The  Book  Index"  of  London  thinks  col- 
lective advertising  secondary  to  effective 
advertising  by  individual  publishing 
houses,  who,  according  to  this  authority, 
operate  on  the  principle  of  throwing 
books  out  on  the  market  in  the  hope  that 
by  some  mysterious  manipulation  of  pro- 
vidence they  will  come  to  the  notice  of 
the  people  who  will  buy  them.  To  quote 
further: 

"A  whim  of  the  author  governs  his 
selection  of  title  and  the  publisher  seems 
content  to  imagine  that  that  title  is  all 
that  is  necessary  to  sell  the  book. 

"No  branded  commodity  upon  the  mar- 
ket could  keep  its  place  with  such  slap- 
dash advertising  as  is  applied  to  the 
marketing  of  books.  Even  soap,  to- 
bacco, and  health  salts  advertisements 
can  be  made  to  look  more  interesting 
than  book  advertisements  ever  are.  Yet 
there  is  nothing  upon  the  market  which 
is  potentially  capable  of  such  interesting 
treatment  as  the  current  publication  of 
books. 

"Collective  advertising  is  a  sound 
idea,  but  effective  advertising  is  the  cry- 
ing need.  Collective  advertising  has 
been  applied  to  currants,  wines,  and 
many  other  products  with  uniform  suc- 
cess. It  is  at  present  being  successfully 
applied  to  cast  iron.  Of  course  it  can 
be  successfully  applied  to  books,  but  the 
first  essential  is  for  publishers  to  differ- 
entiate between  real  advertising  and 
mere  space  filling,  or  the  quest  of  cut 
advertising   rates. 

"Books,  by  virtue  of  their  intrinsic 
interest,  theoretically  command  a  free 
mention  as  news  items.  Instead  of  help- 
ing the  publishing  world,  this  free  men- 
tion is  the  greatest  deterrent  to  efficient 
book  advertising.  Publishers  come  to 
rely  upon  it  and  forget  that  it  does  not, 
in  actual  practice,  apply  to  five  per  cent, 
of  the   books  that  are   issued." 

Proceeding-  to  the  consideration  of 
novels,  the  writer  says:  "Some  prefer 
strong  love  interest,  some  adventure, 
some  detective  yarns,  some  problem  sub- 
jects, some  society  tales,  some  character 
delineation,  and  some  psychological 
studies.  None  of  these  things  are  even 
hinted  at  in  whole  columns  made  up  of 
nothing  else  but  the  bare  title  of  the 
book,  name  of  author  and  address  of  pub- 
lisher.    Perhaps  it  does  sell  some  books 


—but   books  are   about   the   only   things 
it  would  sell. 

"When  publishers'  advertising  learns 
to  strike  the  human  note,  it  will  get  the 
human  response.  Stiff,  staid  and  aca- 
demic is  the  usual  appearance,  except 
when  a  few  publishers  run  right  off  to 
the  other  extreme.  The  happy  medium 
has  yet  to  be  found." 

ADVERTISEMENTS    REVIEWED 

"Good  pictures  make  windows  of 
walls,"  is  the  way  Lyman  Brothers,  223- 
225  East  Ohio  Street,  Indianapolis,  head 
their   advertisement. 

"We  wait  with  folios  well  filled  with 
pictures  and  racks  well  filled  with  mold- 
ings for  frames  and  cases  well  filled 
with  art  novelties,"  is  the  way  the  Lutt 
Gift  Shop  of  Emporia,  Kan.,  puts  it. 

THE  BEST  METHOD 

A  concern  not  having  sufficient  capital 
to  go  into  national  advertising  asked 
"Printer's  Ink"  as  to  the  best  method  of 
getting  a  message  to  buyers.  The  an- 
swer given  was:  "Use  trade  newspapers 
and  educate  both  dealers  and  salesmen." 
To  strengthen  this  advice  illustrations 
were  given  of  educational  copy  as  run 
by  other  advertisers. 

UNDER   ONE  COVER 

The  three  stories  by  Kate  Douglas 
Wiggin,  Rose  o'  the  River,  The  Old  Pea- 
body  Pew,  and  Susanna  and  Sue,  are 
now  appearing  together  under  one 
cover.  They  have  that  deep  and  fun- 
damental appeal  to  the  affections  of  the 
public  which  makes  a  story  more  in  de- 
mand ten  years  after  publication  than  on 
the  day  of  its  first  appearance. 

LIFE  OF  GOETHE 

When  Professor  Hume  Brown  died  in 
the  year  before  last  he  left  behind  the 
MS.  nearly  complete  of  his  "Life  of 
Goethe."  The  work  has  been  completed, 
edited  and  passed  through  the  press  by 
the  author's  old  friend,  Viscount  Hal- 
dane,    and    is    now    being    published. 

THE  EYES  OF  THE  LAW 

In  "The  Eyes  of  the  Law,"  Ethel  Pen- 
man Hope  has  interwoven  in  a  quaint 
and  amusing  fashion  the  triple  threads 
of  two  love  stories  and  a  jewel  robbery. 
A  bemazed  detective  and  a  quartette  of 
jealous  lovers  furnish  many  laughable 
situations. 

Mrs.  Hope  is  the  daughter  of  Rev.  .1 
W.  Penman,  B.A.,  for  many  years  mis- 
sionary in  the  Canadian  Northwest.  Her 
first  book,  "The  Ways  of  the  Heart," 
was  published  in  1908.  Her  husband  is  a 
prominent  business  man  of  Ottawa. 

36 


IN  Woodstock,  Ontario,  an  interesting 
note  was  struck  on  November  10th, 
in  book  advertising,  when  Shanley's 
Bookstore  ran  a  big  display  advertise- 
ment as  per  copy  of  the  text  appearing 
below,  which,  as  well  be  observed,  con- 
stituted a  reply  to  an  article  on  book 
prices  which  had  appeared  in  the  edi- 
torial columns  of  the  Sentinel-Review, 
the  same  newspaper  in  which  this  adver- 
tisement appeared. 

SLUMP  IN  PRICES 

The  Editor  of  the  Sentinel-Review 
gives  us  to  understand  that  book  prices  . 
are  on  the  toboggan  because  a  bookseller 
in  Toronto  advertises  $2.00  books  for 
25c.  In  the  same  issue  a  news  item 
stated  newsprint  paper  would  probably 
advance  $10.00   per  ton,    January   1st. 

Book  paper  and  newspaper  come  from 
the  same  source — vvood.  Pulp-wood  can- 
not be  "raised"  in  a  season  like  wool, 
cotton,  or  grain,  or  hoarded  like  sugar. 
Profiteering  there  may  be — in  fact  is. 
We  harc'ily  think  newspaper  publishers 
will  plead  guilty — why  suspect  the  book 
publishers.  The  real  cause  is  a  world 
shortage  with  no  relief  in  sight. 

The  price  ofv  books  will  come  clown 
when  the  Sentinet-Review  price  comes 
down — no  sooner.  It  will  be  interesting 
to  know  when  that  may  be  anticipated — 
we  hone  soon. 

We  consider  ourselves  fbrehandec!  in 
having  leaded  our  shelves  with  books. 
The  only  reason  they  are  not  overloaded 
is  because  we  couldn't  get  over  half  the 
books   we   ordered. 

No,  Mr.  Editor,  book  prices  are  not 
headed  south — their  direction  is  north 
and  many  of  the  best  books  will  be  im- 
possible to  get  even  at  much  higher 
prices — but  not  the  $2.00  kind  that  sells 
for  25c. 

IN  CALGARY 

Wilson's  Bookstore,  111  Eighth  Ave., 
East,  Calgary,  Alberta,  uses  newspaper 
space  to  good  effect  in  advertising.  His 
copy  is  similar  in  construction  to  that 
of  the  average  department  store.  Toys 
have  been  getting  special  attention,  with 
attention  paid  to  the  arrival  and  depart- 
ure of  new  novels. 

Parker's  included  this  paragraph  in  a 
recent  advertisement: 

"Santa  has  had  us  arrange  to  have  a 
phone  put  in  the  'Toy  Shop'  all  for 
his  own  personal  use.  He  wants  little 
girls  and  boys  who  cannot  come  to  the 
store  to  call  him  up  and  talk  to  him. 
Just  call  Ml  161  and  ask  for  Santa,  and 
tell  him  about  all  the  things  you  want 
for  Christmas.  But  you  must  try  and 
come  to  the  store  tomorrow  at  10  o'clock 
to  see  Old  Santa  himself." 
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THE  FARMER  IN   POLITICS 

The  farmers  have  been  making-  them- 
selves felt  in  political  circles,  but  their 
case  has  not  been  presented  very  wide- 
ly in  the  form  of  permanent  literature. 
In  "The  Farmer  in  Politics,"  by  Will- 
iam Irvine,  which  has  just  been  pub- 
lished, there  is  given  a  very  exhaustive 
discussion  of  the  causes  of  the  farm- 
ers' movement,  its  aims,  objects  and 
possibilities. 

SEA  POWER 

"A  History  of  Sea  Power"  is  an  im- 
portant new  book  by  W.  0.  Stevens  and 
Allan  Westcott.  Beginning  with  the 
very  earliest  known  records  of  Phoeni- 
cian and  Athenian  sea-faring,  they  have 
traced  the  rise  and  fall  of  navies,  mer- 
chantman and  man-of-war,  down  to  the 
present  day.  The  vista  of  history  which 
is  thus  opened  up  is  one  of  the  most 
romantic  and  significant  in  human  an- 
nals. In  a  way  the  authors  have  told 
a  history  of  civilization  from  the  point 
of  view  of  sea  power,  and  have  shown 
most  clearly  the  close  interdependence 
of  national  power  and  control  of  the 
seas. 

LOUIS  COUPERUS 

Arrangements  have  been  concluded 
whereby  McClelland  &  Stewart  will  have 
the  Canadian  rights  for  the  publication  of  , 
the  books  of  the  novelist  Louis  Couperus, 
regarded  as  the  foremost  living  Dutch 
author.  Among  his  most  notable  novels 
is  "Small  Souls." 

INTIMATE  GOLF  TALKS 

With  all  the  world  going  golfing,  Jes- 
sup  and  Dunn's  "Intimate  Golf  Talks," 
a  profusely  illustrated  volume  pub- 
lished by  Putnam's,  will  command  inter- 
est everywhere. 

When  John  Duncan  Dunn  was  head 
of  the  great  Wanamaker  indoor-golf 
school,  Mr.  Jessup  came  to  interview 
and  remained  to  play.  In  his  introduc- 
tion he  says:  "These  talks  are  more 
than  interviews — they  are  the  direct  re- 
sults of  actual  situations.  I  was  the 
average  golf  duffer  burdened  with  more 
than  the  average  number  of  golfing 
faults.  The  ghost  of  this  same  duffer, 
club  in  hand,  stalks  through  the  follow- 
ing pages.  Mr.  Dunn's  words  in  great 
part  are  inspired  by  the  sight  of  this 
actual  exhibit  out  of  which  he  is  at- 
tempting to  make  a  golfer."  (The  pho- 
tographs here  will  prove  of  great  help 
to   the   player.)      "He   makes   golf   seem 


amazingly  simple;  he  clearly  shows  the 
difference  between  an  essential  and  a 
non-essential.  I  am  thoroughly  con- 
vinced there  is  not  a  man  living  who 
knows  more  about  golf  and  how  to 
teach   it." 

THE    PARTS   MEN    PLAY 

The  London  correspondent  of  the  Mont- 
real "Gazette"  in  a  recent  despatch  to 
his  paper  quoted  the  London  "Standard" 
as  follows:  "'Mr.  Britling  Sees  It 
Through'  no  longer  stands  by  itself  as 
the  great  exponent  of  the  philosophy  of 
the  war.  Henceforth,  it  must  share  this 
position  with  Mr.  Beverley  Baxter's  'The 
Parts  Men  Play.'  " 

The  book  was  recently  published  in 
London  and  seems  to  have  excited  much 
interest  in  literary  London,  being  favor- 
ably reviewed  by  the  newspapers. 

LIBRARIES    VS.   MOTOR   CARS 

Principal  Taylor  of  Queen's  Univer- 
sity, addressing  the  Woman's  Canadian 
Club,   Toronto,   said: 

"Almost  every  one  has  a  motor  car 
and  hardly  one  a  library.  I  don't  mean 
sets  of  books  and  standard  authors.  I 
mean  books  gathered  lovingly;  only 
shabby  treasures  that  you  can  call 
friends." 

Urging  upon  parents  the%  Importance 
of  wide  reading  on  the  part  of  the 
young,  the  speaker  declared  that  too 
careful  a  restriction  was  not  advisable. 
"Don't  be  afraid  to  let  them  read,"  he 
said.  "Your  small  boy  can  read  'Don 
Quixote'  without  seeing  one  thing  in  it 
you  would  not  wish  him  to  see,  and  I 
have  known  a  youngster  of  9  poring 
enraptured  for  hours  over  the  'Faerie 
Queen'  that  at  20  would  bore  her  to 
death.  For  a  real  education  I  would 
turn  my  children  loose  in  a  library  and 
trust  them  to  get  the  best  out  of  what 
they  read.  Take  books  on  your  summer 
holidays.  Dickens  and  Charles  Reade  and 
lots  of  Stevenson  and  let  the  youngsters 
read." 

THE  HERO  OF  THE  LONGHOUSE. 

From  the  World  Book  Co. ,  Yonkers 
N.  Y.,  comes  "The  Hero  of  the  Long- 
house,"  by  Mary  E.  Laing.  This  story 
gives  a  portrayal  of  the  human  Hia- 
watha in  and  of  his  own  homeland. 
As  nearly  as  may  be,  the  story  follows 
well  established  facts,  an3  these  are 
supplemented  with  incidents  that  in 
themselves  are  true  to  the  life  of  the 
Iroquois. 
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THE  COMEDIENNE 

Wladyslaw  Stanislaw  Reymont,  one  of 
Poland's  most  distinguished  novelists,  is 
the  author  of  "The  Comedienne,"  just 
published  by  Putnam's,  being  the  tale  of 
a  Polish  girl  who  rebels  against  her 
drab  existence  in  a  remote  hamlet  and 
joins  a  company  of  provincial  players: 
The  character  and  development  of  this 
strange  young  Slavic  woman,  and  the 
settings  and  personalities  of  her  en- 
vironment, are  described  with  graphic 
strength    by    Wladyslaw    Reymont. 

Reymont  was  born  in  1868,  in  Russian 
Poland.  At  that  time  it  was  forbidden 
to  speak  Polish  in  the  schools.  Reymont, 
who  insisted  on  using  his  native  tongue, 
was  systematically  expelled  from  one 
school  after  another.  Reymont  is  the 
author  of  twenty  novels,  most  of  them 
having  been  translated  into  several 
languages.  "The  Comedienne"  is  the  first 
of  his   works  to   appear  in   English. 

WON   $2,500  PRIZE 

The  prize  of  $2,500,  which  Collins  & 
Co.,  London,  publishers,  offered  for  the 
best  novel  submitted  to  them,  has  been 
carried  off  by  a  first  romance,  entitled, 
"The  Journal  of  John  C.  Bulwer." 

Its  author,  Miss  Caroline  Vehyne,  is  a 
young  actress  who  has  not  yet  had  a 
single  line  in  print.  The  novel  which 
has  won  the  prize  was  written  when 
she  was  still  in  her  teens,  most  of  the 
actual  writing  being  done  in  railway 
trains   and   theatrical  lodgings. 

The  manuscripts  with  two  others  by 
Miss  Vehyne  were  several  times  reject- 
ed by  different  firms  before  the  young 
author  had  the  lucky  inspiration  of  en- 
tering "The  Journal  of  John  C.  Bulwer" 
in  this  competition. 

BOOK   TRADE  GOSSIP 

Booth  Tarkington  has  just  com- 
pleted the  manuscript  of  a  new  novel, 
"Alice  Adams,"  which,  with  "The  Tur- 
moil" and  "The  Magnificent  Ambersons" 
will  make  a  triology  of  novels  built  upon 
middle  western  life. 

Although  the  critics  are  still  at  sea 
as  to  the  authorship  of  "In  the  Moun- 
tains," one  thing  all  readers  agree — 
that  the  author  must  be  a  woman.  The 
point  of  view,  the  satanic  sweetness  and 
playfulness  of  the  irony  are  so  distinc- 
tively feminine.  Who  but  a  woman 
would  express  such  an  amused  tolerance 
of  bores? 


BOOKSELLER     AND     S  T  A  T I 0  N  E  R 


VSQI  1  Iff  ON  THE  AMERICAN  POINT 
OF   \  IEVI 

March    16,   1916. 

[f  we  made  terms  with  the  enemy 
now,  Asquith  thought  that  the  Americans 
would  be  as  furious  with  us  as  we  should 
with  the  French  if  they  had 
made  peace  in  L915  when  \ve  had  a  mill- 
ion men  training  here.  The  Americans 
fht  that  they  were  going  to  do  a  bis 
tiling,  and.  they  would  despise  us  for  giv- 
ing way  when  America  was  about  to  win 
the  war;  they  would  hate  us  more  than 
after  the  War  of  Independence.  "Yes," 
I  said,  "and  then  there  is  the  future.  If 
we  are  left  to  be  the  sole  support  of 
France  at  some  future  date  when  Ger- 
many i  i  ready  to  renew  the  war,  then 
lite  in  England  would  be  intolerable. 
We  must  get  America  right  in  and  re- 
sponsible for  the  Peace  Terms,  so  that 
if  Germany  broke  them  America  would 
he  involved,  having  footed  the  joint  bill." 
—From  "The  First  World  War,"  by  Col. 
Repington. 

December  30,   1916 

Robertson  says  that  Lloyd  George 
wants  a  victory  quickly,  a  victory  while 
you  wait.  He  does  not  care  where. 
Somewhere  where  opinion  will  be  im- 
pressed, like  Damascus.  R.  has  told  him 
that  Damascus  may  come  in  time,  when 
rail  and  pipe  lines  are  laid,  and  mean- 
while what  about  Beersheba?  L.  G. 
didn't  fancy  that  Beersheba  would 
catch  on,  but  Jerusalem  might!  This 
is  War  Cabinet  strategy  at  the 
close  of  1916  and  if  we  can  win 
on  it  we  can  win  on  anything. — From 
"The  First  World  War,"  by  Col. 
Repington. 


A   NOVEL   OF   SOUTH   AMERICA 

"Black  Gold,"  a  new  novel  by  L.  E. 
Elliott,  author  of  "Brazil  To-day  and 
To-morrow,"  and  other  books,  is  a  novel 
of  South  America.  An  English  theatrical 
troupe  in  the  heart  of  the  rubber  coun- 
try, political  intrigues,  a  flight  down  the 
Amazon — here  is  a  stirring  adventure 
story,  with  a  background  of  such  de- 
scriptions of  Brazil  as  have  rarely  been 
written. 

THE  SOUL  OF  JOHN   BROWN 

Stephen  Graham's  new  book  is  called 
"The   Soul  of  John  Brown." 

It  was  while  marching  to  Cologne  that 
Stephen  Graham,  private  in  the  Guards, 
thought  how  he  should  have  enjoyed 
marching  through  Georgia  with  General 
Sherman,  and  resolved  to  tramp  along 
that  Southern  road  when  he  got  a  chance. 

As  soon  as  he  was  free  of  the  army 
he  made  an  extensive  pilgrimage 
throughout  the  South  from  Virginia  to 
Louisiana  to  ascertain  how  the  ex-slave 
lives,  what  he  is  doing,  how  the  experi- 
ment of  his  liberation  has  prospered,  and 
what  is  his  future  in  the  American  com- 
monwealth. This  is  the  report  of  what 
he  saw,  heard,  and,  as  a  Christian  hu- 
manitarian,  pondered. 


JOHN    BURROUGHS'   FIRST   SWEET- 
HEART 

John  Burroughs'  recollections  of  his 
first  sweetheart  are  as  fresh  and  rose- 
tinted  as  the  cheeks  of  the  little  lady 
as  she  ran  down  the  hill  to  play  with 
her  ardent  young  admirer,  aged  five. 
"Uncle  John"  tells  about  her  in  "John 
Burroughs,  Boy  and  Man,"  the  semi- 
autobiography  which  is  written  by  his 
friend,  Dr.   Clara   Barrus. 

THE  ATMOSPHERE  OF  '"KIM" 

"Son  of  Power,"  a  new  book  by  Will 
Levington  Comfort  and  Zamin  Ki  Dost, 
is  set  in  the  land  of  Kim,  in  India. 
Born  in  Chicago,  educated  in  a  circus, 
Sanford  Hantee  at  nineteen  had  one 
definite  purpose:  to  go  to  India  and 
learn  from  one  of  the  chosen  the  cu- 
mulative knowledge  of  the  ages  by 
which  man  can  control  wild  animals 
without  a  club  but  by  the  power  of  his 
own  will,  his  kindness  and  fearlessness. 
There  is  also  the  girl,  Carlin,  half  Eng- 
lish, half  Hindu,  of  the  most  aristocratic 
caste  in  India.  Among  her  people  she 
is  Gul  Moti,  the  great  Preserver  and 
Chosen  of  Vishnu.  This  is  a  story  of 
exquisite  beauty  and  power. 

AUTHOR  OF  "POTTERISM" 

Rose  Macaulay,  whose  novel  of  pres- 
ent-day life,  entitled  "Potterism,"  has 
been  heralded  as  a  literary  sensation  in 
England,  is  the  daughter  of  the  late  G. 
C.  Macaulay,  literary  critic  and  lecturer 
on  English  literature  and  languages  at 
Cambridge  University.  Miss  Macaulay 
was  educated  at  home  and  at  Somer- 
ville  College,  Oxford.  Ever  since  be- 
ing graduated  she  has  been  writing.  She 
has  written  several  novels  and  two 
books  of  verse.  In  addition  to  her  novel 
writing  she  is  now  employed  on  review- 
ing and  in  free-lance  journalism  for  va- 
rious English  papers. 

THE  EMIGRANT  IN  VERSE 

"The  Beckoning  Skyline"  is  a  new 
book  of  poems  by  J.  Lewis  Milligan.  It 
is  a  lyrical  narrative  of  the  painful  but 
zestful  experience  of  a  man  with  a  young 
family  slipping  from  the  moorings  of 
Homeland  and  sailing  from  Liverpool  to 
other  fields  of  endeavor  in  the  New 
World. 

This  is  the  first  attempt  of  any  writer 
to  treat  at  any  length  in  a  poetical 
manner  the  modern  emigrant.  ,  It  tells 
in  musical  verse  the  heart-story  of  thou- 
sands of  British-born  Canadians. 

NIVEN'S  NEW  NOVEL 

Following  up  Frederick  Niven's  "A 
Tale  that  Is  Told,"  comes  "The  Lady  of 
the  Crossing,"  a  tale  of  the  Kootenay. 

It  is  with  ingenious  verve  and  first- 
hand knowledge  that  Mr.  Niven  portrays 
life  in  a  raw  western  community,  his 
characters  sketched  with  a  Whistler-like 
exactitude  and  certainty. 

Few  authors  can  equal  him  at  an  "Up 
West"  tale,  for  he  has  lived  the  life  and 
forgotten  nothing  of  his  impressions  of 
that  rough  frontier  land. 
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CANADA   FIRST 

"Canada  First  and  Other  Poems,"  by 
James  A.  Ross  of  Wellandport,  Ontario, 
contains  considerable  patriotic"  verse  of 
simple  but  sincere  appeal,  and  many 
poems'  reminiscent  of  the  delights  that 
make  Riley  and  Eugene  Field  such  fa- 
vorites. 

Among  the  new  books  this  season  is 
"An  Anthology  of  Humorous  Verse,"  by- 
Carolyn  Wells.  It  includes  the  work  of 
all  the  jovial  favorites. 

Alice  Winlow  and  K.  Pocklington  have 
written  a  fine  story  for  girls  in  "The 
Morning  Glory  Girl."  The  heroine  is  a 
favoite  with  all  and  a  leader  in  many 
harmless  but  exciting  and  mirthful 
pranks.  The  mother  is  described  as  hav- 
ing "a  heavy  hand  and  a  heart  of  gold." 
The  boarding  school  teacher,  the  absent- 
minded  husband,  and  the  shy  lover  are 
other  characters  that  contribute  to  the 
humor  or  pathos  of  the  story. 

The  authors  of  this  story  are  well- 
known  residents  of  Vancouver,  B.C.,  and 
have  embodied  in  the  story  their  knowl- 
edge of  the  Western  prairies  gained  at 
first  hand. 

"Tahiti  Days,"  by  Hector  Macquarrie, 
is  a  record  of  leisurely,  colorful  days  in 
Tahiti,  quaint  personalities,  quaint  cus- 
toms, the  movies  of  a  western  civiliza- 
tion under  the  palm  thatch  of  the  South 
Sea  islands — a  book  for  those  who  love 
to  go  a-voyaging  to  far  corners  of  the 
earth  where  only  the  fortunate  few  find 
time  to  linger.  The  book  is  very  beau- 
tifully illustrated  with  photographs. 

R.  C.  Holliday, ,  who  wrote  "Walking 
Stick  Papers,"  gives  us  this  season 
"Men  and  Books  and  Cities,"  which  is 
a  whimsical  survey  of  men  and  books 
and  cities,  the  outgrowth  of  a  pilgrim- 
age which  Mr.  Holliday  made  from  New 
York  to  Indianapolis,  Chicago  and  the 
Coast  in  search  of  literary  loot.  Noth- 
ing much  escapes  the  thickly-spectacled 
eye  of  this  genial  philosopher.  He  pokes 
among  the  obvious  with  the  tip  of  his 
walking-stick  and  invariably  turns  up 
the  fresh,  the  amusing,  the  true  and  half- 
seen  things  that  lie  just  below  the  sur- 
face. A  gossipy,  likeable,  readable  book, 
as  full  of  personal  revealing  as  it  is  of 
pleasant   discovery. 

AN    AUTHORITY   ON   SCOTT 

"Are  you  fond  of  literature?"  asked 
Mr.  Bowdly. 

"Passionately!"  Miss  Tubbs  replied. 

"Then  you  must  admire  Sir  Walter 
Scott,"  he  exclaimed  with  sudden  ani- 
mation. "Is  not  his  'Lady  of  the  Lake' 
exquisite  in  its  flowing  grace  and  poetic 
imagery?" 

"It  is  perfectly  lovely!"  she  assented, 
clasping  her  hands  in  ecstasy.  "I  sup- 
pose I  have  read  it  a  dozen  times." 

"And  Scott's  'Marmion',"  he  went  on, 
"and  'Peveril  of  the  Peak'?" 

"I  just  dote  on   them,"  she   said. 

"And  Scott's  Emulsion,"  he  said 
hastily,  a  faint  suspicion  dawning  on 
him. 

"I  think,"  she  said,  "that  it's'  the  best 
thing  he  ever  wrote." 


B  OOKS  E  L  1 ,  E  R      AND     S  T  A  HON  E  R 


WeldonRoberts 

Rubber    Erasers 


-    .■■■;:■■.  -:^:;in.- :■■;:-  ■ 


With  an  ample  stock  of  our  88  Styles  to  meet  every  need  of  every  kind 
of  office-worker,  the  progressive  stationer  can  feel  satisfied  that  he  is 
measuring  up  to  the  demands  of  his  patrons. 

To  offer  to  supply  something  "just  as  good"  is  not  good  business. 


Weldon  Rob e rt s  Rub b e r  Co.  N ewa  rk ,  N. J .  U.S.A. 


We  are   open  to  appoint    agencies  in  cities  and  towns    where    not  at   present 
represented.    This  offers  a  first-class  proposition  for  office  specialty  distributors. 

Empire  Typewriter  Co.  of  Canada,  Limited 

Head  Office  and  Factory  _____  MONTREAL,  P.Q. 


GET  THE  BEST!  BLOTTING  PAPER 

MANUFACTURED  BY 

THE  EATON-DIKEMAN  COMPANY,  Lee,  Massachusetts,  U.S.A. 


Housatonic 


THE  FOLLOWING  WELL-KNOWN  BRANDS  CARRIED  IN  STOCK 

Magnet  Columbian  Lenox  Arlington  Wavelet 

Matrix  and  Filter  Papers 

FOR  SALE  BY  THE  LEADING  JOBBERS  IN  PAPER 


Canadian  Pad  &  Paper  Co.,  Limited 

255  Wellington  St.  West        -        Toronto 

Manufacturers  of 

Writing  Tablets  School  Blank  Books 

Exercise  Books  Foolscap  Papers 

ENQUIRIES  ARE  SOLICITED 
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SMITH'S  CENTENARY 

\Y.  c.  Smart,  manager  of  the  famous 
English  firm  of  W.  H.  Smith  &  Sons,  who 
a  chain  of  book  and  news  stores 
throughout  England  in  an  interview 
ily  published  told  of  the  forthcom- 
ing centenary  celebration  of  this  firm. 
Speaking  of  his  unbroken  servi< 
nearly  fifty  years  with  the  concern  Mr. 
Smith  said  it  was  his  view  that  the  habit 
of  reading  increases  with  the  growth 
<jf  the  population,  and  he  said  that  the 
number  of  books  "devoured"  by  the  work- 
lasses  was  extraordinary.  Men  of 
the  mercantile  marine  on  their  way  to 
some  distant  port  with  no  library,  such 
as  carried  by  a  passenger  ship,  and  no 
wireless,  and  no  newsboy  to  call  round 
t  he  papers,  were  the  most  omnivorous 
readers.  Mr-.  Smart  suggested  that  some 
sort  of  library  ought  to  be  carried  in  their 
interest  even  on  small  trading  vessels. 
As  for  women,  he  thought  that  their 
tastes  had  not  changed  much  during  the 
last  50  years.  They  had — consisent- 
ly — old  and  young,  rich  and  poor — pre- 
ferred love  stories  to  all  other  books. 

"Then,  and  for  many  years  after,  no 
bookstall  was  complete  without  a  com- 
plete set  of  poets,  for  which  there  was  a 
big  demand.  People  don't  buy  the  poets 
today  as  they   did  40   or   50  years  ago." 

FIGHT  COMMERCIAL  BRIBERY 

The  following  resolution  has  been 
adopted  by  the  National  Association  of 
Office  Appliance  Manufacturers  of  the 
U.S.: 

"Whereas,  it  is  the  conviction  of  the 
National  Association  of  Office  Appliance 
Manufacturers  that  the  practice  of  com- 
mercial bribery,  defined  as  the  payment 
of  gratuities  by  sellers  to  buyers  or  rep- 
resentatives in  the  employ  of  buying  con- 
cerns or  buyers,  for  the  purpose  of  in- 
fluencing or  securing  purchases  is  prac- 
ticed to  such  a  degree  as  to  be  a  menace 
to  the  upbuilding  of  business  on  an 
honest  basis,  to  fair  trade  practices  and 
policies,  and  to  the  best  interests  of  the 
public  and  the  community  in  general; 
therefore  be  it 

"Resolved,  That  the  members  of  the 
National  Association  of  Office  Appliance 
Manufacturers  pledge  their  support  to 
the  Fletcher  Bill  (S.  4603,  65th  Congress, 
2nd  Session)  which  is  now  before  Con- 
gress to  make  commercial  bribery  a 
Federal  penal  offence  and  to  take  such 
action  as  may  later  be  deemed  advisable 
by  the  board  of  directors  of  the  associa- 
tion to  arouse  sentiment  to  secure  favor- 
able action;  and  be  it  further 

"Resolved,  That  we  urge  upon  organiz- 
ations of  sales  managers  and  upon  trade 
and  business  associations  and  publica- 
tions to  take  an  active  part  in  urging 
Congress  to  take  favorable  action  on  the 
Fletcher  Bill." 

This  should  be  a  cue  to  the  local  asso- 
ciations of  commercial  stationers  in 
Montreal,  Toronto,  and  other  large  cities 
in  Canada. 


Finding  the  Average 

One  Definite  Aim  for  the  Trade— Merchant  Has  It  in  His  Power 
to  Hasten  Readjustment — Public  His  Barometer. 


THE  average  of  human  exuberance 
and  depression  is  found  some- 
where close  in  the  neighborhood 
of  the  ordinary  mood  in  which  we  are 
found  carrying  on.  The  mean  of  highest, 
and  lowest  temperatures  is  not  far  from 
the  temperature  that  prevails  for  the 
greatest  number  of  the  365  days  of  the 
year;  and  over  a  period  of  years  (say 
ten)  the  abnormal  and  subnormal  ex- 
tremes of  trade  average  not  far  from 
the  condition  in  which  the  demand  for  all 
classes  of  merchandise  is  well-propor- 
tioned and  in  which  prices  are  at  a  nor- 
mal level,  being  neither  too  low  nor  ex- 
cessively high. 

It  is  therefore  to  be  expected  that  fol- 
lowing a  period  of  abnormal  inflation 
there  will  be  a  period  of  subnormal  de- 
pression; but  it  is  also  a  rule  that  the 
average  of  the  two  periods  should  be 
what  the  merchant  considers  happy  days. 
To  compel  this  average  from  the  two 
periods,  the  latter  of  which  is  now  here, 
should  be  the  present  aim  of  trade. 

It  is  apparent,  on  the  face  of  things, 
that  this  law  of  average  works  out  from 
the  standpoint  of  the  public,  the  pur- 
chasers. 

During  the  past  six  years  there  has 
been  an  abnormal  distribution  of  wealth. 
Sections  of  the  public  formerly  in  all  but 
destitute  circumstances,  have  found 
themselves  in  comparative  opulence.  And 
the  artisan  has  been  known  by  his  silk 
shirt;  the  mechanic  by  his  closed  car  and 
shop  clerks  by  their  player  pianos.  As 
they  have  earned  abnormally,  so  have 
they  spent.  Full  heartedly  they  entered 
into  the  new  conditions,  led,  it  must  be 
admitted,  however,  unconsciously,  by 
those  who  have  always  enjoyed  greater 
wealth,  but  who  have,  with  increased 
wealth,  also  indulged  in  increased  lux- 
ury. 

Now  is  the  pinch  coming.  Lower 
wages,  shorter  hours  by  reason  of  de- 
creased production,  in  some  cases  loss 
of  jobs,  are  combining  again  to  popular- 
ize plain  foods,  plain  clothes,  comfort- 
able houses  and  efficient  but  less  elab- 
orate baby  carriages  and  things.  People 
will  now  buy  more  moderately  and  less 
extravagantly,  but  they  will  continue  to 
buy — rather  to  supply  their  need  than 
to  gratify  their  fancy.  To  that  extent 
we  will  have  hard  times,  not  necessarily 
any  further. 

Canada   Is    Rich 

For  much  of  the  money  that  circulated 
during  the  war  has  not  been  lost.     It  is 


still  in  existence  and  will  still  be  used 
to  conduct  business  and  keep  the  old 
world  going.  Maybe  the  banks  are  call- 
ing it  in;  but  it  is  in  the  banks  to  some- 
body's credit  and  will  circulate  so  soon 
as  it  is  seen  that  a  sound  basis  has  been 
restored  to  national  business.  And  that 
restoration  will  be  complete  so  soon  as 
there  is  completed  a  sound  basis  to  na- 
tional living. 

So,  such  depression  as  we  may  now  ex- 
pect is  but  transitory  rather  than  per- 
manent; it  is  the  inevitable  step  from 
abnormality  to  the  mean.  Its  name  is 
temporary  subnormality. 

Co-operation  is  therefore  the  prime 
requisite  in  speedily  re-arriving  at  the 
mean  condition.  Merchants  who  carry 
on  in  a  reasonable  way,  offering  reason- 
able goods,  being  satisfied  with  reason- 
able turnovers  and  profits,  who  appre- 
ciate that  they  are  dealing  with  reason- 
able people  who  must  now  live  reason- 
ably, are  those  whost  credit  at  the  banks 
will  most  readily  be  restored,  those  who 
will  least  feel  the  pinch  and  who  will 
most  quickly  recover  from  it. 

Foresight 

If  the  mistake  has  been  made  of  living- 
only  from  season  to  season,  the  greater 
will  be  the  difficulty  of  ameliorating  the 
trials  of  the  next  few  months.  But  those 
who  have  always  realized  that  they  will 
be  in  business  for  the  most  of  their 
lives  will  have  already  appreciated  the 
importance  of  maintaining  an  average,  a 
mean  condition  thi-ough  all  ups  and 
downs;  and  to  them  even  the  most  un- 
usual conditions,  up  or  down,  resultant 
from  war.  are  just  the  ordinary 
exigencies  intensified.  They  are  to  be 
met  by  the  old  standby  methods 
intensified. 

It  is  the  fear  of  hard  times  that  in- 
tensifies depression.  But  the  calm  ac- 
ceptance of  hard  times  as  a  necessary 
transition  to  normality  will  ameliorate 
depression,  providing  adequate  service 
for  adequate  returns  is  always  the  prin- 
ciple. When  the  public  was  a  well-fed 
person  it  wanted  caviar — and  paid  ade- 
quately for  it.  When  it  is  a  hungry  child 
it  wants  porridge — and  will  pay  ade- 
quately for  it.  And  when  enough  por- 
ridge can  be  provided  for  adequate  pay, 
there  will  be  enoush  work  to  provide 
enough  money  to  provide  enough  por- 
ridge.     It  goes  round  and  round. 

When  the  retail  merchant  makes  his 
cog  in  the  wheel  fit  and  work  smoothly, 
we  are  then  much  nearer  the  goal. 


"For  Books  do  preserve,  as  in 
a  vial,  the  purest  efficacy  of  that 
living  intellect  that  bred  them. 
A  good  book  is  the  precious  life- 
blood  of  a  master  spirit,  em- 
balmed and  treasured  up  on  pur- 
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pose  to  a  life  beyond  life."  Milton. 
"Employ  your  time  in  improv- 
ing yourself  by  other  men's  writ- 
ings; so  you  shall  come  easily  by 
what  others  have  labored  hard 
f  or. " — Socrates. 
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Toys  and 
Dolls 


FEW  items  of  goods 
for  holiday  gifts 
constitute  so  important 
a  line  as  toys  and  dolls, 
more  particularly  be- 
cause of  the  manner  in 
which  they  loom  up 
when  one  considers  the 
children. 

What  would  Christmas 
be  for  children  without 
gifts? 

What  gifts  for  children 
excel  toys  and  dolls? 
These  terms  cover  a 
wide  variety  of  goods, 
from  articles  costing  a 
few  cents  apiece  up  to 
much  more  pretentious 
gifts. 


DOLLS 

Toy  Tea  Sets 

Toys  and  Novelties 

Import  1921  Delivery 


T  is  recognized  by  the  trade 
Athat  MORIMURA  DOLLS 
are  superior  in  finish  and 
workmanship. 

They  have  beautiful  bodies, 
finely  finished  bisque  heads, 
French  glass  eyes,  perfect  wigs. 


MORIMURA  BROS. 

IMPORTERS 

53  West  23rd  St.  New  York 
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INDEX  TABS 

FOR     ALL     REQUIREMENTS 
in    Celluloid,    Leather,    Canvas,    Cloth    and    Paper 

Sold    in 
"AIGNER'S    PATENT  CUT  STRIPS"     and   also  any    kind  of 
Index    attached    to   Sheets,    in    any    Size  or   Quantity. 
They  are  not  manufactured  from  Cheap   Material,  and  have 
he   Ti-sl      That  is   why  they  are  the  Best,      hd'/,    in   time 
of  all  our  Tabs  beinsr  put  op  in  "AIGNER'S 
PATENT  CUT  STRIPS."   uniform   in  size— no  resorting     and 
all    chances    of    error;    are    eliminated. 

A  trial  order  will  convince  you  Order  1  dozen  sets  or 
50  dozen  seta  We  are  equipped  to  make  immediate  ship- 
ments   at    lowest   WHOLESALE    PRICES. 

Over  3    Million   sold   last  year— Let's  make   it  5   Million   this 

"LET  GEORGE  DO  IT." 

G.  J.  Aigner  &  Co. 

Sole  Manufacturers  of  the  "Patent  Cut  Index  Tabs." 
Dept.  B,  521-23  W.  Monroe  St-  CHICAGO,  ILL. 


The  INDEX 

that  makes 

PHONING 


more    convenient 

FOR  SALE  BY 
ALL  JOBBERS 

MANUFACTURED  BY 


CROWN  STATIONERY  COMPANY 

12  WEST  17th  STREET,  NEW  YORK 


Cy7xe,CJ^h/  A(H^CfC/ytA^ 


TOURING  the  coming 
*-*  Xmas  Holiday  season, 
there  is  certain  to  be  an  even 
greater  demand  for  this 
popular 

"A. A."  Fountain  Pen 

Filled  by  a  mere  twist  of  the 
wrist,  this  famous  Self- 
Filling  Fountain  Pen  sells 
readily  at  popular  prices. 

Trade  discounts  and  information 

on  special  assortments 

upon  request. 

MODERN  PEN  COMPANY 


533  Canal  St. 


New  York  City 


ABIAVAFIT 

OoVelky  -  ftamoap 

< QyZ V 

— to— 

CaJ6nchre,CbpisbmasCancfe 


"Postcards 


The  Alphalsa    Publishing  Co.,  Ltd 

2-4  Scrutton  St.,  Finsbury,  Lon- 

IAL5|-JAJ  don,  E.C.   2,   England  iAIgMA)    I 


PROTECTS  \0UR  FINGER 


"ARGUS"  Paper  Fasteners/1 

New  patent — finger  guard   absolutely 
prevents  point  pricking.    Made  of  steel 
and  always  stays  in  place.     Cost  no  ^ 
more    than    others    and    sell    readily. 
Write  for  FREE  sample. 

You  Can't  Lose  Pen  or  Pencil 

This  wonderful  UP-TO-DATE 
«  combination  clasp  and  yearly 
jj  calendar  will  more  than  pay  for 
_  Itself  by  saving  pencils  and 
,=  time.    At  all  good  stationers  or 

from  us  20c.  stamps  or  coins. 

Dept.  30 


State  for  Pen  or  PendB 


ARGUS  MFG.  CO. 


402-406  N.  Paulina  St.,  CHICAGO,  ILL. 


Dollars  and  Ideas 


There  is  a  saying  that  long  since  has  passed 
the  "original"  stage  so  it  cannot  be  credited 
to  anyone  in  particular.  It  runs  as  follows: 
"'You  have  a  dollar.  I  have  a  dollar.  We 
swap.  Now  you  have  my  dollar.  And  I 
have  yours.  We  are  no  better  off.  .  You 
have  an  idea.  I  have  an  idea.  We  swap. 
Now  you  have  two  ideas.  And  I  have  two 
ideas.     That's  the  difference." 

An  idea  can  be  used  by  a  great  many  people 
without   anyone   being  the   poorer   for   it. 

BOOKSELLER  AND  STATIONER  con- 
tains the  ideas  of  many  people  which  are 
your?  to  use  free.  They  are  reported,  ana- 
lyzed and  prepared  for  your  ready  use  right 
at  your  store. 


Read  the  editorial  columns 
vertising  pages. 


Studv  the  ad- 


BOOKSELLER  & 
STATIONER 

143-153  University  Avenue,  Toronto,  Ont. 
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Music  and  Musical  Merchandise 

A  Guide  for  Buying  and  Selling 


THOUSANDS 
of  DEALERS 

Are  finding  "FEIST 
SONGS"  a  most  pro- 
fitable line. 

Music  sales  were  never 
larger  than  they  are 
to-day. 

Write  us  for  Prices,  etc. 

LEO  FEIST  LTD. 

193  Yonge  St.       Toronto 


Christmas  Suggestions 

A  number  of  Seasonable  Lines  of 
Goods  which  should  form  part  of  your 
window  or  showcase  display  from  now 
until  Christmas  at  least,  being  offered 
to  you  at  exceptionally  attractive 
prices.' 

Harmonicas  (Mouth  Organs) 

A  special  discount  of  Five  per  cent, 
will  be  given  on  Orders  for  gross  lots 
for   Christmas   Trade. 

'No.   701—  Harmonica.   16  double   holes.   32  reeds, 
nickel-plated    concave   covers,    in    hinged    cover 

box.      Wholesale,    doz $4-00 

No.  804 — Harmonica  "Peerless.'.'  16  double 
holes.  32  reeds,  heavy  nickel-plated  covers, 
heavy  brass  plates,  extension  ends.  A  very 
attractive  and  well-finished  Harmonica,  easy 
blowing     and      splendid      tune;     hinged     cover 

box.      Wholesale,    doz $4.50 

No  700 — Harmonica  "Tremolo  Concert."  16 
double  holes.  32  reeds,  nickel-plated  covers, 
In    pasteboard    box.      Wholesale     doz $4.75 

^.WlLUAMStSS 

468  King  St.  West,  TORONTO 

Est.  1819 


COMING! 

More  New 
Music  Trade 
Advertise- 
ments Will 
Appear  in 
This  Depart- 
ment Next 
Month. 

WATCH  FOR  THEM 


Music  Trade  News 

MUSIC  IN  THE  HOME. 

The  Music  in  the  Home  Campaign  has 
been  launched  by  the  Canadian  Bureau 
for  the  Advancement  of  Music.  It  bids 
fair  to  be  a  real  success.  The  only  al- 
teration in  the  original  plans  is  that 
retailers  prefer  to  work  on  the  indi- 
vidual rather  than  the  co-operative  sys- 
tem; the  original  idea  was  that  several 
dealers  in  the  same  town  should  use  the 
series  of  ready-made  advertisements  pre- 
pared by  the  Bureau.  Particularly  in 
the  Maritime  Provinces  and  the  West, 
the  trade  is  taking  advantage  of  this 
economical,  national  plan  for  advertis- 
ing their  musical  goods.  The  slogan, 
"Choose  Musical  Gifts  This  Christmas," 
is  having  its  effect. 

The  Penticton  Stationery  Store,  Pen- 
ticton,  B.C.,  has  the  following  item  in 
its  Christmas  advertising:  "We  carry 
full  line  of  strings  for  violin,  mandolin, 
guitar,  banjo  and  auto-harp."  Many 
other  Canadian  stationers  have  taken 
advantage  of  the  heavy  demand  for  small 
musical  goods  which  has  existed  for  some 
months  and  are  well  stocked  with  in- 
struments. A  thriving  winter  season  is 
expected  in  this  line. 

THE  POWER  OF  MUSIC 

Make  a  large,  place  in  your  life  for 
music  and  it  will  bring  you  a  priceless 
reward. 

All  the  desires  of  your  heart  will  come 
closer  as  you  become  attuned  to  the 
rhythm  and  harmony  of  life. 

In  the  hour  of  rest  music  will  uplift 
your  spirit  and  give  refreshment  to 
every  faculty  of  your  being. 

In  the  hour  of  .rest  music  will  uplift 
in  the  strength  and  energy  which  music 
has   given   you. 

In  the  hour  of  jubilee  music  will  bring 
you  thrills  of  delight  that  compensate 
for  that  which  is  dull  and  commonplace. 

In  the  hour  of  nrayer  music  will 
quicken  the  aspirations  of  your  soul 
and  perfume  your  life  with  the  breath 
of  heaven. 

In  the  hour  of  fellowship  music  will 
blend  your  spirit  with  others  in  unity 
and  understanding. 

In  the  hour  of  love  music  will  enrich 
your  heart  with  feelings  that  magnify 
the  meaning  of  existence. 

In  the  hour  of  memory  music  will 
unseal  the  treasures  of  the  past  and 
bring  a  sacred  glory  to   the   present. 

— Waldo  Pondray  Warren,  in  "The 
Musicale." 


SELL 


the  phonograph  that  has  exclu- 
sive features  which  make  it  the 
best  merchandising  proposition 
in  the  trade. 


ij:m;i.mjijh 


Write  us  to-day  for  full  particu- 
lars of  our  special  proposition 
for  booksellers  and  druggists. 

The  Musical  Merchandise  Sales  Co. 

Sole  Canadian  Distributors 

Brunswick    Phonographs    and    Records,    Q.R.S. 
Bolls,     Reflexo     and     Brilliantone     Needles. 
79    Wellington    Street    E.,    Toronto. 


qA  Fast  Seller 
40%  Profit 

There  is  a  real  profit  in  these 
books — and  they  sell  very 
fast.  Everyone  wants  a 
book  of  poems  when  sold 
at  such  a  low  price,  and 
when  it  contains  every  pop' 
ular  poem  that  they  want. 

101  Famous  'Poems 

is  such  a  desirable  book  that  a  display  of 
them  will  sell  every  one  in  your  stock. 
You  take  no  chances  because  in  lots  cf 
25  or  over  we  allow  6  months  free  re 
turn  privilege. 

Prices:  Crash  cover  retails  25c, costs  you 
15c.  Board  cover  retails  35c,  costs  you 
21c.  Rose  colored  silk  finish  cover  (for 
gift  purposes) — a  fast  seller— retails  $1.50. 
costs  you  90c.  F.O.B.Chicago.  Sample  free. 

Our  Other  Books:  101  Best  Songs,  Every- 
day Songs,  Favorite  Songs  (Catholic). 

Cable  Co.,  1703  Cable  Bldg.,  Chicago 
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Watch  This  Page  for  Specialties 


The  F-B  Loose  Leaf 
Holder 


Pat.    May  13,   1913 

The  most  demanded  and  cheapest 
transfer  binder.  Adjustable  to  size  of 
paper  and  distance  between  punch 
holes.  Exchangeable  posts.  Wholesale 
$2.50  per  dozen.     Send  for  particulars. 

F-B  MANUFACTURING  CO. 

1228  Intervale  Avenue,  New  York 


DESK  PADS 

Good    Merchandise — Fair    Prices 

Satisfaction    Guaranteed 

on   all   specialties 

Leather    and    Brass    Corner 

Desk   Pads 

(Flexible  and   stiff — 60   styles) 

Glass    Desk    Pads 

(3  styles — 3  sizes) 

Cloth   Covered  Card   Index 

Cabinet 

(Standard  Sizes) 

L.  SAINBERG 

657  W.  Houston  St.  New  York 

Canadian  Representative 
■  Standard  Distributing  Co.,    Guy  Block 
Montreal,  Que. 
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"The  Guarantee  of  Quality" 


ULTON 

Self-Inking 

5  Stamp  Pads 


•4 

<4 
-4 
-4 
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Line  Daters 
Numberers 
Sign  Markers 
Rubber  Type 
Printing 
Outfits 


Manufactured  by 

FULTON  SPECIALTY  CO. 


N*xe  Jtreeu 
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LABELING  CLIP 

A  useful  new  labeling  clip,  made  of 
cold-rolled  steel,  nickel-plated,  is  manu- 
factured by  the  Little  Major  Appliance 
Company,  300  Canal  Street,  New  York 
City.  This  clip  will  be  found  very  handy 
for  all  open  back  binders  and  ledgers. 
It  eliminates  stenciling  and  pasting, 
while  the-  cards  can  be  taken  out  and 
replaced.  The  burrs  on  the  flanges  hold 
the  clip  in  place.  All  one  has  to  do  to 
adjust  this  clip  is  to  loosen  the  sheets 
and  press  the  binder  together. 

NEW  PEN  CASE 

A  new  item  just  introduced  by  the  L. 
E.  Waterman  Co.  is  a  case*  for  display- 
ing a  fountain  pen,  the  set  including 
a  variety  of  silk  guards  with  either  sil- 
ver or  gold   mountings. 

The  case  is  substantial  and  is  neatly 
finished.  It  is  covered  in  blue  imitation 
leather  and  lined  with  moire  satin.  When 
displayed  open,  the  set  makes  an  attrac- 
tive showing  and  will  appeal  strongly 
for  gift  and  other  purposes. 

The  utility  of  the  silk  guard  in  con- 
nection with  the  pen  makes  the  set  a 
practical  and  useful  outfit. 


Classified  Advertising 


pAYSON'S  INDELIBLE  INK  SUPPLIED 
by  all  wholesale  drug  houses  in  th-  Do- 
minion. The  best  Beller.  Established  over 
eighty  years.  Ask  for  counter  lisplay  stand 
which  greatly  increases  the  sale  of  ink.  Re- 
ceived  highest  award  at  many   Expositions. 


PLAYTHINGS 

The  American]  Toy  Journal 

*18th  year  of  pub- 
lication and  the 
largest  Toy  Maga- 
zine in  the  World. 
The  e  d  i  torial 
pages  give  all  the 
news  of  the  In- 
dustry and  there 
are  300  to  600 
HRI  Business  An- 
nounceme  n  t  s  in 
every  issue. 

Subscription- -$2 .00  per  year 
Foreign  $3.00 

Send  your  subscription  NOW 

PLAYTHINGS 


118  E.  28th  Street 


NEW  YORK 


Gem   Inkstand 

No.  5 


3  in.  Diameter 
Pat.  Oct.  24,  1916 

Embodies  a  New  Idea: 

ROTARY  COVER 

Is  Countersunk   Flush  With 

Top  of  Inkstand 

SATISFIES  YOUR  CUSTOMERS 


POPULAR      PRICE 


Cushman  &  Denison  Mfg.  Co.,   New  York. 


#£L/ANCE 


RELIANCE  INK 

Smooth  Flowing 
Never  Corrodes 
Absolutely  Permanent 


Reliance  Ink  Co.,  Ltd. 
Winnipeg,  Man. 


INK 


INKSTANDS 

OF    ALL     STYLES 


Manufactured  by 


Frank  A.  Weeks 
Mfg.  Co. 

»3  John  St.,  NEW  YORK  CITY,  N.  Y. 
Canadian  Jobbers  handle  our  lines. 
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Watch  This  Page  for  Specialties 


Excellent  for  holding:  Essays,  Class  Notes, 
Lectures,  Forms,  Magazines,  Reports, 
Orders,    etc. 

Made  in  all  sizes.  Capacity  of  back,  %" 
to  2". 

New  lines — 

Loose-Leaf  Telephone  Index  to  hang  over 
mouthpiece   of   phone. 
•     School  Rings. 

E'be  No.   1   Eyelet  Machine. 
Student's  Ring  Books  and  Fillers. 
ELBE  FILE  &  BINDER  CO.,  215-217  Greene  St. 
New  York  City 


Known  and  sold  wherever  Rubber 
Stamps  are  used 

B.  G.  Volger  Mfg.  Co.,  Inc. 

Passaic,  N.J.,  U.S.A. 

Our  Specialty: 

STAMPING  INKS  OF  ALL  KINDS 


"GRIP" 

IS  THE   SUPREME   OFFICE 

ADHESIVE 

SEMI-FLUID,    STRONG,    CLEAN 

WRITE    US    ABOUT   THIS    PRO- 
FITABLE,   FAST-SELLING 
LINE 

RELIANCE  INK  CO.  LTD. 

WINNIPEG,  MAN. 


TRADE  DIRECTORY 

ADDING  MACHINE  ROLLS 

Paper    Manufacturers    Co.,    Inc.,    526    Cherry    St., 
Philadelphia. 

ART  SUPPLIES 

Artists'  Supply  Co.,  77  York  St.,  Toronto. 
A.  Ramsay  &  Son  Co..  Montreal. 

BELTS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BINDERS 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

BILL  FOLDS 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

BLANK   BOOKS 

Boorum  &    Pease   Co.,   Brooklyn,   N.Y. 

Buntin,  Gillies  &  Co.,   Hamilton. 

The  Copp,  Clark  Co..  Toronto. 

Dawson  Ltd.,  W.  V.,  Montreal,  Toronto,  Winnipeg. 

Dominion   Blank   Book  Co..  Berthierville,  Que. 

National    Blank    Book   Co.,    Holyoke,   Mass. 

BLANK    CARDS    (Programmes,    Menus,    etc.) 

Artistic   Stationery  Co.,    164  Berkeley  St.,  Toronto. 

BLOTTING  PAPERS 

Eaton-Dikeman   Co.,   Lee,  Mass. 
Menzies  &  Co.,  Ltd.,  Toronto. 

CARDS 

Alphalsa    Pub.    Co.,    2-4    Scrutton    St.,    Finsbury, 

London,    Eng. 
Wm.  E.   Coutts,   145  Adelaide  St.   W.,  Toronto. 

CASH    REGISTER    ROLLS. 

Paper  Manufacturers   Co.,   Inc.,  526   Cherry  Street, 
Philadelphia. 

CELLULOID  GOODS 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal. 
Pugh  Specialty  Co.,  38  Clifford  St.,  Toronto. 

CHAIR  PADS 

Can.    Manufacturing   of   Novelty,    13    Boucher   St., 
Montreal,  Que. 

CODE  BOOKS 

The  American  Code  Co.,  83  Nassau  St.,  New  York. 
International    Cable    Directory,    17    State    St.,    New 
York,  N.Y. 

CRAYONS 

Binney  &  Smith,  New  York. 

A.    R.    MacDougall     &     Co.,     468     King     St.    West, 
Toronto. 

DICTIONARIES 

G.    &    C.   Merriam. 

Laird  &  Lee,  Chicago,  111. 

DIE  WIPING  PAPER 

Paper  Manufacturers  Co.,  Inc.,  526   Cherry  Street. 
Philadelphia. 

ENGRAVING    (Steel  and  Copper  Plate) 

Artistic  Stationery  Co.,  164  Berkeley  St.,  Toronto 

ENVELOPES 

Barber-Ellis   Co.,   Toronto. 

Buntin,  Gillies  &  Co.,  Hamilton. 

Copp.  Clark   Co..  Toronto. 

W.  V.  Dawson,  Ltd..  Montreal,  Toronto,  Winnipeg. 

Menzies  &  Co.,  Ltd.,  Toronto. 

ENVELOPE    MACHINES 

David    Carlaw    &    Sons    Ltd.,    Glasgow,    Scotland. 

ERASERS 

Menzies  &  Co.,  Ltd.,  Toronto. 

Weldon   Roberts   Rubber  Co.,  Newark,  N.J. 

EXERCISE    BOOKS 

Canadian  Pad  &  Paper  Co.,  Ltd.,  255  Wellington 
W.,  Toronto. 

EYELETTING    MACHINES    AND    EYELETS 

Elbe  File  and  Binder  Co.,  New  York,  N.Y. 
Menzies  &  Co.,  Ltd.,  Toronto. 


The  Self-Filling 


7LLA/3D 
FOUNTAIN  PEN 

Fully  Guaranteed 

Fitted  witli  our  Patented, 
Self-regulating  "Automatic" 
Feed.  Indestructible  Re- 
servoir Sac.  1007c  Ink  Ca- 
pacity. Full  size  14  kt.  Gold 
Pens,  tipped  with  hardest 
Iridium. 

Bought  officially  by  the 
United   States   Government. 

Send  for  Illustrated  Catalog 
and  Net  Price  List. 

WILLARD  PEN  CO. 

318-326  West  39th  Street 
New  York,  N.Y.,  U.S.A. 


Dexter's 

STAR 

MANIFOLD 

LINEN 


With  unlimited  uses.  Star  Manifold 
Linen  is  a  stock  that  practically  every 
customer  you  have  could  use, — par- 
ticularly for  foreign  letters.  Attrac- 
tive, strong,  durable  and  beautifully 
finished;  suitable  for  pen  as  well  as 
typewriter.  For  all  kinds  of  office 
systems,  Star  Manifold  is  a  recog- 
nized   business    necessity. 

Send    for    samples    and    prices. 

C.H.  Dexter  &  Sons,  Inc. 

Windsor  Locks,   Connecticut 


Wishing 

All  our  Friends 

and  Patrons 

3  iWerrp, 

4Herr»  Cfjriatmas 

ana  a 

$appp  and 

prosperous 
Jgeto  gear 

F.  WEBER    CO. 

(Incorporated) 
Manufacturers'Artist  and  Drawing  Materials 

PHILADELPHIA      • 
St.  Louis  Baltimore 
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BOOK  BUYERS'  GUIDE 


DR.  STALL'S 

FAMOUS  BOOKS 

Best  Sellers  Among  Book  Staples 

Self  and  Sex  Series 

Keep  these  books  in  sight.  They 
are  steady  sellers  because  90  out 
of  every  100  who  pass  your  store 
are  prospective  customers. 
What  a  Young  Boy  Ought  to  Know. 
What  a  Young  Man  Ought  to  Know. 
What  a  Young  Husband  Ought  to 

Know. 
What  a  Man  of  45  Ought  to  Know. 

Four  Books  to  Women:  — 
What  a  Young  Girl  Ought  to  Know. 
What   a   Young   Woman    Ought   to 

Know. 
What    a    Young    Wife     Ought    to 

Know. 
What   a    Woman    of    45    Ought    to 

Know. 

$1.35  Each. 

THE  RYERSON  PRESS 


Publishers 


Toronto 


CODE  WILL  FORM 

Simple,  clear  and  concise 
Ready-made  Will. 

Price  $2.00  per    dozen. 
The  Copp,  Clark  Company,  Limited 

517  Wellington  St.  Weit  Toronto 


Otto  Sauer  Series 

French,  Spanish 
and    Italian    Grammars 

MADE  IN  THE  U.S.A. 
Grammar  Separate,  $1.00 

Grammar  with  Key   $1.25 

WYCIL  &  COMPANY 

206  Broadway  New  York  Cltr 

Liberal  Discounts  to  the  Trade 


wEA    KNOWLEDGE 

320  Pages     ILLUSTRATED 

By  Or.WIHFIELO  SCOTT  HALL, Ph.D. 

Noted  Authority  and  Lecturer 
PLAIN  TRUTHS  OF  SEX  LIFE  — 

What  every  young  nnn  and  young 
woman,  every  young  wife  and  young 
husband,  every  father  and  mother, 
teacberand  nurse  should  know. 
Sex  Facts  Hitherto  Misunderstood 
In  plain  wrapper  for  only»i  rn 
postage  1 0  cents  extra.  $  1 . 5U 

McClelland  &  stewart 

Limited 

215  Victoria  Street, 
TORONTO 


FANCY   PAPERS,   TISSUES    AND    BOXES 

Dennison  Manufacturing  Co.,   Boston. 
Menzies  &  Co.,  Ltd..  Toronto. 

FILES 

Elbe  File  and  Binder  Co..  .97  Reade  St.  New  York. 

FOUNTAIN  PENS 
Mabie,  Todd  &  Co.,  473  College  St.,  Toronto. 
A.  R.  MaeDougall  &  Co.,  468  King  St.  W.,  Toronto. 
L.  E.  Waterman,  Montreal.  Que. 

GREETING    CARD    CORDS 

Albion    Cotton    Sewing    Co. 

GREETING  CARDS,  POST  CARDS,  ETC. 

Artistic  Stationery  Co.,   164  Berkeley  St.,  Toronto. 

W.   E.   Coutts,   145  Adelaide  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

A.    R.    MaeDougall   &    Co.,   Toronto. 

Pugh  Specialty  Co.,  38-42  Clifford  St.,  Toronto. 

Valentine  &  Sons  Publishing  Co..  Toronto. 

INKS,  MUCILAGE  AND  GUMS 

Chas.  M.  Higgins  &  Co.,  Brooklyn,  N.Y. 
The    Carter    Ink    Co.,    Montreal. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
Reliance  Ink  Co.,  Winnipeg    Man. 
S.  S.  Stafford  Co.,  Toronto. 

"Glucine."     Menzies  &  Co.,  Ltd.,   439  King  St.  W-, 
Toronto. 

INDELIBLE  INK 
Carter's  Ink  Co.,  Montreal. 
Payson's  Indelible  Ink. 
'  S.   S.   Stafford  Co.,  Toronto. 

INKSTANDS 

A.  R.  MaeDougall  &  Co.,  468  King  St.  W.,  Toronto. 

LEAD  AND  COPYING  PENCILS 

American   Pencil   Co..  New  York. 

Wm.  Cane  &  Sons,  Newmarket,  Ont. 

A.  R.  MaeDougall  &  Co.,  468  King  St.  W.,  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

LEATHER  GOODS 

Can.    Leather    Products    Ltd.,    Toronto. 
E.  Davis  &  Co.,  Drummond  BIdg..  Montreal. 
Julian    Sale    Leather    Goods    Co.,    Toronto. 
Western    Leather    Goods    Co.,    Ltd.,   Toronto. 

LOOSE  LEAF  BOOKS.  BINDERS   AND 
HOLDERS 

Boorum    &    Pease    Co.,    Brooklyn. 

Buntin,  Gillies  &  Co.,  Hamilton. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 

The  Copp,  Clark  Co.,  Toronto. 

Luckett  Loose  Leaf,  Ltd.,  539  King  St.  W.,  Toronto 

National  Blank  Book  Co.,  Holyoke,  Mass. 

Rockhill  &  Vietor,  22  Cliff  St.,  New  York  City. 

Elbe  File  and  Binder  Co.,  97  Reade  St.,  N.  Y.  City. 

MAPS  AND  GLOBES 

Rand.  McNally  &  Co.,  Chicago. 
The  Copp,  Clark  Co.,  Toronto. 

MEMO    PADS 

Robinson   Mfg.   Co.,   Westfield,   Mass. 
Sainberg  &  Co.,  New  York. 

MAP    TACKS 

Moore    Push-Pin-  Co..    Philadelphia,    Pa. 

MUSICAL    MERCHANDISE 

Mus.     Merer,.     Sales    Co.,     79     Wellington     St.,     W., 
Toronto. 

PAPER  BALERS 

Climax  Baler  Co.,  Hamilton,  Ont. 

PAPER  FASTENERS 

Noesting  Pin  Ticket  Co.,  Mt.  Vernon,  N.Y. 
O.  K.  Manufacturing  Co.,  Syracuse,  N.Y. 

PAPETERIES   AND  WRITING   PAPERS 

Barber-Ellis  Co.,  Toronto. 

Buntin,  Gillies  &  Co.,  Toronto.     " 

Clark  Bros.  &  Co.,  Winnipeg,  Man. 

The  Copp,  Clark  Co.,  Toronto. 

W.  V.  Dawson,  Ltd.,  Montreal,  Toronto.  Winnipeg. 

A.  R.  MaeDougall  &  Co.,  468  Kyik  St.  W..  Toronto. 

Menzies  &  Co.,  Ltd.,  Toronto. 

PENNANTS 

Can.    Manufacturing    of   Novelty,    13    Boucher   St., 
Montreal,  Que. 


Laird  &  Lee, 

I  ncorpora  ted 
Chicago,   111.,   U.S.A. 

Publishers  of  Webster's  school 
dictionaries,  vest  pocket  dic- 
tionaries in  all  languages,  me- 
chanical, technical  and  reference 
books,  diaries  and  business 
books. 


English  Editions 
The  Leading  Reviews 

Canadian  Subscriptions 

The  Nineteenth  Century 
and  After 

The   Contemporary   Re- 
view 
The  Fortnightly  Review 

Annual  subscription :  Each 
per  year,  $7.35 ;  anv  two, 
$14.00;  the  three,  $21.00. 
Single  copies,  75  cents. 

Blackwood's    Magazine 

Annual  subscription,  $5.00 
per  year;  single  copies,  50 
cents. 

Quarterly   Review 
Edinburgh  Review 

Published  four  times  a 
year,  in  January,  April, 
July  and  October. 
Annual  subscription :  Each 
per  year,  $5.00;  the  two, 
$9.50  per  year;  single 
copies,  $1.50. 
•  Blackwood's  Magazine 
with  Quarterly  <>r  Edin- 
burgh Review,  $9.50  per 
year.  Blackwood's  and 
the  Edinburgh  and  Quar- 
terly Reviews,  $13.50  per 
year.    - 

All  the  above  are  the 
original  English  editions; 
not  reprints. 

LEONARD  SCOTT 

Publication  Company 

249  West   13th   Street 
NEW  YORK 
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If  you  handle  any  Fancy 
Goods  lines  for  Christmas 
you  should  have  a  copy  of 
our  Christmas  Catalogue. 

Your  name  on  4»*  post 
card  will  bring  a  copy 
promptly. 

Pugh  Specialty  Co., 

Limited 

38  to  42  Clifford  Street" 

Toronto,  Canada 

Waste  Paper  Balers 

The  "CLIMAX" 

Steel  Fireproof  Baler 

turns  your  waste  into 
profit. 

Made  in  12  sizes. 

Send  for  Catalogue. 

CLIMAX  BALER  CO 

HAMILTON,  ONT. 


McFarlane  Son  & 
Hodgson,  Limited 

Wholesale  Stationers 
and    Paper  Dealers 

14  St.  Alexander  St.  -  Montreal 


AGENCIES   WANTED 


Energetic  concern,  well  organ- 
ized, desires  British  Columbia 
agencies  for  standard  lines. 
Has  established  connections 
with  retail  stationers'  trade 
throughout  the  province.  Ref- 
erence— Fank  of  Nova  Scotia. 
Send  full  particulars  to  R.  H. 
Wright,  509  Richards  St.,  Van- 
couver, B.C. 


PHONOGRAPHS 

Mus.     Merch.    Sales    Co.,    1'J     Wellington    St.,     W., 
Toronto. 

PHONOGRAPH     SUPPLIES     ' 

H.    A.    Bemister,    18  Victoria   St.,  Montreal,   Que. 

PILLOW  COVERS 
Can.    Manufacturing    of    Novelty,    L3    Bouchri    St., 
Montreal,  Que. 

PHOTO    ALBUMS 

Crown  Novelty   Co.,   188   Adelaide  St.   W.,    Toronto. 


PLATE      PRINTING 

Artistic   Stationery  Co.,   164  Berkeley  St.,  Toronto. 

PLAYING  CARDS 

Consolidated    Litho.    Co.,    Montreal. 

A.   O.   Hurst    (Goodall's),   32  Front  St.*  Toronto. 

Standard  Playing  Card  Co.,  Chicago,  111. 

U.  S.  Playing  Card  Co.,  Windsor,  Ont. 

E.  Davis  &  Co.,  Drummond  Bldg.,  Montreal.' 

-    PUSH-PINS 

Moore    Push-Pin    Co.,    Philadeluhia,    Pa. 

PUSH-LESS    HANGERS 

Moore    Push-Pin   Co.,   Philadeluhia,   Pa. 

RUBBER  STAMPS.  STENCILS    ETC. 

John   T.    Clark   &  Son,   Ltd.,  Manchester,   Eng. 
Fulton  Specialty  Co.,  Elizabeth,  N.J. 

SCHOOL  BAGS 

Copp,     Clark     Co.,     Toronto. 

Warwick    Bros.    &    Rutter,    Toronto. 

Davis  Novelty  Co.,  Mappin  Bldg.,  Montreal,  Que. 

SCHOOL   AND    OFFICE    RULERS 

Westcott   Rule    Company,    Inc.,    Seneca   Falls,    N.Y 

SHEET  MUSIC 

McKinley  Music  Co..  1501-15  E.  55th  St..  Chicago. 
Leo.    Feist    Ltd.,    193    Yonge    St..    Toronto. 

SHORTHAND    BOOKS 

Sir  Isaac  Pitman   &   Sons,    Ltd.,   27   Simpson    Ave., 
Toronto. 

STATIONERS'  SUNDRIES 

Buntin.  Gillies  &  Co.,  Hamilton. 

The    Copp.    Clark    Co..    Wholesale    Stationers.    To- 
ronto. 
C,lar'<  Bros.  &  Co..  Ltd..  Winnipeg.  Man. 
Crown  Stationery  Co.,  12  West  17th  St.,  New  York. 
W.  V.  Dawson,  Ltd.,  Montreal,  Toronto,  Winnipeg. 
E.  Davis   &  Co.,  Drummond  Bldg.,  Montreal. 

STEEL  WRITING  PENS 

John  Heath.  8  St.  Bride  St.  E.C.,  London. 

Hinks.  Wells  &  Co.,  Birmingham,  Eng. 

Esterbrook    Pen    Co..    Brown    Bros.,    Ltd.,    Toronto, 

Canadian  Representatives. 
A.    R.    MacDougall   &    Co.,   Toronto. 

(John    Mitchell's     Pens) 

THUMB    TACKS 

Moore    Push-Pin    Ca..    Philadelphia,    Pa. 
Noesting    Pin   Ticket   Cc    Mt.    Vernon,   N.Y. 

TOILET  GOODS 

E    Davis  &  Co.,  Drummond  Bldg..  Montreal. 

TOYS,   DOLLS     PUZZLES,   ETC. 

Beaver   Doll    Co..    Hamilton,    Ont. 
E.  Davis  &  Co.,  Drummond  Bldg..  Montreal. 
Ford   Co..   Ltd..   R.    S..   Vancouver. 
A.    C.    Gilbert-Menzies    Co.,    Ltd.,    Toronto. 
Island   Toy    &    Mfg.    Co.,   Ltd..    Walthamstow.    Lon- 
don   E.    17,    England. 
Meccano  Toy  Co..  Ltd.,  71  W.  23rd  St..  New  York 
Moddelit    Mfg.    Co..    St.    Paul'e.    Bristol.    Eng. 
Morimma    Bros..    53    W.    23rd    St.,   New    York. 
Nerlich  &  Co..  446  Front  St.  W.,  Toronto 
W.  S.  Turton  &  Co.,  30-32  Grand  Lane,  London, 
England. 

WRITING     PADS 

Canadian    Pad    &    faper   Co.,    Ltd.,    Toronto. 


Manufacturers 

Moisteners 

Standing 

and 

Hanging  Files 

Punches 
Board  Clips 
Ink  stands 

— _ ^— ^— — — —      ^ 

Automatic 
Wood 
Glass 

Defiance    Mfg.   Co 

384  B'way,  N.Y. 


Crucible  Pens 

BRITISH 

25  VARIETIES. 
Send  for  price  list 

The  Copp,  Clark  Co., 

Limited 

TORONTO  CANADA 


G.  L.  IRISH 

499  Queen  Street  West,  Toronto 

Manufacturer  and  Importer 

Pictures,  Frame*.  Mirrors,  Statuary  —  erery- 
thine  in  Picture  Framing  outfits.  1150.00 
will  start  you  in  a  profitable  line  of  business. 
Crayon  and  Water  Color  Portrait  Enlarge- 
ments. Send  your  pictures  to  mt.  I  will 
frame     them     at     low     prices.       I     manufacture 

500  different  pieces  of  beautiful  French  bronze 
finished  statues.  $75.00  will  make  a  beauti- 
ful  display. 


Dealers     who     are     interested     in 

SIGN  WRITING  SUPPLIES 
CARD  WRITING  SUPPLIES 
SCHOOL  COLOUR  BOXES 

Write  for  our  Wholesale  Catalogue. 

Mention     this    paper. 

ARTISTS'  SUPPLY  CO. 

77  York  Street 
TORONTO 


TICKET   and  CONDUC 
TOR  PUNCHES 

the  best  made 

The  Fred  J.  Meyer  Mfg.  Oo. 

HAMILTON.  OHIO.  U.S.*. 
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Dealers'  Profil-Sharing 

Anniversary  Specials 

February  1921  will  witness  the  21*1 
Anniversary  of  the  introduction  in 
II 

Moore   Push-Pins 

"Glass  Heads-Steel  Points" 

Moore  Pushless  Hangers 

"  The  Hanger  with  the  Twist" 
"Standardized  and  Advertised  The  World 
Our." 
Tu     commemorate     this 

l   in  n.      ;ii-.<>      marks      the 
I  inn    in    in  i    factories    of    ini- 
provi  i  manufacturing  devices, 
facilities    ami    ability    to    make    faster    ae- 
llverii        »<■    «mi    allon    an    extra    '■' ,    discount   from 
ea    upon    all    Push-Pln    and     Banger    orders 
during    December,    for    deliveries    in    January 
ami    February,    1921, 

i  mi       increased      national      advertising      campaign      Is 
ahcadv    stimulating    the    demand. 
Send     lor    Samples    and     Dealers'    Discounts    at    once. 

Moore  Push-Pin  Co.,  117  Berkley  St.,  Philadelphia,  Pa. 


MOISTEN  THEM  with  the  ARGUS  MOISTENER 

Always  ready  for  use.    Sanitary.     Moistens  flap  or  stamp   neatly, 
quickly — in   series  or   singly.    Beautifully   nickel-plated,  highly    de- 


sirable for 


OFFICE  OR  BOMB 


Useful  gift.  Will  be  keenly  appreciated  by  social  letter  writer  or  ofDcoemployee. 
PR  ICE,  40  QC  Ask  your  stationer  or  send  us    >2.35.   our  guarantee 
PREPAID  «f*««««»  with  every  one.    Money  refunded  If  no* satisfied. 
ARGUS  MFG.  CO.,     402-6  N.  Paulina  St.,  Dept.  16C,  CHICAGO 


British  Goods  Are  Standards  of  Value 


A  popular 

quick   selling  pen  : 

THE 

"ROB  ROY" 


Made  from  fine  eteel  and  made 
in  one  of  Birmingham's  best 
equipped  factories,  this  dandy 
writing  ?en  will  prove  a  mighty 
fine  seller   for  every  live  dealer. 

BOB    ROY     PEN       1 

HINH.SjWEJ.LS  4_&W 

"*"■  "itiilhl'lf  -'■— * 


Be  sure  to  see  samples  before  you  order  your  new  stock.    You'll 
find  our  prices  are  right 

Hinks,  Wells  &  Co.,  Birmingham,  Eng. 


ARTISTS  MATERIALS 


We  carry  a  complete  line  of  Artists  Materials 
Agents  for  Winsor  &  Newton,  London,  Eng. 

A.RAMSAY  &  SON   C° 

EST'D.   18  42.    MONTREAL. 


Established    20  Years 


W.  S.  TURTON  &  CO. 

30  and  32  Gravel  Lane 
SALFORD 

Manchester,  England 
Manufacturers   of    Special   Lines    in 
Counting   Frames,    Blackboards  and 
Easels,  Dolls'  Bedsteads,    Kites,    Toy 
Fishing  Nets. 

WATERSTON'S 


"BEE" 


BRAND 


MARK 


SEALING   WAX 

Factory: 
Warriston  Works,  Edinburgh,  Scotland 


THE    EYES    OF 
THE  TRADE 

ARE  ON 

THIS  SPACE 

EVERY 

MONTH 

MEET  THEM 

WITH  YOUR 

ADVERTISEMENT 

$5  a  month  on 
yearly  contract 


Hold  the  Line 

Here's  the  line  to  hold 
—John  Heath's  Tele- 
phone Pen.  You  will 
not  hold  it  long  be- 
cause it  sells  so  quick- 
ly. There's  quality 
about  it.  It  writes 
smoothly,  never  cor- 
rodes, and  lasts  long. 
Get  connected  with 
the  Telephone  Pen  for 
quick  sales. 

Supplied  by  all  the  leading  Whole- 
sale Houses  in  Toronto  &  Montreal 

(Registered) 
London  (Eng.)  Expert  Agency 

8   St.  Bride  Street 
LONDON,  E.C. 
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^^C*^*^*^*^*^^ 


Cftrisitmasi  Greetings 

ano  Pesit  OTistyes  for 

prosperity  in  tfje  J^eto  §?ear 


m  V.  ©ato&m  Itmtteb 

jtlontrcal 

A 


iMiis&i 


Fine  Inks  and  Adhesives 


FOR  THOSE 


WHO  KNOW 


Higgi 


ns 


Drawing  Inks 
Eternal  Writing  Ink 
Engrossing  Ink 
Taurine  Mucilage 
Photo  Mounter  Paste 
Drawing  Board  Paste 
Liquid  Paste 
Office  Paste 
Vegetable  Glue,  etc. 


Are   the   finest   and   best    Inks  and   AdhtsHves 

These  manufactures  have  a  unique  standing 
among  discriminating  consumers,  the  ready- 
money  kind  who  know  what  they  want  and  are 
willing  to  pay  for  it.  Tney  are  worth  cater- 
ing to. 

CHAS.  M.  HIGGINS  &  CO.,  Mfrs. 


Branches  : 
Chicago,   London 


271    Ninth  St. 
BROOKLYN,  N.Y. 


For  ARTISTIC  EFFECT 
USE 

The  ALBION 
SILKY  CORDS 

for  Tying 

::  BOOKLETS  :: 
GREETING  CARDS 
::     CALENDARS     :: 

The  Progressive  Stationer  uses  the  Albion 
Cords  every  day  for  innumerable  purposes. 

PLAIN  CALENDAR 
CORDS,  BOOK  SEW- 
ING  THREADS,  etc. 

Ask  for  Samples  from  the  Manufacturers. 

The  Albion  Sewing  Cotton  Co.  Ltd. 

Favylcy  Mills,  Tottenham  Hale 

LONDON,   ENGLAND 
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HAMILTON 


CANADA 


Christmas  Specialties 

Perhaps  you  have  overlooked  some  of  the 
accessories  which  help  to  swell  the  Holiday  Trade, 
or  have  underestimated  your  needs.  We  are  able 
to  fill   orders  for   the  following: 

Papeteries — to  sell  from  35c  to  $1.50  each. 

Cards  and  Folders — Xmas  and  New  Year — all  prices. 

Enclosure  Cards,  Tags  and  Seals — in  5-cent  packages. 

Tinselcord  and  Ribbonzene — all  colors. 

Christmas  Post  Cards. 

Correspondence  Cards — die  stamped,  in  cabinets. 

Sea  Island  Twine — red,  green  and  combined. 

Paper  Bells — red  and  combined. 

Art  Calendar  Pads. 

Desk  Calendars — Jewel,  Daisy  and  Daily. 

Tissue  Paper — white  and  colors. 

Crepe  Paper — all  colors. 

Ornamental  Crepe,  including  Christmas  designs. 

Paper  Napkins,  including  holiday  patterns. 

Mailing  Tubes — for  calendars.  . 

Photomailers. 

Parker  Lucky  Curve  Fountain  Pens 

Photo  and  Post  Card  Albums 

Loose  Leaf  Memo  Books. 

Fancv  Pencils. 


HAMILTON 


CANADA 


<STMIOWRS)s 
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